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Its elegance fascinates. Its agility inspires. And its presence impresses. The new BMW X6 single-hi 
ores Orv! 


a whole new vehicle segment. As the world's first Sports Activity Coupe, the new BMW X6 re 
of coupé charisma with the authority and versatility of a Sports Activity Vehicle. Powered by tht 


V8 twin-turbo engine with High Precision Injection, it reaches 0-100 km/h in 5.4 seconds - faster than any vehic 
in its class. Featuring BMW's pioneering Dynamic Performance Control system, it lets you experience the 
new BMW X6 


ience the future 


of cornering at every bend. Enjoy turning corners just as you do turning heads with the striking 
More agile handling, improved stability and optimised traction - the ingredients for transforming every journey 
into a joyride. The new BMW X6 is not your ordinary coupé. It's a coupe above 


| 
| 
1 The new BMW X6. A coupe above. 
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From The Editor 


BHISHEK BACHCHAN FANCIES USING MOBILE PHONES TO 

hold remote classrooms and as a voting device. 

Kareena wants Saif to stream her favourite song on 
her mobile. M.S. Dhoni shows how quick and clever he 
is in finding the best hotel and travel deals through his mo- 
bile phone. A petite girl effortlessly moves from playing 
music to a dice game on her touch phone. In a more sub- 
tle brand promotion, a pug does everything, from search- 
ing for the missing socks to fetching homework copy for 
his *master". The common link in all these—and many 
more such—mobile phone advertisements from Idea, 
Airtel, Aircel, LG and Vodafone is that none emphasises 
what most customers think to be the core value of the 
product: making and receiving calls. Instead, they are ad- 
vertising Net access, music downloads, text messages, nav- 
igation and so on. In the world of mobile telephony, all 
this is known as “services” and is distinct from “voice”. 

Though mobile phone users still predominantly use 
their devices for calling, the trend is changing. And 
the rate of this change will accelerate in future. The rea- 
son is obvious: calling is only one form of communi- 
cation. SMS, e-mail, social media 
(Orkut, Twitter, Facebook), music 
and photo share are modes of com- 
munication, too. With changing 
times and demographic profiles, 
the non-call forms of communi- 
cation will grow faster—and so 
will the “services” value of our 
mobiles. No wonder then, that 
Nokia’s message of “connecting 
people” is increasingly more about 
things other than making a phone call. Two of the 
world’s fastest-growing and most fancied mobile phone 
brands—iPhone and BlackBerry—have services as their 
key attraction. Services, then, seem to be the mobile 
industry’s new frontier. Our cover story (pg 42-57) 
explains the logic and implications of this trend—for 
companies and for consumers. 

In the season of job losses and salary cuts, managing 
human resources may seem easy—at least easier than it 
was in the past 3-4 years of scramble for talent. HR 
professionals and experts would tend to disagree. If a 
company ends up losing key people in the process of cost 
cutting, it won’t thrive—or even survive—when the 
good times return. That's why the first 87-PeopleStrong 
India Attrition Study focusses on helping companies 
understand if they are losing the “right” people in the 
downturn (pg 80). 

Globalisation isn’t only about Indians consuming 
foreign products and services. As we show on pg 104, it's 
also about the interiors of Haryana and Himachal 
Pradesh producing the most exotic of Italian cheese 


and exporting it to the Us. 
RAN Sarem 


ROHIT SARAN 
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Signs of a Recovery? 

While industrial output figures are grim, 
growth across some sectors suggests that 
the worst may be over. 


Response to the Downturn 

Despite the slowdown, many Indian firms are 
confident of achieving double digit growth, 
says an E&Y survey. 

Top of Mind 

Television for the Expats 

A glut of foreign channels is now available on 


cable and DTH platforms, targeting the 
expatriate community. 


Placement Crunch Haunts ISB 
The Indian School of Business has extended its 
placement season after many students fail to get offers. 
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The Coming Grain Glut 

From shortage to surplus—bordering on glut— 
government actions and policies yet again play 
havoc with India's food grain economy. 


Heady Brew 

The success of Tata Tea's Jaago Re campaign may 
inspire many more companies to elevate their 
advertising to an intellectual plane. 


World Wide Worm 

The slowdown is fuelling the explosive growth of 
malware or malicious software and both India Inc. 
and Indian consumers are in the firing line. 


The Regional Rush 
The regional film industry is set to get a corporate 
makeover with the entry of big production houses. 


Google's New Search 
The Internet giant wants to leverage its India R&D 
teams to explore new growth avenues. 


Here Comes the Sun 
Solar power goes megawatt, as promoters rush to 
tap government incentives. 
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Political parties have made tall promises in their 
manifestos, unmindful of the high cost of fulfilling 
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who are supposed to be lured by the promises. 


EMPLOYMENT SPECIAL 


80 Are You Losing the 
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The often unseen cost 
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staggering for 
organisations. Here’s 
your primer on good 
leavers and bad leavers, 
according to a BT- 
PeopleStrong study. 
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The K Factor: Hemendra Kothari, Uday Kotak and Nimesh Kampani 


66 K Sera Sera 


For three decades, the three Ks ruled The Street. 
Today, Kothari has hung up his gloves, Kampanı 
is in the eye of a storm and Kotak is building a 

bank, ending an era of home-grown dealmakers. 
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The commencement of gas supply from RIL’s 
finds is set to re-energise India’s fertiliser industry. 
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physical settlement in 
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Cheesemakers: Mozzillo and Gupta 


Top quality Italian cheese is being produced in 
rural Haryana and Himachal Pradesh. Tejeesh 
N.S. Behl gorges on mozzarella, scamorza and 
other varieties to unravel the secret of this success. 
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109 From Rivals to Partners 
Getting China and India Right, a book on India 
and China—and not on India vs China—that 
is practical and incisive. 
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112 Nusli Wadia, Chairman, Bombay Dyeing, 
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a thing or two about how to make and manage 
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Keep the Standard Flying High 

WHEN BUSINESS THE WORLD OVER IS BEING 
walloped by the economic crisis, India's 
Mini Global Champs (Br, April 19) | 
offers grounds for hope. In looking 
for bright spots when many American 
and European MNCs are on the ropes, 
these select Indian companies are able 
to build on their growth acceleration 
stories. As an Indian, I feel justifiably 
proud of their success and hope that | 
more and more Indian companies will 
move to the top table of Global Inc. 





V.B.N. RAM, through e-mail 








Making Global Strides 

TILL NOT VERY LONG AGO, FOREIGN 
multinationals constituted the back- 
bone of big business in India. But as 
India's Mini Global Champs shows, 
several plucky Indian companies— 
who till only few years ago would 
have been dismissed as being pip- 
squeaks by their foreign peers—are 
now coming into their own. Many 
Indian companies, like Binani 
Cement, are fast acquiring global 
footprints and making strategic acq- 
uisitions abroad. This trend is beco- 
ming so pronounced that some busi- 
ness watchers are calling it as reverse 
economic colonisation. Foreign MNCs 
can no longer count on being the 
only game in town when more and 
more Indian companies are keen on 
buffing up their business legacy. 


ASHISH NEHRA, through e-mail 


The People's Car 
GIVEN NANO'S ALLURING PRICE AND ITS 
arsenal of standard features, the car 
offers the biggest bang for the buck. 
At a time of cratering car sales, Nano 
promises to keep Tata Motors' turn- 
stiles turning for years to come. 
VINOD C. DIXIT, through e-mail 


Tata's Trump Card 

WHEN RATAN TATA FIRST BROKE HIS 
plans about introducing the Rs 1- 
lakh Nano, many in the industry 
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took it to be a pie-in-the-sky promise. 
The recent launch of the Nano has 
not only turned that promise into 
a reality, it has proved that Tata's 
vision of an ultra-cheap car for the 
masses was no idealistic fruitcake. 
In these times of economic duress, 
the Nano is all the more welcome 
because it has all the zippy fea- 
tures of a standard car model but 
without breaking the budget. | 
won't be surprised if the Nano 
goes on to become a quintessential 
part of the Indian family's dream. 

MAHESH KUMAR, through e-mail 


Satyam’s Hugger-Mugger 
WHERE ANGELS FEAR TO TREAD 
(Br, April 5) is a pointed analysis of 
the misgivings of the suitors in the 
race for the Satyam buyout. It's easy 
to surmise why the process of find- 
ing the right buyer for Satyam has 
been hanging for so long. Investors 
are apprehensive to throw their lolly 
on less than pukka firms and Satyam 
may still have unexploded ordnance 
in its books that could throw its 
backers for a loop. At the same time, 
the newly-appointed managers at 
Satyam need to expedite the buyout 
process. Having become a temporary 
ward of the state, Satyam should 
not be allowed to become a perma- 
nent zombie. 

ASHOK JAYARAM, through e-mail 


Corrections and Clarifications 
IN REFERENCE TO ISSUES OF MISUSE 
(Br, April 5), we would like to state 
that our IPO proceeds have not been 
misused by any yardstick. Your story, 
however, creates an impression that 
funds have not been utilised thus far 
for acquisitions, and that committed 
investments have not been disbursed 
in full. We have until date restricted 
the usage of funds within the legal 
ambit, so we are unclear how the 
impression has emerged otherwise. 
AMBARISH RAGHUVANSHI, CFO, INFO 
EDGE (INDIA) LTD. 


Our replies: The story 
specifically mentioned Info Edge as 
an IPO issuer that basn't utilised bulk 
of its IPO proceeds even after more 
than two years of raising the money 
from the public. As per the com- 
pany’s own disclosure, it has utilised 
only 25 per cent (Rs 41.61 crore out 


of the Rs 170 crore raised through IPO 


by December 31, 2008). Its defence 
of not using the IPO proceeds “as it 
had an early warning of the im- 
pending recession as early as June 
2007” is also not justifiable as the 
domestic economy started to slow 
down towards mid-2008. 
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De m Rachna Educational Institutions (MRED), 


dis unded i 4 in 1997, is India's foremost educational 
T entity, and has a reputation for outstanding 



























Administrative Headquarters: 5 


teaching, as a centre of research and excellence. 
.. Now, Manav Rachna International University 
(MRIU), a deemed-to-be university and a worthy 
successor of the same heritage carries forward 
the mantle of excellence and professionalism with 
the philosophy of Manav Rachna 
"Vidyantariksha" . 

MREI provides unique and supportive environs to 
learn and grow, at different institutions, sprawling 
over 60 acres in Sector-43, amidst lush green 
surroundings, in Sector-21C, 5 acres in Sector-14 
all in Faridabad as also in Sector-46 and Sector- 
51 Gurgaon. 

Manav Rachna International University consists of the 
following Institutes/Departments as constituent units: 
Career Institute of Technology & Management 
Institute of Information & Communication 
Technology, Faridabad Institute of Technology & 
Science, Manav Rachna School of International 
Studies, Institute of Management Studies. 


MANAV RACHNA INTERNA 


Declared as deemed-to be university under sectic 


, N.I.T. Faridabad Phone: 0129-4198600 (30 Lines) E-mail: infoG 
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| INSTITUTE OF MANAGEMENT STUDIES 
Nor The Institute of Management Studies (IMS) is 


T a constituent Institute/Department of the 
) y University which shall act as bandwagon. The 
z m students shall undergo a unique experience 
E 


jon which shall transform their persona in totality : ar s i 
7 making them hardcore management Master of Business Administration 


M: professionals with extraordinary managerial Master of Business Administration 
and soft skills. They will rub their shoulders (International Business) 
with renowned managers from India and abroad 


during their stay in the Institute and learn the 
intricacies of management through real life case BÀ niic uenientes oir aiios ot attended iy reet CL 
study. IMS shall prove as a mile stone in the life Master of Business Administration 
of the pass outs which they will appreciate (Hospitality Management) 
throughout their life. Following courses are on 

offer in the academic session 2009-10. 


Master of Business Administration 
(Financial Services Management) 


Duration: 2 year full time programme. 


Admission Criteria: On the basis of merit obtained on a composite scale of CAT/ MAT/ 
XAT/ATMA/ JMAT/ STATE TEST Score/Academic Merit/ GD and interview. 


* Prospectus and application form available online at www.mriu.edu.in 
and at the MRIU Campus & Administrative Headquarters 


* Besides Undergraduate and Postgraduate Programmes as mentioned 
T above, all Institutes shall offer Doctoral Programmes leading to Ph.D. 
Degree. 
* Educational loans from Punjab National Bank 
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INSTAN TIP 


The fortnight's burning question. 


Signs of a Recovery? 


While industrial output figures are grim, growth across some sec- 


tors suggests that the worst may be over. ANAND ADHIKARI 





a corner? According to a generally-accepted rule of thumb, an 
economy supposedly revives six to nine months after the 
stock market in that country bottoms out. This happened on March 
9 this year when the Sensex reached 8,160 points—but has since risen 
by over 30 per cent to 10,800, fuelling hopes that a rebound is 


Maybe. Prashastha Seth, Senior 
around the corner. Fund Manager, IIFL Wealth 
However, this sort of *rule of thumb" analysis wilts in the face of Management. 


ES OULD THE ECONOMIC SLOWDOWN IN INDIA HAVE FINALLY TURNED 


solid numbers. And recently released numbers for industrial pro- 
duction are grim enough to put deep frowns on the faces of even the 
most die-hard optimists. Industrial output fell at its fastest annu- 
alised rate in 14 years, shrinking 1.2 per cent in February compared 
to a robust 9.5 per cent growth for the same period last year. So did 
manufacturing, which contracted by 1.4 per cent in February. 

Still, despite all the gloom, a few silver linings amid these clouds of 
economic uncertainty stand out. Yashika Singh, Head of Economic 
Analysis, Dun & Bradstreet India, believes that the negative growth of 
1.2 per cent could, in some part, be attributed to a high base effect, 
which makes these numbers look worse than they actually are. Also, 
"there are encouraging growth numbers across sectors such as FMCG, 
cement, telecom, retail, steel and auto," says Ajay Srinivasan, Chief 


MVNHVS NAWVY 


Will the stock market 


Yes. Shenoy, 

Strategist, PINC Research 

The markets are currently in the 
bounce-back mode. There is still 
some potential for markets to go up 
further. Because of the good 
liquidity condition, the returns will 
remain positive till the elections. 


No. Ajay Parmar, Head 
(Research), Emkay Share & 
Stock Brokers 

The current bull run is driven by 
Fils (foreign institutional investors) 
who are looking for investments in 
emerging markets. However, we 
can see a big upward movement 
and a correction looks imminent at 
this point in time. It's hard to justify 
the pace at which stocks have 
jumped in the last few days. The 
market movement will depend 
upon fourth quarter results and 
economic growth in the country. 


The stock markets buoyancy is 
likely to sustain till the elections 
kick off. Globally, over the last few 
days, market sentiment has turned 
positive and markets are latching 
on to any positive news. This, 
coupled with the fact that we 
typically witness a pre-election 
surge, should support the 

market over the next few days. 
However, corporate results may 
stop the bull surge. 


MANU KAUSHIK 
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Executive, Financial Services, Aditya 
Birla Group. 

Others, like V. Vaidyanathan, 
Executive Director at icici Bank, 
think that “a good part of the liq- 
uidity has now seeped into the sys- 
tem and is resurfacing in the form of 
purchase of goods and services.” 

A glance at growth numbers 
across core sectors seems to echo 
these views. The FMCG sector, for in- 
stance, has been registering robust 
growth with most categories grow- 
ing between 8 and 25 per cent. ICICI 
Bank has actually seen an upward 
movement in heavy commercial ve- 
hicle sales for the first three months 
of 2009, from 7,000 units in 
January, to 15,000 for March. “I 
consider commercial vehicles as a 
lightning rod of what’s happening in 
the economy, and seen in this light, 
this must be read as good news 
for the economy,” observes 
Vaidyanathan. 


While the Sensex has 
stabilised... 


Jan. '09 9,424 
Feb. '09 8,891 


Mar. '09 9,708 
Figures for BSE 30 Sensex 





.. auto sales has made a strong 
comeback... 





: Domestic sales 
growth over the corresponding period in last year 


Figures for passenger cars in per cent 





... and steel is recovering on 
infrastructure demand. 





Feb. '09 


Figures in per cent 





Source: SEBI, IIP data 
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Similarly, iCcici. Bank says that 
the auto industry is also in the midst 
of a recovery. March 2009 saw 
1,59,000 cars being produced— 
only a 2 per cent growth over the 
same period last year. While this 
is not a large number, the bank says 
that sequential growth across the 
months reveals a more accurate pic- 
ture: While average sales for the 
quarter ending March '09 were 
1,42,000, those for quarter ending 
December '08 were 1,00,000— 
reflecting a sizable 42 per cent in- 
crease. “No doubt, fiscal stimulus 
has played a role, with excise ben- 
efits and accelerated depreciation. 
But confidence, too, could be lifting, 
or else people wouldn't buy cars," 
reasons Vaidyanathan. 

This rise in consumption is a 
good sign, say experts, as it helps 
companies in drawing down their 
inventory levels. *The higher levels 
had earlier resulted in production 
cuts," says Sonal Verma, Economist 
at Nomura Securities. Companies 
can now have the advantage of 
building fresh inventory while tak- 
ing advantage of input costs that 
are substantially lower than before. 
This is especially welcome for the 
beleaguered construction sector, 
which now has to deal with much 
cheaper steel and cement. 

So, if this isn't a bona fide re- 
covery, is there one lurking in the 
not-so-distant future? Experts be- 
lieve that a further easing of mone- 
tary policy and rising infrastructure 
spending will be good catalysts 
for a rebound. *The pessimism 
seems to have been overdone in 
India," says Srinivasan. Another 
gauge to judge a recovery by: 
Capital expenditure spends by cor- 
porates which will indicate a build- 
up of corporate confidence. 

Clearly, the Indian economy is 
far from being out of the woods. 
However, if these sectoral growth 
trends are anything to go by, there 
might just be a glimmer of hope 
that the worst is behind us. 
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you are. 

The device costs a bomb 
at over Rs 1.5 lakh plus the 
cost for the in-car television 
and sound system. The cost of 
installation is extra. But Dish 
TV claims to be working on a 
new and cheaper system that 
will work specifically in urban 
areas. This newer version 
should be out by the end of 
the year, but will only have a 
limited suite of channels. 

There is good news for the 
Indian Railways, too, as it 
goes to war with the airlines. 
The DTH provider claims to be 
working to get their service 
on high-speed Shatabdi 
Express trains as well. 

KUSHAN MITRA 


UL Im AT 


QUALCOMM 


- 


Ps 
y" 
yN 
“ 
La] 

al 
^ 
LU 
- 

> 

, 

, 

, 

i 


Y 


" 


"TIFTTPTFFTITYIY 


TyrrFIY 


YOUR SHIPMENT WILL NEVER 


BE OUT OF SIGHT, 
NO MATTER WHERE IT IS. 


Introducing an advanced AGPS tracking system QUICKFINDER for the first 


INDER-i 


b 


time in India. This solution enables real time tracking of vehicles and assets 


QUICKF 


helping you arrive at a position fix in less than a minute. Even if the vehicle or 
asset is indoors, Tata Indicom's CDMA technology enables this device to send 
signals constantly to a tracking server which shows you its exact location on 


an online map. 


A Secure web interface that displays vehicle/asset location on map 
© Modular format offers flexibility to track single or multiple vehicles 
e Generates and analyses vehicle performance with customized MIS reports 


For more details visit www.tataindicom.com, SMS «< INDICOM AGPS» to 58888 or call: 6060 3000 (prefix city ST 


Tata Teleservices Limited currently offers AGPS service in Delhi, Mumbai, Pune, Bangalore, Hyderabad, Kolkata, CI 
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billion (Rs 2.25 
-lakh crore): The total 
_ value of Indian IT 
industry, with over 60 
per cent of its 
revenue coming from 
the United States 


Rs 70 lakh crore: 
Estimated value of Indian 
black money stashed away in 
Swiss & other banks, 
according to R. Vaidyanathan, 


professor of finance, 
IIM Bangalore 
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20,000 mw: The 


amount of nuclear power 
that India will be 
producing by 2020, 
according to R.N. 
Jayaraj, Chief Executive, 
Nuclear Fuel Complex, 
Hyderabad 
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Response to the Downturn 


Despite the slowdown, many Indian firms are confident of 
achieving double-digit growth, says an E&Y survey. 


OW IS INDIA INC, COPING WITH 
Hie worst economic crisis in 
living memory? Not too badly, 
finds an Ernst & Young study tit- 
led, “Opportunity in adversity: 
India’s response to the crisis” 
where India Inc.’s reaction to the 
slowdown on several parameters 
has been measured. For instance, 
when asked whether they would 
be able to deliver on their rev- 
enue targets in the financial year 
2009-10, 42 per cent of the respo- 
ndents said they were confident of 
achieving at least 90 per cent of 
their targets. 

Another encouraging sign was 
that almost half (46 per cent) of 
those polled, said they would 


How firms have dealt with the slowdown 
Cost Reduction 


Re-evaluation of Business Plans 


Business Restructuri 





Tax Restructuri 


Review of en P 


Raising Finance 









Inorganic Growth Strategy 





B High * Medium ™ Low 


4076 are sure of meeting 
90% of their targets 


10% 10095 90-1009; 
15% 4% 38% 
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Options 
Term Loans 




















Private Equity 
EN 20°. 
2295 2195 Capital Markets 
80-90% 70-80% E i07 


Preferred Financing 





Debt or Equity from Group Entities 


Mezzanine Finance 





37% 


achieve at least 10 per cent growth 
for the period ended 2010. 

“Our research showed that 
companies which have emerged 
the strongest in the past two quar- 
ters, had clearly identified oppor- 
tunities to sustain their develop- 
ment during the downturn and 
took strategic decisions that dis- 
tinguished them from their com- 
petitors,” says a member of the 
research team. 

An overwhelming 71 per cent 
firms, for instance, said they have 
re-evaluated their business plans 
and the focus has shifted from 
growth to preserving cash. Clearly, 
managing liquidity and financing 
have emerged as key challenges. 

The psu banks in this case have 
come to their rescue. Most firms 
said they had access to finance. 
As many as 69 per cent of firms 
gave high preference to term loans, 
while 61 per cent said they pre- 
ferred debt or equity from group 
entities in terms of the financing 
options available to them. 

Whether the downturn will, 
indeed, end before the year ends, 
as a quarter of the respondents 
believe, is hard to predict, but the 
silver lining seems to be that India 
Inc. is facing the challenges with a 
positive outlook. 

DHIMAN CHATTOPADHYAY 


46% expect double- 

digit growth in '09-'10 

<0% >25% 15-25% 
69% 16% 6% 12% 
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Making India home for 50 years. 


With highest standards in the sky and on the ground. 


Experience the warmth of caring hands. 


Travel with Europe's No. 1 airline in India from 

7 metros to the largest network in Europe and 
USA, With our partner SWISS, we offer a choice 
of 67 flights to our European hubs in Frankfurt, 
Munich and Zurich. For more details, log on to 
lufthansa.com 


There's no better way to fly. 


E MEMBER 
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TOP OF MIND 


MagCloud 


What is it? It is a new service from HP which allows 
anyone and everyone to print their very own magazine. 
Even if they want a single copy! 


How? Basically you create your own magazine or flyer in the 
PDF format and post it on MagCloud’s site (www. 
magcloud.com). As and when you need a copy, just order one. 


And then? The service will mail and even deliver the magazine 


to your subscribers. 


How would | make money? The service costs 20 cents a page 
(Rs 10) plus the costs for mailing. Anything above the base price 


is your profit. 





But will it look like a real magazine? The magazine is printed on state-of-the-art 
digital presses and comes with a side saddle stitch. 


Will it be expensive? In a market like India where content is virtually free, yes. 
But expect costs to fall sooner or later, and for a really small publication the cost 
KUSHAN MITRA 


is really not that high. 
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RAMEN SARKAR 
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Pay Phone! 


A survey by a mobile commerce solutions company says Indians 
are finally using their mobile phones to pay bills and buy movie tickets. 


ORE INDIANS THAN EVER 

before are using their mo- 
bile phones to make payments, 
though slow network speed re- 
mains a major irritant. These are 
among the key findings of a re- 
cent survey by Paymate, India's 
leading mobile commerce provider. 
The survey was shared exclusively 
with Business Today. 

While 43 per cent of the sur- 
veyed audience (1,012 people) 
used their mobiles to make pay- 
ments, 78 per cent of the users 
were in the 21-30 age group. 
Among users, 57 per cent said 
they had registered in the last six 
months after new RBI guidelines 
gave the sector some clarity. 
However, 19.5 per cent admit- 
ted they were “lapsed” users and 
do not use the service any longer. 
Slow network speeds and secu- 
rity concerns were cited as the 
main reasons for discontinuing 


the service. 

The most often used service 
was making mobile payments, 
with 52 per cent of the surveyed 
audience calling it their “most 
popular” activity, while 15 per 
cent chose buying movie tickets 
as their preferred activity. 

The survey, however, did 
throw up some surprises. For inst- 
ance, among users of m-Comm- 
erce, bank ATMs, which offer a 
host of services, are not a pre- 
ferred means of making payments. 
Only 7 per cent claimed they used 
the ATM. 

Says Probir Roy, Executive 
Director, Paymate: “Over 97 per 
cent of m-Commerce users are 
regular Internet surfers, which 
means we are yet to spread aware- 
ness about this service beyond the 
upper middle-classes. There is still 
a huge opportunity in this space.” 

KUSHAN MITRA 


Television for the Expats 


A glut of foreign channels is now available on cable and 
DTH platforms, targeting the expatriate community. 


OT EVERY CHANNEL THAT YOU 

get on cable or satellite is 
out there to make a profit. Makes 
no business sense? Maybe. But 
these channels, foreign ones in 
this case, have a two-point 
agenda—to popularise tourist 
hot spots and the culture of their 
country and to keep their fellow 
nationals working 
in India from feel- 
ing homesick. 

The latest to 
join this band- 
wagon is the 
Germany broad- 
caster Deutsche 
Welle (pw), which 
already runs DW-TV 
Asia in India. They 
have now launched 
a second channel 
DW-TV Asia+. 

The channel 


has structured its 





programming spec- 
ifically for the Ind- The Channel 
Structure 


e These channels largely 
show news and 
lifestyle programmes 


ian audience, with 
18 hours of English 
language  pro- 
grammes and six 
hours of news and 
entertainment 
shows in German 
—targeted at the 
expat population. 
DW-TV, how- 
ever, is by no 


means the only , They are all public 
broadcast channels ers. 


foreign channel in 
India available on 
cable networks 
and DTH platforms. Others such 
as French channels Tv$ Monde 
and Trace Tv, Australia Network 
(originally Australia Television), 
the Korean channel KBs World, 
Japan's NHK World Premium, 
and Russia Today are some of 
the others in the fray. 


australia 
NETUJORK 
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e They promote their 
own country culture are 


e The channels are 
funded by their re- 
spective governments 


All these channels are regis- 
tered in India and have the 
necessary landing rights to be 
shown on cable networks and 
DTH platforms. A few others such 
as TV South Asia, RTPI (Portugal), 
RTR (Russia), and TVE (Spain) 
are available on some cable net- 
works, though all of them are 
not yet registered 
in India. 

But to go back 
to the key issue—if 
they do not make 
any profit—how 
are they being aired 
in India? Sudeep 
Malhotra, CEO, 
Deutsche Welle, 
says: “The channel 
is funded by the 
German govern- 
ment. The idea is 
to promote the 
country and its cul- 
ture and tell Indians 
as well as non- 
resident Germans 
what the country is 
thinking and their 
stand on key 
issues.” 

Most channels 
similarly 
funded and pay 
minimal carriage 
fees to cable oper- 
ators as they are 
public broadcast- 
Dinyar 
Contractor, Editor 
of Satellite & Cable 
TV magazine, says: “There is a 
huge expatriate community in 
India. Television programming 
in foreign languages can go a long 
way in making people who come 
from different countries feel at 
home in India.” 
ANUSHA SUBRAMANIAN 
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VAI 


At World's: End 


ay ae NO 


Catch such 
mega movies, 
right after 
the matches. 


Starts 18th April, 
11pm daily (except Fri). 











THIS VINTAGE CLASSIC WAS BORN 
DURING WOODSTOCK. AND STILL HASN'T GROWN UP. 





Exclusively available at: AHMEDABAD | AMRITSAR | BANGALORE | BARODA | BHOPAL | BHUBANESHWAR 
CALICUT | CHENNAI | COIMBATORE | CHANDIGARH | DEHRADUN | DELHI | GOA | HYDERABAD | INDORE 
| JAIPUR | KOLKATA | LUDHIANA | MUMBAI | MYSORE | RAJKOT | SURAT | PATNA | VISHAKAPATNAM 


P 21167 
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A. PRABHAKAR RAO 


Placement Crunch Haunts ISB 


The Indian School of Business has extended its placement 
season after many students fail to get offers. 


VEN THE TOP B-SCHOOLS ARE NOT 

having it easy any more as jobs 
at all levels become scarce. The re- 
cent graduation day ceremony at 
the Indian School of Business (ISB) 
for the class of 2009, for instance, 
was a relatively sombre affair. 
Almost a third of the 437 students 
are yet to get suitable offers. 
Worried, the B-School has now de- 
cided to extend its placement pro- 
gramme till June—something which 
it last did back in 2002 for its in- 
augural batch. Till now, job op- 
tions have been fewer and the com- 
pensation packages significantly 
thinner. A task force has been con- 
stituted to help students secure suit- 
able placements. Dean Ajit 
Rangnekar sounds confident as he 
says: "It is not an overwhelming 
job and we will 


cent of companies recruiting 80 
per cent of the students) and all of 
us have to adjust to the reality," 
he says. 

Identifying the reason for the 
crisis doesn't need much research. 
The sectors that used to hire the 
bulk of students are in deep 
trouble. Says Rangnekar: *Till last 
year, the IT sector was the biggest 
recruiter. Now, with uncertainty 
about H1B visas and the Satyam scam, 
the sector has become weak. The fi- 
nancial services sector has also been 
affected by the slowdown." The silver 
lining, he says, is that companies have 
again started showing interest and 
some have indicated that they would 
come back in April with offers. 

Of course, for the toppers, life 
continues to be smooth. Vivek 

Lath, 25, a former 


be able to place all Falling Demand field engineer at 
students. Schlumberger, is 

However, the e Almost a third of the now getting into his 
trend so far is not so students at ISB don't *dream job" in the 
rosy. Rangnekar is have good job offers media as a model- 


not willing to share  & A task force has been 
set up and the 
placement programme 


the numbers but 
says: "It is not just 
20 or 30 students 
who are yet to be 
placed but neither is 
it a huge number." 
For the Dean, 
time to innovate. 

“The 80:20 rule is & 
not going to apply 

this time (20 per 


extended 


e Most firms are offering 
only 1 or 2 jobs 


it is e A handful is offering 
up to 15 jobs 


Earlier some firms 
would even offer 


45-50 jobs each F. 


ling analyst. Simi- 
larly, his batchmate 
Sumit Popli, a hard- 
ware engineer bef- 
ore he came to ISB, 
will now join *the 
most premium man- 
agement consulting 
firm"—a company 
he always wanted to 
be part of. 

KUMAR SHARMA 











Q&A 


“India Key to Our . 
Globalisation Efforts” | 


ANJAY MIRCHANDANI, CHIEF 
Se Officer, EMC 
Corporation, has been respon- 
sible for driving the firm’s tech- 
nological innovations. He spoke 
to BT’s Anusha Subramanian 
on EMC's plans. Excerpts: 


How has EMC evolved over the 
years? 

From 1991-2002, EMC was a 
storage company. From 2005 
however, we have evolved into 
being a full-fledged informa- 
tion infrastructure company. 


Globalisation efforts seem to 
dominate your plans now... 

In 2005, we decided to invest in 
faster growing markets such as 
India, China and Russia. Today, 
EMC has $2 billion worth of 
commitment across these coun- 
tries. In India alone, we have 
invested $500 million till now. 
Our Centres of Excellence (COE) 
have created sustainable envi- 
ronments in all these countries. 


What is the Indian COE's role? 
The India COE was formed to 
advance EMC's globalisation 
goals. It is the largest centre 
outside of North America and 
plays a key role in EMC's 
global innovation network 
that promotes exploration, 
discovery and application of 
new technologies. 
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Retail Retoo 


Caught in the fog of the global recession, India’s 








retail players are looking for survival strategies Á A 
as the odd footfall echoes in empty malls. \ 
some are heading for small towns, some / 


c 
~ 
cn 


being stingy and all are renegotiating 


rentals and chopping expansion plans. THE SURVIVAL MATES | 
A KPMG study lays out the road ahead. 4 | 

of retailer - | 
IMPACT OF SLOWDOWN | 
Not everything is going wrong for retail—though much is. 10 | 
Sales Turnover ) 
Profitability | Mud | 
Cost Competitiveness | RENT POWER SI | 
Cost of Finance Cost as a % of sales 


DWHATSNOT | 
, AND WHAT’ 


S HOT.. Lifestyle | 
we retailing, FMCG Home furnishing | 
=e eumd 
More freque Fixed 
Value retail | 


Stock Turns/Rotations 
Working Capital Availability 
Real Estate Availability 
Real Estate Cost 

Store Expansion 
Footfalls 

Tier II/III Expansion 
Advertising Spends 
Attrition 
Headcount/Recruitment 
Investments in IT 


Intensity of 
Consumer Promotions 


@ Positive Impact No Impact/Status Quo ql Adverse Impact 


WHO'S AFFECTED AND HOW MUCH 


Cartesian Consulting came up with an Index of Impact 
based on questions like, the current scenario in the 
organisation, the impact of the downturn on business 
targets and confidence levels. 
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® An impact score of 0-15 indicates low impact 
® An impact score of 16-50 indicates moderate impact 
® An impact score of > 50 indicates high impact 





BATTLE FOR SURVIVAL 


Operating margins have looked up marginally, even as net margins 


have shrunk. 


Net Profit Margin 
3.9 
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“In life, there are no guarantees, 
and in economics, there are no 
guarantees. I have no doubt, 
though, that the steps that have 
been taken are critical to 
preventing us sliding into a 
depression. Whether they’re sufficient, 
we've got to wait and see” 

Barack Obama, US President, at the G-20 summit on 


whether the steps taken by the industrialised nations would 
prevent a further global economic slide, to Agencies 


“We still have a shortage of 
housing. We have a shortage of 
true office space. We have a 


shortage of just about everything” 


Manit i, Founder, Morphogenesis, a Delhi-based 
Interior Design firm, in BusinessWeek online 


“PE in India has become cautious as a result of 
the global meltdown and the implication for 
the PE industry is that we will see a lot less 
deals in 2009” 


Vikram Utamsingh, KPMG Head of Private Equity 
Advisory Group, to Agencies 


“Democracy has its 
problems—it’s slow 
moving, the decision- 
making process is slow, 
but once decisions are 
taken, they are far more durable” 





Manmohan , Prime Minister, comparing the 
multi-party system in India with China's single party rule, in 
The Economic Times 


“I have asked the employees of AIG 
Financial Products to step up and do the 
right thing. Specifically, | have asked those 
who received retention payments of 
$100,000 or more to return at least half 
of those payments” 

Edward M. Liddy, CEO, AIG, to Agencies 
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“Companies Should be Process-driven” 


N HYDERABAD RECENTI Y, DIPAK C. JAIN, DEAN OF 
| BS Kellogg School of Management in the us, 
spoke to E. Kumar Sharma on innovative man- 
agement practices, corporate governance in India 
and how B-Schools need to come to terms with 
the reality of a slowdown. Excerpts: 


Many B-schools have hiked their fees even as job 
offers for students dry up. Is this justified? 

The opportunity cost on account of paying 
higher fees is not greater than how much one 
can make in the future as the potential to make 
good is much greater after an MBA degree. 
However, a student must always focus more on learning than on earning, 
not just because we are witnessing a slowdown. 





How does the value of management education change in a downturn? 

Formal management education assumes greater importance in a downturn 
because you deal with fewer resources and need to optimise these resources. 
The most crucial thing now is efficiency. After all, management education 
is not only about the economics of scale and economics of scope but also 
the economics of skills. 


Speaking of effective managements, how different is corporate governance 
standards in India vis-á-vis the US? 

In India, the lack of transparency in a few instances has been glaring. In the 
Satyam case, most people did not know what was happening within the or- 
ganisation. In comparison, the Us is more process-oriented. The more 
process-driven you are, the greater is the necessity to explain which 
leads to transparency. 


But Madoff still happened in the US 

There are lessons to be learnt from both the Satyam and the Madoff cases. 

We need to learn why it happened and how it can be prevented next time. 
E. KUMAR SHARMA 


Noted 


BAGGED: By HCL Technologies, a 
$170 million or Rs 848 crore worth, 
five-year IT services contract from 
Microsoft Corporation. This is the third 
major contract bagged by HCL in last 
three weeks. 


FAILED: Sun Pharmaceutical Industries' 
talks for an amicable settlement for its 
takeover dispute with Israel's Taro 
have failed. The out-of-court 
negotiations had begun on a directive 

by Israel's supreme Court. 


VOTED: Ratan Tata 

as 'India Inc.'s Most 
Powerful CEO' by 

The Economic Times 
Corporate Dossier's Most 
Powerful CEOs Survey. 


APPOINTED: Jayanti Chauhan, the 
only child of Parle Bisleri owner, 
Ramesh Chauhan, as Director in 
Parle Bisleri. She joins the growing 
brigade of daughters succeeding 
their fathers in India Inc. 
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the next few years will see 


in aviation. 

“Airplanes will get more 
efficient, burn less fuel and 
become more environmentally 
compliant. The insides of the 
plane are being overhauled, 
with fly-by-wire being steadily 
replaced with fly-by-light tech- 
nology, which means that 
many more controls will 
become electronically oper- 
ated and lead to error-free 
flights,” he reveals. 

At the same time, planes 
will also be lighter with com- 
panies such as Boeing and 
Airbus using composite ma- 
terials to achieve lower costs 
by reducing weight, fuel use 
and environmental damage. 
Boeing’s ambitious 787 
Dreamliner, for instance, will 
have up to a quarter of its 
body made of composites. 

Aircraft firms are also ex- 
perimenting with new fuels. A 
year ago, Boeing flew a 
Hydrogen-powered plane to 
see how it could power the 
auxiliary unit used by the plane 
when on the ground. “We will 
reduce fuel consumption by 
15 per cent with every new 
generation aircraft,” says Tracy. 


RAHUL SACHITANAND 
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BUSINESS TODAY-CARMA 


CEO 


India’s and the world’s most 
talked-about CEOs in March. 


RAMEN SARKAR 





The month of March saw signs of corporate India battling back to 
nullify the gloom of global recession with announcements of 
new product launches and merger activity. The count of mentions 
that all CEOs got was the highest ever since the beginning 
of 2009. However, the long shadow of poor corporate gover- 
nance persisted. 


CEO of the Month 

Mukesh Ambani of Reliance Industries topped the charts, with the 
most number of stories, as well as the most number of favourable 
mentions. Two factors helped him reach the top slot: the merger of 
Reliance Petroleum into his flagship RIL and the fact that he had dis- 
placed L.N. Mittal to become the richest Indian in the world, according 
to the latest Forbes list. 


Most Written-about Indian CEOs 








Gopalakrishnan 


Liddy 








. TOP 10 INDIAN CEOs HOW THE MEDIA TREATED THEM 
RCM SS Rese E M.Ambani MENS — 85 
M. Subramanian 88 | 12] 
R. Tata 100 
B.K. Modi 100 
S. Gopalakrishnan 5 95 
M. Kohli 94 
A.S. Mury MI 94 
K. Karnik 100 
S. Aggarwal - |... 
R. Bajaj 100 
Figures are no. of appearances Figures are in percent — ÜFavourable Neutral MUnfavourable 
TOP 10 GLOBAL CEOs HOW THE MEDIA TREATED THEM 
BARNES SRO) EE: E. Liddy [i nt (Sion OY 
KD. Lewis — ME 
R. Wagoner — — roc. | 4 
V. Pandit $3 9% 1| 
W. Buffett — 9 um 
J, Dimon ARs 
JR. Immelt e 9772 235 010 
J. Ackermann M. 96 ET 
JA. Thain — — 90 | 10 | 
S. Daniels — 100 
Figures are no. of appearances No. of publications tracked: 25 Source: CARMA International 





The Coming Grain Glut 


From shortage to surplus—bordering on glut—government actions and policies 
yet again play havoc with India's food grain economy. SHALINI S. DAGAR 


S ON APRIL 1, THE FOOD 

Corporation of India (FCI) 

was sitting on combined 

wheat and rice stocks of 
more than 35 million tonnes—well 
in excess of buffer or strategic re- 
serve requirements. Worse, it is 
readying to buy around 20-24 
million tonnes of wheat by May 
end. So, why is the FCI building up 
so much of surplus in its godowns? 
Especially since for every tonne of 
food grain that the rci holds, it 
spends an average of Rs 2,100 as 
storage cost every year. 

FCI, which buys food grains 
from farmers on behalf of the 
government, has no option. Ipetnad 
of being a ue: of thes las | 
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T E GOVERNMENT PAYS | 


which is its mandate, it has almost 
become buyer of the first resort. 
Farmers are queuing up at its gates 
to sell their produce—a symptom of 
things going horribly wrong with 
India’s agricultural markets. These 
symptoms were visible to the gov- 
ernment for months, but it chose to 
do nothing. Not even in the face of 
a ballooning food subsidy, which 
stood at Rs 43,627 crore in 
February estimates, 33 per cent 
higher than the budgeted figure. 
“To us, the glut was visible sev- 
eral months ago,” says Ashok 
Gulati, Director in Asia, 





International Food Policy Research sta iding 1 


Institute (IFPRI). He, and o: 
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ernment to remove restrictions 
imposed on private trading in agri- 
commodities. Imposed in the wake 
of high inflation two years ago, 
these curbs include limits on the 
stock private traders can hold, ban 
on exports of agri-commodities and 
ban on futures trading in several 
produce. Even when they were 
implemented, the efficacy of such 
measures was questionable. 
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may also lead to enormous wastage. 
FC! will either have to leave the 
procured wheat with state agencies 
and shell out additional carrying 
cost or store it in the open under 
plastic sheets. The mountain of 
grain sends out price signals to the 
market. Traders who burnt their 
fingers when the government 
clamped down on them aren’t ready 
to buy yet. S. Sivakumar, head of 
agri-business at ITC, one of the 
largest private buyers in the market, 
says: “Policy actions typically have 
implications far beyond the current 
season. Government actions of past 
two years crippled the ability of 
the private traders to participate in 
large volumes this year despite curbs 
being lifted.” The head of a major 
global trading company agrees: “We 
lost a lot of money due to the gov- 
ernment’s actions and it has de- 
moralised the trading community.” 

Anyways, the government seems 
to have priced private players out of 
the market. The minimum support 
price (MSP) of major crops has risen 
by 30 to 90 per cent in the past two 
years. Private traders also have to 
pay sundry taxes that add about 
11 per cent to their cost. The 
current MSP of wheat—Rs 10,800 
per tonne—is not only higher than 
global prices, which means excess 
can’t even be exported without a 
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“To us, the glut was visible 


several months ago" 
ASHOK GULATI, Director (Asia), IFPRI 


subsidy, it's also more than open 
market prices in some states. 

If exports were allowed even a 
few months ago, the situation could 
have been better. Now, even that 
route will cost money as global 
prices slide down and Indian wheat 
becomes dearer than that shipped 
from overseas. Estimates show that 
the government will have to fork 
out a subsidy of $50-100 
(Rs 2,500-5,000 at current rates) 
per tonne to make exports viable. 

Another option was to give a 
big quantity of food grains 





through social security schemes 
the National Rural 
Employment Guarantee. Of course, 
political parties battling it out for 
General Elections 2009 have a more 


such as 


populist solution—wheat and rice at 
Rs 2-3 per kilogramme for fami- 
lies below the poverty line. Such 
prescriptions raise the hackles of 
experts like Gulati who believe that 
such populist measures skew the 
price scenario for the farmer to a 
very low level. A more efficient 
and sustainable option, of course, is 
food coupons for the poor, but that 
is on no political party's agenda. 

Meanwhile, as India subsidises 
production, consumption and even 
exports, the burden on the national 
exchequer increases. If the trends at 
the beginning of the financial year 
2009-10 are anything to go by, the 
food subsidy bill will rise even 
higher. Spending is not only large, 
it’s inefficient. According to a re- 
cently released Global Hunger 
Index, India ranked 66 out of 88 
countries, and has more people suf- 
fering hunger—above 200 million— 
than any other country in the world. 

Ultimately, policy foresight is 
needed. Simple it might seem, but it 
means tough political battles and 
the will to stay the course. Tall 
order? You bet, it is. 


indias stocks Tor Key orains 
as of April 1, 2009. 
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The success of Tata Tea’s Jaago Re campaign may inspire many 


more companies to elevate their advertising to an intellectual plane. 
RAHUL SACHITANAND & ANUSHA SUBRAMANIAN 


N JUNE 2007, TATA TEA BECAME 

the world’s largest tea vendor 

by volume and decided to 

leverage its new position to 
point advertising in this market 
in a new direction. Rather than 
promote its brand on the physical 
and mental platforms of taste, 
energy and strength, the company 
decided to “elevate” advertising 
to the next level by targeting the 
intellectual plane. 

Tata Tea wanted to look 
beyond the functional aspects of 
tea advertising and focus on the 
self-actualisation—increased civic 
consciousness and being politically 
aware—that a morning cuppa 
could offer its consumers. The 
aim of this campaign was to focus 
on benefits beyond the mere 
enjoyment a refreshing cup of tea 
provides. “There are over 450 
billion cups of tea consumed in 
the world annually and this gives 
us an ideal platform to make this 
transformation,” says Sangeeta 
Talwar, Executive Director, Tata 
Tea. Months after it took over 
the #1 position in the market, the 
company latched onto its new 
status to launch the Jaago Re 
advertising campaign. 

Despite the success of this seem- 
ingly altruistic advertising, Talwar 
denies that charity was the main 
motivator behind this campaign. 


“We have a massive 
platform to influence 
change” 

ED, Tata Tea 
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“This was not a CSR (corporate 
social responsibility) initiative for 
Tata Tea...this was a core mar- 
keting and branding initiative,” 
Talwar contends. This means that 
in the long-term at least, the com- 
pany expects to derive a signifi- 
cant improvement in brand recog- 
nition, if not sales and profits from 
this endeavour. 

So, how did Tata Tea deliver 
the message? A TV commercial 
had a young man questioning the 
“educational qualifications” of a 
wannabe politician or a bribe- 
taking bureaucrat suddenly 
shunning the money when he’s 
caught red-handed by a camera 
installed in a government office. 
“We have a massive platform to 
influence change,” says Talwar. 
For the second campaign, called 
‘Jaago Re! One Billion Votes’ Tata 
Tea teamed up with Janaagraha, a 
non-governmental outfit focussed 
on urban advocacy. 

After focussing on day-to-day 
issues, Tata Tea is now stepping 
up its efforts by focussing on the 
impending general elections. Its 
plug: Barely a tenth of urban 
youth cast their votes, either 
because they’re lazy, unaware or 
disinclined to turn up at a polling 
station on voting day. This cam- 
paign, too, is spread across multi- 
ple media including the web, TV 
and radio. *We have over 19 lakh 
unique visitors on the site and 
5.66 lakh of them have registered 
to vote," says Talwar. 

Says Amer Jaleel, Executive 
Director, Creative, Lowe: *The 
objective of the partnership was to 
create a platform that will motivate 
Indian youth to participate ac- 
tively in the electoral process. The 
initiative is named so and aims at 
awakening the youth of this coun- 
try to the importance of exercising 
their right to vote as a means to 
bring about the change they seek." 

According to Prof. Y.L.R 
Moorthi, Professor of Marketing 


m Tata Tea wanted to look 
beyond the physical and 
mental focus of advertising 


E Tea as a category has but 
little aspirational value 





E The company sought to look 
beyond the taste and energy 
typically advertised 


E |t focussed on the perceived 
benefits to society by being 
‘awakened’ 


W This involved different 
storyboards and more 
realistic visuals 








Œ The benefits are not 
immediate; companies need to 
focus on long-term gains 


® Tata Tea says this campaign 
was not a CSR initiative, but 
a core marketing exercise 





at Indian Institute of Management, 
Bangalore, the rush of people onto 
the website is a clear indicator of 
the success of this campaign. 
*However, from the visuals we 
see of Jaago Re, it seems to be a 
mainly urban India programme. 
The acid test will be Tata Tea's 
ability to address the emerging 
and potentially massive opportu- 
nity in rural India," he says. 


For Lowe, the advertising 
agency behind this campaign, the 
challenge was dealing with a 
category that had little aspira- 
tional value. “Tea, as a category, 
has certain clichés associated with 
it and we wanted to stay away 
from this," says Jaleel. Instead, 
Tata Tea believed its youth-ori- 
ented market and operational fo- 
cus will emotively connect with is- 
sues that drive the heart, mind 
and soul of India's emerging social 
consciousness. 

Brand experts such as Harish 
Bijoor of Harish Bijoor Consults, 
says these intellectual advertising 
programmes are critical to a 
company's long-term brand build- 
ing plans. *This is going beyond 
the basic requirements of food, 
clothing and shelter that adver- 
tising used to focus on.... Jaago 
Re has risen above the functional 
aspect of advertising," he explains. 
While Tata Tea isn't the first to en- 
ter this area—HUL's Surf and 
Lifebuoy ads also experimented 
with this format—the Tata Tea 
campaign may help move more 
companies towards this format. 

Such a transition won't be easy. 
Most advertising today is focussed 
on the masses and therefore the sto- 
ryboard is larger than life and 
exaggerated. However, this emerg- 
ing field of advertising requires a 
different approach. “This involves a 
vox pop-oriented advertising, where 
you can't use unreal visuals. The 
tone, tenor and decibel level of this 
advertising is completely different," 
says Bijoor. In the long term, as 
companies look beyond existing 
markets, they will need to have at 
least a toehold in this emerging form 
of advertising to build a long-lasting 
brand, he argues. “Companies have 
got used to a take-and-take approach 
to society...they will need to develop 
a give-and-take approach in future," 
Bijoor adds. Help the company, 
help the country. 

Companies, Jaago Re! 
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World Wide W 


The slowdown is fuelling the explosive growth of malware or 














malicious software and both India Inc. and Indian consumers are in the firing line. 


RAHUL SACHITANAND 


B [n September 2007, Russian hack- 


ers wormed their way into Bank of 


India’s website and converted it 
into a minefield of nearly two dozen 
different malicious software tools 


that took over the computers of 


unsuspecting browsers. This brazen 
attack also brought the bank's 
website down. 


E Earlier this year, hackers waded 
into the networks of several emb- 
assies globally, including the Indian 
embassy in the us, and an elec- 
tronic spying ring, housed in China, 
stole confidential data from these 
networks. 


B Most recently, online conmen 
duplicated Reserve Bank of India’s 
website and enticed gullible people 
into transferring Rs 10 lakh online 
into their accounts. 


UT INDIA IS HARDLY THE ONL) 
target of hackers. Across the 
world, hackers are raising 
their activities to a fever pitch, 
using an assortment of tools rang- 
ing from worms and viruses to 
phishing attacks and botnets—a 
network of computers that spew 
out malicious code on unsuspect- 
ing enterprises and consumers. 
According to David DeWalt, 
Chief Executive of McAfee, the 
world’s second-largest security 
software maker, the slowdown 
has only made opportunities more 
lucrative for hackers. “The threat 
landscape has evolved dramati- 
cally in the last 12 months,” he 
says. “There has been more mal- 
ware generated in the last 
one year than the past five years 
combined.” 
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SPAM SPREADS 


India is not just the recipient 
of spam, but also home to 
5 per cent of it. 





Brazil a -o 
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Source: Symantec 


“There has been more malware generated in the last 


year than the past five years combined” 


DAVID DEWALT /Chief Executive/ McAfee 


Hackers often use a flood of 
spam e-mail to wind their ways 
onto computers and the slow- 
down—messages with baits of 
economic stimulus grants or jobs 
with $100,000 salaries—is only 
egging them on. “E-mail users 
should be aware of this type of 
deception... spammers collect 
personal information that may be 
used to infect machines with 
malicious content,” says Shantanu 
Ghosh, Vice President, India 
Product Operations, Symantec. 
Spammers have even used the 
rejection letter sent to job hunters 
to spread their wares. Letters or 
e-mails sending perceived rejection 
letters are often opened by 
unsuspecting users, resulting in 
systems being attacked. 

DeWalt ascribes three reasons 


for this growth: complexity of IT 
systems, which prevents the im- 
plementation of one single security 
policy; the of availability tool kits 
to build malicious code online; 
and the triple play of growing 
number of threats, device prolif- 
eration and uneven compliance. 
“Hacking techniques are available 
for $50 online and you can 
Google rudimentary virus-build- 
ing kits and with a little help you 
can release it in as little as 30 
minutes," says DeWalt. 
Simultaneously, a thriving and 
growing underground economy 
for these malicious software 
tools—with credit card details, 
including the critical Cvv2 number 
for $0.50—has only spurred the 
growth of this market. *Creating 
malware today no longer has the 
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same financial aim as previously... 
it is not about causing $50-100 
billion in damage," he adds. 
“Today, it is about stealing 
identities, credit card numbers 
and other confidential data 
for profiteering on the under- 
ground market." 

Despite the best efforts of 
security vendors, it is unlikely that 
the amount of spam will reduce 
anytime soon. According to figures 
from Symantec, the percentage of 
spam compared to total e-mail 
has gone up from 61 per cent in 
the first half of 2007 to 85 per 
cent today. India has gone from 
being just a recipient of these 
e-mails to being a country hosting 
spammers. Currently, India 
accounts for around 5 per cent 
of all spam globally, surpassing 
China (4 per cent), but still well 
behind the us, which generates a 
quarter of all spam in the world. 
“Developing markets like India, 
China and Brazil are establishing a 
footprint on the cyber map for 
being sources of attacks," says 
Symantec's Ghosh. 

While enterprises have tT teams 
and large budgets to deal with 
these problems, it is the individual 
consumer who faces a huge chal- 
lenge in keeping the hackers at 
bay. According to the Norton 
Online Living Report, adults in 
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w Cheap kits are freely available 
online to build malware 
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W Indians are prone to visit unsafe 
sites, do not backup data, and have 
unsafe passwords 


At en me yen ern vbt Y P remm ue eer tren ANNI NA BO AA £t Nar NS e HAM erem v RA rp ata NN P nd mney nem 


I Several virus threats are emerging 
specifically for mobile phones 


rer ecrire rrr da IR aea i AA e ea det y M TAN A rere emt ti A AAA Ar dt m Y tree e en aura 


ili A botnet attack paralysed a mobile 
network i in Japan 
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iM Free security software may not be 
able to keep pace with the number 
of patches and fixes required 


Indian respondents said they take 
steps to secure their personal 
information, but half of them visit 
untrusted sites, do not create data 
backup, and have unsafe 
passwords, and one-in-three have 
been hacked. 

Many consumers often opt for 
free security solutions off the 
Internet, but large vendors say 
this move may be counter-pro- 
ductive. ^Most of these free pack- 
ages are usually focussed just on 
one area like virus detection... 
they have a very high rate of false 


The percentage of spam to total e-mail has 
gone up from 61 per cent in the first half 
of 2007 to 85 per cent today 


India (67 per cent), Italy (68 per 
cent) and Japan (72 per cent) are 
least likely to install security 
software and a fifth of all respon- 
dents globally don't have any 
solutions installed at all. 

Indians, incidentally, are the 
most likely to share secrets online, 
with 37 per cent of Indian 
respondents rekindling romances 
online. Ninety-nine per cent of 
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positives, which could do more 
damage than good," says McAfee's 
DeWalt. With the constant growth 
of threats, free security vendors 
won't be able to keep pace with 
the number of patches and fixes 
required, he adds. 

However, security consultants 
admit that companies are increas- 
ingly adopting open source 
security tools such as Snort and 


Nessus, which allow iT managers 
to lower costs. 

According to M.S. Rao, the 
Co-founder of security consulting 
firm Aujas Networks, companies 
need to change their focus from 
perimeter software such as 
intrusion protection and preven- 
tion solutions to application 
security. "According to (technol- 
ogy researcher) Gartner, 75 per 
cent of attacks happened on the 
application and not on the 
operating system like Windows," 
says Rao. Besides, some compa- 
nies, in financial services and 
insurance, for example, are 
extending the access to their IT 
networks to include agents and 
actuaries, and this includes the 
risks of infection. 

As more people look beyond 
the PC and to the mobile and smart 
phone to access the Internet, they 
will quickly become the next big 
source of vulnerabilities, industry 
executives say. Áccording to 
DeWalt: "Hackers can today make 
you download a seemingly inno- 
cent application off the web for an 
iPhone and without your knowl- 
edge activate the camera, dial an 
emergency line or activate the 
speaker phone," he reveals. In 
Japan, for example, a botnet attack 
paralysed a mobile network by 
automatically dialling an emer- 
gency number and jamming 
the lines. 

There are several types of 
threats emerging specifically for 
the mobile phone, says Symantec's 
Ghosh. These include sMs-based 
threats, snoopware where appli- 
cations can be enabled or disabled, 
malware transferred using 
Bluetooth and the latest threats, 
called Pranking4Pprofits, where 
value added services are com- 
mandeered. With over nine - 
million subscribers added in 
February this year alone, this 
would perhaps be the fastest- 
growing threat yet. 
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The Regional Rush 


The regional film industry is set to get a corporate makeover with 
the entry of big production houses. ANUSHA SUBRAMANIAN 


MPRESSED BY THE LIKES OF THE 
Marathi film Shwaas, which was 
nominated for the Oscars or the 
global success of the Tamil film 
Sivaji: the Boss or Bhojpuri films 
routinely eclipsing Bollywood, many 
Bollywood barons are looking to 
hit pay dirt in the bigger and 
diversified regional film space. 
Soaring star prices and film budgets 
and poor return on investment back 
home have only strengthened their 
resolve to seek greener pastures. 
Already, big Bollywood 
players like Anil Ambani’s BIG 
Pictures, UTV Motion Pictures, 
Mumbai Mantra Media, the en- 
tertainment arm of the Mahindra 
& Mahindra Group, Ultra 


A recent report on the Indian film 
industry pegged its total revenues at 
Rs 10,930 crore last year. Regional 
cinema’s share was more than half. 


Distributors, leaders in home 
video and content aggregation, 
have either forayed into 
regional film 
production 
or are toying 
with the idea. 
Broadcasters such 
as Sun TV and 
NDTV Imagine are 
following suit. 
Mumbai Mantra 
Media, for instance, is 
doing only Bhojpuri and 
Bengali cinema—it has 
so far released Hum 
Babubali (Bhojpuri) and 
Antaheen (Bengali) and has 
another couple lined up this 
year. Ultra Group, besides 
producing Marathi and 
Gujarati films, is also buying 


Marathi films with an overall in- 
vestment of Rs 25 crore. UTV, one of 
the oldest regional players, has 
already produced three Telugu and 
Tamil films. 

But what’s all the rush about? 
Rajesh Jain, Head of Information, 
Communication and Entertain- 
ment at KPMG, says these players 
are typically looking to spread risk 
and expand into regional markets 
where the audience is huge. A 
recent FICCI-KPMG report on the 
Indian film industry put total rev- 
enues at Rs 10,930 crore last year, 
of which regional cinema’s share 
was Rs 6,011 crore or 55 per cent. 
South Indian cinema accounted 
for two-thirds of the regional pie. 



















Besides, there are clear time and 
cost advantages. It takes 6-9 months 
to make a regional film against 12- 
15 months in Bollywood. Also, it 
costs up to Rs 25 crore to make a 
big-budget film in Tamil or Telugu 
or up to Rs 10 crore in Bengali or 
Marathi. In Bollywood, it’s Rs 50 
crore and above. 

The entry of corporate houses 
with fat purse-strings is expected 
to unshackle regional cinema, long 
hamstrung by lack of proper mark- 
eting and overdependence on box 
office revenues. Says Mahesh Ram- 
anathan, COO, BIG Pictures, which 
plans to produce 50 per cent of its 
films in regional languages: “The 
risk-reward ratio is skewed towards 
box office revenues. Other 

revenue streams 

such as satellite and 

DVD rights are min- 
imal as of now.” 
Then, there are 
issues of ticket pric- 
ing and screening. In 
Andhra Pradesh and 
Tamil Nadu, tickets 
cannot be priced 
above Rs 100 and only 
four shows are allowed 
per screen. 

But change is under- 
way. Regional cinema 
has begun boosting its 
marketing spends, polis- 
hing production techni- 
ques, bringing in profes- 
sionalism, going for higher 
print runs and, of course, 
tapping into the large Indian dias- 
pora. A case in point is Sivaji: the 
Boss. And, with large corporate 
houses entering the fray, this is 
expected to deepen and become 
the norm across the regional space. 
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Googles 





New Search 








The Internet giant wants to leverage its India R&D teams 
to explore new growth avenues. RAHUL SACHITANAND 


VERY EVENING OVER THE LAST 

12 months, 26-year-old tech- 

nology consultant Sanyam 
Jain went around the thoroughfares 
and bylanes of Greater Noida, a 
Uttar Pradesh town bordering Delhi. 
As he walked, Jain made note of 
the photocopy shops, restaurants 
and supermarkets that he had seen 
and later, he would log on to 
Google’s Mapmaker and mark those 
places on his map of Greater Noida. 

The use of Mapmaker, concep- 
tualised and developed by Lalitesh 
Katragadda at Google India, isn’t re- 
stricted to India. In Myanmar, when 
Cyclone Nargis struck in May 2008, 
volunteers used Mapmaker to recre- 
ate the transport network to the 
worst-hit areas, which hastened the 
Red Cross’s arrival there. 

The developing markets and 
specifically India are playing an 
important role in Google’s evolution. 
“Enabling the world to come on- 
line is the next big challenge.... 
There are one billion people with 
some access to the Internet, but 
there are five billion people who 
don’t have it,” says Mario 
Queiroz, Vice President, Product 
Management, Google. 

Google is now looking to the 
mobile phone to drive growth. 
With over 400 million mobile 
users in India, Google will lean on 
its two R&D centres to develop 
solutions on this platform (See 
Next Mobile Revolution, pg 42). 

Already, engineers at Google’s 
two centres in Bangalore and 
Hyderabad have developed new 
products and applications such 
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as Google Finance, Transliteration 
and Quest, besides actively collabo- 
rating in areas such as SMS Search, 
Voice Search and social network- 
ing initiative Orkut. 

As at Google’s other R&D cen- 
tres, engineers in India, too, can 
cash in on their “20 per cent time” 
to work on their personal innova- 
tions. Globally, this initiative has 
resulted in products such as Google 
News, Google Suggest, AdSense for 
Content, and Orkut, “products that 
might otherwise have taken an entire 
start-up to launch,” says Queiroz. 

Products such as Mapmaker 
mark a shift in Google’s focus. Even 
in its core search business, Google has 
had to change tack. “The web is not 
just web pages ... it is becoming 
more diverse with maps, books and 
research papers available on the net,” 
says Queiroz. "We're continuing to 
make sure the right medium is in 


CHANGING LANDSCAPE 


€ Google India has developed Google 
Finance, Transliteration and Quest 


€ |t has collaborated in SMS Search 
and Voice Search 


€ [he company is now looking to 
the mobile phone to drive growth 


€ Applications using SMS search 
could be handy 


€ Local search and 
content set to grow big 
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“The web is becoming more diverse 
with maps, books and research 
papers available on the net” 

MARIO QUEIROZ, VP, Google 


the right place on a search page.” 
Despite these changes, some basics of 
Internet search—relevance and 
speed—continue to be of prime im- 
portance, he adds. Already, Google 
is making investments in the area 
of local content, which has seen 
rapid growth. “There is a lot of 
interest in local information.... We 
have discovered that a large per- 
centage of queries have local intent,” 
says Queiroz. Besides using Google to 
search for a Chinese restaurant 
near your house, Queiroz says 
that Google, in turn, gives 
businesses greater opportunities 
to unleash more targeted 
advertising on consumers. 

In India alone, Google claims 
to have content from 40 cities 
across the country and is con- 
stantly looking to grow both the 
breadth and depth of this local 
information, he adds. But with a 
few of its initiatives including 
Google Earth and, more recently, 

Street View mired in fiery priv- 
acy debates, the company’s 
new businesses initiatives 
may face several challenges 
during their implementation. 
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“The incentives 
should be 
extended for 
20-25 years” 

K. Subramanya, 

CEO, Tata BP Solar 





Here Comes the Sun 


Solar power goes megawatt, as promoters rush to t 


K.R. BALASUBRAMANYAM 


HEN WEST BENGAI 

Green Energy Deve- 

lopment Corporation 

commissions its 2 MX 

photovoltaic (Pv) solar power plant 

at Jamuria near Asansol in April- 

May, it will leave an indelible mark 

on India's renewable energy sec- 

tor for more than one reason. One: 

it is going to be the country's largest 

solar plant. Two: its scale equals the 

combined capacity of solar plants 
India took decades to create. 

West Bengal is blazing the trail 

for the rest of India to catch up. 

By the end of this year, Astonfield 


Solar is set to commission two 
plants of 1.5 Mw each in West 
Bengal and Rajasthan. Moser Baer’s 
$ MW project in Rajasthan will go 
on stream early next year. 

Solar power plants have suddenly 
graduated into the “big” league— 
megawatt size, albeit single digits. 
And the flurry of activity is warming 
the engines of an otherwise dor- 
mant economy. What, in fact, elec- 
trified the sector was Bengal's pi licy 
announcement in January 2008, fol- 
lowed by one from the Government 
of India the same month. 

West Bengal, which has already 


ap government incentives. 


allotted projects worth 40 ww for 
commissioning before March 31, 
2012, gives promoters a feed-in tar- 
iff of Rs 11 per unit for 20 years. 
The Union governmenr’s Ministry of 
New & Renewable Energy (MNRE), 
which aims to add 50 mw during the 
same period, offers a generation- 
based incentive at or below Rs 12 a 
unit. A developer opting for the 
MNRE scheme gets Rs 15 per unit in 
the form of tariff plus incentive. 
Following these announcements, 
an estimated 2000 Mw worth of in- 
vestment proposals have reached 
the ministry, even though not all 


may be serious developers. As if this 
was not enough, Gujarat Chief 
Minister Narendra Modi announced 
that his government is determined to 
add 500 Mw by March 31, 2014, 
and will pay the developer Rs 13 per 
unit for the first 12 years and at Rs 3 
for 13 years after that. The devel- 
opers have lapped up the scheme by 
promising projects adding up to a 
capacity of 3,275 Mw. Gujarat’s at- 
traction: tariff support for 25 years, 
against the MNRE’s 10 years. 

Gujarat’s policy prompted fellow 
BJP-ruled state Karnataka to plan a 
similar scheme. “We are also work- 
ing on a policy that fits our state 
best. We are looking at a target and 
tariffs similar to that of Gujarat," 
says K. Jairaj, Principal Secretary, 
Energy Department, Karnataka. 

Dr Bharat Bhargav, Director 
(Solar PV), MNRE, sums up the 
opportunity size: “If someone in- 
vests in setting up a solar plant, he 
will not regret it. There is 5,000 
trillion kilo Watt hour (kWh) of 
solar radiation incidence over the 
land area of India. That is the size of 
opportunity available to investors." 

And S.P. Gon Chaudhuri, 
Managing Director of WB Green 
Energy Corporation, who has cham- 
pioned solar and other renewable 
energy forms since his days as a bu- 
reaucrat, concurs: “We will have 
17 MW of more solar capacity by the 
end of 2010, and all 40 Mw during 
the 11th Plan period." 

India's leading maker of rv cells, 
Tata BP Solar, is equally upbeat 
about the opportunities. Its CEO, 
K. Subramanya, welcomes the MNRE 
policy but questions the limit of 50 
MW. The current incentive is not 
adequate "since the cost of genera- 
tion is higher than that (Rs 15/unit), 
given the high cost of finance as 
well as high cost of raw materials 


(silicon wafers)...The incentives 
should be extended for 20-25 years. 
The timeline for commissioning of 
generation plants should be ex- 
tended beyond Dec 31, 2009, by 
one year," Subramanya insists. 

But if tariffs are not exciting 
enough, why are investors rushing 
with proposals? Anil Patni, DGM, 
Tata BP Solar, explains: *The sudden 
explosion of interest could be in 
anticipation of the government rais- 
ing both the ceiling and tariffs.” 

As Sourabh Sen, Co-chairman 
of Astonfield Renewable Resources, 
says: "Ten per cent of grid con- 
sumption should come from clean 
and green power as India is the sun- 
niest nation." Sen, whose company 
is developing projects of about 280 
MW, however, cites one dampener: 
PV panels are 35 per cent cheaper in 
global markets than in India. 

Rajiv Arya, CEO of Moser Baer 
Photovoltaic, says he would not 
mind a comprehensive policy based 
on a single window for clearances 
and approvals. *The Government 
should design more policies that 
allows 1,000 Mw and above with a 
sound framework of subsidies at 
every level,” says Arya. “The cur- 
rent policy has laborious system 
of checks that slows down the 
other processes." 

Promoters cite another factor 
behind India's slow progress com- 
pared with leaders like Spain or 
Germany: high capital costs. "Costs 
will come down as technology im- 
proves and the market expands. But 
remember, the cost of conventional 
electricity will keep shooting up, 
while that of non-conventional 
power will keep coming down," 
says Patni of Tata BP. 

Logical: fossil fuels won’t last 
for ever. And India’s days in the 
sun have come. 


“We need more policies that allow 1,000 MW and above 
with a sound framework of subsidies at every level” 


Rajiv Arya, CEO, Moser Baer Photovoltaic 


_ 









Sops for PV Solar Plants 


GOVT OF INDIA SCHEME 
Target/Cap: | 90 MW by March 
31, 2012 


incentive Period: 10 years 
Feed-in Tarif. Rs 15 per unit 


Cost of Plant. Rs 18-20 Cr/MW 

Proposals: 2000 MW 

GUJARAT SCHEME 

Target/Cap: 500 MW by March 
31, 2014 


Incentive period: 20 years 
Feed-in Tariff: Rs 13/unit for 


first 12 years 
Rs 3/unit from 
13th year 
Cost of Plant: Rs 18-20 Cr/MW 
MoU signed for: 3,275 MW 
WEST BENGAL SCHEME 
Target: 40 MW by March 
31, 2012 


Incentive Period: 20 years 
Feed-in Tarif; Rs 11 per unit 
Rs 18 Cr/MW 
40 MW 


Cost of Plant: 


Allotted: 


WVINDX LIWY 


bt cover story 


The Music Is Free 
W Users will be able to 
download unlimited music 
tracks directly from their 
phone for ‘free’ 

E The price of the music rights 
Would be included in the price 
of the handset 

mŒ Consumers could also buy 
music tracks at mobile retail 
outlets for Rs 5-25 per song 

li Users could listen to 

music on demand by dialling a 
special number 

m Digital Rights Management’ 
might be an issue 
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Where Are You? 


ii Devices already come with 
maps and navigation; applica- 
tions pre-installed but maps will 
get more accurate 


Œ NAVTEQ is launching maps 
for 50 Indian cities shortly from 
the eight cities currently covered 


m Maps and navigation will not 
only help lost drivers, but also 
offer advertisers new avenues 
to reach to consumers 

ii The maps will be free, but 
navigation services will cost 
Rs 50-250 a month 






Mummy! Pizza! 
Œ Imagine calling a number 
saying 'Pizza' and the device 
telling you where the closest 
pizza parlours are. It is coming 
soon, courtesy Google 


Œ You can also use your hand- 
set to access your e-mail for free 


@ You could also stream videos 
live to the Internet from your 
mobile device or watch them on 
services such as YouTube 


ii But data plans aren't cheap at 
Rs 299-999 per month 






E 


Though voice still remains the money spinner, telecom 
operators and handset makers are betting big on services 
to acquire the next 400 million customers. KUSHAN MITRA 


ITTING IN A SMALL 

room, 250 km from 

Pune in the heart of 

rural Maharashtra, 

farmer Satish Jagtap 
swears by the daily price and 
weather updates that he gets from 
Nokia’s new MajhaNokia service. 
It saves him time and money. But 
can he rely on those numbers? “I 
trust the brand. Nokia is the Hero 
Honda of mobile phones, reliable. 
I bought their mobile phone 
because of this service.” 

A thousand kilometres away, 
Aircel is launching its mobile serv- 
ices in Delhi. Sandip Das, CEO of 
parent Maxis Cellular, is clear 


Balika Vadhu? 
m There could be problems for 


Mobile TV, because the rules 
around this are very fuzzy 


w Several rival technologies 
exist and one is even being 
piloted in Delhi (DVB-H) 


m Other systems where you can 
download and watch TV clips 
have had limited popularity 

m Broadcasters would also 
want a piece of the pie and 
make money off mobile TV 


about focus on service. Aircel's Tv 
promo features Indian cricket cap- 
tain Mahendra Singh Dhoni us- 
ing his handset to do deals on 
Yahoo and MakeMyTrip. Dhoni 
never puts the handset to his ear. 
“Offering reliable data services is 
how we will distinguish ourselves 
from the pack,” says Das. 

Concurs D. Shivakumar, MD, 
Nokia India, which controls about 
65 per cent of the handsets market 
here. “It does not matter if the 
service does not make too much 
money, it helps me put my product 
in the consumer’s hand.” 

Across India, the mobile rev- 
olution is passé by now and is 


Information 
Services 

w You can get everything from 
cricket scores to Bollywood 
gossip to random jokes with all 


these services costing between 
Rs 10-50 a month 


m These will be incremental 
revenues for all the operators 
and easily accessible by users, 
particularly the tech-savvy ones 


m The problem is that most of 
this information is available free 
for the users who know how to 
use the mobile Internet 


just a matter of tracking the mil- 
lions. (By the time you will be 
reading this, the number of mobile 
subscribers in India will have 
crossed 400 million, making it 
the world's second-largest mar- 
ket.) But this very growth has put 
the fear of commoditisation into 
the hearts of the players. They 
need a differentiator. That dif- 
ferentiator is services. 

Sending an SMS to a special 
number or downloading caller- 
tunes. Accessing e-mail or Googling 
with your phone. All these are 
termed services. 

Voice will certainly remain the 
main revenue generator for oper- 


Mobile Farmer 


W Agricultural services may not 


be high-tech but can potentially 
be a big device sales driver 


w Farmers will get info on 


agricultural prices, local weather 
info based on their location 


W This service will also allow 


agri scientists to get crucial 
messages across to farmers on 
weather systems or practices 


m These services can be 


bundled with other services 
such as health tips, education 
(English learning) and entertain- 
ment (ringtones, videos, etc.) 
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ators, who are expected to earn a 
total of Rs 1,50,000 crore in 2008- 
09. Of this, services or non-voice 
revenues—SMses, data subscriptions, 
caller ring-back tones et al—will 
fetch *only" around Rs 10,000 
crore. Yet, services will be the driver 
by which handset vendors and op- 
erators will try and rise to the top of 
a very cloudy mixture. 


Rural Raga, Urban Pop 
Nokia's MeraNokia (Majha Nokia 
in Marathi) is actually a Nokia 
Life Tools (NLT) application coded 
into the 2300 and 2323 handsets 
being used in the pilot (see page 
47). Farmers and villagers pay 
around Rs 2 per day, every 10 
days, for the latest on crop pricing, 
weather, farming tips, among 
other things. All this is freely avail- 
able on the net for those with PCs 
and Internet access. For the farm- 
ers, the mobile is the PC. 

Jagtap, a cereal farmer with a 
large landholding, explains that pay- 
ing Rs 2 a day makes sense for him: 
“It saves me the hassle of making 
three, four, five phone calls that 
cost more, and occasionally even a 
bus journey. The prices are accurate 
.... But having health tips would 
be a nice touch." 

Jawahar Kantilal, Nokia's 
Head for Emerging Market 
Services, is extremely bullish about 
these services. *The urban popu- 
lation is well represented in serv- 
ices, usually around the entertain- 
ment area," says Kantilal. *The 
fastest growing market across India, 
Africa, China and Asia was in rural 
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Vineet Taneja 
Head of Marketing/Nokia 


[he idea is simple. The cost of music is built 
into the cost of the handset and users can 
choose the music they wish to download" 


or non-urban areas and these sub- 
scribers needed unique services." 

He says entertainment is not 
the first concern of the rural con- 
sumer. The rural user wants to 
know: can the device help him in 
his livelihood? 

"That is what we aimed at,” 
says Kantilal, who led the push for 
NLT. He says the Maharashtra pilot 
can be easily taken global, particu- 
larly in the next major growth area 
for mobility—sub-Saharan Africa. 
"People want...the device to im- 
prove their quality of life," he says. 

And it isn't just in rural areas 
that services are taking off. Ashok 
Thapa, a Delhi taxi-driver from 
Nepal who has spent the last 


INDIA'S MOBILE SUBSCRIBER BASE IS RAPIDLY EXPANDING 


1999 2000 2001 2002 
| 
Numberof ^ | 
Mobile | | | 
Subscribers | 
in India (mn) 
1 2 4 6 


Figures are as on March 31 every year 
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decade in India, wonders why 
the mobile phone can’t be used 
for elections “just like how they 
vote in the singing contests on 
TV.” A liftman in a commercial 
building shows off his latest 
Samsung handset, which comes 
with the soundtrack of Aamir 
Khan’s Ghajini. 

The mobile phone has moved 
from being a simple communica- 
tion tool to an all-round enter- 
tainment and information device 
thanks to such services. “People 
will pay for a service which they 
find convenient and one that adds 
value to their device,” says Anshul 
Gupta, Principal Research Analyst 
for Mobiles at Gartner. 


2007 





376 


Source: Various, TRAI is yet to release audited numbers for March 2009 


Serve or Die 
But how many and what types of 
services can the present mobile tech- 
nology—both handset and net- 
work—support? Services are being 
enabled increasingly by more and 
more powerful processors onboard 
mobile devices. While numbers 
from Gartner classify only around 
10 per cent of the 1.2 billion hand- 
sets sold in 2008 as “smartphones”, 
Shivakumar believes that there are 
no more “dumb phones”. “When 
people say that the mobile is a com- 
puter, it is. It is a computer, a cam- 
era, an alarm, everything.... These 
are immensely capable devices.” 
Service provider Idea Cellular 
sees psychographics in subscribers. 
“There are three psychographics 
under which you can classify all 
mobile users—productivity, con- 
venience and safety,” argues Rajat 
Mukerji, Corporate Director, Idea. 
“We have backed Nokia’s service 
because we feel that that it is the 
second aspect, convenience, which 
will be the big selling point in ru- 
ral India in future. And once 
that is established, people will see 
that mobiles are productive also 
as they can enhance livelihood.” 


The Differentiator 


The rush to get into services 
cannot be explained by the need 
to make money, says Gupta, but 
to increase sales of core offer- 
ings. According to Simon 
Beresford-Wylie, CEO, Nokia- 
Siemens Networks, the “busi- 
ness of pipes”, i.e., plain vanilla 
products, will exceed $1.2 tril- 
lion (Rs 60 lakh crore) this year 
globally. The current estimate 
of $100 billion (Rs 5 lakh crore) 
in mobile services annually is a 
drop in this ocean but it is not a 
number to be scoffed at, partic- 
ularly since India is expected to 
lead the services revolution. 
Services are helping push 
sales at Nokia. “Obviously,” 
says Shivakumar when asked 


Sandip 
CEO/ Maxis Cellular 


about increasing handset sales. 
“The differentiator I can offer on 
my N-series devices will be NGage 
gaming, on XpressMusic phones 
will be Comes With Music (CWM) 
and on low-end rural handsets it 
will be NLT. The service is what 
will make people buy my device.” 

The same applies for operators, 
as exemplied by Aircel. “I don't 
feel that there can ever be a one- 
size-fits-all approach to services,” 
says Das. “I do not think that is 
what Nokia, other operators or 
third-party players are doing. We 
have been very successful with data 
services in Malaysia and almost a 
third of our revenues are from serv- 
ices and in India we want to play a 
role there too.” 

Mera Nokia is not unique; sim- 
ilar services are offered by operator 
Airtel and news agency Thomson 
Reuters. Airtel runs it in a deal 
with a fertiliser company, while 
“Reuters Market Light” already 
has 100,000 subscribers in 





Das 


Maharashtra and Punjab. 

But this competition highlights 
the problem in services. Every 
stakeholder is fighting for a share 
of the pie. 


Cost Conundrum 

Hugo Barra, Group Product 
Manager, Google Mobile, believes 
that it will be a healthy ecosystem 
where everyone will co-exist. 
“Operators, vendors and service 
providers will need to work to- 
gether. There is no point having 
services for free, like we do, if it 
costs a lot to access them over a 
network like it does in India.” 

He notes that in most parts of 
the world, cheap access plans have 
powered data usage from mobile 
devices, and says that India, too, 
needs to move to such a regime. In 
the us, the inflection point fo: 
data usage came in 2007, when 
unlimited data access plans tum- 
bled to $5 a month (in India fully 
unrestricted data plans cost Rs 
499 with most carriers). 

Barra brings up the biggest 
bugbear of mobile services: the 
services that have done well un 
til now have been low-data ones. 
Even NLT is a service offered 
over SMS rather than the Internet. 
Typical data charges on mobile 
networks are 10 paise for 10 
kilobytes, so it could cost Rs 40 
to download the typical four 
megabyte MP3 music file. 

But operators have not cut 
rates: according to them, it has 
less to do with fleecing the cus- 
tomer and more with the net 
work itself. *The fact is that to- 
day voice still accounts for 90 
per cent of revenues and sub- 
scribers are being added at a fan- 
tastic pace and you can't refuse 


HSOHS WVH31HS 


"Offering reliable data services is how we 
will distinguish ourselves from the pack 





to take on a subscriber. So, in order 
to ensure voice quality we have to 
keep data access limited,” says a 
spokesperson for one of India’s 
largest mobile operators. 


Wait for 3G, Sir-ji! 
Until now, services that have done 
well have usually been independent 
of the requirement for a data net- 
work. Caller Ring Back Tones 
(CRBT) and SMS updates do not clog 
the network. However, Vineet 
Taneja, Head of Marketing, Nokia, 
is betting big that 3G networks will 
give services a fillip, none more so 
than Nokia’s CwM. “The idea is 
simple: the cost of music is built 
into the handset and users can 
choose the music they wish to 
download.” But the service will re- 
quire a decent download experi- 
ence, and that means 3G. “I guess 
that if such a service comes along, 
Nokia will be and is talking to op- 
erators so as to enhance the down- 
load experience,” says the 
spokesman for an operator. 
Taneja has his hands full launch- 
ing a whole host of other services, 
those that will integrate the mobile 
even more thoroughly into peo- 
ple’s lives. However, there have 
been some hiccups. Nokia, which 
acquired maps provider NAVTEQ in 
2007, offers free navigation for a 
few months with its high-end de- 
vices but has not been able to launch 
a paid service for navigation or for 
its games platform, N-Gage. 
Taneja admits there have been 
issues of pricing and distribution. 
“You have to understand that one 
cannot just have one system in 
India. Many of the kids who will 
use N-Gage may not have credit 
cards, so to buy the licence we 
would like them to walk into mo- 
bile outlets and buy the game over 
the counter. With navigation we 
have to figure out pricing as well as 
get more comprehensive maps.” 
But Taneja did admit that some- 
thing big was around the corner. “I 
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Hugo Barra 
Group Product Manager/ Google Mobile 


top-class features. [ am not ruling 
out services, I just do not think the 
time is right just yet." 


Pied Piper's Plight 

That is an opinion echoed by 
Google's Barra. “People will not 
want to pay for services that they 
can get for free, and the services 
will be free because there is a mas- 
sive opportunity for advertisers to 


“There is no point having services for free, 
like we do, if it costs a lot to access them 
over a network like it does in India” 


still feel that navigation and loca- 
tion services can be a major driver 
in India,” he says. 

Not all of Nokia’s competitors 
have a strong services-led ploy: The 
No. 2 in the Indian market, Samsung 
Mobile, believes that devices will 
still be sold on the strength of their 
features. Sunil Dutt, Managing 
Director, Samsung Mobile India, 
points out that until data costs come 
down and reliability improves, India 
may not be a strong services market. 
“We have moved into offering serv- 
ices in mature markets such as Korea 
and the us. I still believe that Indian 
consumers want their devices to have 


WHITHER SERVICES? 


Mobile operators expected to 
C] rake in Rs 1,50,000 crore 
revenues in 2008-09 

'Non-Voice' (services) 

revenues will account for 
around Rs 10,000 crore 

However, services will play 
Clan increasingly large role as 
a differentiator 

Operators and handset makers 
(alike are getting into services 
in a big way 


come onto the mobile platform. 
This is still untapped, thanks to 
the proliferation of location infor- 
mation, specific advertising, and I 
mean non-intrusive advertising can 
easily come onto the mobile. The 
mobile will also lead to a whole 
host of unique services. We are 
about to roll-out a voice-activated 
mobile search.” 

But the real reason Nokia is get- 
ting into services is not about mak- 
ing consumers lives easier or earning 
incremental revenue. Nokia has 
pushed into services in a big way 
across the world with its “Ovi” 
(Finnish for “Door”) platform, and 
the amount Nokia can suffer when 
competitors launch services glob- 
ally is highlighted in its massive ero- 
sion of smartphone market-share 
(see page 54) as competitors launch 
new, services-heavy devices. Apple’s 
success in the smartphone space—in 
just three years it has grabbed an 
eight per cent share almost entirely 
at Nokia’s cost—rides on its 
Application Store, which sells, you 
guessed it, services. 

“The stand-alone product era 
is over. The new game is product 
plus services. The devices will be 
the rock on which we will 
build our solutions,” says Nokia’s 
Shivakumar. 8i 


INDIA EPICENTRE 





The handset manufacturing leviathan is innovating 
for India and from India. kusHAN MITRA 


OU WALK INTO A PARTY OR A 

meeting and your handset 

uses a special service to tap 

social networks and identify the 

people. You are in command of 
the conversation. Talk flows... 

Besieged by competition, Nokia 


> India must be wis- 


hing this device—now in the 
works—works for it as well. The 
Indian market added 113 million 
mobile connections last year and is 
Nokia’s second-largest, fetching it 
Rs 25,000 crore in revenues. 

So, when Nokia, which sold 
around 80 million handsets (der- 
ived figure) in India last year and 
has about 65 per cent market share, 
saw the market being eaten away 
by hungry rivals, it did the only 
sensible thing it could. It began 
offering services—micro-weather 
and crop prices for villagers, gam- 
ing and navigation for the urban 
chic, music at the middle. 

The BlackBerry and several 
touch handsets from Samsung have 
eaten into the sales of Nokia’s 
ESeries and NSeries. At the bot- 
tom, a slew of small manufacturers 
and unregistered Chinese imports 
are grabbing share away. So, 
Nokia’s services strategy addresses 
each segment, even though not all 
of them will make money. 

Thus, the “Mail For Exchange” 
support for its high-end devices 
allows easy integration with office 
e-mail servers. The N-Gage gaming 
platform has seen starts and stops 
ever since its launch, but Vineet 
Taneja, Head (Marketing), Nokia 
India, sees gaming and navigation 





as crucial differentiators in a 
crowded market. “Consumers will 
prefer our devices because they 
will have the option to have these 
services,” he says. 

Both these services are currently 
live in India, but none is generating 
revenues, as a payment gateway is 
yet to be worked out. 

At the bottom end of the mar- 
ket, the “Nokia Life Tools”, mar- 
keted as “Mera Nokia” in India, 
is the major strategy. This pilot in 
India, explains Jawahar Kantilal, 
Head (Emerging Market 


Nokia, India’s largest MNC, 
has grown at a frantic pace 





24,941.8 


Figures in Rs crore 


20,928.4 


Source: Nokia Annual Reports 





Services), Nokia, is just a leader. 
“A similar service can be taken 
into Africa, interior China and 
other parts of South-East Asia.” 
The pilot in Maharashtra already 
offers the ability to learn English 
words and phrases, and dow- 
nload ringtones and horoscopes. 
Future aspects, explains 


are tena 


Kantilal, could include health as 
well and the service could be tai- 
lored according to the area the 
subscriber lives in (currently users 
have to enter their postal code to 
identify their location) as loc- 
ation technology creeps into 
lower-end devices as well. 

The big play for Nokia, how- 
ever, will be in the middle of the 
market with its “XpressMusic” 
range of devices, which will come 
with a service titled “Come With 
Music”. Here, consumers will 
be able to download unlimited 
amounts of legal music directly 
from their device. The cost of 
the music, rather the rights pay- 
ments, is bundled into the cost 
of the handset. Nokia has tied 
up with all the rights owners and 
this service is aping their global 
strategy on the music front. 
“We will offer this service on a 
whole host of handsets by 2010,” 
says Taneja. 

It appears that Nokia is letting 
its India team tailor services to 
India realising that India is unique. 
The objective of the services is the 
same, making sure that Nokia stays 
at the top of the mind when consu- 
mers buy a new mobile device. 
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Nokia’s Chennai plant?” 
Amongst the best 





Nokia's success in India is not restricted to the market —it 
has set up a world-class production facility, too. 


N. MADHAVAN 


| UST PAST THE 17 ROWS OF 
machines that build the 
printed circuit boards 
(PCBs) and affix micro- 
phones, speakers and 
cameras into a steady stream of 
mobile handsets, a crude card- 
board instrument resembling a 
clock catches your eye. It's the 
most low-tech thing at Nokia’s 
manufacturing facility in 
Sriperumbudur near Chennai. 
“We call it the language wheel. 
When the operator sets the lan- 
guage, it displays the keypad for 
that language,” explains Sachin 
Saxena, who heads the facility, 
commonly known as the Chennai 
plant. The plant turns out handsets 
with keypads in 22 foreign and 
11 Indian languages. Before this 
local innovation, the operators had 
to refer to a manual every time 
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they had a doubt. The wheel, 
which saves time and eliminates 
errors, has since become a stan- 
dard fixture at many of Nokia’s 
nine factories across the world in 
China, South Korea, Europe and 
Latin America. 


RINGING SUCCESS 


) r: The Chennai 
MA, is a volume leader among 
nine Nokia global plants 


st ri . The plant 
lockt 200 million handsets 
in record time 


:xceedini t: Investment and 
meer es s exceeded original 
commitment 


| ;. Handsets made are 
mene Ue over 50 countries 


The wheel isn't the only reason 
why the Chennai plant has caught 
the attention of Nokia's bosses in 
Finland. Its scorching pace of 
growth is the other. Set up in 


January 2006, the Chennai plant 


had manufactured over 200 mil- 
lion handsets by mid-October 
2008, making it the fastest ramp- 
up by any of the Nokia factories 
globally (see Ringing Success). It 
has also become the largest in 
terms of volume, with over half 
the output exported to over 50 
countries across Africa, Asia, 
Australia and New Zealand. 

And the volumes did not come 
at the cost of quality. “We have 
achieved this ramp-up at world- 
class quality standards in full com- 
pliance of Nokia production guide- 
lines," points out D. Shivakumar, 
Vice President & Managing 


Director, Nokia India. 

This did not go unnoticed. Last 
year, when Nokia Corporation set 
up its latest production facility, at 
Cluj in Romania, it chose over 
25 employees from Chennai to be 
the part of the core team that 
trained the staff there on factory 
set-up, Operations and productiv- 
ity enhancement. 

Nokia had landed in Sripe- 
rumbudur with a commitment to in- 
vest $150 million and employ 1,500 
people within five years. Within 
just two years, it had put in $285 
million and had 8,000 on its rolls. 
That apart, the Nokia SEZ, when 
fully operational, will employ 
30,000 people by end-2009. *We 
did not anticipate this pace of 
growth," admits Saxena. 

“It is the people (average age of 
23; and 70 per cent of them 
women) who made this possible. 
Technology and processes are 
same across all the Nokia plants 
worldwide," he says. *They proved 
that when it comes to application 
of skills, they are the best. Today, 
in three years, our productivity 
levels are similar to those plants 
which (like Hungary) are in oper- 
ation for 10 years," he adds. He 
avoids comparisons with factories 
in China or Latin America as they 
make different models, but asserts: 
“We have set the productivity 
benchmarks for the products 
we make." 

The Chennai plant is also mov- 
ing up the value chain. From mak- 
ing the ‘Nokia 1100—Made for 
India’ model, it has graduated to 
camera phones, slider phones and 
music phones. But challenges rem- 
ain. Keeping the cost low is one of 
them. *Our cost of production is 
on the higher side as import con- 
tent is high. Unlike China, we do 
not have the entire ecosystem 
here," rues Saxena. 

Meanwhile, the Chennai team's 
next benchmark: A 100 million 
handsets in less than 10 months. 
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Nokia's Shivakumar: 
it’s all about change 


“Connect People to 
Their Passions” 


OME HISTORY LESSONS, TOOLS THAT HELP YOU DEAL WITH LIFE 
S and some future-gazing—Nokia India’s Vice President and 
Managing Director, D. Shivakumar, talks about the company’s 
plans and experiences in an interview to Kushan Mitra. Excerpts: 


Why is a handset maker focussing on services? 

If you look at history, (you will see that) big companies that have 
refused to change have all died. Nokia has changed before: from a 
$4-billion company with myriad products in the early 1990s, we 
are (now) a $70-billion company with one focus: Mobility. | fee! 
that we have done well connecting people to each other. Now 
what we are seeing is a demand by consumers to connect them 

to their passions and their information needs "right now", and the 
mobile phone can deliver that. 


What have been the initial reactions to Nokia Life Tools? 
We have seen a re-trial rate of 85 per cent among our consumers; 
that is a very large number for any pilot project. 


But do you feel people in urban areas will be willing to pay for services? 
That is where “Comes With Music" will figure; there is no burden 
of payment on the user since the cost of the service is bundled with 
the handset. I think music will be big in India. But the fact remains 
that for different types of services, there will be a different value 
proposition. Some people might pay large sums of money for 
instant information or entertainment, while others might not. 


But with handset makers such as yourself, mobile operators and 
third-party service providers all jumping onto the services boat at 
the same time, don't you have any worries? 

Nobody will actually end up competing that much against each 
other because for all services, you will need a collaborative effort 
between the content owner, the mobile operator and the handset 
vendor. There cannot be a “solo” play here. 


Do you worry about the fact that your market share can only decline? 


[| wake up every morning thinking how to prevent a competitor from 
chipping Nokia’s dominant market share away. It’s a real nightmare. 
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O Sistema Shyam TeleServices 
BRAND: MTS (earlier known as Rainbow) 
‘SERVICE PLATFORM: CDMA 
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THE NEW BOYS 


OF TELECOM 





A clutch of new players is marking its presence in the 
crowded telecom space—all dreaming of getting 
blockbuster user bases. TEJEESH N.S. BEHL AND ANUSHA SUBRAMANIAN 


T'S A DOG-FIGHT IN THE MAKING, AND ONE THAT 

will, in all probability, end in a whirlwind of 

consolidation. But that’s in the future. For now, 

each of the new telecom service providers entering 

India’s burgeoning market has dreams of getting 
blockbuster user bases. 

“The current teledensity in India is around 29 per 
cent, and given a population size of a billion-plus, 
there is a large section of the country waiting to be 
tapped. We will grow the pie, create new markets 
and capture a sizeable chunk,” asserts Vsevolod 
Rozanov, President & CEO, Sistema Shyam TeleServices 
(SSTL), whose Rainbow (now MTs) brand is present in 
Rajasthan, Tamil Nadu and Kerala. 

Rozanov's confidence is not unique and is shared by 
other entrants—among them Telenor and Swan- 
Etisalat. This is a tad puzzling given the late entry the 
new players are making, with the subscriber base already 
over 375 million. Among the established players, 
Bharti Airtel leads with over 91 million subscribers, 
followed by Reliance Communications (RCom) at 
over 69 million and Vodafone with nearly 66 million. 
Naturally then, while price undercutting will feature 
prominently, innovative pricing is what these operators 
are doing to attract users. 

MTS, for instance, offers a *millionaire" scheme 
with a million minutes of talk time for Rs 499 valid for 


The Big Rollouts Under Way 
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OUnitech Wireless 
BRAND: NA 
SERVICE PLATFORM: GSM 
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20 years. Of course, there are caveats—a per day talk 
time limit of 150 minutes and a Rs 200 top-up every six 
months. Similarly, Loop Mobile, formerly BPL Mobile, 
is offering students a special package that allows them 
to talk to up to 10 friends at 20 paise per minute. 
RCom, which has recently rolled out its GSM services, 
is offering a lifetime pre-paid card for Rs 49. So far the 
cheapest pre-paid card in this category was Bharti 
Airtel’s Rs 99 one. 

Most of the new operators are aware of the gigantic 
size of the established players and know that just 
undercutting or innovation may not work when the big 
players fight back. Even the rural market, which is 
where most new entrants hope the growth will come 
from, will see strong contests, with Bharti Airtel and 
Idea Cellular already driving deep into the hinterland 
with special pricing and value-add services, such as 
English language tutorials, weather forecasts and local 
wholesale market commodity prices. 

“I believe the present overall mobile subscriber 
base is just the tip of the iceberg—rural markets, with 
a teledensity of just over 12 per cent, offer a huge 
potential," observes Rozanov. And while the average 
revenue per user may be small, growth will be driven by 
the sheer volumes, he feels. Of course, Rozanov's 
strategy of targeting a relatively new market as a player 
starting from scratch is understandable as it would be 


O Maxis Cellular 
BRAND: Aircel 
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easier to build base in a new market than an existing, 
highly competitive one. India’s teledensity is expected 
to nearly double over the next four years, with about 
700 million subscribers. 

Others, like RCom, which is a leader in the CDMA 
segment and has now moved into GSM, are hedging their 
bets between urban and rural consumers. “For us, 
growth can come from both rural and urban markets, 
unlike most new players who are now targeting the 
semi-urban and rural areas. We have all the advantages 
of an existing network and cell towers, sales and dis- 
tribution infrastructure as also billing and customer serv- 
ice infrastructure," points out S.P. Shukla, President 
(Wireless Business), RCom. 

Shukla asserts their GSM services are currently avail- 
able across 20,000 towns and 400,000 villages. Another 
CDMA player, Tata Teleservices, which is also planning a 
rollout in the GSM space, is banking on mobile number 
portability to come into effect later this year to poach cus- 
tomers from other service providers, by holding out its 
better network connectivity. 

Aircel, which had predominantly 
been a regional player present in 
Tamil Nadu till it was acquired by 
Malaysia's Maxis Cellular, is also 
planning an aggressive rollout in all 
the 22 telecom circles for which it 
has been granted licences. Its build- 
up strategy, though, will focus more 
on services than special pricing, as evident from its high- 
pitch advertising campaign. “We are focussing on data 
services as our differentiator in the market. In Malaysia, 
we get almost a third of our revenues from data and al- 
lied non-voice services and I feel India has massive 
potential over here," says Sandip Das, CEO, Maxis 
Cellular. According to him, there is no one-size-fits-all 
approach with services in India, as many of them have 
not even been developed as yet. 

Of course, many of the services on offer by exist- 
ing and new telecom players are already par for the 
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Vsevolod Rozanov 

President & CEO/ Sistema Shyam TeleServices 

"There is a large section of the country waiting 
to be tapped. We will grow the pie, create new 
markets and capture a sizeable chunk" 








course—value-added services in the areas of 
entertainment and music, offering socially relevant 
messages in conjunction with state governments, such 
as the ongoing Mumbai Traffic Police drive with 
Loop Mobile against drinking and driving, voice, hi- 
speed data and video downloads and 3G ready net- 
works. In the telecom jungle out there, that could 
ensure a free-for-all among the operators as they push 
for volumes by offering innovative sops and schemes— 
not bad if you are a consumer waiting for the dawn of 
a mobile-enabled world. 


O Swan Telecom OLoop Telecom O THE PRICE PLANK 
BRAND: NA BRAND: NA New players are luring subscribers with aggressive pricing. 
SERVICE PLATFORM: GSM SINCERE Millionaire Scheme: The MCard for Rs 499 from SSTL 
CIRCLES LICENSED: 13 G offers one million minutes of talk time, valid for 20 years 
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The Handsets Pie 


F THE WORLD’S FASTEST-GROWING 

telecom market is drawing service 

providers by the dozen, then it is 
also a honey pot for a host of new 
handset manufacturers. Several new 
players, big and small, therefore, see 
the Indian handset market as their 
new playground. 

Consider Fly Mobile, part of 
the Europe-based Meridian Group, 
which claims to be selling 100,000 
phones a month and expects a 50- 
60 per cent increase in sales by 
Diwali. Rajeev Khanna, CEO, Fly Mobile, says: “India, 
at the moment, presents a rare opportunity.” How 
does it appeal to its customers? By ensuring that for the 
same price their phones offer at least 25 per cent 
more value than the competitors—either in features, 
functions, software, or in interesting bundles. Style 
and design are the big themes for Fly and young peo- 
ple are its favoured customers. 

Or consider Intex Technologies, an Indian com- 
pany which also sells laptops, monitors and other com- 
puting devices. Says Ramesh A. Vaswani, Vice Chairman, 
Intex: “We have no ambition to become either a Nokia 
or a Samsung. However, we certainly want to become the 
#1 Indian brand." That's not just talk: the company 
claims to be selling 60,000 handsets a month and hopes 
to double its sales in a year. And this from a company that 
started its handset business just two years ago. Playing in 
the Rs 2,000-7,000 range, the company focusses mainly 
on the Tier II and Tier III towns. Vaswani says the 
company's brand has a recall and promises a “trouble-free 
product with good after-sales service." 

In fact, the rise of the Indian brands, which collec- 
tively hold around 15-17 per cent of 
the market, according to estimates, 
is a major defining trend of the 
Indian market in the last few years. 
What works for them is “proximity 
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Rising sales 


sales service capabilities and the fact 
that they have fire in their belly. 
They also introduced more sim- 
plicity in the trade,” says Pankaj Rs 26 000 - 
Mohindroo, National President of 
Indian Cellular Association. 

It is a competitive market in this 
business. Spice Mobile, which plays 
in the Rs 2,000-6,000 range, be- 
lieves in providing the highest value 
in this segment. *We are not the 
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Rajeev Khanna 
CEO/ Fly Mobile 


‘India, at the moment, presents 
a rare opportunity” 


cheapest, but we provide more value in terms of features 
or content,” says Payal Gaba, National Head, Marketing, 
Spice Mobile. The company, which entered into the 
handset business four years ago, believes consistency of 
product launches catering to the Indian customer (it 
averages two products a month), along with value for 
money and service capabilities, gives it the edge. 

Of course, the Indian companies are using mobiles 
manufactured in China, South Korea or Taiwan for 
their brands. However, the unbranded Chinese phones 
have, in the last six months, seen their market share 
plummet by more than half (around 9 per cent now). 
Reason: consumers having quality issues and the security 
agencies raising alarms about the traceability of such 
phones. All said, the competition has driven the handset 
prices lower (See graphic). 

Though the margins in the business are no more than 

2 to 5 per cent, for retailers like the 

Value Essar Group’s handset retail chain, 

Rs 27,000cr ^ the MobileStore, they are enticing 
a ay æst ^ enough to launch their own private 

; label for handsets. 

The volumes are undoubtedly 
tempting. In 2008, India added 113 
million subscribers. But the compe- 
tition makes for killing fields with a 
few upsets along the way. Motorola 
and Sony Ericsson are a case in point. 
Nokia, however, with its range of 
models straddling all price points, 
remains the leader of the market by 
a wide margin. Yet, there is enough 
space for others to jostle around. 8i 

SHALINI S. DAGAR 
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the slowest in over a 
decade, even though 1.2 billion 
handsets were sold in 2008. In the 
last quarter of 2008, shipments of 
handsets globally actually declined 
5 per cent to 314.7 million from 
330 million in the previous year. 
Even market leader Nokia, which 
increased its market share for the 
year, said its share in the last quar- 
ter shrank to 37.7 per cent. 

This slowdown combined with 
the higher sales of low-cost, low- 
margin devices in emerging mar- 
kets has pushed down Nokia's rev- 
enues and profits from devices and 
services (as it classifies handsets) 
in 2008. Revenues from devices 
dropped almost 7 per cent to €35 
billion or Rs 2,45,000 crore (while 
still accounting for 70 per cent of 
Nokia's revenues) in 2008 and 


LOBAL MOBILE DEVICE SALES 
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Though Nokia dominates 


global markets... 
(Worldwide total handset sales) 


Total handsets sold in 2008: 
1.2 billion 





LG — Sony Ericsson 


GLOBAL DOWNTURN? 


we g While the Indian mobile market 
grows at a furious pace, the global 
market for handsets isn't faring 
too well. KUSHAN MITRA 


operating profit margins fell to 
16.58 per cent from 20.12 per 
cent in 2007. 

However, Nokia and its 
Symbian Operating System are hurt- 
ing most in the high-margin seg- 
ment of smartphones—devices 
packed with processing power and 
featuring enterprise applications for 
businesses. The gains are going to 
Canada’s Research In Motion (RIM), 
the manufacturer of the BlackBerry. 
(Apple’s 3G iPhone is growing the 
fastest in this segment globally, al- 
though it has bombed in India.) 

Smartphones are an extremely 
profitable niche, although their sales 
accounted for only 11 per cent of 
total mobile device sales. RIM had an 
operating margin for its October- 
December 2008 quarter of 23 per 
cent and a net margin of 17.2 per 
cent, despite the first impact of the 
economic downturn. However, 
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“Research in Motion, makers of BlackBerry 





most analysts agree that this seg- 
ment will see a sharp downturn in 
2009 as corporate spending is 
squeezed and consumers shy away 
from expensive devices. 

Nokia could gain global market 
share in 2009 by leveraging its India 
platform. However, the Finnish 
company should be concerned about 
the climb of its rivals, particularly 
Samsung. The Korean company, 
which had earlier treated the mobile 
division as a stepchild of its far larger 
consumer electronics business, has 
concentrated heavily in this segment 
to offset the impact of the slump 
on its other businesses. Samsung 
poses a threat in the value segment as 
well with its smartphones. 

However, the biggest threat to 
the large players might not come 
from one company alone but from 
a host of small unbranded Chinese 
mobile phone manufacturers. 


... Its share in lucrative 
smartphones has fallen 


(Global smartphone sales) 








Others 
Source: Gartner Research, March 2009 
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Qualcomm is betting 
on its Kayak phone- 
cum-computer device 
and Snapdragon 

chip to engineer a 
broadband revolution 
In India. Will it work? 
SUMAN LAYAK 


N A COUPLE OF MONTHS, A DIVERSE 
group of senior citizens, profes- 
sionals and students across 

India’s hinterland will be road- 
testing a Qualcomm device, the 
Kayak. The machine, which com- 
bines wireless broadband access with 
a personal computer (PC) processor, 
may bold the key to Qualcomm's 
aim to rival Intel in computer 
chips—and spark a broadband rev- 
olution in India. 

[s PC penetration in India poor 
because there is no broadband? Or is 
broadband use low because of poor PC 
penetration? When Mukund Rajan, 
Managing Director, Tata Teleservices 
Maharashtra Ltd., launched the com- 
pany's wireless broadband solutions 
recently, he hoped the easy avail- 
ability of broadband now would 
spur PC penetration. 

Kanwalinder Singh, President, 
Qualcomm India, who was also 
present, wants to tackle the problem 
from a different platform, one that 
combines its mobile telephony 
prowess with computing. India's 
wireless broadband market is hotting 
up, finally. Reliance Communications 
(RCom) and Tata Teleservices, both of 
which use Qualcomm's CDMA tech- 
nology, launched their wireless 
broadband in March within a 
week of each other—forced by 
WCDMA-based offerings by the gov- 





Devices using Kayak 
can plug into TVs or 
computer monitors 





Computing applications 
run on "cloud" via 


broadband 


ernment-owned Bharat Sanchar 
Nigam and Mahanagar Telecom 
Nigam weeks earlier. 

Joydeep Ghosh, Director, ICE, 
KPMG, says: “India has a low 
Internet penetration of around 5 
per cent, while broadband pene- 
tration is much lower, around half a 
per cent. There are around 5.85 
million broadband subscribers, far 
lower than the target of ‘20 mil- 
lion by 2010"". PC penetration was 
always poor, and the recession has 
added to the gloom in rc sales. 

To push their mobile broadband, 
Tata Tele and Reliance are promot- 
ing low-cost PCs (Tata Tele under 
the Novanet brand and Reliance via 
PC makers like Asus, HCL and Lenovo) 
that work off the *cloud" or online 
servers with the operator. 


Enter the Kayak 


In comes the Kayak, at the core of 
which is Qualcomm's MSM7-series 
chipsets, which have a modem and 
processor integrated. It can be a 
low-cost, broadband-enabled 
(3.1mbps) pc or a phone, or even a 
3D-gaming machine. 

Why in India? It is now the 
world's second-largest CDMA market 
after the us, adding 2.5 million sub- 
scribers a month. Singh says: “We 
are talking to mobile phone makers, 
PC makers as well as mobile opera- 
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Kayak is a low-cost, 
Internet-connected 
computing device 
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Kayak bridges gap 
between PCs and 
smart phones 


Rs 10,000 (approx.) for Device 
+ Monitor + Keyboard + Mouse 


tors for manufacturing the Kayak.” 

For the moment, the Kayak is 
just a reference design that others 
can use to make computers or 
phones. Packaged with a monitor, 
keyboard and mouse, it should 
come for a little over Rs 10,000— 
less, if the buyer decides to buy his 
own monitor or use the Tv at home. 
The price is the key: the cheapest 
netbook is not less than Rs 15,000. 
The bonus for rural users: the Kayak 
can be used the whole day with 
one charge, like a mobile handset. 

The next step: the Snapdragon 
chip, which can do WCDMA and 
CDMA, and is seen as the future. 
Singh plans to bring in "smarter 
smart phones" on this chip at 
Rs 25,000 or more and a netbook 
that would be priced close to 
the Kayak. 8 
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BROADBAND FOR 99% INDIANS 


3G services could go a long way in driving broadband 
penetration in India. But the challenge is to ensure that 
the common man can afford the services. 


HE OUTSOURCING, CALL 
centre and BPO industries 
transformed India in the 
early '90s giving millions 
jobs. Today, these busi- 
nesses generate around 6 per cent of 
our GDP and 35 per cent of our exp- 
orts. The reason for this revolu- 
tion—the international leased line 
connection and the local connec- 
tion was made available to the entre- 
preneurs cheaply. The moral of the 
story—if you want technology to 
reach out and touch the life of mil- 
lions, then it must be made afford- 
able to the masses. 

Take another example. Mobiles 
were in vogue all over the world in 
mid-80s. We wasted many years de- 
bating whether mobility services were 
really required in India. For a number 
of years, till aggressive telecom refo- 
rms started, India was at about num- 
ber 100 in voice telephony/icr (Infor- 
mation & Communication Techno- 
logies), in the list of nations. Today, 
our voice telecom network is second 
only to China's and growing at a 
feverish pitch. It's actually expanding 
at almost double the rate of growth 
that China ever achieved. We made 
up for lost time very quickly after a 
slow start. But remember, voice serv- 
ices did not grow when corporates 
bid huge entry fees leading to high 





"If in our perception, everyone will use broadband, 
there is no logic in charging entry fee for such 
spectrum. Even a very low revenue share would 

give much more to the State in the 
long run than an initial entry fee" 
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tariffs. In fact, most telecom compa- 
nies were on the verge of becoming 
sick as the number of subscribers 
stagnated due to high tariffs. If this 
had continued we would have seen 
companies like Bharti, Idea, 
Vodafone going belly up by now. 
The government soon realised the 
folly of a high entry fee and switched 
over to a revenue-sharing model. 
This led to huge initial losses to the 
government and it came under a lot 
of criticism. Luckily this did not deter 
the authorities from pushing ahead 
with crucial policy changes. In 2004, 
the government allowed operators to 
use technology of their choice under 
Unified Access Licensing. 

And the results are there for all to 
see. Over the next decade, an ex- 
plosion in the subscriber base of the 
telecom companies meant that the 
revenues of the government also shot 
up. The government actually made 
much more under the new regime 
than it would have made by sticking 
to high entry fees. In the process, 
the government target of 15 per cent 
teledensity and 4 per cent rural tele- 
density by 2010 has already been 
exceeded. In all likelihood, the target 
could be overshot by as much as 
300 per cent in 2010. 

Let’s extend this argument fur- 
ther. A recent INSEAD Global 
Technology Report has indicated 
that for ICT services, which run on 
our highly efficient telecom network, 
we are lagging way behind other 
countries. We are ranked at 50 right 
now. It is my very strong personal 
conviction that all this could change 
with the advent of 3G technology. It 


could serve as a unique opportunity 
for India to leapfrog from its existing 
state and come at par with the de- 
veloped world by direct adoption 
of mobile-based access. 

Broadband penetration in the us 
and Europe started with the pc. This 
was largely because of the high per- 
centage of people working in of- 
fices, which proved to be ideal train- 
ing ground for the population at 
large to learn how to best use the 
Internet. In India, low PC penetra- 
tion has hamstrung the spread of 
broadband services. All this could 
change soon. Indians have been 
more willing to adopt mobile-based 
services. Asians have typically been 
more adept at using the cell phone. 
With 3G, we can potentially obviate 
the need for households to have PCs 
and yet reach the same level of 
broadband access. Google recently 
reported that Internet searches on 
cell phones were catching up with 
the PCs in the us. 3G, then, is a 
chance to skip the entire PC pene- 
tration curve. But again, it is imper- 
ative to understand that this can 
only happen if 3G services can be 
afforded by the masses. l'll explain 
how this can be achieved. 

Now, there may be a problem 
in giving Broadband Wireless Access 
(BWA) or 3G spectrum to all the op- 
erators we have licensed. Surely, the 
selection could be through non-mon- 
etary criteria by developing a trans- 
parent policy. If we insist on auc- 
tions in view of the large number 
of operators to bring in transparency 
in selection process, we must ensure 
that maximum 3G/BWA/EVDO spec- 
trum is auctioned to ensure low bid 
prices. We could even have a rev- 
enue-sharing arrangement only 
(which would at least ensure that 
we do not have a front loaded tariff 
regime). It is important to ensure 
that broadband is affordable for over 
99 per cent of our population which 
still cannot access it. This could be yet 
another revolution in the making. 
It would ensure that the common 


man can reap the benefits of e-gov- 
ernance, e-education, e-health, e- 
agricultural extension, e-banking and 
much more. In our perception, if 
everyone will use broadband, there is 
no logic in charging entry fee for 
such spectrum. As the service grows, 
even a very low revenue share would 
give much more to the State in the 
long run than an initial entry fee. 


"Google recently reported that Internet searches 
on cell phones were catching up with the PCs in the 
US. 3G, then, is a chance to skip the entire PC 
penetration curve. But again it is imperative to 
understand that this can only happen if 3G 
services can be afforded by the masses" 


The initial revenue share also has to 
be low to enable operators to provide 
cheap services 

It would really be a big mistake to 
deny the vast majority of Indians access 
to broadband services by adopting 
wrong policies. It would also be wrong 
to use the money generated by auctions 
for other government schemes, know- 
ing very well that investment in ICT 
services is the best and most productive 
investment for a developing country 
like India, given its poor communica- 
tion facilities. If auctions take place, 
we must ensure that money generated 
in the auctions goes to the Universal 
Service Obligation Fund, which will en- 
sure better ICT infrastructure in rural 
and low density urban areas. This is cer- 
tainly preferable to diverting the funds 
to less profitable and sometimes unvi- 
able and wasteful government invest- 
ment. The example of countries such as 
South Korea, Singapore, Estonia, and 
Israel has shown how ICT can be the 
enabler of a competitive transformation 
of the economy, allowing countries to 
leapfrog to more advanced stages of 
development. m 





The autbor is a retired IAS officer. 

He was the chairman of the Telecom 
Regulatory Authority of India (TRAI) for 
three years from 2003 to 2006. 
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bt political economy 


The Rea 
Cost of 
Populism 


Political parties have made tall 
promises in their manifestos, 
unmindful of the high cost of 
fulfilling them that will be borne 
by the very same voters who are 


supposed to be lured by the promises. 
PUJA MEHRA 


aranteeing 
er month at Rs 
BPL families 


- A food law gu 
25 kg of rice or wheat p 


e 3 per kg to rural and urban 


(Subsidy would be about Rs 15 per kg) 


IDEL CASTRO WOULD FEEL AT HOME IN INDIA 
today. Across the political terrain, prominent 
parties have launched stridently populist man- 
itestos leading up to the general elections— 
from handing out cheap food grains to farm- 
ers' loan waivers—in order to lure India's large, under- 
privileged vote bank. While it is unclear whether these par- 
ties plan to make good on any of their promises, what is 
certain is that the cost of implementing these populist 
measures could have disastrous effects on the population. 

The Congress manifesto, released on March 24, 
promises to follow up its Rs 1,275,000 crore National 
Rural Employment Guarantee Scheme (NREGS) with a 
National Food Security Law, guaranteeing rice or wheat 
at Rs 3 per kg. Playing copy-cat, the Bjp—whose India 
Shining pitch proved no match for the Congress’ populist 
Aam Admi campaign in the last elections—quickly drew 
up a poll manifesto offering food grains at Rs 2 per kg, 
just ten days after the Congress’ announcement. Not 
to be outdone, the CP! (M) is promising an extension of the 
NREGS to urban segments of the population. 

These are ironic developments, considering that the 
Congress is led by someone who was the chief architect 
of liberalisation in the early 1990s while the BIP has gen- 
erally been recognised as a party committed to deepening 
economic reforms. At a Cll discussion in New Delhi last 
month, Member of Parliament and industrialist Rahul 
Bajaj lit into such dubious manifestos: “Where are the re- 
forms in the manifestos? There is only populism. 
| hope they won't become policies later," he said, 
setting off a round of boisterous applause. 

Populist politics sell easily—especially the 
cheap rice variety—in a country where a huge vote 

bank of 350 million exists below the poverty 
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subsidised rice at Rs 2 per kg. Since then, the 
state has voted out every incumbent 
that raised the price of rice, including 
NTR's son-in-law Chandrababu Naidu, 


Wie 5 


wheat eve month to BP in 2004. And yet the masses in the 
families at Rs 2 per kg state have largely remained pon 
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2007 had concluded that the subsidies and poverty al- 
leviation expenditures of the Centre and states of Rs 
53,770 crore during 1999-2000 should have been suf- 
ficient to eliminate poverty within the same year even if 
administrative costs and leakages used up a third of 
the allocation. In fact, the Group reached the same 
conclusion for the outlays for the year 1993-94 as well. 
Moreover, the Public Distribution System (PDS) 
has been disbursing 35 kg of food grains 


per month at highly-subsidised rates of ive alla ricultural loans, w 
Rs 3 per kg of rice and Rs 2 kg per kg -— telling n on interest for all 

for wheat to underprivileged people in m ricultural loans to farmers from banks 

the country for 10 years now. Still, agricu for the waiver and Rs 15,000 crore for 
barely 19 per cent of the rural BPL fam- cost: RS 2,50,000 crore x 

ilies and 17 per cent of urban ones ben- the interest subsidy 


efit from the system, according to the lat- 
est round of the National Sample Survey. 

Even ex-finance minister P. 
Chidambaram has been candid about 
these failures. Addressing the National 
Development Council in December 
2007, he said that 38 per cent of the 
subsidised grains do not reach the targeted poor: “While 
the PDS is necessary, unless it is efficient, it could become 
an albatross around our neck and an opportunity for rent- 
seekers to enrich themselves.” A few days later, at the 
Institute of Economic Growth, the PM himself remarked 
that “too much money is being spent on funding subsi- 
dies in the name of equity, with neither equity objectives 
nor efficiency objectives being met". 

These realisations haven't stopped today's political 
manifestos from being chockfull with new populist poli- 
cies—and they could prove disastrous to the country's fi- 
nances. The CP! (M)’s desire to take the NREGS to the ur- 
ban centres will trigger a huge rural- 
urban migration (owing to the wage 
differentials), defeating its very pur- 
pose. The BjP's promise of lowering 
home-loan rates would amount to a 
return to the administered interest 
rate regime that was prevalent till 
about 15 years ago. 

Trying to alleviate endemic and 
serious problems of income inequality, 
malnutrition, lack of water and sani- 
tation and literacy is, by any measure, 
a necessary and noble undertaking. 
Problem is, intended beneficiaries in 
India rarely receive such succour. That's why the mother 
of all election promises should have been to deliver on all 
the promises made in the past—and not make any new 
ones. This isn't much different from the resolve to match 
outcomes with outlays that both Chidambram and Singh 
had made under the UPA government. 8 
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Extension of the NREGS to 
adults in urban areas 


cost: Rs 3,83,921 crore* 
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Bankin 


on India 


While financial services 

iants have posted huge 
osses overseas, they are 
either making substantial 
profits or planning ambitious 
expansions in India. 
CLIFFORD ALVARES 


AST YEAR MARKED THE MOST DISASTROUS 

period for financial institutions in 

history. The subprime crisis not only 

felled blue-chip firms such as Lehman 

Brothers but caused staggering losses for 
others such as AIG and Citigroup. Then came the 
economic slowdown. Now, banks in Europe and 
the Us are finding it increasingly tough to generate 
income when companies across the board are cut- 
ting jobs and slowing production. 

Still, while business has braked overseas, India 
has become a beehive of activity. Some foreign 
banks have increased their advance-tax payments sig- 
nificantly, signalling a solidly profitable quarter 
for their India operations. A few have even managed 
to make tidy sums through their investment-bank- 
ing services. Most significantly, despite the slow- 
down, many of the major foreign players in India are 
expanding their retail operations and some have 
even made sizable private-equity investments in 
Indian companies. 

Banks such as HSBC, Citigroup and uBs may have 
bled a lot of money overseas, but their advance-tax 
payments against accruing profits in India—which 
have increased at least 90 per cent on average—are 
a good indicator of how well their businesses are 
doing here. According to market sources, Citibank's 
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"India is a core market for us" 
Manisha Girotra, Country Head, UBS 





UBS S E UBS E 
GLOBAL LOSS (2008): $18 billion 


INDIAN GAIN: india Advisory Fees ('08 and '09) $15.4 million 


PLANS: Retail launch expected with capital of $50 million. 


advance tax for financial year 2009 increased 35 per 
cent to Rs 1,710 crore. JP Morgan Chase’s advance 
tax increased nearly three times to Rs 388 crore. 
These foreign players are even outstripping well-en- 
trenched domestic ones by a hefty margin—the top 
four local banks, including icici Bank, Kotak 
Mahindra, HDFC Bank and Karnataka Bank, increased 
payments by a meagre 13 per cent in comparison. 
For banks like HsBc that have made most of their ` 

money in global banking and cash management, it is 
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" (Our) view of India as a strategic growth 
market remains unchanged" 


Mihir Doshi, Country Head, Credit Suisse 
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CREDIT suisse 
$1.22 billion 


$6.4 million 


PLANS: Acquired an NBFC and injected $170 million into it. 


Credit Suisse 
GLOBAL LOSS (2008): 


INDIAN GAIN: india Advisory Fees (2008) 


the retail customer—and hence the domestic com- 
mercial banking operation—who holds the most 
promise. HSBC’s Indian commercial banking business 
grew by 34 per cent last calendar year while HSBC's 
Indian operations as a whole reported a 26 per cent 
growth in operating profits to $666 million—compared 
to a 62 per cent decline in the bank's global profit fig- 
ures. In rupee terms, its profits would have been even 
higher if not for the depreciation of the rupee. 

[n fact, the HSBC India money machine has rapidly 








" ... Our policy is to grow in emerging 
markets and India clearly benefits from that" 


Naina Lal Kidwai, Country Head, HSBC India 


€———————— 


HSBC S ( 


GLOBAL PROFIT* (2008): (¥ «: $9.3 billion 


Pre-tax profil 
PLANS: Acquired listed IL&FS Investmart for Rs 1,084 crore 


become a vital component of the bank's overall 
strategy. It has grown from being the 16th largest con 
tributor to group profits in 2005 to ninth in 2005. 
Says Naina Lal Kidwai, Country Head, HsBC Indi. 

“We are fortunate that the bank at the operating level 
did make a profit and we did a one-off correction for 
goodwill. We have clearly enunciated that our policy 
is to grow in emerging markets and India clearly 
benefits from that.” 


Emboldened by SO tar. tn 


its India success 
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bank has been far from reticent in 
chasing after other potentially- 
lucrative businesses. Last year, 
HSBC acquired a 94 per cent stake 
in the listed retail broking busi- 
ness IL&FS Investsmart for 
Rs 1,680 crore and also invested 
in its technology. 

Meanwhile, Swiss giant UBs's 
$18-billion loss last year doesn’t 
seem to have deterred it from 
aggressively courting business in 
India. The firm, having received a 
banking licence from the Reserve 
Bank of India (RBI), is in the process 
of launching retail banking opera- 
tions in the latter half of this year, 
armed with an equity capital of $50 
million—twice more than the RBI's 
requirement. It is also planning to 
set up a wealth-management arm. 
According to UBS, key department 
heads have been appointed and the 
bank will be helmed by Country 
Head, Manisha Girotra. "India is a 
core market for us," she says. 


UMESH GOSWAMI 


Not to be outdone by its Swiss ADAN GAIN: 
brethren, Credit Suisse has also India C089). N 


applied for a bank branch licence 
in India. Late last year, it acquired 
a non-banking finance company 
and capitalised it with $170 mil- 
lion, which it will use to provide 
financing support to clients. It also 
expanded its investment banking 
team in the last two vears, and its 
wealth-management team already 
has more than 30 employees. Says 
Mihir Doshi, Mp & Country Head: 
“I expect all our businesses to 
make a solid contribution. In spite 
of the global turmoil, Credit 
Suisse's view of India as a strategic 
growth market remains unchanged." 

Lucrative investment banking fees in India have 
pushed Morgan Stanley into focussing mainly on 
India and China. It has big private-equity plans for 
the country, aiming to deploy a chunk of the $1.5 
billion in its global private-equity fund domesti- 
cally. The firm already made its first investment in 
India last year when it picked up a Rs 182-crore stake 
in an unlisted castor oil manufacturer Biotor, and the 
bank says that more investments are underway. 
Says Narayan Ramachandran, Country Head, 


INDIAN GAIN: 


India Advisory 
Fees ('08-'09) 


to follow. 
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AIG's Mehta: Focus on insurance. 


Ci citibank 


GLOBAL LOSS (04 '08): $9.83 billion 


PLANS: Expanding transactions business. 





GLOBAL LOSS (0408: $2.1 billion 


$17.69 million 


PLANS: Acquired private equity stake in 
castor-oil maker Biotor. More investments 


Morgan Stanley Investment 
Management: “As capital market 
activity has slowed from mid- 
September last year, so some of 
our business has slowed. But over- 
all we are expanding our pres- 
ence in India.” 

Still, for all those who have 
grand strategies to leverage grow- 
ing Indian middle-class incomes, 
there are a few who are being 
forced to scale down and rethink 
their plans. Royal Bank of 
Scotland, which lost $34.4 bil- 
lion last year, is exiting its prof- 
itable Indian commercial bank- 
ing business. It will, however, 
retain its global banking and mar- 
kets services business, which in- 
cludes corporate and investment 
banking as well as its global trans- 
action business of cash manage- 
ment and trade finance. Says 
Chairman Philip Hampton: “India 
is an absolutely critical market 
for us. We would have liked to 
have been in retail and SME, but 
we don't have limitless capital." 

AIG India, too, is re-jiggering its 
plans after an ambitious 
expansion that has scaled to more 
than 500 offices and 11,000 em- 
ployees since 2000. While it will 
continue its main business of in- 
surance in India, the firm plans to 
hive off some of its non-core op- 
erations. Says Sunil Mehta, 
Country Head, AIG India: “We will 
see how the global business will 
get restructured over a period of 
time, but our core focus is insur- 
ance.” In India, AIG’s insurance 
joint venture with the Tatas is 
growing at a healthy clip of 22 per cent. 

While the India operations of foreign players are 
undoubtedly thriving, their global counterparts are 
feeling the squeeze. The party may last only as 
long as their parent companies remain in sound 
financial health. Consequently, strategies for each 
firm will vary, according to HSBC’s Kidwai. “You 
can't paint everyone with the same brush. Each 
strategy will vary depending on how these parents 
companies emerge from the crisis." For now, how- 
ever, it's boom time for foreign banks in India. m 
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Can the credibility—and the prospects—of the 
Maytas companies improve if Ramalinga Raju's 
sons continue to be at the helm of their operations? 


E. KUMAR SHARMA 


HE LAST PROJECT BAGGED 

by Maytas Infra, the 

projects company of the 

scandal-tainted Raju 

family, was a Rs 110- 
crore order from Southern 
Railways. The project was ann- 
ounced on January 6, a day before 
B. Ramalinga Raju sent out his let- 
ter to the board of Satyam Com- 
puter Services, confessing to an acc- 
ounting fraud. With Raju in jail, 
investigations into the accounting 
fraud and fund diversion in full 
swing and Satyam up for sale, it’s 
understandable why Maytas, with a 
name that’s Satyam in reverse and 
promoted by the same family, is 
unable to bag new orders. 

What’s not understandable is 
how Raju’s sons continue to be at 
the helm of Maytas Infra and 
Maytas Properties. While B. Teja 


Raju, 30, is running the day-to- 
day operations at the former, 
along with a CFO and 8-10 group 
heads, B. Rama Raju Junior, 28. is 
leading the day-to-day operations 
at the latter. 

The charitable would argue that 
until charges of fund diversion— 
either to or from the Maytas firms 
—are proved, the junior Rajus 
should be left to their own devices. 
Yet, the biggest reason why Maytas 
Infra can’t get a move on is that 
no promoter in his senses would 
want to award a project to a scan- 
dal-scarred business group. Even 
the bravest banker will think a hun- 
dred times before lending to such a 
company, especially in the current 
scenario when they are bound to be 
even more selective. Net result: 
Maytas doesn’t get new projects, 
it loses a few it had bagged before 


Maytas Properties’ Hill 
Country Project in Hyderabad: 
Work goes on here. bul 
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THE ONES THAT 
SLIPPED AWAY 

Maytas Infra has lost projects worth 
Rs 1,263 crore in the recent past. 


PROJECT COST (RS CRORE) 


Construction of residential 
township in Jharsuguda, 
Orissa, for the Vedanta Group 232 


Sub-contract for integrated 

township in Chennai 

for the Hiranandani Group 398 
Commercial shopping mall & 
cineplex in Lucknow 50 


Railway tunnels in Assam 70 
Coal-based power plant 
in Usegaon, Nagpur 476 


Construction work for 
IIT Madras 


37 


Raju's high-jinks at Satyam came 
to light and the company runs the 
real threat of going the Satyam way. 

So, should Maytas just be all- 
owed to be, and eventually be acq- 
uired by a stronger player, a la 
Satyam? “While going the Satyam 
way may be ideal for Maytas, it is 


not going to be easy for the com- 
pany to take this route,” says Jayesh 
Desai, Partner (Transaction Advisory 
Services), Ernst & Young India. 
Reasons: The first is the difference 
between IT services and construc- 
tion. Software has a diversified int- 
ernational market, whereas con- 
struction is still confined to India. 
Also, as Desai adds: “At the end of 
the day, in the rr world, players 
still see cash on the balance sheet, 
whereas in infrastructure, companies 
are struggling for cash.” 

What's more, Desai points out 
that private equity and venture 
capital firms—non-strategic play- 
ers— aren’t keen to buy into the 
construction sector. And, lastly, 
even if there is somebody keen on 
construction, they would prefer to 
keep away from Maytas Infra bec- 
ause of the break in business con- 
tinuity, what with the company 
being unable to bag new projects. 
However, a company spokesperson 
says: "We are actively bidding for 
new projects." 

The task for the government- 
appointed directors is to ensure 
business continuity. “There are cer- 
tain projects where equity is req- 
uired and we are working it out. We 
are working on strategies and are 
talking to bankers and they are quite 
sympathetic to the issue," says Ved 
Jain, one of the government- 
appointed directors on the board 
of Maytas Infra. Jain was till recently 
President of the Institute of 
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against the company are factors like 
its tainted credibility, the credit 
squeeze, a decline in the real estate 
and infrastructure markets and 
the global meltdown.” But he’s 
counting on the company’s strong 
order book to see it through. 
Maytas Infra, says Jain, has a healthy 
order book— of around Rs 8,000 
crore, excluding a controversial 
Rs 12,000 crore Hyderabad Metro 


B. Ramalinga Raju's son, B. Teja Raju, 30, continues to 
run the day-to-day operations at Maytas Infra, along 
with a CFO and 8-10 group heads 


says O.P. Vaish, a senior advocate 
appointed by the government on 
the board, although he does con- 
cede: “There is a credibility gap 
that has arisen." 

The board is believed to be con- 
sidering options of getting advisers 
or probably a coo to run the busi- 
ness, just as in the case of Satyam, 
which has Homi Khusrokhan, a 
former MD at Tata Chemicals, and 
Partho S. Datta, a former Director 
(Finance) at the Murugappa Group, 
as advisors. Other than Jain and 
Vaish, the government has also app- 
ointed K. Ramalingam, a former 
Chairman of the Airports Authority 
of India, and Anil K. Agarwal, à 
past president of industry body 
ASSOCHAM, on the board. 

Can these men work some 
magic at Maytas? Jain acknowl- 
edges the problems at hand. “Going 


Ved Jain, a government-appointed director on Maytas 
Infra's board, is counting on the company's strong order book 


Chartered Accounts of India (ICAI). 

Maytas Infra has four govern- 
ment-appointed directors on its 
board in addition to the two from 
within (B. Teja Raju and B. 
Narasimha Rao). Is this a sustainable 
situation, and should the junior 
Raju be allowed to go on? “We 
have to view him independently,” 
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Rail project. For good measure, it 
also has 1,800 people. 

The worry, however, is that 
pages of that order book are fly- 
ing out rapidly. For instance, 
Mumbai-based real estate devel- 
oper, the Hiranandani Group, has 
cancelled a sub-contract awarded 
to Maytas Infra for an integrated 
mega-township in Chennai; the 
project is valued at Rs 398 crore. 
Then, Vedanta Aluminium also ter- 
minated its project for developing an 
integrated township for their staff at 


Jharsuguda, Orissa. The project was 


to fetch Maytas Rs 232 crore. Jain, 
however, points out that it is normal 
to lose a few orders during an eco- 
nomic slowdown. He adds that 
most projects in the company's 
order book are from the govern- 
ment, which, despite a slowdown, 
will continue to show progress. 

Jain is also on the board of 
Maytas Properties. Company ins- 
iders say operations of the cash- 
strapped company have significantly 
slowed down. Jain says efforts are 
on to get things started. “Plans are 
being worked out to deal with the 
liquidity situation. There may be 
delays, but we are confident that 
the company will be able to meet its 
commitments," he says. It isn't 
known whether investors in some of 
Maytas Properties’ projects share 
that optimism. 8i 
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For three decades, the three Ks—Kothari, Kampani and Kotak—ruled The Street. 


UMESH GOSWAMI 
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Today, Kothari has hung up his gloves, Kampani is in the eye of a storm and Kotak is 
building a bank—ending an era of home-grown dealmakers. RACHNA M. KOPPIKAR 


FORMER BANKER WITH 
ICICI Securities (I-Sec) 
recollects how, on more 
than one occasion, his 
team was in grave dan- 
ger of losing a mandate because the 
corporate honchos they would meet 
all had a singular gripe. “You guys 
are good but you don't have a 
K factor in your firm," they would 
shrug. The K factor, of course, all- 
uded to any of the three stalwart 
dealmakers of India—Hemendra 
Kothari, Nimesh Kampani and 
Uday Kotak. Such a grievance 
would exasperate the I-Sec banker— 
until sheer desperation resulted in 


him hitting upon a simple solution. 
The next time he was confronted 
with the “but-you-don’t-have-a-K” 
line, the I-Sec dealmaker tri- 
umphantly retorted: *Oh, ves but 
we do have a K!" At the next meet- 
ing with the same client, the I-Sec 
team had in tow another member— 
K.V. Kamath, Managing Director & 
CEO, ICICI Group. 

That’s the kind of aura the Ks 
commanded for over three decades 
on Dalal Street. If they weren’t at 
the forefront of the biggest capital 
market transactions, they were busy 
sealing big-bang mergers & acqui- 
sitions for the who's who of India 


Inc. If the Tatas, Ambanis, Birlas— 
to name just three of the biggest 
family-run businesses—needed adv- 
ise on capital-raising or business 
restructuring, one of the Ks was 
inevitably at hand. Till the early 
2000s, Kothari, Kampani and Kotak 
handled half of the transactions that 
took place in the Indian market. 
Along the way, the three Ks also 
focussed on institutional building, by 
allying with the best on Wall Street— 
Kotak with Goldman Sachs, Kampani 
with Morgan Stanley and Kothari 
with psP Merrill Lynch. As ideas 
and research came into the picture, 
the men with the relationships now 
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also had to focus on building teams. 
And they did just that. Eventually, 
the Wall Street banks carved their 
own presence in the country. 

Last month, Kothari bid adieu to 
the institution he founded when he 
sold his remaining 10 per cent in DSP 
Merrill Lynch to its new parent, 
Bank of America (earlier in 2005, he 
had sold 47 per cent to psP Merrill 
Lynch). Kampani, for his part, is 
there at the helm of his firm, JM 
Financial, which, till 2007, had two 
joint ventures with Morgan Stanley, 
but finds himself in trouble with 
the law; this has forced him to ope- 
rate out of Dubai since the beg- 
inning of this year. The third K, 
Uday Kotak, has shifted gears, and 
it is building a commercial bank 
that's his top priority now; cutting 
mega-deals, like the acquisitions of 


Circled ones are the three K firms 





Source: Deal Logi 


Aircel by Hutch Essar or Bazee.com 
by eBay, are glories of the past. 
To the credit of these three gen- 
tlemen, it must be said that they've 
built institutions that extend beyond 
their larger-than-life personas. JM, for 
instance, is running smoothly, de- 
spite the physical absence of its pro- 
moter, Kotak has a core A team to 
handle the investment banking div- 
ision and DSP Merrill Lynch has built 
on the foundation laid by Kothari. 
Yet, for these home-grown veteran 
houses, including others like Vallabh 
Bhansali's Enam Financial, compe- 
tition from their US counterparts is at 
its severest, their global woes 
notwithstanding. Commercial banks 
like UBS, HSBC and Citi have been 
busy grabbing mandates from multi- 
nationals and of late, even Indian 
promoters seem to prefer them. And 


the erstwhile investment banks like 
Goldman Sachs and Morgan Stanley 
would like to look at India (along 
with China) as the sweetest spot in 
their global portfolio (see Banking on 
India, page 60). 

When Kothari called it a day, a 


- few former colleagues termed it 


“the end of an era”. “I am proud of 
leaving behind one of the best teams 
in the country,” Kothari told BT. 


The big question, though, is: Will 


the talent, which he nurtured for all 


- these years, stay as Bank of America 


muscles its way back? In fact, soon 
after Kothari sold part of his stake to 
DSP Merrill Lynch in 2005, senior 
investment bankers, who had honed 
up their skills under him, left the 


_ firm for greener pastures. 


Kampani may also face a prob- 
lem of talent-retention, albeit for 


— Ẹ totally different reasons. In January, 
_ the Andhra Pradesh police issued a 


warrant against him and other for- 
mer directors of Nagarjuna Finance 
for its failure to repay depositors. 


* Since then, Kampani has been out of 


the country and recently managed to 
get a stay order against his arrest. 
This unsavoury episode comes on 
the heels of some serious setbacks. 
The D-Street grapevine has it that 


JM Financial's long-standing rela- 


tionship with the Tata Group soured 
after the Tata Motors right issue last 
year. Tata Group companies had 
to bail out the issue as JM Financial 
couldn’t buy the pre-decided amo- 
unt of shares. Result: In January, 
when the Tatas hit the market with 
a Rs 500 crore non-convertible 
debenture (NCD) issue for Tata 
Capital, psp Merrill Lynch and 
Citigroup were called in. Yet, JM 
Financial officials insist they had a 
role to play. “We were not the lead 
managers, but we were the largest 
mobilisers—nearly 15 per cent of 
the retail and the high net-worth 
portion of the Tata Capital NCD iss- 
ue,” says Atul Mehra, MD & Co-CEO 
(Investment Banking), JM Financial. 

Industry observers point out that 
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“Citi offers a comprehensive 
portfolio of financial solutions both 
in terms of products and advisory” 


Pramit Jhaveri, Head (Global 
Banking), Citi South Asia 


even if the Ks fade away into the 
background, their institutions will 
continue to be at the forefront. As a 
former I-banker, Rajeev Gupta, MD 
& Head (India Buyout Team), 
Carlyle Group, says: “It’s a genera- 
tional change, which is inevitable. 
New personalities will emerge.” 
Quips Pramit Jhaveri, Head 
(Global Banking), Citi South Asia: 
“To fulfill their aspirations of 
growth and international presence, 
Indian corporates prefer working 
with investment banks like Citi, 
which follow an institutional app- 
roach and have the desired expert- 
ise, global reach and offer a com- 
prehensive portfolio of financial 
solutions, both in terms of prod- 
ucts and advisory.” When Citi 
plunged into investment banking 
in 2000, sceptics didn’t expect it 
to make a dent in the monopoly 
of the three Ks. Citi did that, and 
more (see box Few Ks on D-Street). 
Indeed, family businesses, which 
hitherto almost blindly called up 
the K-bankers till a few years ago, 
are opting for foreign banks—even 
in the domestic market. The Aditya 
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"A relationship with an investment 
banker gives me confidence in 
deciding about his capabilities" 


D.D. Rathi, Director & CFO, 
Grasim Industries 


How the Deal-makin 
Rules Have Change 


Not about one-man armies anymore 


Not just about relationships, but 
ideas and institutions 


Ability to lend balance sheet to a 
transaction matters 


Cross-border frenzy puts foreign 
banks at an advantage 


Birla Group, which is known to 
have worked with psp Merrill Lynch 
for a large number of its domestic 
transactions, recently appointed UBS 
for selling its insulator business. Sim- 
ilarly, DLF, which went public with 
the help of eight bankers, appointed 
Ernst & Young to advise on selling 
its wind turbine business. The cash- 
strapped Wockhardt, too, has app- 
ointed UBS to help it raise funds 
through private equity and for the 
sale of some of its business units. 
D.D. Rathi, Director & CFO at 
the Aditya Birla Group-owned 
Grasim Industries, says corporates 





“Companies t 
relationships 
institutionalis 


Ashutosh Agz 
GMR Group 


will always 
money—and 
old relations 
tionship with 
is one of the : 
fications and 
tion criteria. 
dence in dec 
bilities to del: 
formance.” / 
CFO, Tata Cor 
“A local playe 
of having acc 
But then it's t 
omes the crit 
with the firn 
plenty on th« 
delegate Cap! 
related matte 
porate finan 
can’t really c 
with banker: 
work with ins 
delivery and 
crucial elem 
Agarwala, CF 
essence, is the 
old generati 
between K-| 
world of l-ba 


Imagine what you can do with a car 
that has a 3 in 1 engine. 





Accord 


275ps, 3.5L i-VTEC engine 


6 cylinders 4 cylinders 3 cylinders 


VCM (Variable Cylinder Management) 


As someone who has traveled far in life, you kno 
exactly what it takes to get ahead. Finally, with the 
new Accord V6, you have a car as ambitious as yo 
are. A marvel of automobile engineering, the unique 
VCM, with its flexible use of cylinders, maximize 
both performance and fuel economy. So go ahead, 


experience the new Accord V6 and get ready to rule. 


www.hondacarindia.com 
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Introducing Accord V6, 275ps with VCM Technology. 
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Exclusive V6 features: oct Moy Wee TT with Tum indicators » Twin Exhausts + Duck Tail Spoiler * Cruise Control + Leather Wood Steering Wheel * ACM (A 





VCM (Variable Cylinder Management) enables the car to operate like it has 3 different engines. 


All 6 cylinders in use while starting up, Usage drops from 6 to 4 at high At low cruising speeds and with low 
accelerating or going uphill. cruising speeds or in mild incline. engine loads, it runs on just 3 cylinders. 
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COLUMN/ BIBEK DEBROY 


Towards a New Economic Order 


There is a helping hand for the IMF and some progress has been 
made on trade. The G-20 summit managed to forge a consensus 
on some thorny issues after a brainstorming session. 








N THE G-7 FINANCE MINISTERS’ 
meeting in October 2008 in 
Washington, President George 
Bush had underscored that 
the next meeting of G-20 
would be important in finding 
solutions to the economic crisis. 
Subsequently, the UK Treasury pre- 
pared an agenda paper for the 
London meeting. This covered: (a) 
coordinated macroeconomic action 
to revive the global economy, stim- 
ulate growth and employment— 
review measures taken and possi- 
ble further steps; (b) reform and 
improve the financial sector and 
systems and gauge progression on 
the Washington Summit’s plans; 
and (c) reform international financial 
institutions, like IMF, World Bank; 
and Financial Stability Forum (FSF). 
Let's try and analyse if any headway 
was made on the ambitious agenda 
laid down for the G-20. 





Thrust on Trade 

There are four elements to what we 
got on trade. First, the communiqué 
says there will be no competitive de- 
valuation of currencies. Second, there 
is a vague commitment to completion 
of Doha talks, though it lacks a pre- 
cise timeline (unlike the Washington 
declaration). For instance, in 
Washington it was said: *We shall 
strive to reach agreement this year on 


*The London communiqué seems to recognise the 

fait accompli of protectionism and seeks to minimize it. 
Remember, G-20 countries have in the past broken their 
pledge to avoid protectionist measures" 


modalities that leads to a successful 
conclusion to the wro's Doha 
Development Agenda with an ambi- 
tious and balanced outcome." The 
London statement is weaker, under- 
standable because no one's mind, 
least of all the United States, is now 
on Doha, not to speak of disagree- 
ment between India and the United 
States on the special safeguards mech- 
anism. Third, there is agreement that 
there will be no new protectionist 
measures. In Washington it was said: 
“Within the next 12 months, we will 
refrain from raising new barriers to 
investment or to trade in goods and 
services, imposing new export re- 
strictions..." The London language, 
however, seems to recognise the fait 
accompli of protectionism and seeks 
to minimize it. Remember, G-20 
leaders had signed a pledge on 
November 15, 2008, to avoid pro- 
tectionist measures. Despite this, 
since then, several countries, includ- 
ing 17 of the G-20, have imple- 
mented 47 measures which will im- 
pact cross-border trade. While this 
trend is unsettling, these measures 
are unlikely to have had a major im- 
pact on trade. Fourth, $250 billion 
has been promised as trade finance, 
though, barring $50 billion through 
a new World Bank programme, little 
may be incremental. This is a prob- 
lem with gauging "success" of the 
London summit. Governments have 
not been twiddling their thumbs 
since the global crisis broke and sev- 
eral measures (including on trade 
finance) had already been taken. 
On fiscal expansion, we have 
got absolutely nothing. The $5- 
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“The IMF faces an identity and resources crisis and this is 
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an area where London achieved quite a bit and rehabilitated 
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the IMF... the key question is—how much of these new 


resources will be available to poorer countries” 
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trillion figure being bandied around 
isn’t new. But since there is already a 
lot of money in the pipeline, per- 
haps what is more important is mon- 
itoring of implementation, agree- 
ments on restructuring distressed as- 
sets, banks and the like. Some prin- 
ciples have been agreed to, including 
on hedge funds, remuneration and 
credit rating agencies. Beyond this, 
there is little that is specific, though 
Financial Stability Forum has been re- 
named Financial Stability Board, 
with all G-20 members represented. 
However, even a global agreement 
on some principles is significant. The 
tax haven initiative should be men- 
tioned in the same breath. The com- 
muniqué says the days of banking 
secrecy are over and sanctions will be 
taken against countries that don’t 
conform to disclosure norms (non- 
cooperative jurisdictions). The OECD 
list will be used for this. 


Lifeline for the IMF 

The IMF faces an identity and 
resources crisis and this is an area 
where London achieved quite a bit 
and effectively rehabilitated the IMF. 
The additional resources figure of 





$1.1 trillion floating around for IMF 
and other international financial in- 
stitutions is an overestimate, though. 
Not all of this is incremental money. 


Japan and £u had already agreed to 


pump in $100 billion each into IMF. 
The us credit line of $500 billion 
(New Arrangements to Borrow) for 
struggling economies had also been 
known. The SDR (special drawing 
rights) increase of $250 billion was 
also expected. What is really new is 
$100 billion through World Bank 
and multilateral development banks 
and $50 billion through IMF (SDRs 
and gold sales) specifically for poor- 
est countries. Many poor countries 
have to roll over debt and credit 
from the West isn’t forthcoming. 
Hence, the key question is—how 
much of these new resources will 
be available to poorer countries 
(where growth rebound can actu- 
ally be faster) and how much of it 
will be available without conditions? 
The only specific figure one has is 
that $19 billion of the spr increase 
will be for low-income countries. 
The alternative resource currency 
wasn’t discussed and nothing specific 
emerged on reforming governance 
and decision-making within IMF and 
World Bank. A time-table will be 
drawn up over the next 18 months, 
hopefully before IMF's quota review 
in 2011. However, China has agreed 
to contribute $40 billion to IMF, 
without this being linked to changes 
In its voting power. 

Gordon Brown told us the sum- 
mit established a new international 
economic order. That's hype. We 
will get towards that order eventu- 
ally, with economic clout of emerg- 
ing economies eventually recog- 
nised. But that is a process and the 
summit is only a small step. 
However, something was agreed 
to. Compared to the disagreements 
that existed before the London sum- 
mit, what has been accomplished 
is not to be sneered at. W 


The writer is a Delbi based economist 


Do you have anything for 
a city-wide blackout? 


Siemens helps supply the people of Guangdong with reliable energy 
via the world’s most powerful long-distance power transmission systems. 


t needed That 


Our highly efficient 800-kV high-voltage lines deliver vast amounts of renewable energy exactly where | 
why the 100 million people in Guangdong, China, can be supplied with energy from hydroelectric plants some 1400 km away 


siemens.com/answers 
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for Fertiliser 


industry 


The commencement of gas 
supply from RIL's finds is set to 
re-energise India’s fertiliser 
industry, hitherto hobbled by costly 


feedstock and subsidies. 
VIRENDRA VERMA 


The control and raiser platform at RIL’s 


KG-D6 block in the Bay of Bengal 


N APRIL 1, BIG ANNO- 
uncements tend to 
be taken with a 
smidgen of salt. 
This, however, was 
no prank. On the east coast, in a 
small village called Gadimoga in 
Andhra Pradesh, an event that 
seems set to propel India into the 
big league in terms of energy 
security was beginning to play out. 
Mukesh Ambani’s Reliance 
Industries Ltd. (RIL) was ready to 
supply natural gas from its gas dis- 
coveries—called Dhirubhai 1 and 
Dhirubhai 3—in the KG-De block 
in the Krishna-Godavari basin. 
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Whilst RIL’s gas will doubtless 
change the economics for many 
sectors that so far have had to 
rely on more expensive feedstock, 
one industry that’s set for a struc- 
tural shift is fertilisers—more 
specifically the urea producers— 
which will be the first benefici- 
ary of the gas. The benefits 
include: An ability to use working 
capital more efficiently, higher 
capacity utilisation, a more envi- 
ronment-friendly method of pro- 
duction and an opportunity to 
finally pursue growth, thanks to 
larger cash flows. 

To start with, the government, 





too, will benefit. Here’s how: So 
far most of the urea producers 
have been using gas and other 
feedstock like naphtha or lique- 
fied natural gas (LNG), the latter 
two being more expensive feed- 
stock, by some 50 per cent. 
“Because of an acute shortage of 
natural gas, many gas-based fer- 
tiliser plants are forced to use cost- 
lier feedstock like re-gassified liq- 
uefied natural gas or naphtha. This 
in turn increases the subsidy bur- 
den on the government,” says 
P.M.S. Prasad, President & CEO 
(Petroleum), RIL. 

The actual cost of natural gas 


from the KG basin will be between 
$5.5 and $6.5 per million British 
thermal unit (mBtu), depending 
on how far the gas is trans- 
ported—the fixed cost is $4.2 
(mBtu). In comparison, the cost 
of naphtha or LNG is between $8 
and $10 (mBtu) and this had gone 
up as high as $20 when crude 
prices were over $100 a barrel. 
The upshot: A saving in terms of 
government subsidies. Petroleum 
Secretary R.S. Pandey says gas 
sales by RiL to fertiliser firms will 
help reduce the cost of fertiliser 
subsidies by up to Rs 3,000 crore. 
Adds Satish Chander, Director 


WHO GETS HOW 
MUCH GAS 


Break-up of gas supply 
provided by RIL. 


COMPANY QUANTITY 


(mmscmd) 
National Fertilizers 0.61 


Chambal Fertilisers 1.16 
Nagarjuna Fertilizers 1.57 


E 
3.09 


IndoGulf Fertilisers* 0.25 


Tata Chemicals 
RCF 


IFFCO 3.31 
Shriram Fertilizers 0.63 
KRIBHCO# 2.38 
GSFC 0.73 
GNFC 0.35 
Total 14.97 


AMSCMD = million metric standard cubic metres 
aday # Shyam Fertilizers is now part of KRIBHCO 


*Unit of Aditya Birla Nuvo (Source: RIL) 


BIG BONUS 


Benefits of gas for the fertiliser industry. 


Cheaper than other feedstock like 
naphtha by around 50 per cent 


Govt to save around Rs 2,000-3,000 
crore* of subsidy from domestic urea 


Lower subsidy for industry helps in 
better financial engineering 


Additional 2 million tonnes of urea 
production planned from brown field 
expansions 

Higher productivity from fertiliser plants 
due to single feedstock 


* Approximate. Will change depending on the other feedstock pnces 





General of the Fertiliser Associa 
tion of India, the apex body ror 
the industry: “A major gainer will 
be the government due to lower 
price of the feedstock, as it will 
have to give fewer subsidies.” An 
analyst at broking firm IDFC-SSK 
Securities Says: “With the govern- 
ment directive to all naphtha-based 
plants to convert to natural gas 
by financial year 2010, we expect 
the steep fall in naphtha require- 
ment to yield savings on crude 
imports and lower the govern- 
ment's subsidy bill." 

Along with the government, the 
fertiliser companies, too, stand to 
benefit. Officials at fertiliser com- 
panies say they will be in a position 
to save on their working capital 
and improve their financial effi- 
ciency. U.S. Jha, Chairman X 
Managing Director of the state- 
owned Rashtriva Chemicals & 
Fertilizers (RCF), says the public 
sector company will be able to save 
Rs 800 crore of annual subsidy. 

Urea makers will also get a 
chance to ramp up capacity utili- 
sation, currently at average levels 
of 70-80 per cent. “This (gas) will 
enable plants to run more effi- 
ciently, and will make them more 
environment-friendly, too," says 
Kapil Mehan, Executive Director, 
Tata Chemicals. *Operating effi- 
ciency will come due to higher 
capacity utilisation as the govern- 
ment pays a fixed subsidy and 
does not compensate for higher 
consumption of energy," adds H.P. 
Pandya, Executive Director, 
Gujarat State Fertilizers & 
Chemicals (GSFC). He says GSF¢ 
will be able to operate its urea 
plant at 100 per cent capacity after 
the gas starts flowing into its 
Vadodara plant. 

Higher capacity utilisation nat- 
urally translates into higher prot- 
itability, although nobody's willing 
to hazard an estimate as to by how 
much will the bottom line actually 
grow. "There will be extra con- 
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U.S. Jha, CMD, Rashtriya Chemicals & Fertilizers says 
his company will improve its financial efficiency and save 
Rs 800 crore of annual subsidy. 


tribution to operating profits, and 
even to profits after interest and 
deprecation,” says R.S. Nanda, 
Chief Operating Officer, 
Nagarjuna Fertilizers & Chemicals. 
Tata Chemicals’ Mehan, too, is 
looking forward to higher prof- 
its at the operating level. 

If profits are higher, the fer- 
tiliser companies can now think of 
doing something most of them 
couldn’t dream of in the past: 
Capital expenditure. Before doing 
that, they can contemplate restarting 
some mothballed units that were 
rendered unviable. Then promoters 
can consider expansions, something 
they haven’t thought about in a 
long time—in the past 10-15 years, 
capacity additions via new plants 
have been virtually nil. 

In anticipation of RIL's gas, a 
flurry of brown-field expansions 
has been under way. Tata 
Chemicals has increased urea cap- 
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acity at its Babrala (Uttar Pradesh) 
plant to 11.55 lakh tonnes from 
8.5 lakh tonnes in December, with 
an investment of Rs 210 crore. 
RCF will re-start a small plant in 
Trombay (on Mumbai's outskirts), 
which was lying shut for the last 4- 
5 years; this plant has a capacity to 
produce 3.33 lakh tonnes of urea. 

RCF is also increasing capacity 
at its Thal Plant (near Mumbai) to 
19.5 lakh tonnes from 17.07 lakh 
tonnes through de-bortlenecking; 
a new plant of 1 million tonnes is 
being considered at the same site. 
Total investment at Thal: Rs 500 
crore. GSFC is also thinking of re- 
placing its old plant with a new 
one and planning to add around 1 
million tonnes of urea capacity 
at Dahej in Gujarat. Pandya of 
GSFC says this is in anticipation 
of the future gas supply and not 
linked to the current agreement 
with RIL. Nagarjuna Fertilizers & 
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by 


this. 44 mmscmd will be used 


existing plants, 13 mmscmd from 
de-bottlenecking and expansion, 7 
mmscmd from conversion of 
naphtha and other feedstocks and 
10 mmscmd from revival of closed 
plants. Current gas supply—trom 
ONGC—is 28 mmscmd and an ad- 
ditional 15 mmscmd will be sup- 
plied by RIL as per its agreement 
with 11 fertiliser companies. 
These include IFFCO, KRIBHC! 

National Fertilizers Ltd., Chambal 
Fertilisers and Chemicals Ltd., 


“This (RIL gas) will enable plants to run more efficiently, 
and will make them more environment-friendly, too” 
KAPIL MEHAN/ Executive Director, Tata Chemicals 


Chemicals has already spent 
around Rs 225 crore in de-bot- 
tlenecking and added 2 lakh met- 
ric tonnes of urea capacity. Nanda 


of Nagarjuna says the benefit of 


the gas and added capacity will 
begin trickling in by 2009-10 and 
the full benefit will be visible in 
the year after. 

Industry experts reckon that 
many more closed plants will be 
revived as gas availability increases. 
[t is estimated that the total 
demand from the fertiliser sector 
in coming years will shoot up to 
74 mmscmd (million metric stan- 


dard cubic meters per day). Of 


IndoGulf Fertilisers Ltd., Shriram 
Fertilisers and Chemicals Ltd., 
Narmada Valles 


Fertilizers Company, and GSI 


Gujarat 


besides Tata Chemicals, RCF and 
Nagarjuna Fertilizers. Analysts es 
timate that fresh supply of 15 
mmscmd will result in additional 
production of 7.5 million tonnes 
of urea (around 2 mmscmd is 
used to make 1 million tonnes of 
urea). The additional production 
will also help in reducing de 
pendence on urea imports, which 
currently stand at around 9 mil- 
lion tonnes. Urea, it seems, has 
just become a sunrise sector. W 
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‘Know Your Customer’ (KYC) was an initiative meant to curb the misuse 
of funds. Instead, it is keeping large numbers out of the banking system 
and impeding business activity. NITYA VARADARAJAN & MANU KAUSHIK 








HR URGAON-BASED HARISHANKAR DIWAKAR HAS 

BB been working as an associate with Bio-Rad 
g Laboratories for the last four years. Despite 
Bhaving 10 years of work experience, 
= H Diwakar, 42, hasn’t been able to open a 
bunk account. HDFC Bank, for instance, has re- 
fused him an account for lack of an ID proof—de- 
spite being given a reference letter from his em- 
ployer. “There is a pressure from HR to open an ac- 
count as it is hard for them to keep paying me 
through cash,” says Diwakar. 

Diwakar’s case is emblematic of how a banking 
initiative, originally designed to curb the misuse of 
funds, is, in fact, alienating and elbowing out a signif- 
icant part of India’s workforce. 

The unlikely villain in this situation is a banking 
initiative, called “Know Your Customer” (KvC) that the 
Reserve Bank of India (RB) had introduced in an 
effort to control money laundering as well as the fund- 
ing of terror groups. It applied to bank accounts across 
the landscape—belonging to individuals, companies, part- 
nerships and trusts, amongst others. 

The RBI had also stressed financial inclusion, stat- 
ing that "for people belonging to lower-economic 
strata, whose accounts show small balances and low 
turnover, only basic requirements of verifying identity 
and location need be followed. Banks should avoid un- 
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due hardships to individuals classified as low risk." 
Much of this seems to be ignored today. 

The chief victims of this development are workers 
earning less than Rs 10,000 a month as well as flexi- 
staffing companies such as TeamLease Services, which 
is forced to pay its huge staff—deployed with a number 
of different companies—primarily in cash. 

Banks don't have it easy either. N. Venkatraman, 
Chief Financial Officer, TeamLease Services, explains 
that banks are reluctant to open a salary or savings ac- 
count for employees in typically low-income brackets— 


BANKING'S NEW CHALLENGE 


KYC is an RBI initiative meant to curb 
money laundering 
am, It requires banks to rigorously check 

f customer | identity 

aa, This is excluding a large number of 

wu people from banking services 

ttis A national registry is needed to ensure 

wa Safety without restricting access 










around Rs 1.2 lakh per annum—primarily because 
such accounts cost around Rs 600 to Rs 800 per year 
to maintain, while moneys in these accounts are 
invariably withdrawn the same day. 

Manish Sabharwal, Chairman, TeamLease Services, 
adds that even if the banks are willing to use their 
discretion after satisfying themselves on internal risk 
mechanisms, RBI auditors question their motive—in turn 
making banks more stringent in their documentation 
demand. “Is this initiative ‘Know Your Customer’ or 
‘Kick Your Customer’?” he wonders. 

Not all banks seem to be hostile to the no-frills 
account-holder. Indian Bank, for instance, has a con- 
scious policy to woo youth on account of the huge num- 
ber of ageing accounts in their bank. “We follow the KYC 
norms but we definitely try to make it as easy as possible 
to open new accounts for youngsters,” a bank HR 
spokesperson says. 

Says Mukund Hari Jachak, Head, Urban Retail 
Factory of Bank of Baroda, Chennai: “If a person 
cannot produce a ration card or voter ID, he can at least 
bring an affidavit from, say, a public notary with an in- 
troduction, or even a letter from his employer. As 
banks, we have to understand our social objective—and 
low-risk accounts are welcome.” 

Annually, flexi-staffing companies need to show 
compliance with basic-accounting procedures. They 
need to be able to demonstrate, through 
official paperwork, that their employees are, in fact, be- 
ing paid. Therefore, securing bank accounts for their 
staff is a crucial—albeit cumbersome—enterprise. 

Before KvC, life was easier for 
flexi-staffing companies and banks. 
Companies could open bulk acc- 
ounts, say, in Tuticorin, while sitting 
in Chennai. Banks would send the 
individual-account kits back to the 
company to be distributed among 
employees. Documentation was lax. 
"Today, these kits are sent directly 
to the residences of such people, 
adding to the cost for the bank," 
says P.S. Srikumar, a HR consult- 
ant in the staffing business. 

Sometimes, the issue of cash 
payments is a red herring. Srikumar 
says that temp firms often get very 
little time to actually process and 
payout monies they get from their 
clients, which are often late. By this 


Manish Sabharwal, Chairman, TeamLease, says 
that RBI auditors’ questioning makes banks more 


stringent in their documentation demand. 








[ 
Harishankar Diwakar was refused an account by 


HDFC Bank, for lack of an ID proof, despite being 
given a reference letter from his employer. 


time, the fear is that the employee might have jumped 
ship. Unwilling to afford this risk, they prefer to resort 
to timely cash payments. 

Also, every time a temp worker jumps ship, he 
opens (if he's lucky) a new account in another bank, 
causing headaches not just for his erstwhile employ- 
ers but for his former bank that now has to spend 
resources on a defunct account. No wonder then, that 
banks are wary of temp workers. 

Ultimately, KYC is a necessary feature since it helps 
in better compliance and fraud elim- 
ination, even within flexi-staffing 
companies. So, how does one also 
facilitate equally crucial inclusivity in 
the banking system? 

Opening a post-office savings 
account is one way to end-route 
banks altogether. Flexi-staffing 
companies can also start a national 
skills registry at a low cost where 
employees can apply for verifica- 
tion and validation services. More- 
over, the RBI could appoint accre- 
dited agencies who can authenticate 
and digitise available identification 
records, such as a ration card or 
driving licence—especially vital for 
people who move to a different 
state to work. 

Without some of these solu- 
tions, low-wage employees and staffing firms will 
continue to feel the boot from a well-intentioned 
but ultimately debilitating initiative. 8 
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Burgeoning Internet 
usage in India is giving 
a ii to the online 
gaming industry as well. 
MANU KAUSHIK 


HE WORLD OF ONLINE 
gaming is changing— 
and how! Not so long 
ago It was restricted to 
only a few broad cate- 
gories—action, sports, puzzles and 
adventure games. Today, that uni- 
verse is rapidly expanding as the 
gaming industry in India gradually 
evolves. Says Alok Kejriwal, Co- 
founder & CEO, Games2Win.com: 
“Games in the romance and matri- 
mony genres have now become ex- 
tremely popular and are equally 
enjoyed by both Indian and foreign 
gamers. While gamers abroad in 
the Us, Europe and Latin America 
are fascinated by Indian customs, lo- 
cal audiences can easily relate and 
connect with them.” Consequently, 
games like the The Great Indian 
Arranged Marriage, The Bridal Dress 
Up and Marital Combat now top 
the popularity charts. 
Online gaming, though rela- 
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tively a new phenomenon, is fast 
growing in popularity in India, par- 
ticularly with people in the 17-35 
age bracket. According to estimates 


by IMRB International, the number of 


online gamers in India has soared 
from 2.8 million in 2007 to 7.2 
million by 2008. Says Sunil 
Rajshekhar, COO & President, Times 
Internet: “The popularity of online 
gaming is entirely dependent on 
the overall Internet usage. The 17- 
35 age-segment accounts for the 


“The 17-35 age-segment 
accounts for the major chunk 
of the Internet user base and 
is the target segment for the 
gaming industry as well” 


COO & President. Times Internet 







major chunk of the Internet user 
base and is the target segment for 
the gaming industry as well.” 

In India, while the origin of 
online gaming coincided with the 
arrival of the Internet, it was only in 
2007 that the industry started to 
come of age. Its growing popularity 
caught the attention of venture cap- 
italists, which made it easier for the 
industry to tie up funds for 
expanding operations. For instance, 
Games2win received a funding of 










RAVI SHANKAR REDDY 


$5 million from Clearstone Venture 
Partners and Silicon Valley Bank 
Financial Group. Another start-up, 
Kreeda Games, received funding 
from IDG Venture India and 
SoftBank China of about $10 mil- 
lion. Says Quentin Staes-Polet, CEO, 
Kreeda Games: “Most of the online 
gaming portals here are either 
funded by venture capital or backed 
by big corporate houses.” 

Despite the exponential growth, 
majority of the Indian gaming por- 
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tals—there are currently five key 
players in the industry—are not 
profitable yet. Most claim they 
have a viable business model and 
hope to break into the black soon. 
While each player has its own target 
audience and unique revenue model, 
broadly web portals have looked to 
monetise their online PC gaming 
businesses through four models: 
on-site advertising, ad- 
vergaming (customised 
games for brands), revenues gen- 
erated from offline activities at gam- 
ing cyber cafés and subscription 
models where users either purchase 
the product or make periodic pay- 
ments to access games, usually of 
the MMORPG (massively multiplayer 
online role-playing game) genre. 
Advergaming is gradually 
emerging as the preferred revenue- 
generating conduit. Major players 
like Games2win have bulk of their 
revenues coming from advergam- 
ing. “In future, this model can be 
expected to gain more significance 
as advertisers look to maximise 
ROIs from their marketing 
investments,” says Rajshekhar. 


“Games in the romance and 
matrimony genres have 
become very popular and are 
equally enjoyed by both Indian 
and foreign gamers” 


Alok Kejriwal, 
Co-founder & CEO, Games2Win.com 


The Big Picture 


Online gaming culture is spreading to 
the smaller towns and cities as well 
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two years old and 
hopes to break even by the end of 
the next financial year by clocking 
revenues of around Rs 5 crore. The 
portal's revenues have grown six 
times in a year from Rs 25 lakh in 
2007-08 to Rs 1.5 crore in 2008-09, 
Some players like Zapak, which 
has over 90 per cent of its traffic 
from India, aim to take both the 
online and offline route. “Around 
40 per cent of our revenues come 
from on-site advertising and ad 
vergaming followed by 30 per cent 
each from subscriptions and 
offline activities such as gaming 
tournaments and cafés,” says Rohit 
Sharma, coo, Zapak Digital 
Entertainment. The company was 
hoping to break even by the end of 
fiscal 2008-09. 

One of the unique characteris- 
tics of gaming 1s that it reaches out 
to all demographic segments—from 
teens to working executives to even 
older people. Despite this, online 
gaming has been relatively slow to 
take off in India. The industry 
attributes this to the Indian cul- 
tural mindset. *There is a lot of 
negative perception about online 
gaming among parents. Unlike in 
western countries, gaming here is 
considered as a waste of time and 
something meant only for children. 
This has to change if we want to 
grow bigger," says Rajshekhar, who 
believes the inevitable entry of 
international players will further 
transform the industry. 8 


The often unseen cost 
of attrition, voluntary 
and involuntary, can 
be staggering for 
organisations. Here's 
your primer on good 
leavers and bad 


leavers. 
A BT-PeopleStrong Study 
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ATTRITION STUDY 
now? With com- 
panies desperate 
to cut headcount 

| costs in any 
case? Right. Attrition cuts both 
ways, even in a downturn. While 
downturns can spawn lean and 
mean organisations, no company 
would like its best talent to walk 
away at any time, least of all when 
they are needed the most. Period. 

So, while forced attrition was 
out of the purview of our survey 
sample, it has been added as part 
of the research when the jobs 
environment changed. Here's a 
primer that tells you why employees 
leave. Because, there's no greater 
time to stand up and ask: ‘Are we 
losing the wrong people?’ 

The India Attrition Study 2008, 
done between October 2008 and 
March 2009, is a partnership 
between BT and PeopleStrong to 
figure out why employees quit. In 
the good times before September- 
October 2008, attrition in India 
Inc. was as high as 20 per cent (and 
up to 40 per cent in the booming 
services sector). Now, with the 
economy in a recession, BT- 
PeopleStrong Research says, India 
Inc. is not only losing fair bit of 
top performers but plenty of the 
‘Universal Leavers’, who form any 
company's backbone. 

Also, organisations that have 
shed chunks of the workforce are 
left with insecure employees who 
tend to jump ship if they can to 
avoid a pink slip. HR experts 
underline that, in a downturn, 
voluntary attrition means letting 
go of top performers. Companies 
that ignore attrition in a downturn 





THE ATTRITION CHALLENGE 
@ In a slowdown, companies are forced to check their 


| staffing budgets 7 


e! Wages costs had ballooned i in athe past few years, due to 


 ascramble for talent 


@ Though the intent is to 0 ease ou out the bottom performers, 
hat may not always happen 


e Keeping top performers secure and moti vated becomes 


 akeychallengg —— 


e Understanding the pattern of leavers identified in the 


study can help 


do so at their own peril. 

“High-end talent is always high 
on aspiration,” says Shekhar Arora, 
Executive Director for HR at heavy 
vehicles maker Ashok Leyland. 
Their worry is not one of survival, 
but how fast they climb up the cor- 
porate ladder. “You tend to lose 
them at all times if you do not 
reasonably address their concerns,” 
says Arora. 

Losing employees to the 
competition is also top of mind for 
SRE Ltd, the Delhi-based 
manufacturer of nylon tyre cord 
fabric and such like. “The main 
challenge at present is to instill con- 
fidence in people and allay their 
fears of losing jobs. Since it is a 
good time to SE up talent from 
the market, it is also a problem to 
retain talent. They could also be 
an easy pick for "dr says Suresh 
Tripathi, President (HR), SRF. 


Managing Attrition 

Some companies are adopting a 
two-pronged approach. On one 
hand, companies are strengthen- 
ing systems to identify the top per- 
formers and to reward and retain 
them. On the other, non-perform- 
ers are being put on performance 





improvement exercises: if there is 
no improvement, they are asked 
to leave. 

With companies looking at 
smaller headcounts, most are easing 
out at least five per cent of the 
bottom performers—or so they 
think. The question is: how good is 
a company in identifying real bot- 
tom performers? 

Tripathi says organisational 
tolerance and values decide the 
timeframe and the process for 
handling poor performers. SRF itself 
has an individual who was 
considered a write-off in one role 
but has now become a key talent 
and one of the most sought-after 
professionals. “Our patience and 
process of giving opportunity has 
paid. At the same time, we have 
people who did not improve despite 
multiple role changes as well as 
different assignments. We let them 
go,” says Tripathi. 

. While SRF got it right, how 
many have the patience to do all 
this in a slowdown, when the focus 
is on cutting costs? 

“One of the first challenges HR 
must surmount while facing the 
economic downturn is resisting the 
pressure to right-size as first option,” 
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Key Drivers for Leaving 
Money Matters, But Career Matters More 
MA Se ee 370 


Opportunity for Career growth 





Provisions for Training and Development 
Family Circumstances 

Current Job Dissatisfaction 

Personal Health 

Workload 

The Number of Working Hours 
Recognition for the Work Delivered 

Work Environment 

Provisions for Training and Development 
Relationship with My Team Members 


0 
BPRS Sa OWREVESGISAaS HON rs Othe 








% Leavers Giving Top Rank (n= E 
Leaver Type Across Industries 
Top Performers Leave IT High and Dry 
IT (n2 562) 23% 45% 
ITES (n=798) 40% 13% 
FMCG n=42) MTE 
BFSI (n=998) 
Manuf. (n=519) 17% 23% 
Pharma (n=323) 24% 9% 
Retail (n=201) 40% 10% 
Telecom (n= 196) 30% 10% 


@ Early Leavers ™ Top Performers ™ Universal Leavers n=Number of employees surveyed 





Leaver Type Across Regions 
Share of Early Leavers Is 
Highest In the North 


(n=1,542) 
(n=1,264) 


I Early Leavers 

I Top Performers 

= Universal Leavers 

n=Number of employees surveyed 


(n=1,218) 


Top Performers: The cream of the company and they carry majority of the company on their shoulders 
Early Leavers: Those who leave the company within 12 months of joining 
Universal Leavers: All the remaining leavers who are important for sustaining current operations of a company 
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says N.S. Rajan, Partner for Human 
Capital and Global Leader of HR 
Advisory, Ernst & Young. 

Other major people challenges 
of the changed times, say HR 
experts, are performance manage- 
ment systems, scope of giving 
differential reward to top per- 
formers, controlling salary hikes 
as business profitability goes down, 
improving employee productivity 
and managing morale—things that 
stand true irrespective of market 
conditions. 


Toppers and Early Leavers 
Spread across 59 companies from 
eight industry verticals (See 
Methodology), the Br-PeopleStrong 
India Attrition Study 2008 
categorises Leavers as—Top 
Performers, Early Leavers (those 
who leave within 12 months of 
joining) and Universal Leavers (all 
the remaining Leavers who are 
important for sustaining current 
operations of a company). 

The proportion of Early Leavers 
is relatively higher in the services 
sector—BFSI, ITES, Retail and 
Telecom. FMCG and Manufacturing 
have the smallest proportion of 
Early Leavers. In rr, close to one in 
two people leaving is a Top 
Performer, which doesn't augur 
well for the future. 

HR heads across banking, 
financial services and insurance (BFsI) 
need to handle a few more prob- 
lems as at least one in two people 
leaving in the BFSI sector are Early 
Leavers. This leads to higher 
recruitment costs and an unsettled 
environment where supervisors and 
managers have to continually train 
new recruits. 

ICICI Prudential Life Insurance 
has 15 to 20 per cent annual 
attrition at managerial level while 
frontline attrition is 40-50 per cent. 
“Of this, 50 to 60 per cent attrition 
would be involuntary as 
performance-led exits have been 
higher this year," says Judhajit Das, 


HR Head, icici Prudential Life. “We 
do not have a phenomenon where 
top performers leave. Insurance is 
still witnessing high attrition at the 
entry levels,” he adds, 

Propensity to leave should 
generally decrease from early career 
to mid-career transition. But, 
according to the study, BFSI and 
Retail particularly suffer from huge 
attrition at Managerial levels while 
IT and ITES managers settle down. 
Most of the attrition in new-age 
industries like rr and rres happens at 


as global companies have business 
and product strategies based on 
different geographies and regions, it 
will be prudent to tweak generic 
HR Policies to suit region-specific 
trends. This already exists in terms 
of Compensation Policy, Hiring 
Strategy and Transfers to some 
extent in many companies." 
However, there are counter- 
views. Says Tripathi, “While there is 
some merit in considering region- 
specific HR policies, it is likely to 
create more problems... We keep 


More than 7 in 10 leavers within BFSI 
in North are Early Leavers. 


early and early-mid level. 

According to the study, 
organisations in the North have to 
deal with the most restless work- 
force. The share of Early Leavers is 
seen to be highest in the North 
while the Rest of India has a high 
share of Universal Leavers. North 
India has a high share of both Early 
and Universal Leavers where, 
surprisingly, women form a major 
chunk of early leavers, defying the 
usually-accepted phenomenon of 
women being more stable. 

So, is there a regional twist? At 
Quatrro BPO Solutions, Mumbai 
and Delhi alternate as worst in 
attrition while Chennai has the low- 
est attrition. SRF has a high 
percentage of early leavers in the 
North. Samsung India, which has a 
workforce of 3,000 across four 
regions and 50 branches, finds that 
employees in North are aggressive. 
"When we do exit interviews, we 
realise that titles and designations 
are bigger carrots in North. In South 
people look at leadership," says 
Sanjay Bali, Vice-President (HR), 
Samsung India. 

Does that make a case for 
region-specific policies? Says S.Y. 
Siddiqui, Managing Executive 
Officer Administration (HR, Finance 
and rr), Maruti Suzuki India: “Just 


rotating our people from one part of 
the country to other 
commonality of policies is desirable 
lest any difference is seen as reduc- 
tion or retrograde step by people." 

Quality of work is the clear 
winner when pitted against salary. 
According to the study, career path 
is topmost priority. “A very high 
percentage of attrition at the entry 
level or the junior level happens 
purely because of salary. But yes, 
career growth is the main reason 
for attrition at the middle and senior 
levels,” says Tapan Mitra, Chief- 
HR, Apollo Tyres. 


SO 


Young and Footloose 

The young and restless workforce is 
creating new challenges in the tough 
environment. At HSBC India, the 
majority of the workforce is 30 
years old or less, so the current 
slowdown is the first that they are 
experiencing. What also differenti- 
ates the millennial workforce is the 
realisation that they are far more 
information savvy than their 
predecessors. 

“This workforce has access to 
information that can often be mere 
speculation, and given the hap- 
penings, specifically over the last 6- 
9 months, they are likely to be- 
lieve a lot of what they hear,” says 
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"When we do exit 
interviews, we realise 
that titles are bigger 
carrots in North" 


Sanjay Bali (R), VP, HR, Samsung India 


"We hring people before 
they join and have them 
look at what we do to 
reduce potential attrition" 


Piyush Mehta, Senior VP, HR, Genpact 
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Tanuj Kapilashrami, Head, HR, 
HSBC India. 

The challenge for organisations 
with a young workforce is to keep 
the flock together and prevent 
undue anxiety from spreading. “We 
are committed to the governing 
principle that if our employees need 
to know anything about the bank, 
they will hear of it first from us,” 
says Kapilashrami. 

So, what is it that companies 
are doing to hold on to their best? 
Two-and-a-half-year old Quatrro 
BPO Solutions has nurtured a 
concept that S. Varadarajan, 
Executive VP and Chief HR Officer, 
calls ‘Homing Pigeons’. “We are in 
touch with high performers who 
leave us and home in on them 
whenever they want to come 
back,” he says. 

At Samsung India, attrition levels 
have always been below 10 per 
cent. Bali credits this to the fact 
that people have more options to 
move into other roles in the 
organisation. "While we do not 
believe in giving hefty bonuses, 
everyone has an opportunity to 
grow and move into a bigger role. A 
clear-cut career path is drawn out 
for key employees," says Bali. If 
someone has spent more than 18 
months with Samsung, chances of 
their staying back are more. 

Genpact, the BPO pioneer, uses a 
pre-hiring process to help arrest 
attrition. “We bring people before 
they join and have them look at 
what we do. If they choose to not 
join, that reduces potential attri- 
tion,” says Piyush Mehta, Senior 
Vice-President, HR. 

Mehta says a young workforce 
tends to leave for higher education, 
so Genpact provides education at 
work. “Attrition levels are half for 
those employees who have taken 
this opportunity,” says Mehta. 


The ‘Right’ to Stay 
But the bigger question is that, when 
companies are looking at lightening 
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THE GAMEPLAN FOR HR PROFESSIONALS 


ttrition can never be wished away. One 
A can reduce it to the right level. But 

what is even more important is—are 
you losing the right people? BT-PeopleStrong 
Attrition Study has thrown some interesting 
data. Since the study covered 59 companies 
in eight industry sectors across India, for the 
first time, we have comprehensive data on 
attrition. Until now, each company had only 
its own data, since others would shy away 
from sharing theirs. But, we now have the 





benefit of seeing some trends that could be E 

used to make HR strategies. Here are some | PF od 
highlights: ü 
Reducing Attrition: Losing new employees Üne of the 

early leads to a lot of loss of opportunity as effective Ways to 
well as wasted expense and energy. The reduce attrition 
study shows that 33.8 per cent of those who would be to cut 


quit are Early Leavers. One of the most 
effective ways to reduce attrition would be to 
cut this down by half. If the overall 

attrition of a company is 15 per cent and 


down Early 
Leavers hy half" 


early leavers are one-third of this, then cutting cnm : : CE 0l 
down the latter by half would mean that PeopleStrong 


attrition would get lowered to 12.5 per cent, 
a huge change! A strong new employee in- 
duction and orientation programme would create strong glue to hold them 
back. The first 90 days are most risky. Early Leavers constitute a whopping 
54 per cent in BFSI, followed by a significant 40 per cent each in ITES and 
Retail. If your company operates in these industry segments, you know where 
the priority must be. 

Regional Practices: While each region may have its own cultural flavour, 
they all fall under the gamut of common corporate policies. This study clearly 
shows that different regions need to execute a different implementation plan 
for the same HR strategy. For example, 40 per cent of leavers in the North 
and 27 per cent of leavers in Rest of India are Early Leavers. What this 
means is that there is a different need in North because of which a stronger 
and different approach is needed, so a common broad brush may not work. 
And the gains would be much higher, too. Also, as an HR Head, it makes 
more sense to implement 'reduce Early Leavers' plan in the North as the 
gains there would be maximum. 

Quality of Attrition: No company likes to lose the Top Performers. They are 
the ones who drive growth as well as the key strategic initiatives. 

Surprisingly, the IT sector has emerged as the dubious winner here with 45 
per cent of quitters rated as Top Performers, followed by Manufacturing at 23 
per cent and BFSI at 22 per cent. The best are Pharma (9 per cent) followed 
by Retail and Telecom (10 per cent each) and FMCG (11 per cent). 

One of the best ways to keep the top performers engaged would be by imple- 
menting a strong career planning program for them. Give attention to every- 
one, but focus on them. This is well supported by the study's findings—the 
biggest driver of attrition is Opportunity for Career Growth (25 per cent) fol- 
lowed by Salary (10 per cent). 
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the ship, how do they ensure they 










PeopleStrong’s ADIEU ADIEU phere sey we bette A's reo ation are c the A. "— l 
: : eAffiliation "pioyee veveropment, reeaDacN/tvaluation “There really is no fool-proot 
Model is the foundation Learning ejob Role eEnvironment 


way to ensure that only some 
people leave and others don't 


and basis ofthe study.  *?evelopment 
ADIEU is an acronym eEmployability ! 
for Affiliation, eUr Work Environment Global Tenets during a time when the company 


Development Initiative, is looking to reduce its head- 


Employability and Ur 3 count,” says Mitra. However, hav- 
Work Environment and oa ing said that, each company fol- 
has been derived from a "^ ad 3 n i 
. OF AAPOHO tyres, tne CV issue 
eight global tenets. is to ensure that the process is 
transparent at all times. Employees 
Early Leavers: Employees who leave the organisation within an year of joining, who are seen as under-performers 
Top Performers: Employees who leave after getting best performance evaluation. Generally, these are clearly told to improve their 
employees lead growth of any company. performance. “Chances are given, 
Universal Leavers: The rest all form Universal Leavers. These employees form the core of any and we have found that this has 
organisation and are responsible for its sustenance and day-to-day operations. often resulted in improvement. 


India Attrition Study-2008 focussed on studying attrition and related factors through three instruments, However, repeated failure or 
which were: 1. Employee Exit Survey 2. People Process Health Meter 3. Existing Employee Survey 


While designing the study, a list of instruments and predictors was prepared using ADIEU model which 
could generate the desired outputs from the study. 


inability/ disinterest in improving 
performance is taken seriously," 
Mitra says. 

Ashok Leyland constantly 





Exit Survey Affiliation Predictive Retention Practices scrutinises the quality of talent, all 
People Process Development Initiative “sees sniper A the more in bad times. It has a 
Employer Voice Ur Wont Exvwonmen Strong Employer p* 3x3 shine that tracks potential 

vs performance across nine levels. 

Predictors “We take care of the high value 
AFFILIATION Affiliation signifies the strength of such a relationship where an organisation is able to talent by offering them a develop- 


build and sustain a strong connect & relationships with its people. 
DEVELOPMENT INITIATIVE It’s how proactive an organisation is in identifying the right people, 
development areas and work towards implementing those plans. 


ment-linked career plan and 
insulating them against business 


EMPLOYABILITY Employability is referred to the fit between the people and positions. cycles. They are our best peop! P 
Ur WORK ENVIRONMENT Ur work environment is all about making working life productive, rewarding and T need them all the more in 
and healthy. bad times," says Arora. 


T" T t E The middle-level talent is used 
Data Classification & Sample Distribution India Attrition Study 2008 was carried outfrom Oct, 2008 | 
to Mar, 2009 and involved interviewing leavers and employees across 59 companies spread across 8 pv ai aidan’ a a uu 
industries. A total number of 4,024 exit interviews done with an almost equal regional distribution. For performance but are low in strate- 
Employee Voice survey, 1,750 existing employees were surveyed on the ADIEU framework. gic thinking. It takes every exit 
very seriously. “We do this for low 
value talent also as the same rea- 


TOTAL NUMBER OF EXITS: 4,024 





Industry Distribution sons could trigger dissatisfaction 
a. M M4 x HEUTE. MEER. - a among the high-end performers 
BFSI-25% — ITES-2096 17-14% — Manufacturing-13% FMCG-10% Pharma-8% Retail-5% — Telecom-5% too,” says Arora. 
Role Distribution While it is not easy to regulate 
— | à "a nds to ensure tha 
frontíne-593;  Managerial-19% S 11% Leadership-1% the attrition trends to ensure that 
— | only the non-performers leave, 
Leaver Pool Distribution there's no better time than a slow- 
a oe | 
‘Early Leaver-35% Top Performer-20% — Universal Leaver-45% down to put your house in order. 8i 


SAUMYA BHATTACHARYA 


Gender Distribution 
NU c WITH N. MADHAVAN 





Region Distribution For more details on the BT- 
TG d PeopleStrong Attrition Study log 
North-38% — South-30% — Central-32% onto www.businesstoday.in 
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F YOU WERE HOPING THAT THE 

new financial year would spawn 

an upturn in hiring intentions of 

India Inc., that has not come 

about. What's more, the hard 
times have gotten harder. At least 
this is what the sT-TeamLease 
Employment Outlook Survey of 
493 companies for the April to June 
2009 quarter reveals. 

In the survey, the Net Empl- 
oyment Index (the difference be- 
tween the percentage of respon- 
dents reporting an increase in hiring 
and those expecting a decline) 
stands at the lowest ever, 24 per 
cent, a drop of 10 index points 
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from the last quarter. Spread across 
eight cities—Mumbai, Delhi, 
Bangalore, Kolkata, Chennai, Pune, 
Hyderabad and Ahmedabad—the 
survey covered the following sec- 
tors: Manufacturing & Engineering, 
Financial Services, IT, ITES, Infras- 
tructure, Retail, Media, FMCG, 
Telecom, Healthcare & Pharma. 
According to Surabhi Mathur- 
Gandhi, General Manager, Team- 
Lease Services, the survey results 
are bittersweet. Nobody can ques- 
tion the downward trend in growth 
and expansion plans across a wide 
swathe: Financial Services, ITES, 
Retail, FMCG, Manufacturing, 





BT-TEAMLEASE EMPLOYMENT 
OUTLOOK SURVEY 


IT, ITES worst-hit: 
Healthcare and 
Pharma in 
welcome uptick. 





Engineering and rr. “The long-term 
view of India becoming a more 
attractive investment destination 
stands, but we will need a few more 
quarters to validate a turn from job 
destruction to job creation,” says 
Mathur-Gandhi. 

End of downsizing does not 
mean beginning of hiring. Job 
prospects look up only when the 
economy becomes stable. Till that 
happens, organisations prefer to 
remain lean. Subsequently, the job 
freeze has deepened, more so at 
large IT and IT services companies, 
which are still in the midst of frozen 
junior executive hiring, delayed 


TRIPLE TROUBLE 


Number of companies that intend to 
increase hiring is falling... 


an Mat 2008 0 
DITE a 7 6 
jan Mar 2009 AA 

Anr.-June 2009 35 


All figures in per cent 


on-boarding of freshers, besides 
holding back on increments and 
promotions in the last quarter. Says 
Venkat Sastry, Partner, Stanton 
Chase: “Now, a few companies 
seem to be taking the lead in getting 
a reality check and they’re slowly 
looking to fill existing vacancies.” 
But, candidates can expect slow 
responses, tepid offers and little 
room for negotiations in today’s 
market. That explains hiring inten- 
tions for April to June 2009 quarter 
at 24 index points, the lowest yet 
compared to the last 10 quarters. 

Though targeted hiring is on, 
cost-cutting is still the order of the 
day. “There is little discussion on 
company or unit-wide hikes or 
promotions today and most of the 
talk centres on how to keep people 
costs down or even reduce HR 
expenditure. The only staffing will 
happen where there is a definite 
requirement or an absence of a 
specific skill-set within the com- 
pany,” says Srinivas Kandula, 
Global Head (Human Resources), 
iGATE Global Solutions. 


Healthcare Shows Promise 
However, HR experts like Marcel 
Parker, Chairman, Ikya Human 
Capital Solutions, foresee hiring 
picking up a slight momentum this 
quarter and slowing down towards 
the latter half. “This could be on 
account of specific pruning of staff 
at the end of last year. As a result, 
some key positions would have 
become vacant and would need to 
be filled up,” he says. 

So, where are the jobs? 
According to recruitment firms and 


...even as the number of companies 
that intend to cut staff is rising... 
Jan.-Mar. 2008* | - 
July-Sept. 2008 
Jan.-Mar. 2009 10 


oe 200 M RR 1 1 





1 


*No company reported intention to decrease staff for the quarter 


HR heads, sectors such as 
Transportation & Utilities, 
Manufacturing, Telecom, Public 
Administration, Education, Pharma 
and Insurance are all likely to see 
hiring in the quarter. The worst-hit 
will continue to be IT, ITES, Retail, 
and Financial Services. 

Infrastructure is a mixed bag. 
T. Shivaraman, Managing Director, 
Shriram EPC, points out: “Among 
the infrastructure services, power 
is doing well compared to the oth- 
ers and hiring is happening. Even 
here, private players are more cau- 
tious while the public sector is 
going full blast.” 

Healthcare & Pharma sector are 





... a$ is the number of companies that 
don't have new hiring plans. 


Jan-Mar, 2008 

July-Sept. 2008 —— 
Jan-Mar2009 o 
Apr-Jun EE o o 






primed to act as curative medicine in 
the midst of the economic crisis. 
“Pharma will look at hiring in the 
areas of regulatory and R&D, 
especially Life Sciences and 
Biopharma,” says Parker. 


Job Creators 

While hiring plans for all levels have 
been revised downwards compared 
to the last quarter, mid-level jobs 
are in the firing line. Of the little hir- 
ing taking place, entry level and 
senior critical functions are corner- 
ing the largest chunk. At Maruti 
Suzuki India, the recruitment will 
continue to focus on R&D and 
Engineering Support areas. 
“However, depending on the market 
situation, we will adopt a flexible 
approach in recruitment for other 
functional areas, too,” says S.Y. 
Siddiqui, Managing Executive 
Officer (HR, Finance and r7). 

The company has already 
recruited about 300 graduate 
engineers and entry-level manage- 
ment graduates during the cam- 
pus hiring process last year, who 
will join in May and June 2009. 
"Our overall plan is to touch 1,000 
engineers in R&D function by 2010 
and we are on course. We were at 
460 at beginning of 2008 and 730 
engineers at end of March 2009," 
says Siddiqui. 

The auto major is currently 
scouting for talent with requisite 


"Nearly 2,000 people will be recruited from ITIs. We 
also intend to strengthen our partnership with 45 ITIs" 


Y.V. Verma, Director (HR&MS), LG Electronics India 


MAY 3 2009 BUSINESS DAY B7 


bt special 


IT, ITES Hardest Hit 


(Employment Outlook Index-Sectorwise) 
Financial services sees some action with insurance hiring. 
Healthcare will see robust hiring. 


Delhi's Downward Spiral 
(Employment Outlook Index—Citywise) 


Pune bears the brunt of decline in auto and manufacturing 
while a takes a hit from dip in the auto ancillary business. 





60 
22 
12 1 i 16 16 18 

* d 

tt TES Financial Retail, “Intra e & Telecom Health Pharma 
Services Media & Care Mumbai — Bangalore L3 Mus 
FMCG ia iin Ahmedabad 
] Jan.-Mar. 2009 Q2 April-June 2009 Fi t 
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*Not covered in previous quarters 


skills and experience in R&D, 
Design, Modelling, Interiors, 
Exteriors, and Powertrain, at lateral 
levels towards strengthening its 
R&D manpower and capability. 
There will be 50 such openings in 
the April-June quarter. 
Traditionally, the first quarter 
of the financial year sees increased 
hiring compared to the last quar- 
ter, mainly because the manpower 








budgets get approved and there is fo- 
cussed hiring which picks up speed. 


This year, however, a major part 


of hiring decisions is likely to pass to 


second and third quarters because of 


resource conservation and caution. 

Religare Enterprises, a diversi- 
fied financial services group, is hiring 
largely at entry level and in sales 
functions. “We are looking at 
small-time horizons. We will look at 


“Our overall plan is to touch 1,000 engineers in R&D 


function by 2010 and we are on course" 


S.Y. Siddiqui, Managing Executive Officer (HR, Finance and IT), Maruti Suzuki India 
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incremental hiring as the months 
progress," says Kamlesh Dangi, 
President (Human Resources), 
Religare Enterprises. 

BPO player 24/7 Customer is 
hiring only at the agent level and, 
even there, it expects to take longer 
to fill positions due to the slow- 
down. “We would prefer to 
internally grow people into senior 
leadership positions, rather than 
hire people from outside the com- 
pany," says S. Nagarajan, Founder 
and People Head, 24/7 Customer. 

Durables major LG Electronics 
India (LGEIL) has decided to create 
2,200 new jobs in 2009. “This year, 
nearly 2,000 people will be recruited 
from iTIs. We also intend to 
strengthen our partnership with 45 
ITIs in 2009," says Y.V. Verma, 
Director, HR & MS, LGEIL. 

The targeted hiring for the sales 
function reflects the topmost 
priority of companies at the 
moment: customer acquisition. A 
quarter ago, marketing and 
customer services had witnessed 
maximum job destruction. Both the 
functions, according to the survey, 
lead in terms of hiring intentions. 


Business Blues 
So far, 2009 is proving a testing 
year for Indian economy. As a 





Flab in the Middle Marketing Back in Favour Net Business Outlook 
(Hiring Across Levels) — (Hiring Across Functions) Stagnant or falling business 
Senior specialist positions are In a slowdown, innovative marketing skills are in demand. | prospects hinder hiring. 
still on offer. 
4] 
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40 39 38 
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result, the business confidence is at 
an all-time low of minus 2 index 
points and that has a direct impact 
on hiring plans. T.V. Mohandas 
Pai, Director, HR and Administration, 
Infosys, says: “This is not the time 
to be extravagant on your hiring 
or your money. The market is 
uncertain... it is difficult to estimate 
how long the softness in the 
market will persist, but we will 
proceed with extreme caution on 
the people front." 

Business confidence in Pune city 
is at an abysmal low of minus 40 
index points. This is mostly due to 
an overall decline in auto, auto com- 
ponents and ancillaries. 

Says Vidyashankar Krishnan, 
MD, MM Forgings: "Many forging 
units in the south and the rest of the 
country have shut shop and 50,000 
jobs (out of a total of around 
200,000) have been lost across the 
nation, though the tally could be 
more." Subsequently, most work- 
ing units both in Tamil Nadu, Pune 
and Gurgaon are operating only at 
25 per cent capacity. 

Clearly, it will be a while before 
job market springs back to life. m 

REPORTING BY 

NITYA VARADARAJAN, 
RAHUL SACHITANAND AND 
SAUMYA BHATTACHARYA 
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METHODOLOGY 


he Business Today-TeamLease Employment Outlook Survey, which follows a rigorous, statistically- 

validated process adhering to the highest standards in market research, was conducted among 
493 companies selected from the Kompass Directory, which lists 70 per cent of all registered com- 
panies in the organised sector, from NASSCOM for IT companies, from companies registered with the 
website www.bpoindia.org for ITES companies and from the NSE. A combination of database and 
random sampling as a technique has been used. Care was taken to ensure a good mix of large, medium 
and small companies as also an equitable representation across industries to remove any bias or 
variation that might be attributable to a particular industry. The target respondents at these compa- 
nies were the HR heads or decision makers in the hiring process. The questionnaire used for the survey 
collated information on overall business improvement (last three months and next three months); overall 
recruitment needs (last three months and next three months) and recruitment trends (across age, 
geographies, cities, functions and levels). A total of 493 interviews were conducted during February 
and March 2009 and responses obtained were coded at the time of data collection. The information 
was analysed using the Computer Aided Telephonic Interview (CATI) methodology. Surveycraft 
software was used for data collection and tabulation. Given the concentration of companies in 
Mumbai, Delhi, Kolkata, Chennai, Bangalore, Hyderabad, Pune and Ahmedabad, the study was restricted 
only to companies with a presence in these cities. A random sampling was drawn from each city with 
due weightage to size. Two indices, the Employment Outlook Index and the Business Outlook Index, 
were computed to elaborate and analyse the trends that emerged from the data. 


EMPLOYEE BASE (No. of employees) TURNOVER BASE (In Rs crore) 
City <250 >250 Total «50 50-100 — 100 Total* 
Ahmedabad 37 8 45 34 8 3 45 
Bangalore 51 19 70 37 9 8 54 
Chennai 66 8 14 53 4 6 63 
Delhi 56 24 80 33 12 17 62 
Hyderabad 31 8 39 29 4 | 34 
Kolkata 19 17 36 9 10 ll 30 
Mumbai 85 34 119 50 9 9 68 
Pune 14 16 8 14 8 30 
Total 359 134 493 253 70 63 386 
% on Total 7282 27.18 100 51.32 142 1278 78.3 


*107 (21.7%) companies did not share their turnover; however, they shared the rest of the information as 
desired in the questionnaire 
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How to End 
Poverty in India 











leamLeases India Labour Report 2008 presents a practical, 
well-thought-out and measurable way to cut unemployment and poverty. 


Possible 
Outcomes 
in 2025 


Population 
in Poverty 






18% 
14% 


Reduction Over 
Today's Poverty 


Year in Which 
<5% Poverty 





NDIA'S POPULATION IN POVERTY 

declined from 55 per cent to 

27.5 per cent between 1974 and 

2004. Yet, the number of poor 

has remained at 300-320 million 
for 45 years because population 
grew steadily. Most Indians are un- 
able to escape their financial, geo- 
graphic or social disadvantages (or 
Ovarian Lottery: a term used by 
Warren Buffett to describe advantage 
by birth) because of non-inclusive 
labour markets. Reducing poverty 
needs four labour transitions: from 
farm to non-farm, from rural to ur- 
ban, unorganised to organised and 
subsistence self-employment to de- 
cent wage employment. To allow 
these transitions, three sets of re- 
forms are needed—involving 
Employment, Employability and 
Education. An important aspect of 





>2050 AD 


Employment 


Reforms 





14% 
39% 
2040 AD 


the proposed reforms is that there 
need not be a trade-off between 
protecting the rights of the employ- 
ees and ensuring that employers 
have the flexibility to change with 
changing circumstances. 


Employment Reforms 

The task of employment reforms 
concerns connecting supply to de- 
mand and can lead to the most in- 
stantaneous and perceptible impact 
on employment conditions. Why 
do we need employment reforms? 
The sector is ruled by a minority, or- 
ganised labour, which accounts for 
just 7 per cent of the total. The or- 
ganised sector values job preserva- 
tion over job creation, and discrim- 
inates against labour market out- 
siders—the less skilled, the less ed- 
ucated, the people from small towns 


Employment+ 


Employability 
Reforms 


10% 
53% 





2030 AD 


BEST OPTION 


Employment+ 
Employability+ 
Education 
Reforms 


6% 
10% 
<2030 AD 





as well as women. Add to this, a 
poor legal regime that increases 
transaction costs, promotes corrup- 
tion and creates incentives for gov- 
ernment functionaries to exploit. 
The Way Forward: Reforms can 
begin at employment exchanges, 
which can be converted into career 
centres via public-private partner- 
ships that offer assessment, coun- 
selling, jobs and certifications. 

The other institutions crying for 
reform are the Employees Provident 
Fund Organisation (EPFO) and the 
Employees’ State Insurance (ESI), 
whose poor service levels encourage 
evasion and breed unorganised em- 
ployment. One way to reform them 
would be to separate their 
regulatory and delivery roles. 

After the institutions, the frame- 
work. The government should rev- 


iew the philosophy and plumbing of 
labour laws that encourage the sub- 
stitution of labour by capital, and in- 
crease the skill intensity of em- 
ployment. By plumbing we mean 
the need to harmonise definitions, 
reduce the number of statutes (there 
are over 45 statutes directly associ- 
ated with labour) and write them 
down in simple language. At the 
policy level, labour should be re- 
moved from the Concurrent list 
and handed over to the states, clear- 
ing the political logjam that is hold- 
ing up labour reforms at the Centre. 


Employability Reforms 

This is the second-most important 
reform, given the complete absence 
of linkages between education/ train- 
ing and the requirements of the job 
market. The biggest impact will be 
felt among those already in low- 
productivity jobs or students who 
have completed their education but 
are unable to get a job. 

Training should have three 
values—a learning value, a signalling 
value, and a job value. Today, the 
system fails on all the three counts as 
there is no linkage of financing to 
outcomes, no separation of delivery 
from financing, no effective assess- 
ment entry gates, and no credible 
exit gates for certification, either. 
Then, there is a misalignment 
between assessment, curriculum, cer- 
tification and jobs, among others. 







The Way Forward: Begin by 
enforcing the operating 
principles adopted by the 
National Skill Council for all 
government operated or 
funded skill programmes. 


equipped and -run state 
schools, the government 
should create a voucher- 
based approach that enables 
parents to use government 

funding to pay for 


Review the Apprentice Act Training schools of their choice. 
of 1961 to ensure “learning — Should have Within the elemen- 
by doing" and “learning three vallieS—- tary education system, 
by earning". At the next 3 learning incentives and answer- 
stage, the government must value. a ability are two critical 
provide incentives for set- j requirements. Once this 
ting up of state skill mis- signallin is in place, the curricu- 
sions, since all delivery sys- — ValUe, ad à lum has to be oriented 
tems are in the hands of job value. towards “learning for 


states. Concurrently, the 

government has to create a 

national framework and infrastruc- 
ture for skill development that aligns 
occupation codes, entry gate assess- 
ment and exit gate certification. 
Immediate gains could be had by 
activating the National Skill 
Corporation to create project fund- 
ing for corporate and individual ven- 
tures in skill development. 


Education Reforms 


After the two short-term steps 
comes the most important one— 
preparing supply for demand, or 
reform of the education system. 
While India has bred a series of 
higher-education institutions that 
are among the world’s best, the 
elementary education system is in 
a mess. Instead of letting the poor 
fend for themselves at poorly- 





earning”, with a better 
vocational content and 
stress on English language fluency. 
The Way Forward: The focus here 
has to be on outcomes—there has to 
be a performance management sys- 
tem for government-paid teachers 
with rewards and punishments for 
showing up and learning outcomes. 
The most urgent institutional 
change required is the need to create 
an Education Regulatory Authority 
for Higher Education that will sub- 
stitute the current ones like the AICTE 
and the uGc. At the certification 
level, the government should cre- 
ate a National Qualification 
Framework that will allow two-way 
fungibility between vocational, 
college and school education with 
appropriate transfer of credits. 8 
Excerpted from India Labour 
Report 2008 








Jobs I oday 


Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Mila Software, Senior Systems 
Architect, Hyderabad, 12 - 22 years, 
Job ID: 6721175 

Applicant with deep understanding of 
conceptual models, engineering frameworks 
and large-scale software development. 


Intellect Management Systems, 
Business Development Manager, 
Mumbai, 10 - 19 years, Job ID: 6940552 
Aspirant must have sales or business 
development experience in power plants, oil & 
gas, refineries and petrochemical industry. 


Hector & Streak, Manager - Service 
Delivery, Mumbai, Pune, 10 - 14 years, 
Job ID: 6940503 

Job responsibilities: Operations management. 
Client management. People management. 
Experience in leading inbound customer 
service process. 


Matrix HR Solutions Pvt Ltd, Creative 
Director, Delhi, Gurgaon, 10 - 16 years, 
Job 6940445 

Director must have a comprehensive 
understanding of direct marketing and digital 
marketing. Successful track record of 
handling multiple client assignments. 


Symbiosis Network, Project 
Manager-Oracle Fusion Middleware, 
Chennai, 8 - 18 years, Job ID: 6940073 
Candidate should have experience in handling 
support projects. Atleast 3 yrs exp as project 
manager with strong technical expertise in 
Oracle applications and strong people 
management skills. 


E-Milestones, Director, Bangalore, 15 
- 20 years, Job ID: 6940031 

Engineering Graduate or Post Graduate or 
Doctoral Degree from top institutes 
preferred. Person should have worked on Java 
technologies, mobile messaging during initial 
years of his/her career. 


To know how to apply for these jobs, go to 





Roland & Associates, Filenet 
Architect , Chennai, 12 - 15 years, Job 
ID: 6940912 

Architect must have the ability to 
independently architect enterprise level 
system [Not Invidual Systems but Enterprise 
Level], FileNet 4.0, 4.5 on AIX platform. 


Ashoka Buildcon Ltd, Project 
Manager (Bridges), Nasik, 10 - 15 
years, Job ID: 6940847 

Must have done B.E/Diploma in Civil with 8- 
10 years of experience in execution of 
bridges/structures. Will be responsible for 
designing of bridges/flyovers/interchanges. 


Probus India Support Services, 
Director - Steel, Delhi, 25 - 30 years, 
Job ID: 6938857 

The ideal candidate will be an Engineering 
Graduate ( Mechanical / Electrical ) with 25- 
30 years of experience in heading some mega 
integrated operating steel plant. 


Akamai Technologies Inc, Product 
Marketing Manager, Bangalore, 8 - 12 
years, Job ID: 6938727 

Applicant must have a Bachelors degree in a 
technical discipline or Marketing with an MBA 
preferred. Min 5 yrs of product marketing 
experience, 


Innovative Clad Solutions Pvt Ltd, 
Administrative Officer, Indore, 10 - 20 
years, Job ID: 6938980 

We are looking for an energetic, dynamic 
person with good administrative skills, to look 
after transportation security, infrastructure 
management, liaison with govt officials and 
more. 


Sony India Software Center, SAP MM 
Lead Consultant, Bangalore, 8 - 12 
years, Job ID: 6939136 

Should have been involved in at least 2 
complete life cycle of SAP ECC 
implementations. Should have excellent 
knowledge of SAP MM Module 
(procurement, MRP). 


monster com 


No matter what 





Busisol Sourcing (India) Pvt Ltd, Sr 
Manager, Mangalore, 10 - 15 years 
Job ID: 6939362 

Aspirant must have minimum 10 years ir 
agency operations/ vessel operations 
Responsibilities will be: Handle agency 
operations, attend port meetings. 


EMCONS, Director - Research and 
Development, Pune, 12 - 14 years, Job 
ID: 6939529 

Job holder should have broad technical 
understanding of wireless / 
telecommunication fields including switching 
network architecture, OSS/BSS/Mediation 
systems and more. 


Adobe Systems, Engineering 
Manager (C++), Noida, 10 - 14 years, 
Job ID: 6939586 

Min 3 years of leading teams in the software 
product development space. Experience 
working on large (preferably shrink-wrapped) 
software applications. 


The Human Capital, Software 
Engineering Manager, Bangalore, 10 - 
20 years, Job ID: 6881227 

Responsible for managing, leading, and 
developing multiple software engineering 
teams, planning development projects, 
software development, creation of 
documentation and more 


Indiana Group, Export Manager - 
Marketing, Mumbai, 10 - 15 years, Job 
ID: 6939767 R 
Candidate should have exposure in 
international marketing of industrial 
equipments, atleast in one of the region viz 
Europe, Middle East & African Continent, 
Asia Pacific regions. 


Naman Integrated Management 
Services Private Limited (NIMSPL) 
AGM / DGM, Mumbai, Faridabad, 1s 
- 20 years, Job ID: 6940831 

First class engineering graduates in the 
relevant discipline with 14 plus years of post) 
qualification experience or first class diplomas 
holders. 
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P Soft India Pvt Ltd, Linux 
Administrator/Unix Administrator, 
Bangalore, 1-11 years, Job ID: 5218954 
Unix Administration on 
Linux/Solaris/ HPUX/AIX/FreeBSD 
experience with Linux required). Strong 
tcademic background. Excellent 
:ommunication skills. 


[PP Global Technologies Pvt Ltd, 
Delivery Manager, Delhi, 7 - 9 years, 
[ob ID: 6939650 

Duties will include: Management of an IT 
service delivery team of 20 and be responsible 
‘or career development and appraisals. 


Arinc Incorporated, Lead Engineer, 
System Delivery, Delhi, 3 - 10 years, 
[ob ID: 6939681 

Fhe candidate will be responsible to deploy 
full spectrum of airport systems and 
»roducts—airside and landside, along with 
ürport communications products and more. 


Varite India Pvt Ltd, SAP CRM/SD 
Consultant, Bangalore, 7 - 16 years, 
lob ID: 6839248 

Applicant must have highest level of expertise 
yn bridge on his/her area. On demand support 


o global business process and operational 
livisions teams. 


K 

E-mug Technologies Pvt Ltd, Project 
Server Developer, Hyderabad, 4 - 6 
years, Job ID: 6938139 


Applicant must have experience on Sharepoint 

iervices 3.0 development - 4 to 6 yrs of exp. 

Snag on Microsoft SQL Server 2005 
more. 


EMC Corporation, Principal SW 
Quality Engineer, Bangalore, 8 - 10 
years, Job ID: 6939575 

lans & authors test strategy and ensures 
estability is considered by development in all 
itages of the life cycle. 


Collabera, Software Test Engineer 
(Test Automation), Hyderabad, 3 - 7 
years, Job ID: 6939606 

Responsible for driving the test automation 
strategy for the complete information server 
product suite. Also responsible for keeping 
the tests updated based on product 
modifications and more. 


Symantec Corporation, Software 
Quality Engineer, Pune, 1 - 4 years, 
Job ID: 6939539 

Engineer with strong Shell programming and 
C - Systems programming skills on LINUX 
platform, preferably with LINUX on Z-Series 
platform with experience in quality assurance. 


Real Soft Inc, Team Leader/ 
Technical Leader, Bangalore, 4 - 7 
years, Job ID: 6939551 

Looking for aspirant having experince in 
business intelligence. Worked in OLAP. ETL 
development using Microsoft SSIS. SQL, 
server integration services (SSIS), 


Akken Technologies Pvt Ltd, User- 
Interface Designer, Hyderabad, 5 - 15 
year, Job ID: 6939426 

The daily work includes analyzing new 
requirements, carrying out task analysis, 
creating and iterating designs, evaluating 
designs and more. 


BMC Software, Lead Developer, 
India, 8-12 years, Job ID: 6939382 

Developer with product engineering 
experience with a proven track record of 
delivering high quality commercial enterprise 


products, 


AOL Online India Pvt. Ltd., SEO - 
Analyst, Bangalore, 1 - 4 years, Job ID: 
6939341 

Analyst with up to 4 years experience at a 
dedicated SEO consulting firm or in-house 
SEO position. Expertise in keyphrase 
research, on-page optimization, and web 
analytics. 
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yod: in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Ikas Technologies Pvt. Ltd., Lead 
Engineer - Java, Chennai, 6 - 8 years, 
Job ID: 6846107 

The candidate should have a Bachelor's or 
higher degree, preferably with a major in 
Engineering or Information Technology or 
equivalent (MCA), 


Informatica Corporation, Senior 
Technical Writer, Bangalore, 5 - 10 
years, Job ID: 6135863 

Incumbent with 5+ years technical writing 
experience (software), BA/MA/BS/MS 
(humanities, social sciences, engineering, or 
journalism). 


Essentia Soft Solutions Pvt Ltd, 
Development Manager, Chennai, 8 - 
15 year, Job ID: 6938830 

Software Development Manager will have to 
plan and drive cross functional teams towards 
project goals, At least 2 years of experience in 
technically leading product development 
team. 


Jean Martin System India Pvt Ltd, 
Software developers, Chennai, Trichy, 
0 - 1year, Job ID: 6938913 

Full Time B.E, B.Tech (Computer Science, IT, 
ECE, EEE only) with minimum of 65%-70% 
aggregate without any standing arrears. 


Swami Ajayanand Infotech Pvt Ltd, 
SEO (Search Engine Optimization) 
Experts, Bangalore, 1 - 10 years, Job 
ID: 6939072 

Job holder will be working on SEO (Search 
Engine Optimization) on page/off page 
optimization, directory submission, article 
writing, forum postings, link building and 
more. 

Pvt 


Indusa Infotech Services Ltd, 


Oracle PL/SQL Developer, 
Ahmedabad, 3 - 6 years, Job ID: 
6939189 

Candidate Profile; 4 years or above of 
experience in Oracle PL/SQL. 
RDBMS concepts are must. 


Strong 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Essel Group, Manager - Sales 
Administrator, Noida, 4 - 7 years, Job 
ID: 6943170 

Analyze the trends of planned achievements 
against actual achievements. Develop 
business plans, strong sales reports and sales 
pipeline. 


Aargee Systems, Marketing Executive 
-IT Services, Mumbai, Pune, 1 - 2 
years, Job ID: 6775745 

Executives will be responsible for generating 
leads, organize meetings, understand 
customers requirements, submit proposals, 
follow up on leads and more. 


Vimala Paper Company, Sales 
Representative, Coimbatore, 0 - 2 
years, Job ID: 6942238 

Representative will be handling and 
expanding the distributor network. Identify 
untapped and underdeveloped business 
opportunities and formulate strategies. 


Rudhira Blood Bank, Marketing 
Executive, Hyderabad, 0 - 4 years, Job 
ID: 6942057 

Looking for marketing executives with 
relevant working experience and good 
communication skills. 


Raymond Apparel Ltd, Assistant 
Manager - Marketing, Mumbai, 3 - 5 
year, Job ID: 5693310 

Key functions: To interact with the advertising 
agency on a regular basis and to ensure all 
activities are completed on time. 


Ashlyn Chemunnoor Instruments 
Pvt. Ltd., Marketing Executives, 
Ahmedabad, 3 - 5 years, Job ID: 
6940449 

Applicant with command in one local 
language, English and Hindi, must have the 
ability of brand building and good customer 


relation. You must be willing to travel across 
India. 


Rath International, Marketing 
Executive, Bhubaneshwar, 0 - 2 years, 
Job ID: 6940186 

The candidate should be able to promote the 
products to various outsources, should be able 
to create a team or handle a team, should be 
able to achieve goals within the giventime limit. 


Indiana Group, Jr. Engineer (Export 
Marketing), Mumbai, 2 - 4 years, Job 
ID: 6939813 

Candidate should have preferably interacted 
with customers in international market and 
have dealt in selling industrial / engineering 
products. 


Klick2buy Ventures Pvt Ltd, 
Corporate Sales Executive, Chennai, 3 
- 6 years, Job ID: 6939368 

Primary responsibility would be to generate 
and manage the entire sales fulfillment 
process, Develop and expand the business. 


Informatica Corporation, Sales 
Manager, Mumbai, 8 - 11 years, Job ID: 
6882021 

Person must have 8 to 10 years of successful 
enterprise software sales experience in 
Western and Northern Region in India - 
commercial and Government organizations. 


V4u Technologies, Sales Executive, 
Mumbai, 0 - 1 year, Job ID: 6938719 
Executive will have to sell the software named 
savemystuff (Mobile backup storage data 
software). 


Sanmar Group, Senior Executive 
Officer — Sales, Aurangabad, Nagpur, 
1-3years, Job ID: 6670490 

Responsible for marketing & sales of 
products, services & payment collection. 
Achieving the sales target and payment 
collection. 


Deepali Designs & Exhibits Pvt Ltd 
Sales cum Marketing Executive 
Delhi, 1-2 years, Job ID: 6937389 

Has to take care of all marketing related work 
i.c. mailers, calls etc. Preferably from the same 
field i.e. exhibition industry. 


Rajindra Steels, Marketing Executive, 
Delhi, 1-2 years, Job ID: 6935776 

We need an employee having a working 
experience in the field of marketing of 
iron/steel. Person living nearby will be given 
preference. 


x 
Prime India Biz Services Private 
Limited, Sales Executive, Chennai, 1 - 
5 years, Job ID: 6935483 
Looking for executives with experience in 
Telecom field or FMCG and good 
communication skills. 


Emmkay Work Resources, Marketing 
- Executive, Chandigarh, 0 - 2 years, 
Job ID: 6933738 

The candidate must have "Go Getter" 
attitude, confident with good communication 
and presentation skills. 


Ashoka Buildcon Ltd, Ton 
Sales/Marketing , Nasik, 3 - 5 years, 
Job ID: 6934675 

Aspirant must have done B.Sc/M.Sc 
(Agriculture) with minimum 3-5 years of 
experience in sales/marketing of agriculture: 
and horticulture products on the large scale. 


Logic Associates, Marketing 
Executive, India, 1 - 2 years, Job [De 
6935341 

Creating marketing strategies for ou 
products, marketing analysis, etc. Put forware 
website development proposals to the client. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


‘Red Salsa Technologies, Inc., Finance 
Executive- US Operations, Hyderabad, 
1-3 years, Job ID: 6943670 
Responsibilities: Reconciliation of bank 
statements, following up with the client’s on 
payments, collecting timesheets from the 
consultant and more. 


Hays Specialist Recruitment, Head- 
Finance & Accounting, Mumbai, 8 - 15 
years, Job ID: 6943659 

Experience in handling Taxation, audit 
compliance, MIS reporting, strategy planning. 
Excellent leadership & team management 


skills. 


Emmkay Work Resources, Accountant, 
Chandigarh, 0 - 3 years, Job ID: 6943396 
Accountant will handle day to day accounts 
work, including ESIC, PF, salary etc. 
Knowledge of excise would be an added 
advantage. 


Raj Group, Accounts Assistant, 
Chennai, 0 -1year, Job ID: 6942792 
Applicant must be good in Tally, accounts, 
MS-Excel & typing, communication. Should 
take initiative. Should be fast in working on 
MS-Excel. 


Ashoka Buildcon Ltd, Finance 
Executive, Mumbai, 3-5 years, Job ID: 
6941056 

Candidate will be responsible for treasury 
management, term loans and understanding 
«atio analysis. 


Absotherm Services (P) Ltd, Finance 
Manager, Bangalore, 2 - 10 years, Job 
ID: 6940765 
Duties will include: Providing and interpreting 
financial information. Monitoring performance 
and efficiency. 


Jobseekers - To apply for above jobs 






|. Logon to www.monster.com 


2. Type the Job ID in the "Search Jobs" box on the 


homepage 
3. Click the "Go" button 







JHM Interstate Hotels India Pvt Ltd, 
Finance Manager, Jaipur, 6 - 8 years, 
Job ID: 6748452 

Perform monthly, quarterly and yearly financial 
& management reporting, supervise a team of 
finance staff and perform monthly accounts 
closing. 


Spectral, Assistant Manager - Finance, 
Gurgaon, 5 - 6 years, Job ID: 6835946 
Knowledge of direct/indirect Taxation, ERP 
software. Good command on MS-Excel. Good 
communication skills. 


TalentPro, Senior Manager - Finance, 
Chennai, 9 - 15 years, Job ID: 6939007 
Responsibilities: Managing financial accounting 
(Opex& Capex) and revenue accounting; 
budgeting, CapexControl, treasury operations 
and more. 


Global Analytics India Private Limited 
, Jr. Accountant, Chennai, 2 - 5 years, 
Job ID: 6938722 

Person with experience in general accounting, 
Knowledge of Tally software is a must, 
exposure to Quickbook preferable. 


Pangea3 Legal Database Systems Pvt 
Ltd , Sr. Manager - Finance, Mumbai, 
5-12 years, Job ID: 4579098 

Candidate Profile: Proficient with MS Office 
especially Excel. Exposure to reporting tools 
(MIS reporting) and finance accounting. 


Apt Packaging Limited, Officer 
Accounts, Aurangabad, 5 - 10 years, Job 
ID: 6935856 

Key tasks: Manage debtors efficiently, matter 
related to balance sheet, MIS & reports, 
compliance & tax related issues and more. 


or 


Login & access your Monster account through your GPRS - enabled mobile 
5 y S y 


Cactus Communications Pvt Ltd, 
Accounts & Finance Manager, 
Mumbai, 4 - 6 years, Job ID: 6300078 

Should have independently managed finance 
function of a small/medium size company. 
Self-motivated, analytical and deadline-driven. 


Super Cassettes Industries Limited, 
Accountant, Delhi, Noida, 3 - 10 years, 
Job ID: 6934425 

Accountant will be responsible for all 
operational activities of manufacturing unit. 
He should have knowledge of Tally and be 
well versed with computers. 


Targray India Private Limited, Senior 
Accountant, Gurgaon, 5 - 8 years, Job 
ID: 5900509 

Aspirant must have completed MBA or Mcom 
degrec. Has Microsoft Office experience with a 
solid working knowledge of Excel and MS 
Outlook. 


Kothari Infotech Limited, Manager - 
Accounts, Surat, 5 - 6 years, Job ID: 
6932406 

Key responsibilities include accounts 
management, preparation of balance-sheet, 
looking after tax matters and statutory 
compliance, budgeting and more. 


Larsen & Toubro Limited , Chartered 
Accountant/Manager, Chennai, 4 - 7 
years, Job ID: 6932981 

Job Responsibility: Overall managing 
corporate audit of all SBUs under Larsen & 
Toubro limited. 


Avantha Power & Infrastructure 
Limited, Accounts Executive, Raipur, 
3-5years, Job ID: 6933374 

Candidate has to have an experience in 
finalization of accounts independently, 
budget, costing, income tax including TDS, 
FBT, VAT, Service Tax etc. 


Employers - To buy Monster products and services 


Call us at 1800-419-6666 


email us at sales@monsterindia.com 
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TEPHEN ROACH, CHAIRMAN, MORGAN STANLEY 
Asia, is widely recognised as one of the most 
seasoned economists in the world. Known for 
his bearish forecasts, Roach’s research covers a 
broad range of topics, with particular emp- 
hasis on globalisation and the emergence of China. 
Roach, who has been with Morgan Stanley since 1982, 
was the financial services giant's Chief Economist for 
16 years. He has criticised the us Federal Reserve poli- 
cies in the past, which, he feels, created the asset price 
bubbles responsible for the global economic meltdown. 
On his recent visit to India, BT’s Rishi Joshi caught up 
with Roach for a freewheeling discussion. Excerpts: 








When do you expect the global economy to start turning 
around? 

I don't think the global economy will regain its pre- 
recession peak until some point in 2011. So, the rec- 
overy will be sluggish, unemployment will continue to 
rise till the end of this year and, quite conceivably, dur- 
ing most of 2010. The main headwind will be on the 
demand side, which has been hit by a protracted slow- 
ing of Us consumer demand. 


When do you see consumer demand in the US picking up? 
Three-to-five years. We have had the biggest spending 
damage in history. It was not supported by income, (but) 


"India is not export-led, but it is still dependent on external funding, 
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it was supported by two bubbles—property and credit, 
both of which have now burst. The consumer has 
been further hit by a massive shock in equity portfolios, 
sharply rising unemployment and weakness on the 
income side. So, the consumer is in probably the tough- 
est place he or she has ever been in modern history. 












We have seen the governments of most major economies 
stepping in with bailout packages. In the US alone, the 
Obama administration has unveiled a trillion-dollar pack- 
age to jump-start the economy. Do you think these meas- 
ures will have the intended outcomes? 

There is no quick fix; there is absolutely no quick fix. 


WVINOM LIWY 


It doesn’t mean you cannot do anything. | give the 
Obama administration a huge amount of credit for try 

ing. They have got the three legs to the stool—fiscal 
stimulus, fixing housing problems and dealing with 
the banks. They have got programmes for each oi 
these areas, which may not be enough. I am reasonably 
confident, at least on the fiscal stimulus side, that this 
programme, though ambitious on paper, is not enough. 
It could have easily been 50 per cent larger. 


Many are now questioning the future of market-based 
capitalism. Do you think there is some basis for these 
apprehensions? 

No, capitalism is fine. It's alway s been subjected to per 
iods of stresses and strains. The problem is in gover 
nance of capitalism and not in the market-based system 
of the invisible hand allocating goods and services to the 





most efficient users. We made very serious mistakes in 
the way we regulated and set policies in the context of 
a very complex system of across border, across market 


relationships that have developed under globalisation. 


You have in the past also challenged the conventional wis- 
dom that the 21st century would be the Asian century. 
Why are you a sceptic when two of the fastest-growing 
economies, India and China, are in the region? 

Let's just stop for a second and think about what it's 
going to take for this century to become the Asiai 
century. | think it's important for Asia to stand on its own 
and transform its growth model from one being driven 
by external demand to one being driven increasingly by 
internal demand. I am hopeful that Asia will get there, 
but I have yet to see convincing signs that trend is 
now underway. Today, along with the biggest economy 
in the world, the Us, Asia is in trouble, too, because Asia 
is export-led, externally dependent. Every economy in 
Asia, every single one, is either in a recession or in the 
midst of a sharp slowdown. Is this the Asian century! 


India, of course, is not an export-driven economy... 

India is not export-led, but it is still dependent on 
external funding. India has big budget deficits, big 
current account deficits. India needs external capital. 


So, do you think that is the biggest challenge before the 
Indian government today—reining in the burgeoning 
deficits and reducing dependence on foreign capital flows 
to sustain our growth? 

Yes. India needs to save more. India has boosted its sax 
ings, but in light of the budget deficit, it's not high eno 
ugh to avoid the need to draw capital from abroad. & 


It needs to save more to avoid the need to draw capital from abroad" 
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ELHI-BASED ANURADHA SAIKIA (NAME CHANGED) WAS WORK- /| 
ing as Assistant Manager (marketing) in a big export 
house with an annual income of Rs 7 lakh. Two 
years ago, Saikia, 32, took a car loan of Rs 5 
lakh and used multiple credit cards to buy consumer goods /  / 











to live a lavish life—and accumulated a debt of Rs 7 Pf / 

lakh. Till the time she lost her job in January this year, / — | 

she was completely unaware of the fact that her / / 

monthly income was not sufficient to match her / / 

lifestyle expenses. Today, with savings of Rs 2 lakh / / 

in her bank account, she is unable to pay off her / / 

debt. “I still have money to pay off my debt / / 

over the next 3-4 months. After that, I will have / / 

no option but to default on EMis unless I get ri / DEBT, BE NOT PROUD 

some job,” she says. / / Has debt repayment become a 
Defaults on housing, auto and personal — / / burden? Here's the way out. 

loans are on the rise, with many indi- / | F 4 

viduals facing the brunt due to job / CALL THEIGREDITORS Tell 

losses or pay cuts—a trend that is / / them about your inabil- 

likely to continue over the next year / / ity to repay and work out 

or two. So, what are the options / / an alternative schedule 


PREPAY DEBT Can take 
cheaper loan on 
NSC/F Déinsurance to 
retire high-cost loan 





TAKE CREDIT-COUNSELLING 
seek help from counsel- 
lors if you are unable to 
deal with the creditors 


REVIEW EXPENSES Create a 
spending plan; monitor 
It regularly 


Arms’ claims to help distressed borrowers seek a 
loan-default resolution in the most cordial way. 


for people like Saikia who are non- 

.. wilful defaulters but are unable to 
repay their dues? Recently, several 
banks have come up with various 
initiatives in an effort to deal with 
this growing problem. BT examines 
some of the options. 


Reconstruct Your Loan 
The Asset Reconstruction Company 
of India (ARCIL), which is jointly 
backed by icici Bank, SBI and IDBI, 
has launched “Arms”, an organised 
retail-loan recovery and resolution 
E initiative aimed at helping distressed 
F borrowers seek a loan-default reso- 
lution in the most cordial way. Says 
S. Khasnobis, MD & CEO, ARCIL: 
"There is a clear shift in the way 
the vast majority of population 
thinks today. From “earn and save” 
earlier, the thinking now is “earn 
| and consume". This changed sce- 
J nario led us to create an organised 
mechanism to quarantine the retail 
non-performing loans (NPLs) from 
the banking system.” 

“Arms”, which works as re- 
covery agent for banks and other 
lending institutions, has employed 
an army of trained resolution of- 
ficers/counsellors that gets in touch 
with distressed borrowers whose 

o loan obligations have been taken 
over by ARCIL. The approach is to 
first understand the borrower’s 
reasons for the default and as- 
certain if the borrower is will- 
ing to clear the default by as- 
suming responsibility for the 
situation and co-operating with 
the agency. Once satisfied with 
the intentions of the borrower, 
counsellors proceed to pro- 
vide suitable options. These 
may include extension of 
repayment period (with 
requisite down payment 
to be decided on a case- 
to-case basis), or settle- 
ment or any alterna- 





























tive arrangement for structured 
repayment, or even loan foreclo- 
sure by selling the collaterals with 
the borrower’s co-operation. 
“Generally, we ask the borrower 
to disclose financial position in 
detail to us so as to justify the res- 
olution approach. On the other 
hand, we handle difficult borrow- 
ers or intentional default situa- 
tions with a “no nonsense ap- 
proach” in accordance with the 
law of the land,” says Khasnobis. 
So far, Arms has acquired around 
Rs 1,200 crore worth of secured 
retail loans from banks. 


Opt for Counselling 


Individuals who have fallen into 
debt trap can also approach debt- 
counselling centres for succour. 
Disha Financial Counselling sup- 
ported by icici Bank and Abhay 
Credit Counselling backed by Bank 
of India are two such centres. When 
approached, officials at these cen- 
tres first ascertain the genuineness 
of the borrower, and then, based on 
various parameters such as the 
amount of loan outstanding, 
amount repaid, and assets of the 
borrower, go on to assess the pos- 
sible ways to resolve the issues. 
The solutions could range 
from increased loan tenure and 
one-time settlement to partial 
waiver of the loan amount, 
among others. The assessment re- 
ports are then sent to the respec- 
tive banks where both the par- 
ties arrive at a mutually-acceptable 
solution. In certain cases, coun- 
sellors also suggest banks to slash 
interest rate by converting credit 


card dues—which bear interest 


rates of as much as 50-60 per 
cent—into personal loans. 

Says Himanshu Kohli, Co- 
founder, Client Associates: “To avoid 
any loans from becoming non-per- 
forming assets (NPAs), banks are even 
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willing to customise the repaying 
solutions for borrowers by address- 
ing both short-term and long-term in- 
ability of the borrower. In case of job 
loss or illness, sometimes banks offer 
a moratorium period to the bor- 
rower till the time he/she gets a new 
job.” Financial experts say individu- 
als can also get rid of high-interest 
loans by taking cheaper loans against 
their investments such as life insur- 
ance, FDs, PFs and NSCs. 


Watch Your Credit History 

For individuals, having a good 
credit history is becoming 
increasingly important. India’s 
Credit Information Bureau, CIBIL, 
has already launched its operations, 
having acquired a database of 130- 
million individuals and their credit 
history. If you default intention- 
ally, it may reflect in your credit his- 
tory and will spoil your chances 
of getting a future loan. Banks also 
access the data to see your levels of 
leverage. If you already have too 
much debt, it will also show in 
your credit sheet and banks will 
shy away from lending to you. 


Avoid a Debt Trap 


Financial planners recommend that 
one must think twice before going 
for any kind of loan. Says Kohli: 
“Even if the loan amount is small, 
always check whether you have the 
capacity to pay it back. It is better to 
make an assessment in advance 
rather than to run into trouble 
later.” Calculating your personal 
net worth will give you an idea of 
your financial strength. This is done 
by dividing the sum of all-your as- 
sets including real estate, cash in 
hand and bank accounts, invest- 
ments in instruments like the NSCs, 
FDs, mutual funds, etc., with your 
total debt such as home mortgage, 
credit card balance, etc. As a matter 
of rule, your total liabilities should 
not be more than 50 per cent of 
your assets. This will save you from 
a lot of hassles. 8 


"PEOPLE GENERALLY HESITATE TO 
DEFAULT ON THEIR EMIs" 


N A CONVERSATION WITH BUSINESS TODAY, ARUN THUKRAL, MANAGING 

Director, ciei (Credit Information Bureau of India), says that the 

financial turmoil bas surely affected tbe credit markets in India 
but there's no clear indication that delinquencies on the 
retail loans are rising. Excerpts: 


Do you think that defaults in the retail loan segment have gone up? 
The response of banking industry has been quite proactive. In case 
of loan defaults, banks are increasingly opting for restructuring 
of loans, reducing interest rate, giving longer time to repay the dues 
and, in certain cases, waiving off some portion of the loan. In 
India, the impact will be cushioned as the pool of good borrowers 
always exceeds bad borrowers. 


So you believe Indians are responsible borrowers? 

Traditionally, India has a responsible borrowing culture. People gen- 
erally hesitate to default on EMis. In fact, in nine out of 10 cases, 
individuals would rather prefer to cut down on expenses over 
non-payment of their liabilitiés. At the same time, the credit pene- 
tration in India is still low at 15 per cent compared to 60-70 per cent 
in the South-East Asian countries. 


How does the credit score issued by CIBIL help in fostering a 
responsible borrowing culture in the country? 

The role of CiBIL is to minimise defaults and maximise credit pen- 
etration and portfolio quality by providing comprehensive credit 
information about individual borrowers. As the economy is 
going through tough times, the banks feel a dire need to 
audit the quality of their credit portfolios in a bid to avoid the 
accumulation of non performing assets (NPA). While the market 
for credit is expanding, it is also getting riskier. As the size of the 
[Indian market grows and competition increases, speed in risk 
assessment is of utmost importance not only in deciding to 
extend credit but also in deciding upon appropriate pricing. 


What are the criteria for getting a good credit score? 

Today, we have a database of over 130 million accounts and all 
of them are rated on a scale of 300 to . 
900. If you have a good credit score, @ 
say 700, this implies lower interest 
rates, waiver of processing fees and 
faster disbursement of funds. A cus- 
tomer will be able to build a good 
credit history by proper financial 
planning and by maintain- 
ing a good track record of 
repayment of dues for 
loans/credit cards. 
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A Sate Badla? 


A SEBI committee moots physical settlement in derivatives. But the 


markets may not be ready for the transition yet. RISHI JOSHI 


ERIVATIVES TRADING HAS 

been an unqualified suc- 

cess story in the Indian 

equity markets. Launc- 
hed in June 2000 with the intro- 
duction of index futures, over the 
years the market has grown in size 
and scale. The volumes have soared 
and on most days are three-to-four 
times that of the underlying cash 
market. Enthused by the response, 
market regulator Securities and 
Exchange Board of India (SEB!) has 
gradually introduced more prod- 
ucts. In addition to index futures, in- 
dex options and individual stock 
futures and options are actively 
traded on the NSE, which is the pre- 
ferred exchange for derivatives trad- 
ing by market participants. 

Now, SEBI—perhaps convinced 
that the derivatives market has come 
of age—is keen to take reforms for- 
ward. A SEBI-appointed derivatives 
market review committee has rec- 
ommended introducing physical set- 
tlement on trades in stock options. 
The committee, headed by former 
Indian School of Business (Iss) Dean 
M. Rammohan Rao, has recom- 
mended that the physical settlement 
system be extended to stock futures, 
after testing it in stock options for six 
months. “While analysing this ex- 
perience, parameters such as extent 
of convergence and ability to handle 
short-squeeze situations need to be 
considered,” says the committee re- 
port. In physical settlement, futures 
and options trade are settled with 
delivery of shares. 

Currently, derivative contracts 
are cash-settled. Instead of a phy- 
sical transfer of the underlying asset, 
all trades are settled in cash on the 


102 BUSINESS TODAY MAY 4 


20409 


* Physical settlement in derivatives 


* |nitial introduction of a new 
settlement mechanism in stock 
options 

* Extension of delivery-based 


settlements to stock futures after 
six months 


* |t also emphasises the need for a 
vibrant stock lending and borrowing 
module for a smooth transition 





expiry of contracts. When single 
stock derivatives were introduced in 
India, it was decided to use cash set- 
tlement to begin with, because the 
exchanges did not then have the 


BUILDING A 
SAFER MARKET 


Risk management of stock 
futures is superior to the 
earlier bad/a system. 
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software, legal framework and ad- 
ministrative infrastructure for phys- 
ical settlement. It was proposed 
that cash settlement would be rep- 
laced by physical settlement within 


NISHIKANT GAMRE 


a period of six months as the 
exchanges developed the capabili- 
ties to achieve physical settlement 
efficiently. SEBI subsequently 
retained cash settlement as it’s sim- 
pler and cheaper than a delivery- 
based mechanism and was instru- 
mental in beefing up the popularity 
of derivative products in India, par- 
ticularly stock futures. 

Market players now agree that 
the time may have come to 
gradually phase in physical settle- 
ment. For, the derivative market 
now seems more skewed in favour 
of speculators than hedgers and ar- 
bitragers. Speculators, for instance, 
find cash settlement beneficial since 
they do not (by definition) have an 
offsetting cash market position and 
cash settlement saves them the bur- 
den of operating in two markets. 
On the other hand, it exposes 
hedgers and arbitragers to “basis 
risk"—due to the imperfect link 
between the futures and cash market 
in the absence of delivery-based 
system, the price movement of the 
same stock in the two markets may 
not be highly correlated, making 
hedging and arbitraging difficult. 

Physical settlement of derivative 
contracts, then, is likely to help 
hedgers and arbitragers avoid basis 
risk while imposing some additional 





"It (physical settlement of derivative 
contracts) is a good idea and would 
help in reducing market volatility” 


YOGESH RADKE 
Analyst, Edelweiss Securities 





costs on speculators. Says Yogesh 
Radke, Analyst, Edelweiss Securities: 
"It's a good idea and would help 
in reducing market volatility." 

However, a few hurdles have 
to be cleared before our markets 
can shift to physical settlement. For 
one, our markets require a vibrant 
stock lending and borrowing mod- 
ule. SEB's L.C. Gupta Committee, 
which had laid down the roadmap 
for the development of the 
derivatives in 1998, had actually 
advocated that stock futures should 
be introduced only after a system for 
lending and borrowing of shares is 
in place. It, therefore, visualised 
physical exchange of shares for 
settling the trades executed in 
individual stock futures from the 
very beginning. What worried SEBI 
was that the introduction of a share 
lending and borrowing mechanism 
would make stock futures identical 
to the earlier system of badla, which 
had been misused by operators in 
the past. It, therefore, advocated 
cash settlement. 

There are obvious similarities 
between badla and delivery-settled 
stock futures contracts. Badla was 
also a facility for borrowing and 
lending of shares and funds. Both 
futures and badla system then allow 
investors to buy stocks without huge 
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"Stock futures are safe products. 
The risk management is far superior 
to the bad/a system" 


VUAY KANCHAN 
VP (Derivatives), Dolat Capital 
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cash outflow and help in leveraged 
trades. But analysts feel SEBIS con- 
cerns that stock futures could also be 
misused are misplaced. Says Vijay 
Kanchan, v» (Derivatives), Dolat 
Capital: "Stock futures are safe 
products. The risk management is 
far superior to the badla system." 
Also, analysts underscore that 
chances of manipulation are greater 
with cash settlement. Once physical 
settlement is in place, manipulators 
would know that if they artificially 
rig stock prices, counter parties 
could impose delivery. 

The immediate challenge before 
SEBI, then, is to build an active stock 
lending and borrowing module. 
The Stock Lending and Borrowing 
Scheme (SLBS), which started in April 
2008, is yet to witness large partic- 
ipation by market players. Says 
Kanchan: “Right now the problem 
is there are few lenders, which has 
pushed up the cost of borrowing." 
Adds Radke: *Mutual funds and 
insurance companies must be en- 
couraged to participate in the bor- 
rowing and lending of shares to 
add depth to the market." 

Then, if physical settlement is to 
be allowed, regulators need to put in 
place mechanisms to prevent short 
squeezes (rapid increase in the price 
of a stock that occurs when there is 
a lack of supply and an excess of de- 
mand for the stock). The exchanges 
would have to lay down limits on 
daily exercise and assignment of 
stock futures and options to limit 
the ability to squeeze the market 
in the middle of the contract month. 
This would curb speculative activity 
which analysts feel would be healthy 
for the market. Says Radke: 
"Compulsion to deliver would mean 
lower participation. Volumes would 
come off." Clearly, then, while 
physical settlement may be desir- 
able, sEBi still has to lay the ground- 
work to ensure that the transition is 
smooth. This might make any im- 
mediate shift to a new settlement 
mechanism difficult. 
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Cheesemakers: Mozzillo and Gupta 


Jeez, 
it's Chees 


Top quality Italian cheese is being produced 
in rural Haryana and Himachal Pradesh. 
TEJEESH N.S. BEHL feeds on mozzarella, 
scamorza and other varieties to unravel 

the secret of this success. 
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PHOTOGRAPHS BY 


HE INVITE WAS INTRIGU- 

ing. Would we like to 

try out authentic Ital- 

ian cheese made in our 

own backyard in 

Himachal Pradesh and Haryana? 
So, a week later we find our- 
selves seated opposite the 27-year-old 
Italian, Giuseppe Mozzillo, coo, 
Exito Gourmet, as he slices a piece of 
freshly-packed mozzarella cheese 
produced in his state-of-the-art plant 
in a little village in Haryana. One 
takes a cautious bite, not knowing 
whether it will melt in the mouth or 
be heavy on the digestive system. A 
moment later the worries are gone. 





Deliciously chewy, the slight salti- 
ness makes this cheese a perfect ap- 
petiser. Next, he doles out some 
Bocconcini—cheese in the shape of 
small blobs—which is devoured by a 
hungry journalist surviving on a spar- 
tan breakfast for the past six hours. 

How did Mozzillo, a former in- 
vestment banker who hails from a 
family of cheesemakers from Naples, 
land up in Haryana’s Golpura village 
to make authentic Italian cheese? 
“It was during a trip to India in 
2006 that I came across water buf- 
falos remarkably similar to those 
found in Italy. Later, I learnt that the 
buffalos found in Italy are descended 
from the Indian water buffalo,” he 
says. Having found the perfect 
bovine, he began the search for a 
perfect partner to set up business 
here. Finally, he zeroed in on Puneet 
Gupta, a local distributor of 
speciality cheese who invested Rs 
8 crore to set up Exito Gourmet's 
fully-automated plant. Retailing 
under the brand Impero, Exito's 
range today includes mozzarella 
cheese, pizza cheese, bocconcini, 
scamorza, mascarpone and ricotta. 

Mozzillo is quick to add that their 
current produce is sourced from cow 
milk as they are still standardising 
the supply of buffalo milk from local 
farmers. Gupta, who is CEO, Exito 
Gourmet, points out that farmers 
have a preference for cows over buf- 
falos because of two factors. "One, a 
cow gives an yield of 4,000 litres 
annually compared to a buffalo, 
which gives about 2,200 litres on an 
average. Secondly, cows adapt more 
easily to machine milking vis-à-vis 
buffalos," he informs. But given the 
economic incentives for buffalo-milk 
mozzarella—which sells for twice as 
much as cow-milk mozzarella—it 
will be easier for the duo to con- 
vince local farmers to opt for buffalos. 

That is exactly what Man 
Mohan Malik, 56, Chairman & 
CEO, Himalya International, which 
is located a little further from 
Mozzillo's plant, plans to do. Malik 


is looking to establish a 100-strong 
buffalo dairy farm at 
Chhachhrauli, in Haryana's 
Yamunanagar district. This is 
about 45 kilometres from 
Paonta Sahib in Himachal 
Pradesh, from where he be- 
gan his tryst with Italian 
cheese in 2006. Already, he 
has invested about $5 million 
(Rs 25 crore) over the past 
three years in firming up his 
cheese-manufacturing venture. 

But producing Italian cheese va- 
rieties in India has its fair share of 
problems. *After about a year of 
operations, we realised that the milk 
we were procuring from farmers 
was not pure buffalo milk. There 
was cow milk added to it,” he recalls. 
The UsFDA slapped a ban on his prod- 
ucts from being retailed as buffalo 
mozzarella in 2007, which forced 
Malik to convince farmers back 
home to give him only pure buffalo 
milk. *It was tough convincing them 
that mixing cow milk with buffalo 
milk is also adulteration, and it is 
not limited to only mixing water 
with milk," he recalls. After much 
head-banging, he has been able to get 
the procurement dynamics almost 
right. “The UsFDA regulations allow a 
maximum content of 0.5 per cent of 
cow milk in buffalo mozzarella— 
we still get one per cent cow-milk 
content at times," he sighs. Malik's 
Bufalobella brand includes moz- 
zarella ovolene, mozzarella ciligiene, 
mascarpone and ricotta. 

That, however, wasn't the only 
headache for Malik. Figuring out à 
way to get his products into the Us 
markets well before the expiry of 
their shelf life of 30 days was a 
challenge because the export transit 
time, via the sea route, ate up à 
good three weeks. Going by air 
meant huge additions to overheads, 
making it difficult to compete with 
products shipped from Italy. 

So, how did they solve this prob- 
lem? *We tried to freeze the cheese 
but the lack of cold-chain facilities at 









Smoked scamorza 
before being packaged 


Creaming Off 


@ Buffalo milk has higher 

fat content (7 per cent to 8.2 per 
cent) compared to cow milk 
(4.2 per cent to 4.5 per cent) 





& Buffalo milk is best for 
making rich, creamy cheese 





e Buffalo-milk mozzarella 
sells for twice the price of 
cow-milk mozzarella 





& Exito Gourmet sells a 275- 
gm pack for Rs 145. Bufalobella 
retails it at Rs 300 per kg 





& Compared to imported Italian 
cheese, the same varieties made 
in India cost 40 per cent less 


our end meant there was always go- 
ing to be some loss in flavour and 
taste by the time the cheese hit the 
shelves in the Us," he says. That's 
when he toyed with the idea of hav- 
ing a local partner with a cheese 
plant in the us—sending cheese 
curds from here for the final matu- 
ration and packaging in the Us, sav- 
ing the product's shelf life from be- 
ing consumed during the export 
journey. *We've tied up with 
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Vermont Dairy in the Us—whom 
we are planning to buy at a later 
stage—for the final packaging and 
distribution after maturation,” dis- 
closes Malik. 

His experiences came in handy 
for both Gupta and Mozzillo. 
Rather than tackling the export 
market, they have decided to build 
their base with domestic sales 
through top-end hotels and restau- 
rants, in addition to catering to the 
expatriate community and the ur- 
ban populace. *Currently, we are 
operating the plant only three 
days a week (the plant went online 
last month). After we hit our full 
production capacity of two tonnes 
in May, we expect to tap the Far 
East, Middle East and European 
markets," informs Gupta. 

Given the nature of the prod- 
uct, the presence of Italian cheese 
artisans is a must, if only to lend au- 
thenticity to the final product. Even 
Malik hired the services of an 
Italian cheesemaster, Raffaele 
Moscolo, when he started off. But 
at a minimum rate of €8,000 per 
month, they aren't exactly cheap. 
So today, Malik utilises the services 
of another cheese artisan, Raffaele 
Cioffi, who's on call for his tech- 
nical inputs when required. 

There is another reason why 
the Italians are coming over to 
India. Naples, where the buffalo 
mozzarella industry is concen- 
trated, has been hit by twin 
strikes of an economic slump and 
the infamous garbage pile-up last 
year that led to fears of dioxins in 
the air and water. The slowdown 
hit the export market, cutting 
demand by half. And given that 
India is home to 70 per cent of 
the world's buffalo population, 
which stands at 25 million— 
while Naples has only 300,000 
buffalos—it isn't hard to 
guess why there couldn't have 
been a better place to cry 
out Mama Mia for these 
Artiginales Italiano. m 


The Cheesy Story 


The journey from cattle to fresh cheese. 


Step 1: The cattle are milked and the milk fil- 
tered, chilled and sent through refrigerated 
tankers to a cheese-manufacturing plant. 


Step 2: Here it is unloaded into silos that can 
hold up to 20,000 litres. The milk is filtered be- 
fore being passed through the pasteurisation 
unit, where in 17 seconds it is heated to 72°C and 
then cooled to 4°C before being passed through 
a centrifugal machine to separate the cream. 


Step 3: This milk is then filtered through into 
huge vats at a constant temperature of 38°C. 


Step 4: The culture is added. This is a fiercely- 
guarded secret by every cheese artisan as this 















lends the product its unique flavour. 


Step 5: The addition of the culture results in the 
formation of cheese curds and whey, which 
are then cut into small cubes and cooked at 
39°C for 45 minutes. 


Step 6: This mixture is drained off for matting 
and stretching, while the whey is drained off for 
making cream cheese like Ricotta. 


Step 7: This homogenised cheese 
curd is then kept for maturation in / 
chillers at 4°C till they are 
ready to be packaged . 
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The Ultimate 
Storage Device 


With a capacity to store 16,000 songs or 70 DVD 


quality movies, SanDisk's new flash drive is an 
alluring monster. KUSHAN MITRA 


N 1999, THE TYPICAL PERSONAL 
Computer came with four to 
five gigabytes (GB) of storage. 


70 pvp-quality movies in the 
DivX format. 


Mid-2009 
The first 128 


gigabyte 
SanDisk has launched this flash Drives are 





plug it in to any computer that 
runs the relevant operating 
system. The same thing can 


If you crammed every nook and as a “back-up” drive and so goingtote be done through the cloud, 
cranny of the disc with MP3 music it has plug-and-play back-up —€— by running applications hosted 


files (which one might recall, was 
quite the rage back then), you 
could, theoretically, fill your disc 
with 1,000 songs. But since your 
hard disc was in all likelihood 
filled with software, in reality you 
could pack in much less. To store 
music, therefore, meant buying 
blank CDs with a capacity of 640 
megabytes (MB). The blank discs 
cost around Rs 75-100. 

A decade back, it was consid- 
ered a revolutionary change. 
Today, looking back they were the 
early years for storage devices. The 
remarkable evolution of storage is 
typified by what SanDisk launched 
a few weeks ago: a 64 GB USB Flash 
Drive, more popularly called a 
“pendrive”. It means storing 


capabilities as well. Press a 
button on the drive and it 
copies all your critical docu- 
ments. Of course, you can use 
it as a simple pendrive also, or 
with the addition of some 
software (such as 


U3), you can con- [ate 2008 
vert it into a pen- Drives with 64 


drive from which — 
you can directly commercially 
run applications. — 

What does this 
mean for you? To 
put it simply, you 
could carry all your 
important files and 
applications with 
you all the time and 



















online with files saved online. 
But it requires a fast Net 
connection, and the fact of 
the matter is that there are 
still under six million broad- 
band connections in India. 
USB Flash Drives, how- 
ever, are not without their 
problems. Most of them come 
cheap and a 32 GB pendrive 
costs under Rs 2,000, though 
the one terabyte (TB) powered 
hard disc drive from Western 
Digital cost around Rs 7,000. 
A bigger problem is that pen- 
drives, like all other forms of 
storage, suffer from “Data 
Rot”—a physical degradation 
of the drive that leads to the 
data inside being lost. 










| 2004 ; 

16,000 songs that can play non- The first 1 Pendrives are particularly sus- 
stop for almost 45 days. Or over gigabyte USB ceptible to this and usually 
2002 — give up their ghost anywhere 
2000 Flash Drives get commercially between 1,000 and 10,000 
— pss iq vins available read-write cycles, depending 
Singapore's Trek — megabyte drives p 2 I p 5 

Technologiesand become available on the quality of the drive. 
US For me, though, the biggest 
Flash Drives problem with pendrives is sim- 


ple. I lose them. Over the past 
year, I must have lost about 
10 of them. But then again, 
nowadays most press releases 
come on pendrives and so, | 
do have a healthy supply 
chain. As you can see, I’m not 
complaining. 8 
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A PENDRIVE 
TIMELINE 


2007 


As data usage grows, prices 
tumble to under $1 per gigabyte 
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OP QUIZ: WHY IS THE ABDOMINAL CRUNCH THE MOST POPULAR ABS 
exercise ever? The answer: 'Coz it's easy! Unfortunately, it’s 
hardly as effective as it's touted to be! 

Men's Health experts believe that the hanging leg raise is the gold 
standard for all abdominal exercises. It works like this: you hang from 
a bar and curl your hips and knees up to your chest. Sounds tough? Well, 
it is, and few can even do one rep with perfect form! 

The good news is that once you've mastered this move, the 
crunch can well be history. And irrespective of gender, you'll tone 
up and see results faster than ever before! 


Step 1: Test Yourself 


See how many repetitions of the 
hanging leg raise you can do with 
perfect form. Chances are that 
you'll manage less than three. Don't 
fret. Just follow the instructions in 
Steps 2, 3 and 4. 





Step 2: Bolster Your Grip 

Grab a chin-up bar and keep your 
hands slightly wider than shoulder 
width. If you can hang for 30 sec- 
onds, skip to Step 3. Else, use gloves 
or simply wrap a towel around the 
bar to ease palm sores. (Guys may 
be interested to know that several 
women dig that *worker's touch.) 


Step 3: Improve Your 
Flexibility 

Raising vour leg towards your chest 
requires flexible lower-back mus- 
cles and hip-flexors. Check your 
flexibility with this simple drill: 
Stand with your back against a wall, 
your feet about 12" in front of you. 
Make sure your upper back, shoul- 
ders and hips touch the wall, then 
slide your hand in between the arch 
in your lower back and the wall. If 
you can fit only a couple of fingers 
in the space, go to Step 4. If your 
whole hand fits easily, you're tight. 
To fix it, do the overhead reverse 
lunge five or six times a week. 


— ] s TT | 
y Overhead reverse lunge: 
Grab a light barbell (or 


even a long broomstick!) Holding it 
overhead with straight arms, step 
back with your left leg and lower 
your body until your right knee is 
bent 90 degrees. Push back and re- 
peat. Do 2 sets of 12 to 20 reps, 
; eee ee ie 
resting for 30 secs after each set. 


Hard Abs, One Simple Move 


Step 4: Build Your Strength 





The key is to do exercises that 
strengthen your abs and hip flexors 
as a unit. 

Flat-back leg-lowering drill: Lie on 
your back and raise your legs over 
your hips. Press the small of your 
back into the floor to eliminate 
the arch of your lower back. Take 
3 to 5 seconds to lower your legs. 
At the lowest point at which you 
can still keep your back flat, bring 
your legs to your chest. 

Hanging single-leg raise: Hang from 
a bar and lift your right leg up as 
high as it will go without allow- 
ing the other leg to pull forward. 
Pause momentarily, then lower it 
back. Repeat with the left leg. 
That's one rep! 

For best results: Do only the first 
move for two weeks, then just the 
second in Weeks 3 and 4. Post this, 
do eight to 10 reps of each exer- 
cise, resting for 30 secs. Repeat twice. 
You'll now be doing Hanging Leg 
Raises like a pro! 


JAMAL SHAIKH 


Jamal Shaikh is Editor, Men's Health. You may write in to him at jamal.shaikh@intoday.com 


Caveat: The physical exercises described in Treadmill are not recommendations, Readers should exercise 
caution and consult a physician before attempting to follow any of these 
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From Rivals to Partners 


A book on India and China—and not on India vs China—that 
is practical and incisive. SURJIT S. BHALLA 


HEN TALKING ABOUT THE TWO 

greatest growth stories in the world 

today, the question is not whether 
one should invest in China or India. Instead, 
the answer is that one should invest in both. 
No, this is not the recommendation of a 
two-handed economist. Rather, the likely 
profitability of this strategy is documented in 
an illuminating China-India book by an 
India-China husband and wife team, Anil K. 
Gupta and Haiyan Wang. 

There is not much to argue with this 
well-written book, Getting China 
and India Right. There is a mod- 
icum of statistics, but the sprin- 
kling is very informative. For 
example, a table on the evolution 
of China-India trade shows that 
it is doubling every two years 
and in 2007 was at $36 billion, 
up from only $3 billion just 
seven years ago. Their projec- 
tion, that within the next decade 
this bilateral relationship is likely 
to be among the top five trading 
relationships, is not likely to be 
off the mark. 

As many Indian corporations 
have led the way (with some 
reverse flow as well), the other emerging 
strong link between the two countries is 
one of investment. Lenovo in PCs, and 
Infosys in rr; Haier in home appliances and 
Suzlon in wind turbines. And so on. This a 
strong message—investors, and policymak- 
ers can ignore this important Asian reality at 
their peril. The authors correctly note that 
what gives this bilateral partnership urgency, 
meaning and importance is something as 
straightforward as size. The dynamic chang- 
ing world order is underlined by the fol- 















GETTING 
CHINA 
AND INDIA 
RIGHT 


ANIL K. GUPTA 
and HAIYAN WANG 


PUBLISHER: John Wiley 
PAGES: 272 
PRICE: Rs 1,500 


lowing simple statistic: just seven years ago, 
China and India jointly accounted for 17 per 
cent of the Us GDP; today, they account for 
more than double that amount. 

The book is not so much about portfolio 
investment as it is about direct investment. It 
has management stories about corporations 
and how they can benefit from the com- 
plementary advantages of investing in each 
country. So, besides pointing out the big 
picture, the authors are careful to emphasise 
the ground realities as well. The book is 
among the first on the important 
joint China-India story, and will 
be a ready reference for scholars 
attempting to discern the future. 

And this is where there is a 
drawback to the book, with the 
reader wanting more. The book 
was published right in the mid- 
dle of the greatest economic 
crisis the world has seen. (The 
Great Depression did not affect 
the developing world as much 
as this crisis.) China is an imp- 
ortant aspect of this crisis, India 
much less so. Some commen- 
tary by the authors on the dif- 
ferent development models of 
the two countries would have been useful. 
China has a consumption-to-GDP ratio of 
38 per cent, India upwards of 60 per cent. 
A commentary on global imbalances, and 
the contribution of China's trade surplus to 
the crisis through its accumulation of dollar 
reserves, and its deep undervaluation of 
the currency is part of both the big pic- 
ture, and the future of the new emerging 
world order. This is missed in the book, but 
then a book, even as fine as this one, cannot 
serve all readers. m 













Made in China 

by Winter Nie & 
Katherine Xin with 

Lily Zhang 

John Wiley 

Pages: 210 

Price: Rs 1,250 

The book is an insider's 
approach to under- 
standing the huge 
success of China's 
Privately Owned 
Enterprises (POEs). 
Comprising interviews 
with 20 POE founders, 
the authors analyse the 
business models and 
market strategies that 
have made these 

firms successful. 





China 
Entrepreneur 
by Juan Antonio 
Fernandez & 
Laurie Underwood 


John Wiley 

Pages: 336 

Price: Rs 1,250 

Based on in-depth 
interviews with 40 
successful expatriate 
entrepreneurs in China, 
this book aims to share 
‘real’ stories and offer 
key advice to budding 
entrepreneurs. The 
authors cover critical 
issues, from how to win 
government approvals 
to how to negotiate 
with suppliers. 
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Bowled Over 


FEW KNOW OF HIS PASSION FOR CRICKET, BUT 42-YEAR-OLD 
AJAY BIJLI, CMD, PVR, is doing everything to offer a 
sporting experience—in whatever form. As part of a 
joint venture with Thailand-based Major Cineplexes, 
he's launched BluO, which he claims is the largest 
bowling alley, spread over 42,000 sq. ft in Gurgaon. 
“This is just the first one; our future ventures would be 
opened in places where we also have our multiplex," he 
says. But what about cricket? “I think it would be bril- 
liant, if we could screen DLF-IPL2 matches live. We can 
bundle it with merchandising, face painting... But, of 


course, it's up to BCCI and the broadcaster to decide if 


they want to allow the screening of matches in multi- 
plexes at all," he says. He's clearly open to possibilities, 
though he's unwilling to make any comment on the 
current impasse between exhibitors and distributors. 


"Everyone's working to resolve it soon,” he says. 





VINH 


I YHO LN 


Y 


Healthy Start 


NANDINI PIRAMAL, THE ELDER CHILD OF AJAY AND 
Swati Piramal, has just been inducted to the 
Board of Piramal Healthcare as Executive 
Director, but she is clear about where she is 
headed. An MBA from Stanford Graduate School 
of Business, Nandini, 30, has been in the thick of 
the action for the last four years, looking after the 
operations in Canada. In her new role, she will 
work on strategy for the Pharma Solutions 
business of Piramal Healthcare. *I will be 
responsible for taking the business to the next 
level in accordance with the Pharma Solutions’ 
core team," she says. Where does she see herself 
10 years down the line? “Contributing to the 


growth of the Piramal Group and to Piramal 
Healthcare, in particular attaining the status of the 
best workplace where people realise their true 
potential," 


she says. 


OVER THE LAST COUPLE oF DECADES, 63-YEAR 
old SAURABH SRIVASTAVA i has c done pns much 
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Afloat in a Downturn 


WHAT WAS THE CHIEF EXECUTIVE OF UK'S LARGEST 

publicly-listed recruitment group Hays plc doing 

in India last fortnight? ALISTAIR COX, 48, was in the 

country on an expansion spree. Can a recruitment 

firm grow in times of dwindling jobs? “India is a 

fantastic opportunity,” he says. “Sure, these are 

challenging times and there is a hiring freeze in 

place, but we are here for the long haul.” Before] 
joining Hays in 2007, he was Chief Executive ofl 
Xansa plc. Cox believes Hays’ usp of charging! 
clients only for candidates placed will stand the 

company in good stead, but concedes, “In the 

tough market, you have to work hard to find 

the job mandate.” Cox, however, can handle 

choppy waters with finesse. Water sports is his pas- 

sion; and scuba diving his annual pilgrimage. 

“And remember, each day, we are one day closer 

to the upturn,” says the buoyant adventurer. 


investor. Now, however, he’s set to take an 
active role with his appointment as the 
Chairman of CA India, the local arm of the 
Islandia, New York-based management soft- 
ware company. “CA made a substantial 


investment in India and is a perfect partner for 
not only Indian companies, but India’s grow- 
ing IT service providers,” says Srivastava. With 
IT spending on the decline, CA will need all of 
his experience to boost its growth. m 
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Tech, Wine and Housing 


A DECADE AFTER HE STARTED MPHASIS, JERRY RAO SEEMS SE] 
to take his next entrepreneurial plunge with a bottom- 
of-the-pyramid real estate venture. While he sold 
MphasiS to EDS in June 2006, his second venture will not 
be in technology at all. According to the industry 
grapevine, Rao's vet-to-be-named venture will provide 
housing in the Rs 10-20 lakh range and is expected to 
open for business in the next few months. The 58- 
year-old former Citibanker-turned-vintner has already 
resigned his directorship at Purvankara Projects, which 
also runs an affordable housing business. The once 
approachable Rao, however, isn't willing to venture de- 
tails of his business just vet. "We are not going public 
with the news right now,” he replied by text message, 
when reached for comment. In between his two ven- 
tures, Rao has become media shy, preferring to focus on 
wine—both with his own vineyards and as an investor 


and director in Grover Vineyards- 








and reportedly as a mentor and 
angel investor to fledgling tech 
companies. With the real estate 
market floundering, will Rao be 
able to successfully steer his new 


venture? Watch this space. 
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Leading from 
the Front 


USLI WADIA IS STILL FIGHTING HIS BATTLES 

and emerging stronger from them. His 

latest victory, after three years of spar- 
ring: a separation from French major Groupe 
Danone, which had a 25.48 per cent stake in 
foods major Britainnia, with Wadia holding 
another 25.48 per cent. Wadia now has sole 
control over Britannia. 

Wadia’s previous victory was over Sunil 
Alagh, then Managing Director of Britannia. 
Alagh had been at the helm of the biscuits 
major for 10 years, until Wadia removed him 
in 2003. After Alagh’s ouster, the conjecture 
was Nusli’s younger son Jehangir (Jeh) would 
be handed over the reins. Jeh was given a seat 
on the board but Wadia brought in a profes- 
sional, Vinita Bali, to head Britannia. It was a 
masterstroke that helped build his credibility. 

There is something in Wadia that seems 
to be itching for a fight. When Arun Bajoria, a 
jute baron from Kolkata, surreptitiously picked 
up a 14 per cent stake in Bombay Dyeing, he 
referred to Wadia as “the grandson of Mr 
Jinnah” (M.A. Jinnah was Wadia’s maternal gra- 
ndfather) to hurt him where he is most vul- 
nerable. Wadia hit back and exposed Bajoria’s 
own weakness: a complete disregard for the 
law. Soon the illegal nature of Bajoria’s moves 
was apparent and he exited the company. AGE: 65 

There was also the battle with the late bis- 
cuit baron Rajan Pillai, a one-time friend turned 
foe. Then, too, the fight was over Britannia. In 


fact, for most of his life, this Parsi gentleman has CORPORATE SAMURAI 


fought corporate battles. His first big fight Wadia has never shied away from a fight 
was with his father Neville—when the latter 





UMESH GOSWAMI 


DESIGNATION: Chairman, 
Bombay Dyeing, Britannia Industries 


wanted to sell Bombay Dyeing to the Goenkas ai Takes on Dhirubhai Ambani, with 
and settle in Switzerland. The young Nusli help from Ramnath Goenka 
not only retained the company, but ensured Clashes with one-time friend Rajan 
that his father, too, remained in India. Pillai in a battle for Britannia 


His future battles will involve his sons’ 


struggles to establish themselves as business Jute baron Arun Bajoria buys a 


a ee i , x 14 per cent stake in Bombay Dyeing, tries 
leaders. Ness W adia is managing the crisis- — io sell to Wadia ata premium; Wadia refuses 
ridden Bombay Dyeing. Younger son Jeh, who to blink and Bajoria exits 
heads the low-cost airline GoAir, too, is in 
trouble since the aviation sector has been hit by 
the slowdown. Nusli Wadia loves a fight, but 
battling a slowdown may prove to be a differ- Gains total contro! of Britannia 
ent cup of tea. by nudging out Groupe Danone after 
SUMAN LAYAK a three-year battle 


Succeeds in ejecting MD Sunil Alagh 
from Britannia Industries 
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The new 
BMW 7 Series 
Sedan 


Sheer 
Driving Pleas 


For more information visit www.bmw.in or contact your Authorized BMW dealer. 
North: Chandigarh: Krishna Automobiles +91 172 5041 000 Delhi and NCR: Deutsche Motoren +91 11 4309 0000 
Bird Automotive +91 11 3988 5577, BMW Studio +91 11 4360 7700 Jaipur: Sanghi Classic +91 141 4087 070 
South: Bangalore: Navnit Motors +91 80 2852 0060 Chennai: KUN Exclusive +91 44 4291 1 111 
Hyderabad: Delta Motors +91 40 3028 2900 Kochi: Platino Classic +91 484 4009 966 
East: Kolkata: OSL Prestige +91 33 2251 7010 
West: Ahmedabad; Parsoli Motors +91 79 2684 1231 Mumbai: infinity Cars 491 22 6714 5100, Navnit Motors +91 22 2625 3333 





BMW EfficientDynamics s— 


Less emissions. More driving pleasure. 


“The ordinary gives the world its existence, 


the extraordinary gives it its value." 
Oscar Wilde 





introducing the all-new BMW 7 Series. The statement. 

An exceptional car for the definitive leader. The BMW 7 Series defines the benchmark for automotive 
style, luxury and driving experience. It's never about how far you've come. It's about taking the next step. 
From the average to the avant-garde. From powerful engines to dynamic, efficient engineering 
masterpieces. From car body design to an appearance that moves passengers and passers-by. 
From ambitious to successful. From exclusive materials to true luxury of space. From the present 

to the future. From an extraordinary car to a remarkable flagship. 
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From The Editor 


NFORMATION TECHNOLOGY, OR SIMPLY IT. ON 

college campuses, these two words have been a 

source of ambition and aspiration. On stock markets, 
they have symbolised wealth creation. In Indian industry, 
they have represented the very best in new entrepre- 
neurship. And for people in general, the two words 
have been a source of pride and envy. Perhaps, the best 
validation of IT’s pre-eminence came in 2005 when 
Chinese Premier Wen Jiabao decided to start his 
official visit to India not from its political capital but from 
its IT capital, Bangalore. 

However, this star sector of Indian industry finally 
seems to be headed towards its moment of reckoning. 
The not-so-disappointing 2008-09 performance 
notwithstanding, CEOs of most IT majors told Br that the 
global economic meltdown has pushed the industry into 
its worst hour. This has innumerable implications, 
ranging from the stock market to the job market. Our 
cover story (pg 42 to 60) explores those implications. 
Though the IT industry, given its nimbleness, will 
surely be able to transform itself and adjust to the 
new environment, this transition 
won't happen without a spell 
of pain and uncertainty. 

Uncertainty and anxiety are 
also prompting some of India 
Inc.'s highest-placed executives 
to do the unthinkable in the 
current conditions—quit their 
jobs and start a business. They 
are betting on their demonstrated 
ability to successfully execute 
projects as well as the availability 
of cheap but trained manpower and real estate to 


S 
Indian IT S 


'Hour 





„counter the impact of the slowdown. Emulating these vet- 


erans are a set of middle-rung executives who feel con- 
strained in their current positions. Then, there are 
B-school graduates who would rather not face the 
ignominy of poor and protracted placements. Read 
these stories of starting up in a slowdown in our Special 
section (pg 76 to 94). That business opportunities lurk in 
the most unlikely of situations is proven by a group of 
four youngsters in Bangalore. They have made a fortune 
by teaching companies how the simple act of beating 
drums in a group can bring harmony to the most diverse 
and disconnected employees of an organisation. Read this 
fascinating account on pg 110. 

For a publication like ours, it's only opportune to test 
the "sale-ability" of economic reforms in the general elec- 
tions. One quick way to do this is to follow the campaign 
trail of the man who has had the longest tenure as finance 
minister in the coalition era. Turn to pg 106 to know if 
and how P. Chidambaram convinces people that good 


economics is also good politics. 
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Introducing the Samsung Ultra Touch with a dazzling 
AMOLED Touch Screen. It makes your mobile 
entertainment experience sharper and brighter than 
ever before. Now Movies, Imaging, Video Telephony, 
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to life, with a simple touch. 
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BT More brings you the best 
travel guide. Where to stay and 
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| Mobile Telephony's New Frontier 


Telecom operators and handset makers are 
betting big on services. Though mobile phone 
users still predominantly use their devices for 
calling, the trend is changing. The reason is 
obvious: calling is only one form of communi- 
cation. SMS, e-mail, social media, music and 
photo share are modes of communication, too. 
BT's cover story explains the logic and implica- 
. tions of this trend. 
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Presenting the stunning Samsung Myst Plus LCD Monitor. 
internationally acclaimed for its Bordeaux Art design, this unique monitor also comes 
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While global giant China has seen a drop in FDI, 4^ 

foreign firms continue to plough money into India. 52 Surviving the Apocalypse 
15 The End of Rate Cuts? 56 In Uncharted Waters 

The RBI has announced another round of rate cuts 60 Playing Safe 


but banks are not following suit in bringing down 
lending rates. 


16 Top of Mind 
18 70% Below Target 


The power ministry has missed its capacity addition 
targets for the second year in a row. 


19 Tracking Youth Behaviour 
They’re smitten by the Internet and mobile phones. 
But young Indians also read newspapers. 


20 Graphiti: The Indian Media Future Tense 
24 Deal Watch 


CURRENT 


26 The Monsoon Stimulus 
With large sections of industry and the services 
sector under severe downturn, a good monsoon 
may prove to be manna from heaven. 


28 Pantaloon’s Gambit 
The restructuring of Pantaloon Retail is being 
seen as a well-planned move to get FDI to fund 
expansion of its retail business. 


30 “It Is. a Good Time to Invest" —'— 
Interview with Anthony Bolton, former MD 


(Investments) of Fidelity International. 


34 Family First 
Aggressive posturing by Bharat Hotels and its top 
honcho is seeing it go places. 





37 Male Surge in Female Bastion 
Hit by pay cuts and job losses, more and more men 
are queuing up to join the direct selling industry. 
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40 Developing Leaders in a Downturn 
Coluna b McKinsey & Co.’s Faridun Dotiwala FEATURES 
and Gautam Kumra. 62 Back to Basics 

74 How to Sell Your Product without An economic slowdown is a time to refrain from 
a Single Ad the adventurous and return to the safe, tried and 
Column by Vivek Bali, Director, ANV Consulting, tested. Here's a walk through what's once again in 
Singapore. flavour and what’s gone out the window. 
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66 Cut, Cut, Cut! 
Producers & 
distributors want half 
of ticket sales at multi- 
plexes. No go, no 
show! say the plexes. 


= 


Jorg Muller, President and Managing Director, Volkswagen India 


a 


68 Searching for Growth 


Stagnant car sales and a bleak economic climate 
have dampened but not derailed foreign 
automakers’ plans of investing in new 

plants and products in India. 


96 60 Minutes 


Interview with Symon Beresford-Wylie, CEO, 
Nokia Siemens Network. 


MONEY 

98 Golden | 
Opportunity 
Several new 
and innovative 
schemes for 
investing 
in gold have 
been launched 
recently. We 
examine 
the pros and 
the cons. 











80 Yesterday’s CEO, Today’s Entrepreneur 


They always nurtured the dream of starting up on their own some day, 
but the economic slowdown was just the kick-start that most of these 
dyed-in-the-wool corporate honchos needed. 


86 Greenhorn Entrepreneurs 
92 Campus Interview? No Thanks! 
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101 Wanted: Legal Eagles 


The Legal Process Outsourcing industry offers 
a new career opportunity, with substantial 
pay packets. 
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106 Politically Correct 
If there is one politician who can sell good 
economics as good politics, it is P. Chidambaram. 
BT visits his constituency, Sivaganga, to test 
the hypothesis. 
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110 Beats of Success 
Four young musicians from Bangalore are 
helping companies improve the team spirit o 
their employees. 
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115 Understanding 
Railway's Miracle 
Exploring how a loss- 
making enterprise was trans- 
formed into a money machine. 
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LEADERSHIP SPOTLIGHT 


120 Shikha Sharma, MD & 
CEO-designate, Axis Bank. 
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3G Power in Your Palm 


GADGET GEEKS AND THE TWITTERATI 
will no doubt drool over your cover 
story Next Mobile Revolution (BT, 
May 3). Technological changes in 
wireless telephony have not just 
rewired our responses but even 
changed our expectations of mobile 
technology. But for someone like 
me, without any techie pretensions, 
negotiating the feature-rich handset 
of my teenage son has often left 
me feeling like a man of homely 
tastes choking on nouvelle cuisine. 
So, amidst all the hype and hoopla 
surrounding 3G services, I wonder if 
this new trend has not, in fact, be- 
come the irrational exuberance of 
the day. I can understand gadget 
freaks licking their chops in antici- 
pation of snarfing up video and 
digital text by the petrabyte. 
Offering 3G wizardry and assorted 
whiz bang fetaures to eager con- 
sumers may provide mobile service 
providers with the elixir of heady 
growth but they will also need to 
ensure that these services are easy 
on the wallet. 

C.P VERMA, through e-mail 


Building Infrastructure 

AS THE EPIDEMIC OF TIGHT CREDIT 
burns its way around the globe, 
private developers and investors 
are becoming increasingly wary 
of taking up big infrastructure 


10 BUSINESS TODAY MAY 17 2009 


B | o 


Strengthen the Basics First 

THE QUALITY OF SERVICES OFFERED BY 
mobile service providers is deficient in 
many aspects. So, existing kinks need to 
be hashed out before we can hail the 
next mobile revolution (BT cover story, 
May 3). Despite the leaps in mobile 
technology, mobile service providers 
are still far from providing reliable serv- 
ices. 3G may offer an ideal platform 
for providing enhanced services, but 
the average mobile user yearns for reli- 
able and efficient services without fuss. 





MAHESH KAPASI, through e-mail 


projects that come with big, 
front-loaded capital costs, which 
are repaid over several decades 
(Shortfalls as Opportunities, BT 
Special, April 19). That's all the 
more reason for governments to 
go for great bursts of Keynesisan 
public spending as it can be a 
surefire way of putting the econ- 
omy back on its feet. Spending 
big on infrastructure could be 
the right policy stimulus pro- 
vided the government spending is 
targeted and transparent. 

B. RAJASEKARAN, through e-mail 


A Hat-tip to Their Success 
AT A TIME WHEN EVEN BIG AND 
venerable companies the world 
over are being hit by the eco- 
nomic crisis, it is heartening to 
find a clutch of Indian compa- 
nies chalking up success and living 
out a growth story (India's Mini 
Global Champs, BT, April 19). 
What is even more admirable 
about these mini champs is the 
fact that they have also been 
boldly making sub-billion-dollar 
acquisitions at home and abroad. 
Let's hope that by emulating the 
seemingly recession-resistant busi- 
ness models of these champions, 
even recession-hit companies 
would be able to put the wind 
back in their sails. 

A. JACOB SAHAYAM, through e-mail 


Indian Banking in Safe Hands 
TODAY, WHEN THE GLOBAL BANKING 
industry has by and large gone cata- 
tonic, thanks to the overindulgence 
on leveraged transactions and 
Ponzified paper economy, the Indian 
banking industry appears remark- 
ably resilient if slightly old-fashioned 
and frumpy (Banking on India, Br, 
May 3). In contrast to the huge 
bonuses that Wall Street bankers 
pulled down, bank bosses in India 
appear to be models of fiscal probity. 
And unlike western banks, the 
capital cushion of Indian banks is 
sufficiently comfortable. 

MAHESH KUMAR, through e-mail 


Corrections and Clarifications 

IN THE COLOUR OF MONEY (BT, MARCH 
19) it was erroneously reported that 
Jacob Ballas has invested in Bangalore- 
based Mast Kalandar restaurant 
chain. In fact, Footprint Ventures 
has invested in Mast Kalandar, which 
is owned by Spring Leaf Retail Pvt. 
Ltd. The error is regretted. 


IN THE PEOPLE SECTION ON THE CON- 
tents page (BT, May 3), the name of 
Alistair Cox was misspelt as Alistaire 
Cox. The error is regretted. 
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FDI’s Steady March 


While global giants such as China have seen a drop in FDI, foreign 


firms continue to plough money into India. ANAND ADHIKARI 





Most countries—especially developed industrialised ones—are 

expected to see their GDP growths shrink to between 0.5 and 1.0 
per cent, the first such drop since World War II. While India is no ex- 
ception—its economy is expected to decelerate from upwards of 9 per 
cent to anywhere between 5 and 7 per cent this year, according to in- 
dustry estimates—it has one significant thing going for it: With markets 
contracting in their home countries, foreign companies are plunging more 
of their investment capital here. 

In other words, much of the world's loss is turning out to be India's 
gain. According to industry statistics, India is expected to close 2008-09 
with $28 billion of FDI (Foreign Direct Investment) versus 
inflows of $24.5 billion during the previous year. 

Gopal Krishna, Joint Secretary, Ministry of Commerce and Industry, 
says: "FDI will continue to flow in countries that offer competitive 
advantages to global corporations. India not only offers a low cost base 
but also provides a huge domestic market for consumption." 

This is certainly true for the world's eighth-largest software maker, 
Intuit, as well as French defence equipment major DcNs India, both of 
which set up outposts in India early this year. *We are in India for a long 
haul. We plan to tread carefully in this market. We will go step by step 
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The fortnight's burning question. 
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further downward revision of policy 
rates. This is evident from the 

that a 425 basis points has translated 
into a reduction of lending rates on 

an average by 150 basis points. 


Yes. Subir Gokarn, Chief 
Economist, Standard & Poor's 
Asia Pacific 

Given the sluggishness in the 
economy, there is a strong chance 
the RBI may cut key interest rates in 
the next few weeks. The repo rates 
are high and there is still 

pressure on the apex bank to cut 
rates. Besides, negative inflation in 
the economy leaves room for further 
rate cuts before this year's Budget. 


NO. Ajit Ranade, Chief 
Economist, Aditya Birla Group 
The fiscal and monetary expansion 
and consequent pick-up in economic 
activity is bound to enhance infla- 
tionary expectations. The 

problem is not so much with rates, 
as with access to credit. Banks have 
been choosy and cautious in lending, 
and hence a lot of potential borrow- 
ers are unable to get bank loans. The 
RBI may have to consider a hike in 
less than 12 months. 


MANU KAUSHIK 
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A Dod Fot every caro 


invested in power generation, 


you have to invest one in 


T&D, We expect to double 


- our India revenues by 2010. 


What are you doing to tap this 


potential? 
We have been in India for 
over 70 ears, so we have a 
connect with 
a local management team. 
Three years ago, we decided 
to reshape our business by 
locally manufacturing prod- 
ucts for the Indian market, 
rather than import them. 
Areva T&D has opened eight 
new factories in three loca- 
tions for this purpose. 
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Sectoral Break-up of FDI Inflows 


21.80 Services 
10.21 Telecom 
10.06 Real Estate 
1.54 Construction 
6.57 Software & Hardware | 
4.56 Automobile 
3.86 Power 
3.41 Metallurgical 
2.42 Chemicals 
29.57 Others 
Source: Industry Ministry 





———— 





April 2008-Jan 2009, figures in per cent 


in the years to come," says French 
national Xavier Marchal, Managing 
Director, DCNS. 

Essentially, India's steady FDI 
growth indicates a high level of 
confidence among overseas in- 
vestors. On the other hand, India's 
closest rival, China, which normally 
attracts close to a $100 billion an- 
nually, witnessed a drop in its FDI 
numbers for six previous consecu- 
tive months ending 
March this year. 

Unlike China, how- 
ever, India is uniquely 
positioned to gain dur- 
ing these bleak times, 
as the country has a 
wide variety of sectors 
recently opened up to 
foreign players—such 
as retail, defence and 





^We are in India for 


No Traces of 
Slowdown So Far 








*UptoJan'09 Figures in $bn 


economies—as well as compa- 
nies—continue to deteriorate? 

Says Gopal Krishna: "We may 
not see high growth, but that's also 
because of a higher base effect." 
What also can spoil the FDI story is 
foreign governments' policies— 
especially the Us's—that discourage 
their companies to invest outside. 
Nevertheless, companies continue 
to flock to India to gain an early 
toe-hold in what is one of 
the hottest consumer mar- 
kets in the world, as well 
as a low-cost manufactur- 
ing base. 

Brokerage house 
Edelweiss in its recent 
report stated that the FD! 
in India decelerated sig- 
nificantly during the 
third quarter of 2008- 


real estate. The services 2 long haul. We'll 09, but this was not en- 
sector—both financial 8° Step by step I^ tirely unexpected, be- 
and non-financial—has the years to come cause of all the turmoil in 
been a major contribu- Xavier Marchal, global markets. 


tor to FDI in the last 
few years. Telecom— 
India's fastest-growing sector—is a 
major contributor to India's FDI pie. 
Nokia, India's biggest MNC, invested 
$285 million over the last two years 
in the country and has generated an 
estimate annual revenue of 
Rs 25,000 crore. 

Still, the big question is, can 
India sustain its FDI growth as the 
economic woes of the major 


Managing Director, DCNS 


Moreover, if one con- 
siders month-on-month 
FDI figures, January 2009 was a 
significant improvement, at $2.73 
billion, versus $1.3 billion in 
December and $1.08 billion in 
November 2008. 

If this trend—and recent for- 
eign investments in various sectors, 
from defence to auto—are anything 
to go by, the FDI train is unlikely to 
derail anytime soon. 


The End of Rate Cuts? 


The RBI has announced another round of rate cuts but banks 
are not following suit in bringing down lending rates. 


HE RESERVE BANK OF INDIA HAS 

finally brought down the repo 
and reverse repo rates. However, 
banks are still holding out and are 
yet to reduce their lending rates in 
tune with the RBI initiatives. The 
repo and reverse repo rate will now 
be 4.75 per cent and 3.25 per cent, 
respectively. 

But is this going to be enough? 
Or will we see further rate cuts? 
Economists and market strategists 
feel there could, indeed, be another 
round of cuts in the near future, 
after which the “falling interest rate” 
scenario may come to an end. The 
worrying factor till now is the refusal 
of the banks to act on the apex 
bank’s initiatives and cut 
lending rates further. 
Since September 2008, 
repo rates and the 
cash reserve ratio have 
come down by 4 per- 
centage points and re- 
verse repo rate by 2.7 
percentage points. Yet, 


Banks have failed to keep 


pace with RBI’s initiatives 
Reduction from peak 
Policy Rates (%) 
(Mid-Sept. 'O8-April 21,09) 
Repo Rate 4.25 
Reverse Repo 2.75 
Cash Reserve Ratio 4.00 
Deposit Rate 


(October 2008-April 18, 2009) 
Public sector banks 1.25-2.50 
Private Sector banks 0.75-2.00 


5 major foreign banks 1.00-2.00 
Lending Rate 

(October 2008-April 18, 2009) 

Public sector banks 1.25-2.25 
Private sector banks 1.00-1.25 
5 major foreign banks 0-1.00 


Source: Nomura Global Economic Research Report 







the prime lending rates of both 
nationalised and private sector banks 
have come down by only 1-1.25 
percentage points, indicating that 
there hasn't been a trickle-down 
effect. "Lending rates for banks may 
ease in second-half of the financial 
year as banks will begin to reprice 
their assets," says Sachchidanand 
Shukla, an economist, at the 
Mumbai-based Enam Securities. 
So, what’s next? The onus will 
definitely be on the banks to spur 
credit growth. An IFL Institutional 
Equities report titled “Over to 
Banks” argues that there is likely 
to be increased pressure on banks, 
especially psu banks, to cut lending 
rates. Another report by 
Nomura Financial 
Advisory and Securities 
India says the latest re- 
duction in repo rates 
will *reinforce the 
scope for the overall 
interest rate structure 
to move down." 
Is another 0.25-0.50 
per cent cut during the next pol- 
icy review in July, on the cards? 
Sailesh Jha, Director, India Asia 
Economic Research, says there is 
a good chance of this happening, 
provided global market conditions 
continue to improve. But he cau- 
tions that it could be the last policy 
rate cut this fiscal. Morgan Stanley 
Asia and Nomura Financial 
Advisory and Securities India expect 
a similar percentage reduction in 
the key rates. “The challenge facing 
the RBI is managing the govern- 
ment’s large market borrowings, 
keeping bond yields low and 
ensuring further pass-through of 
rate cuts to the broader economy,” 
says Sonal Varma, Economist at 
Nomura Financial Advisory & 
Securities (India). 
RACHNA M. KOPPIKAR 
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TOP OF MIND 


Widgets on Your TV? 


What is it? Adobe has devised a system by which you can check out your favourite 
online content while watching TV. 


Why? The latest television sets (see Printed Circuit, page 113) come with Internet 
support and can show snippets of the online world already. Adobe wants to take 
it a step further. 


How is this possible? Your TV, much like your laptop, also has an Intel 
processor in all likelihood. 


So what can | check out now? You have support for local weather and news as 
also news from The New York Times. 


Where will the Internet come from? Either the TV will be directly connected to 
the Internet or through Internet protocol TV. 


What next? |f Adobe develops this further, you can have fully interactive TV. For 
example, if you like something on the ticker, say a news item or an advert, you 





will be able to click on it. 


KUSHAN MITRA 


India Inc. Gears up for New Accounting Standards 


Most Indian firms are confident of meeting the 2011 IFRS deadline, 
though some problems remain, finds an Ernst & Young survey. 


NDIAN COMPANIES ARE KEEN TO 
[dher to strict global accounting 
standards for the preparation of fi- 
nancial statements. Ernst & Young’s 
2009 International Financial 
Reporting Standards (IFRS) Readiness 
Survey has found that 79 per cent of 
the firms polled expect the new 
accounting standards to become ef- 
fective from 2011 and are confi- 
dent of meeting that deadline. 

IFRS is a set of accounting stan- 
dards, developed by the 
International Accounting Standards 
Board (IASB), a London-based inde- 
pendent body that sets the 
global benchmark for the prepara- 
tion of public company financial 
statements. 

The biggest difference between 
the Us-based GAAP and IFRS is that the 
latter is less detailed. Its guidance 
regarding revenue recognition, for 
example, is less extensive than GAAP, 
and it contains fewer industry- 
specific instructions. By adopting 
IFRS, a company will be able to pres- 
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ent its financial statements on the 
same basis as its foreign competitors, 
making comparisons easier. More 
than 12,000 companies in almost 
100 nations have adopted IFRS, 
including listed companies in the 
European Union. 

But some bottlenecks remain. 
Even though 67 per cent respon- 
dents in the survey have internally 
discussed the shift plan at the Board 
level, as many as 78 per cent 
are yet to put in place a timetable 
for the transition. The encourag- 
ing sign is that 43 per cent respon- 
dents plan to establish a timetable 
and 32 per cent are going to as- 
sign resources soon. 

“Our experiences in other parts 
of the world have shown conversion 
to IFRS would mean adhering to 
critical business and regulatory mat- 
ters such as compliance with debt 
covenants, modification of IT sys- 
tems, capital structuring and tax 
planning,” observes the survey. 

PUJA MEHRA 


Companies that have discussed 
transition to IFRS in 
board meetings. 








Will be 
done soon 





No 
Companies that B 
have established 


a timetable 
for this. 





Biggest hurdles to transition. 


Costis prohibitive 
14% 


IFRS skills are not available 


41% 


Tax laws are unclear 


Regulation is not clear on IFRS adoption 
58% 
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To create Monsters vs. Aliens™, DreamWorks turned to the HP Workstation, 
powered by the brilliant performance of the Intel® Xeon® processor, Linux 


operating system and the billion-colour HP DreamColor display. 


Learn more about the next-generation design, extreme speed, massive 
expandability and the new Intel? Xeon® processor 5500 of the 


HP Z800 Workstation at hp.com/apac/ workstations 


Call 1800 425 4999 (from MTNL/ BSNL lines), 3030 4499 (from mobile) 
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70 % Below Target 


The power ministry has missed its capacity addition 


targets for the second year in a row. 


HE UPA GOVERNMENT IS LEAVING 
Tou with a dismal record in 
the power sector. Out of the tar- 
geted 11,061 MW capacity addi- 
tion for 2008-09, only 3,453 MW or 
31.2 per cent has been achieved. 
This is an even poorer perform- 
ance than the previous year, when 
it met 56 per cent of the target. 

The Government of India had 
declared that it would create fresh 
capacity of 78,700 Mw in five years 
ending March 31, 2012, under the 
| 1th Plan. The target was set after 
deliberations at the highest policy 
making levels. Three-fourths of the 
targeted capacity or 59,693 MW 
was to come from thermal plants. 

However, the sector has so far 
failed to meet 75 per cent of the 
thermal target set for 2008-09 with 
the PSU major NTPC Ltd., accounting 
for a bulk of it. 

Says V.Raghuraman, Principal 
Advisor (Energy), Confederation of 
Indian Industry (cn): “The lessons 
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learnt so far and the actions already 
initiated will help the sector 
achieve better capacity additions in 
coming years.” 

At a Cll seminar in March, 
Power Secretary V.S. Sampath had 
claimed that the government was 
in à position to meet annual targets 
as equipment, construction and 
engineering capacities had been 
substantially tied up. The Centre, 
he said, had taken steps to scale up 
capacity addition to 20,000 Mw 
a year. According to Sampath, the 
sector required an investment of Rs 
10.5 lakh crore, besides steps to 
tackle the lack of adequate porting 
facilities for transportation of fuel. 

Few, however, are buying the 
power ministry's claims. Surya P. 
Sethi, Principal Advisor to the 
Planning Commission, for one, 
went on record, in January, saying 
he doubted the sector's ability to 
meet the target. 

K.R. BALASUBRAMANYAM 
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.. . $7.4 billion 
(Rs 37,000 cr): 
Amount paid by Oracle Corp. 
to acquire computer server 
and software maker Sun 
Microsystems. The deal will 
end Sun's 27-year history as 
Silicon valley's brash 
independent and give Oracle 
ownership of the Java 


programming language 





1 1 = The percentage 
of an average Indian's 
income spent on eating out, 
according to the Food 
Franchising Report 2009 


Announcing the birth of a new species. 


f 





SAMSUNG 


A whole new species of television. 


Presenting Samsung LED TV. 


/ Meet images clearer than ever before. Meet brighter colors, deeper blacks and 
a 
2.99 cm slim sharper images. Meet Samsung LED TVs, a whole new species of television 


Razor Slimness Mega Clarity Eco friendly SAMSUNG 


2.99 cm slimmest silhouette True-to-life Full HD images Saves up to 40% power. | | | \ / 
with Gen-Next Technology. with Mega Contrast. Mercury and lead-free. Fames 
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Tracking Youth Behaviour 


They're smitten by the Internet and mobile phones. But young 
Indians also read newspapers and play cricket, finds a study. 


URE YOUNGSTERS SPEND A LOT 
Soi time surfing the net or on 
gaming consoles. But websites 
and mobile service providers 
aren't the only ones making 
money thanks to the lifestyle of 
young Indians. 

A survey by communication spe- 
cialist Dentsu India reveals that at 
least 85 per cent of young middle- 
class urban Indians, who are 25 
years old or younger, spent more 
time online in the past 12 months 
than on other media options. 

The study was conducted on 
1,734 youngsters across 68 cities. 
Of those polled, 62 per cent were 
men. Predictably, 80 per cent said 


TETY AT ! 
they owned mobiles, 75 per cent 
owned laptops or computers, 47 
per cent owned Mp3 players and 
47 per cent had digicams. 

What was a little more sur- 
prising, though, was that 25 per 
cent of them said they read news- 
papers between 6 am and 8 am 
and another 15 per cent did so 
between 8 am and 12 noon. 

The Internet took over only 
between noon and 5 pm, with 21 
per cent spending more than 2 to 
3 hours on it. Mobile phones 
dominated their lives between 
5 pm and 8 pm with 22 per cent 
using it. 





However, their attention span 
was the longest when they were 
online. A staggering 77 per cent 
said they were most attentive 
when online and 63 per cent spent 
their time googling for informa- 
tion. Over half the respondents 
admitted they checked their social 
networking profiles everyday, 
while another 28 per cent were 
content to check it every week. 
The rest visited their pages only 
occasionally. Facebook's world- 
wide surge, however, seems to 
have hit a roadblock in India with 
73 per cent of the youth prefer- 
ring Orkut, as compared to 
Facebook's 18 per cent. 


= While the youth spend most of their spare time 
surfing the net, over 65 per cent spend a few hours 
each day reading newspapers and magazines 





i Very attentive lSomewhat attentive 


Not attentive at all 


Gaming is equally popular 
with 45 per cent respondents play- 
ing online games everyday and 
30 per cent doing so weekly. Both 
sports and car racing games have 
an equal number of admirers (31 
per cent) and 21 per cent prefer to 
play strategy games. 

The good news comes at the 
end: youngsters still step out to 
play real games or at least watch 
it. Nearly 70 per cent of the 
respondents said they played 
cricket, while 74 per cent said 
they enjoyed watching the game 
as well. 

SHAMNI PANDE 





loyalty to understand how to 
use it to maximise profits for 
your IPL team? Apparently, 
there is. A study by Dentsu 
Sports, a division of Dentsu, 
says there are four factors that 
help people decide team loy- 
alties: Human factor (HF), 
Perceived Energy (PE), 
Performance and Engagement. 

HF (supporting a team be- 
cause it is owned or led by a 
celebrity) and PE (the team 
that generates most hype) are 
both short-term factors. 
Performance and Engagement, 
on the other hand, build long- 
term loyalty and ensure TRPs. 

The study, conducted 
among 2,099 online users, 
had Rajasthan Royals on top in 
Performance but low on HF 
and Engagement. Knight 
Riders scored the highest in 
HF and Engagement. 

"To sustain 'fandom' teams 
need to focus on Performance 
and Engagement," the study 
notes. 

The message is clear: it's 
not about the stars. Fans will 
remain loyal and pay to watch 
only a team that wins. 


Factor Highest Recall 


b Presence of Mumbai 
International Stars 

> Owner Branding Kolkata 

> MadeittoSemiFinal/ Jaipur 
Final/ Won 

> Captain recall ofeach Chennai 
team 


> TRPs Kolkata 
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THE BIG PICTURE 


Overall, the advertising 
expenditure is expected to grow 
by around 4.7 per cent in 2009 


> toreach Rs 23,755 crore. 


Who gets how much: 
In percentage... 
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The Indian Media 
Future lense 


There is very little good news for the media in 
2009 as companies drastically reduce their 
advertising budgets. Despite the government and 
political parties increasing their ad spend for the 
General Elections, overall revenues will slow 
down in 2009, with newspapers and magazines 
the worst hit. A study by GroupM titled This Year, 
Next Year: India Media Forecasts maps the 
road ahead. DHIMAN CHATTOPADHYAY 





NEWSPAPERS 
-2% 


2008 2009 





Newspapers took a beating in the latter half of 2008. 
The display advertising component of the newspaper 
market for 2008 was Rs 10,033 crore—a growth of 
8 per cent over 2007 (Rs 9,290 crore). 


Growth over 

Revenue from top 10 sectors in 2008 in Rs crore 2007 
Educational Institutions 186 126 
Social Advertisements 719 -379 
Publications/Books 571 3 
Properties/Real Estate 294 5 
Independent Retailers 949 17 
Cars/Jeeps 435 4 
Events 411 23 
Corporate/Brand Image — 333 -11 
Travel & Tourism 245 21 
Financial Results 244 15 


The Future: With advertising money waning, publishers, 
already under severe stress to maintain volumes, will 
continue doling out discounts to maintain brand count. 






MAGAZINES 20 new titles in 2008 spanning 






MAU. additional advertising, enough to 
2008 2005 sustain the medium's 4 " cul 
share of the ad market. 
, Growth over 
» Revenue from top 10 sectors in 2008 in Rs crore 2007 
E 
E a 
uU 
d» 
a 
d 
(89 
93 
A 
21 E 


Watches 

The Future: New automobile launches and the entry lifestyle 
and luxury brands will probably save the day for some. Overall, 
however, most signs indicate a drop in revenues. 


TELEVISION The successes of the IPL and 
18% channels such as Colors, helped 
T ; IE the industry in 2008. IPL 2009 will, 
98 2009 in all probability, bail out television. 
Growth over 
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The Future: The key drivers for the 7 per cent anticipated 
growth will be FMCG, telecom and education sectors. 


OUTDOOR _ The Out-of-Home (00H) market 
CYA grew by only 4 per cent in 2008 
and closed at Rs 1,448 crore. 







Mobile Phone Handsets tem, 


2 

Real Estate ——— 

Automobile —— SS 

DTH Service Providers —! a 
FMCG porem 


The Future: AdEx on 00H 
media may grow by 4 per cent 
in 2009. Telecom service 
providers will remain the 
biggest contributors. 








Percentage of contribution to OOH revenues 


7 different niche segments attracted 








TO BE PRECISE 






“In any competitive environ- 
ment, there will be some who 
excel and some who do not. 
There will always be winners 
and losers. It is not a 
reflection of how they 
(employees who have been asked to leave 
on the basis of their performance) will do 
in another company or in future” 


S. Gopalakrishnan, MD c CEO, Infosys 
Technologies, in Business Standard 


“If the price and time proportions 
between the waves in the 2003-08 
rally continue, the Sensex should 
hit 100,000 in about 15 years” 


Mark Galasiewski, Editor, US-based global equity 
research group Elliott Wave International's Asia-Pacific 
Financial Forecast, to Agencies 


“Stress is a good thing. The Indian market 
is exciting, demanding and challenging. 
(But) right now, the idea is to remain 
cautiously optimistic” 

Michael Boneham, President © MD, Ford India, 


in The Economic Times 


"Satyam is a very valu- 
able company and the 
fact that Tech Mahindra 
is taking over is positive 
news. You are seeing 
Satyam, in some sense, being reborn 
with a new investor, a new owner" 


Kiran Karnik, Chairman, Satyam Computer Services 
board, in Business Standard 





"Aneesh Chopra is one of technology's 
leading lights. He believes to his core that 
innovation and technology are the backbone 
of our economy" 


Craig Barrett, Chairman, Intel, on Indian-American 
Aneesb Chopra, President Barack Obama's pick for US' 
Chief Technology Officer, in BusinessWeek online 
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Goodwill Risk for Indian Companies 


S VARIOUS COMPANY BOARDS MEET TO FINISH THEIR AUDITED ACCOUNTS, 
Pone: items are definitely going to be on their agenda apart from the 
financial results: foreign exchange losses, derivatives losses and im- 
pairment of assets (or goodwill). The last mentioned is something that 
firms are wary of discussing in public. So, what exactly is goodwill? 

Goodwill normally arises when a company pays a premium over the as- 

set value of the business acquired. This happens in 


GOODWILL VALUE — bull markets where a firm is compelled to pay a 
e higher price due to multiple bidders. A goodwill loss 
xA. is the fall in the value of the purchased assets, which 
Cx 


is accounted for by the fall in the premium value. 
Market valuations have dropped as economies 
around the world have plunged into crises in the last 
one year, making it necessary for companies to test 
their assets for impairment, especially goodwill,” says 
Shrenik Baid, Executive Director (Global Capital 
Markets Group), PricewaterhouseCoopers. 

Sanjay Aggarwal, Executive Director, KPMG, 
believes companies should declare impairment of 
assets, though he wonders how many would actu- 
ally do so. Accounting rules require that these im- 
pairments be charged to the profit and loss account 
of the company. 

Globally, many companies have made provi- 
sions for impairment of assets, especially with the fall 
in global valuations. For instance, Novellis, a sub- 
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se edo PAR "- sidiary of Hindalco Industries, made a provision of 
Source: CMIEProwess — $1.5 billion for goodwill impairment which led to 


the firm's reported net loss of $1.8 billion in the 
December 2008 quarter. 

Experts feel most Indian firms will go for innovative accounting to cover 
such loss of goodwill. “Companies may resort to creative accounting strategies, 
since they fear that an admission could impact stock prices and credit ratings,” 
says Ajay Parmar, Head of Research, Emkay Global Finance Services. 

VIRENDRA KUMAR VERMA 


Noted 


APPOINTED: Naina Lal 
Kidwai, who was until now 
the CEO of HSBC in India, as 
the country head and chair- 
person of all HSBC Group companies in 
India. Stuart Davis, who was till now 
CEO of HSBC Bank Australia Ltd., is 
the new CEO of HSBC Bank in India. 





ORDERED: The beleaguered retail chain 
Subhiksha to submit all its accounts 
for the last three years by the Madras 
High Court on a petition by Kotak 
Mahindra Bank to seize and sell off 
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Subhiksha’s assets and pay back its 
dues. Kotak Mahindra Bank is believed 
to have an exposure of Rs 40 crore, and 
is one of the 13 financial institutions 
which have exposure to the 12-year-old 
retail chain. 


LISTED: Two Indian outsourcing 
firms—Cognizant Technology and EXL 
Service—are among 10 software and 
services firms that have appeared in 
the Businessweek's list of the world's 
100 "Hot Growth" companies with 
significant growth potential. 








GEMS NOT 
DESIRED 





The growth in the sector 
was primarily driven by gold 
which registered a jump of 
23.64 per cent. 

MANU KAUSHIK 


EARNINGS FROM EXPORTS 
M Polished Diamonds _ 


13,020 






2008-09 

Coloured Gemstone 

2007-08 $ 276.11 3.68 % 
265.95 v 

Gold 

2007-08 5,545.65 23 64% 

2008-09 6,856.87 — 4. 

Figures in $ million 


introducing Geojit BNP Paribas. With over 

22 years of experience in the capital market 

and enjoying the trust of over 450,000 clients across 
500 branches, Geojit has built a reputation for 
transparent processes and commissions. 

Now fortified with the international expertise of 
BNP Paribas. Present in 85 countries with an annual 
net profit of 3 billion Euros (around Rs. 19,500 crores), 
BNP Paribas was voted as the Bank of the Year 

in 2008 by the Banker magazine. Geojit BNP Paribas. 
it is the right choice for all your needs. 


"EM GEOJIT 
EE BNP PARIBAS 


| Savings & Investment Advice www.geojitbnpparibas.com 


Call Toll Free: 1800 425 5501 


Geojit BNP Paribas Financial Services | imited Reg Office- 5th Floor, Finance Towers, Kaloor, Kochi-682017, Kerala 
SEBI Regn Nos: NSE: INB/INF/INE 230806739 NSDL IN-DP-NSDL-24-97 Portfolio Manager INPOO000316 
For any grievances write at. grievances@geojit.com 
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BT-ERNST & YOUNG 


DEAL WATCH 


Biggest deals in the past 30 days* 
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Bombay Rayon Fashions 
Neo Sports Broadcasting 
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 Bongaigaon Refinery & 
‘Petrochemicals 


 Avantha Power & Infrastructure 


Videocon Industries 
Pfizer 
SBQ Steels 





Lavasa Corp 
GK Industrial Park - 


Nous Infosystems 
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Deal of the Month” 

In a deal valued at Rs 333 crore, AAA United BV, promoted by European 
fashion retailer Bestseller, has acquired a 20.67 per cent stake in Bombay Rayon 
Fashions, a fast-growing fashion garments exporting company. The company has 
raised this money through preferential allotment of equity shares. This will be 
followed by a mandatory open offer for a 20 per cent stake valued at Rs 256 crore. 
Together, the deals will fetch Bombay Rayon Fashions Rs 589 crore. 


Impact Analysis 

Bombay Rayon Fashions plans to use this money to fund its working capital requirements. It 
may use the proceeds to finance or acquire new projects and businesses. In future also, 
the deal is expected to result in increased volumes for Bombay Rayon as the company is look- 
ing at selling approximately 50 per cent of its additional capacity to Bestseller. The company 
has plans to increase capacity at its Maharashtra facility that will add garment capacity of 30 


million pieces and processed fabric capacity of 180 million metres. 
* (For detailed analysis of the biggest deal—Satyam-Tech Mahindra—see Cover Story) 


ACQUIRER INDUSTRY TYPE Ce. E 
P Tech Mahindra Technology Investment 1,756.0 310 
— Novartis AG Pharmaceuticals Acquisition 437.5 39.0 
Unnamed Buyer Telecommunications Investment 423.1 1.0 
AM United BV Manufacturing Investment 333.0 20.7 
Oman Investment Fund 
and 3i Sports Media Media and Entertainment Private Equity 258.0 NA 
Indian Oil Corporation Oil & Gas Acquisition 231.8 25.5 
Crompton Greaves Infrastructure Investment 227.0 41.0 
Bennett Coleman & Co. Consumer Products & Retail Private Equity 200.0 47 
Pfizer Inc. Pharmaceuticals Acquisition 136.7 33.8 
ADG Fund Mining and Metals Private Equity — 136.0 N.A 
Transtech Services Partners Mining & Metals Acquisition 118.4 51.6 
Bennett Coleman & Co. Real Estate, Hospitality 
and Construction Private Equity 81.3 N.A 
IL&FS Investment Managers Infrastructure Private Equity 75.0 N.A 
BASF SE Pharmaceuticals Acquisition 63.0 20.0 
Private Investor Mining & Metals Investment 62.3 23.5 
Indian Private Equity Fund infrastructure Private Equity 53.7 41.0 
Management Group Technology Investment 34.8 25.0 
Kaashyap Technologies Technology Investment 30.2 49.0 


Logistics Solutions Inc 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 


undertake any responsibility in regard to any such decision 
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Includes only M&A, private equity and brand sale transactions 


*As on April 20, '09 Not a complete list 
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LALIT RANA 


AIN GODS HAVE ALWAYS 

influenced the destiny of 

the Indian economy—of 

late more in sentiment 
than in substance. As the share of 
agriculture in the GDP shrank, so 
did the direct impact of monsoon 
on the economy. But 2009 is going 
to be different. With large sections 
of industry in severe downturn and 
services reeling under the impact 
of dampening urban demand, agri- 
culture is yet again the lone shining 
light on the economic horizon. And 
the spread, timing and amount of 
rainfall during the south-west mon- 


soon from June to September have 
> geom SU "HR RR T ESL ois 


critically determined tie d fate of 
agriculture production and rural 
income and demand. 

The government and economists 
are banking on agricultural growth 
to rescue the slowing economy. 
Says Sachchidanand Shukla, 
Economist, Enam: “To achieve the 
RBI'S GDP growth estimates of 6 per 
cent in 2009-10, it's imperative that 
agriculture grows at least 3 per cent 
this year. For that, it's critical that 
the monsoon is good this year." 

Indeed, a good monsoon is 
critical for kharif crops—sugarcane, 
rice, corn, soybean and cotton that 


are sown during June-September. 
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India has turned into a major im- 
porter of sugar this year, which has 
increased prices globally. Increased 
sugarcane output can help reduce 
sugar imports. Besides, a good 
monsoon also helps in increasing 
the output of winter-sown (rabi) 
crops like wheat by raising the 
soil moisture. 

Since the monsoon-dependent 
crops account for nearly half of 
India’s agricultural production, 
their output impacts the income 
of about two-thirds of the country’s 
population that lives off agricul- 
ture, directly or indirectly. This, 
in turn, has a bearing on the over- 
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meltdown, it's important for the 
farm sector to deliver." 

For major segments of the Indian 
industry dependent on rural 
demand, the monsoon is an 
important factor in planning pro- 
duction. A fall in rural income, fol- 
lowing a bad monsoon, can sub- 
stantially alter their fortunes. This 
can affect sentiment in equity mar- 
kets, particularly of companies that 
sell products in rural areas, including 
consumer goods, automobiles and 
farm inputs such as fertilisers, hybrid 
seeds and pesticides. Says Shukla: 
"Both the consumer durables and 
non-durables industries will be bank- 
ing on the rural market this vear. 
Therefore, the impact of the mon- 
soon could be pronounced on the 
stock market." 

The government, too, is banking 
on a good monsoon this time as it 
would not want its doddering 
finances to weaken any further. 
For, falling income from bad crops 


. could strain available government | 
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The food 4 subsidy bill soared to 
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ip the food subsidy bi 


Rs 50,000 crore last year from 
Rs 19,000 crore earlier. Says 
Pradeep Kashyap, CEO, Marketing 
and Research Team, a rural con- 


“At a time when other engines of the economy 
are feeling the heat, it’s important for the farm 


AJIT RANADE, Chief Economist, A.V. Birla Group 


sector to deliver” 


sulting organisation: “There is al- 
ready a large subsidy element and a 
poor monsoon will only make the 
situation worse.’ 

The monsoon will also have a 
bearing on inflation in the food 
basket. Inflation, based on con- 
sumer price indices, is still in double 
digits due to firm food prices and 
the higher weightage of food 
articles in the measurement of con- 
sumer price inflation. Says Shukla: 
“This is an outcome of rural in- 
comes going up due to government 
initiatives like National Rural 
Employment Guarantee Scheme 
and the farm loan waiver. Also, it’s 
a result of the government steadily 
raising the minimum support price 


j et f 


EJ 


ar 3 


flaw 
e Tf T 













the rain gods, the f : orecast | by 


"ay d 


Indian Meteotol ait De partn nent. 
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of a near-normal monsoon this year 
has raised hopes of a bumper crop 
and spread cheer all around. But 
the prediction of a 96 per cent rain 
fall for 2009 makes it the worst in 
the last five years, when the mon 
soon exceeded 98 per cent. 

Again, a forecast of a good mon 
soon alone doesn’t guarantee 
bumper crop, for it doesn’t tell any 
thing about the spread, timing and 
amount of rainfall. Besides, good 
rainfall often also brings floods 
Also, in the past, record food grain 
outputs have been achieved when 
the forecasts have predicted poor 
rainfall. Thus, when and where it 
rains will be much more important 


than how much. 
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Pantaloon’s Gambit 


The restructuring of Pantaloon Retail is being seen as a well-planned move 
to get FDI to fund expansion of its retail business. VIRENDRA VERMA 


» INSURANCE 

» FINANCIAL SERVICES 
> LOGISTICS 

> MEDIA 

> LEARNING 


LD WINE IN A NEW 

bottle—that's the view 

prevailing in the market 
about the restructuring plan 
announced by Pantaloon Retail 
(India) Ltd (PRIL) in mid-April. 
The predominant thinking is that 
the main motive behind the 
ostensible realignment of PRIL’s 
retail and fashion businesses is to 
raise funds, including via foreign 
direct investment (FDI), for the 
group’s retail business, which is 
creaking under its debt burden in 
the current environment. 

According to the plan, PRIL will 
be renamed as Future Markets 
and Consumer Group as the new 
holding company for businesses 
such as financial services, insur- 
ance, logistics, knowledge serv- 
ices and media. It will also have a 
100 per cent subsidiary, Future 
Fashion Merchandising Ltd (FFML), 
which will make and distribute 
fashion products. FFML will have a 
100 per cent subsidiary, Future 
Consumer Enterprises (FCE), which 
will include the retail businesses 
(see chart). 

According to analysts, the 
group's gameplan is to attract FDI 
up to 49 per cent in FFML, the 
holding company for FCE, and use 
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RITESH SHARMA 


FUTURE MARKETS AND 
CONSUMER GROUP 





FASHION < 






FUTURE FASHION MERCHANDISING 





FUTURE CONSUMER ENTERPRISES 
© CENTRAL 


the funds for retail expansion. 
New rules on FDI under Press 
Notes 2, 3 and 4 issued in 
February allow FDI up to 49 per 
cent in investment companies as 
long as they are owned and con- 
trolled by Indians. According to an 
official with a top consultancy 
firm, there is no ambiguity in Press 
Notes 2 and 4 with regard to FDI 
for entities like FFML. 


"The objective is to allow 
investors to participate in 
three separate businesses" 
KISHORE BIYANI / MD & CEO / Pantaloon Retail 








Others 


Kishore Biyani, Managing 
Director and CEO of PRIL, is 
tightlipped over the FDI issue, but 
insists that attracting funds is only 
a secondary motive. “The main 
objective is to allow investors to 
participate in three separate busi- 
nesses: retail, fashion and financial 
services." He says the group 
intends to raise Rs 1,200-1,500 
crore to fund expansion of its busi- 
nesses and repay some debt. This 
will include Rs 300 crore that he 
and his family plan to invest in 
Future Markets and Consumer 
Group—this will raise the pro- 
moter holding to 51 per cent from 
46 per cent at present; Rs 400- 
500 crore to be raised in logis- 
tics and knowledge business and 
the remaining Rs 700-800 crore in 
FFML from private equity investors. 

DSP Merrill Lynch (India) 
believes the restructuring and 
equity infusion will be positive 
for Pantaloon, but most analysts 
are not as optimistic, for they feel 
the exercise doesn't address the 
problem of high debt, which stood 
at Rs 2,767 crore as of June 2008. 
Liquidity infusion may just 
improve the debt-equity ratio. 
Well, that may give Pantaloon an- 
other opening on the chessboard. 
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“It Is a Good T 


OME 16 MONTHS AGO, ANTHONY 
Bolton, the 55-year-old MD 
(Investments) of Fidelity Inter- 
national, passed on the baton to a 
younger breed of fund managers at 
Fidelity Special Situations Fund, a 
value-focussed, often contrarian equ- 
ity portfolio, in the UK. In the 28 
years during which he managed this 


fund, Bolton's contrarian style of 


investing belped investors earn an 
annualised return of 19.5 per cent 
(the larger stock indices returned 
13.5 per cent over that period), mak- 
ing him one of the most successful 
investors in the UK. Bolton bas writ- 
ten several books, the latest one being 
Investing Against the Tide, a guide for 
novices and young fund managers. 
His first visit to India was four years 
ago when one of his portfolio com- 
panies, the Edinburgh-based Cairn 
Energy, discovered oil in Rajasthan. 
Last fortnight, Bolton, who bas been 
regularly visiting China for the past 
six years, was in India for the second 
time. BT's Rachna M. Koppikar 
caught up with bim for his views 
on global equities and to learn more 
about bis style of investing. Excerpts: 


You have stuck your neck out to say 
that the current spurt in stock prices 
isn't a bear market rally... 

One of the factors I look at is how 
far a bull market has risen or how 
low the markets have fallen during 
the bear phase and the duration of 
the rise and the fall. us markets 
have fallen 57 per cent till March, 
which makes it the second worst 
fall in the history of that market. 
The worst fall was in early-1930. 
Some people say we are in a dep- 
ression, which will be worst than 
that of the 1930s, but I will be sur- 
prised if that happens. The fact that 
it's been a worst ever 10-year period 
(till March) for us stocks makes me 
feel that it's a IM od time to invest. 


t 





"Today, there are so many investors with a short 
investment horizon that it gives an opportunity to 
those with a long-term horizon" 


“You can't let successful stock-picking go to 
your head, and you can't believe that everything 
you touch will become gold" 


ime to Invest" 
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Do you think markets have provided 
enough contrarian opportunities? 

If I look back, one of the indicators 
| use to decide whether it’s the bot- 
tom or the top is to see if I could 
find a lot of interesting value inv- 
estments. If I don't, it makes me 
more cautious. Over the last 3-4 
months, there have been a lot of 
Opportunities across sectors, par- 
ticularly the ones that have been 
beaten down. The defensive sec- 
tors have held up well, but I don't 
think it's the best place to be in. 


Do you think contrarian strategies play 
out best in certain kind of markets? 
It's difficult to say. Contrarian is 
the opposite of momentum invest- 
ing where you jump off the trend. 
Contrarians tend to do worse in a 
momentum market or in the last 
phase of the bull market. 


You have said that the emergence of 
hedge funds and quant funds (which 
select stocks based on quantitative 
analysis) has led to a lot of mis-pricing. 
Will this continue? 

Once a hedge fund manager told 
me that his average holding period 
is five. Five months, I asked. Five 
days, he replied. My main argu- 
ment is there are so many investors 
with a short investment horizon, it 
gives an opportunity to those with a 
long-term horizon. 


How do you differentiate between a 
good and bad company when even the 
third parties dealing with the company 
are given to believe that they are work- 
ing with a good management? Satyam 
Computer Services has been one such 
recent example in India. 

It's not possible to spot every bad 
firm. In most firms I have come 
across, there are people who know 
what's wrong, but they don't have 
any incentive to tell other people. 


How has Warren Buffett influenced 
your investing style? 
He is on the top of my list of the 


THE GURU'S GURUS 


"Lynch is a great believer in 
meeting company manage- 
ments... company contact is 
the most important part of 
fund management." 


PETER LYNCH/ Wall Street stock investor 


investors who have influenced me 
the most. He writes brilliantly and is 
a great investor at the same time. 
Secondly, he has observations on 
so many subjects, which are all valid. 
Also, he very much believes in the 
company franchise. It's a combina- 
tion of management and company 
franchise, but if you put the best 
management into a poor franchise, 
it's still a poor franchise. 


How has Peter Lynch influenced 
your style? 
He is a great believer in going out 
and meeting company managements 
and his belief is that company con- 
tact is the most important part of 
fund management. Also, he wouldn't 
be pigeon-holed into just growth 
or value ideas. He liked an approach 
where you could buy any of those. 
Initially, when I was running 
funds, size wasn't an issue but when 
the funds became successful, the 
challenge was to run large-sized 
funds. We used to seek Peter 





"Buffett very much believes in 
the company franchise... if 
you put the best management 
into a poor franchise, it is still 
a poor franchise." 
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WARREN BUFFETT / Chairman / Berkshire Hathaway 
GER wav. 


Lynch's advice on the issue. One 
thing he told us was that the inv- 
estment manager always splits his 
time—one part of it is for looking at 
the existing portfolio and the other 
part for finding new ideas. As the 
fund size grows, the tendency is to 
spend more time on the existing 
portfolio. After a suggestion from 
Peter, | started using internal ana- 
lysts to look at the existing portfo- 
lio and spent more time on finding 
new ideas. 


How does an investment manager keep 
himself grounded when the markets 
turn volatile? 

It’s one of the biggest challenges. If 
you lose confidence, it becomes diff- 
icult. | believe temperament is an 
important characteristic of a fund 
manager. You can’t let successful 
stock-picking go to your head, and 
you can’t believe that everything 
you touch will become gold. Cony 
ersely when you are having a bad 
patch, you shouldn’t lose confidence. 
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"| don't need a COO as they can't match up to my expectations. Besides, one 


of my children will become the C00” 
JYOTSNA SURI, Chairperson and MD (second from left), with Deeksha, Keshav, Shradha and Divya 


Family First 








Aggressive posturing by Bharat Hotels and its top honcho is seeing it go places- 
both in India and overseas. TEJEESH N.S. BEHL 


OR SOMEONE WHO PREFERRED 

staying in the shadows during 

her husband Lalit Suri's stew- 
ardship of Bharat Hotels, Jyotsna 
Suri, Chairperson and Managing 
Director of the 3,600-room strong 
hospitality chain, is charting a 
whole new course for the group. 
The broad parameters? That she’s 
in command and one among her 
children will be taking over the 
operational reins of the hotel group, 
pretty soon. Not that either of it 
was much in doubt after the sudden 
exit of former COO Farhat Jamal, 
who quit earlier this year after just 
over a year at the helm of affairs. 


“I don't need a coo as they 
can't match up to my expectations. 
Besides, one of my children— 
Keshav, Deeksha or Divya—will 
become the COO,” asserts Suri. 
Currently, Keshav, 24, is GM- 
Corporate, looking after brand 
management and marketing, 
Deeksha, 30, also GM-Corporate, 
takes care of HR while Divya, 35, is 
the group’s Legal Advisor. Shradha, 
31, Suri’s fourth child, looks after 
the family’s non-hotel business 
Subros, which manufactures auto- 
motive air conditioning systems 
and Step By Step schools. 

As for the reason Jamal left 


after a short stint, she alludes to 
the difference between an owner- 
driven organisation and a profes- 
sionally- run unit—Jamal had spent 
almost 30 years with the Taj Group 
of Hotels before he was roped in by 
Suri, who makes no bones about 
her aggression. 

Her fierceness to get what she 
wants is probably what's propelling 
the chain to aggressively peg its 
new brand—The LaLiT—across 
cities in India and abroad, involving 
an investment of Rs 1,200 crore. 
"Yes, there was an element of sen- 
timentalism in renaming our 
hotels after the founder but it also 


VINHYVHS VHONILII 





b 


* 
w 


“98% uptime on service 
gives me peace of mind.” 


Samir Barve 
Vice-President, HDFC ERGO 
General Insurance Co. Ltd. 
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IN EXPANSION MODE 


Upcoming properties of Bharat Hotels. 


The Lalit Resort and Spa, Bekal, Kerala—40 cottages, opening 2009 
The Lalit Jaipur—244 rooms, opening end 2009 


The Lalit Noida—250 rooms, opening end 2009 

The Lalit Chandigarh—200 rooms, opening 2010 

The Lalit Anmedabad—250 rooms, opening 2010 

The Lalit Great Eastern Kolkata—244 rooms, opening 2010 
The Lalit Amritsar—175 rooms, opening 2010 

The Lalit Dehradun—75 rooms, opening early 2011 


The Lalit Grand Fort, Dubai—244 rooms, opening end 2010 
The Lalit Resort and Spa, Koh Samui, Thailand—50 cottages, opening 2010 


made business sense as Lalit Suri 
was the public face of the chain,” 
she admits. Of course, the latest 
brand name change comes after 
the hotel experimented with 
Holiday Inn, then Holiday Inn 
Crowne Plaza, then Hilton, then 
Intercontinental, and then The 
Grand, though she strongly denies 
that the chain was experimenting 
with its branding. 

“Our first branding was with 
Holiday Inn, which later on became 
Holiday Inn Crowne Plaza. How- 
ever, we felt that while the Crowne 
Plaza signified the upscale nature 
of the hotel, the attachment of 
the Holiday Inn brand was detri- 
mental to our image. Hilton, of 
course, was clearly a mistake from 
both ends and since we still needed 
the support of an international 
hotel brand, we tied up with Inter- 
continental,” defends Suri. The tie- 
up with Intercontinental also ran 
into problems as they wanted 
management control of their 
key properties, says Suri. “Their 
whole attitude was quite patron- 
ising,” she discloses. Currently, the 
group sports the Intercontinental 
tag on its Mumbai and Goa prop- 
erties, the contract for which ex- 
pires in three years and doesn’t 
seem likely to be renewed. 

Tourists can expect to see the 
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new brand in Bekal in Kerala and 
Jaipur before the end of the year 
while Kolkata’s refurbished Great 
Eastern and the unit in Chandigarh 
will be opening next year. Overseas, 
the group is proceeding with its 
venture with the Nakheel Group 
for the Grand Fort Dubai, despite 
the slump in the city’s real estate 
and economic fortunes while 
simultaneously giving a facelift to 
the Resort and Spa Koh Samui 
in Thailand. 

Money, quite obviously, is flow- 
ing in unhindered for Suri to in- 
dulge in her expansive ambitions, 
despite cancelling an initial public 
offering (IPO) following Suri’s de- 





explanation for the cancellation of 
the PO. The chain went in for a 
private placement, raising Rs 164 
crore from Dubai Ventures. Of 
course, unsaid in all this is the fact 
that after her hus- 
band’s demise, the 
organisation’s 
longevity appeared in 
doubt as there was no 
clear leadership in 
place. “I want to get 
at least three more 
hotels operational be- 
fore I plan for an IPO, 
which could be in 2011," says Suri. 
That, of course, would be a fair 
timeline to get a good premium 
on her shares, given that the current 
slowdown has made investors lose 
any appetite for IPOs. Additionally, 
the hotel sector has taken a beating, 
not least due to the 26/11 attacks in 
Mumbai. Expectedly, the hotel's 
average room revenue (ARR) in 
2008-09 will also take a knock like 
those of its competitors. Future 
plans include starting a chain of 
budget hotels, with the first three 
expected to roll out by end 2010. 
Suri denies any slowdown in 
her expansion plans or relook at 
any of the upcoming properties. 
She does, however, admit to a bit of 
arm-twisting in the current sce- 
nario to cut down her costs, espe- 


Suri denies any slowdown in her expansion plans or relook at 
any of the upcoming properties. She, however, admits to a bit 
of arm-twisting in the current scenario, to cut down her costs. 
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mise in 2006. "I was not getting a 
fair value for our shares—instead of 
the Rs 400 per share (Book Value), 
we were told not to expect any- 
thing more than Rs 300-325 per 
share. Besides, at the time of fil- 
ing our draft red herring prospectus 
(DRHP), we didn't have any hotels 
coming up and our expansion was 
more underground than anything 
tangible," she says by way of 


cially for the group's upcoming 
properties. “I’m opening up every 
contract with each builder and ar- 
chitect and renegotiating on the 
rates to get better deals for the 
group. Or if not rates, then a rene- 
gotiation on the timelines for the 
completion of the projects," avers 
Suri. That should ensure that if she 
can't get a better deal, she at least 
gets a faster one. 
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P.N. JHA (55), 
CONSULTANT, ORIFLAME, KOLKATA 


hen | quit my job as Deputy General 
Manager at a PSU to become a direct 
seller, my colleagues thought | had gone mad. | drew 
a salary of about Rs 55,000 then. Today, between me 
and seen wife Kamini, we bring home nearly Rs 3 lakh 
month. Recently, Oriflame gave us a Rs 12-lakh 
an reward. This job gives us the independence 
that none other would. Because we also train new 
entrants, we get to attend Oriflame s confer- 
ences abroad. This year, we have been to 
Mauritius and South Africa” 






Male Surge in 
Female Bastion 


Hit by pay cuts and job losses, more and more men 
are queuing up to join the direct selling industry. 
What's the big draw? DHIMAN CHATTOPADHYAY 


UT FOR A QUICK DECISION THAT 
Be took in November 2008, 
36-year-old Subhas Gohain 
would be in the same boat as many 
of his former colleagues, who were 
rendered jobless when the BPO they 
worked for shut its Guwahati office 
a month later. “I quit after a pay cut 
in November and decided to try 
my luck at direct selling,” says 
Gohain, who joined his wife Shagun 
as a consultant for Oriflame—selling 
shampoos, deodorants and creams. 
Today, Gohain trains new 
agents at Oriflame and his family’s 
income has jumped 40 per cent to 
over Rs 1.2 lakh a month. The extra 
money is welcome but, more im- 
portantly, as he says: “I don’t have 
to worry about a bad boss, a down- 
turn or office hours. | work on my 
own time and terms now.” 
Welcome to the world of direct 
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selling (DS), for which the economic 
slowdown is proving to be a boon. 
Along with a robust growth rate of 
about 30 per cent, the industry is 
also witnessing a new trend—more 
men than ever are signing up to 
sell personalcare, healthcare and 
household products in an industry 
where women make up 68 per cent 
of the workforce. 

“We have seen a 40 per cent 
growth in new distributors over the 


past couple of quarters and sur- 
prisingly, about 60 per cent of them 
are men—many have joined their 
spouses in their business, while oth- 
ers are keen to become entrepre- 
neurs. It has changed our distributor 
profile significantly. At present, 
about 65 per cent of our distributors 
are couples and a further 15 per 
cent are single men,” says William 
Pinckney, MD & CEO, Amway India, 
which has over 4,50,000 distributors 


spread across India. 

Agrees Ajay Rao, Director, Sales, 
Avon Beauty Products India, which 
has over 1 lakh consultants: “The 
fourth quarter of 2008-09 has seen 
a 65 per cent jump in new entrants 
compared to a year ago and a 44 
per cent increase quarter-on-quarter. 
A sizeable chunk of the new dis- 
tributors is men." 

So, why are so many men join- 
ing a profession where some firms 





EAM NS Current size of Biggest players: Over a million . Nearly 68 per cent 
The direct selling direct selling Amway, Oriflame, Indians associated consultants are 
industry is clocking a market in India Avon, Tupperware | with the top direct — women and 32 per 
30% growth. Rs 3,500 crore and Modicare selling brands cent are men 


Source: Indian Direct Selling Association s annual report 2008 
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(like Tupperware) do not even allow 
them in, while others are domi- 
nated by women? And how is it 
that the direct selling industry is 
growing at over 30 per cent at a 
time when most other sectors are 
seeing low to flat growth? 

The answer to the second 
question is perhaps simpler: Most of 
the world’s leading direct selling 
brands stock nutrition and wellness 
products, cosmetics, personalcare 
and homecare products that cater to 
household needs and are relatively 
recession-proof. “Everyone needs 
to shampoo their hair and use soap, 
perfumes, lunch boxes or cream. 
You can’t stop wearing lipstick in a 
downturn, can you?” says Asha 
Gupta, MD of Tupperware India. 


“Only those with grit and gump- 
tion succeed, or those who realise 
that being a part of the direct 
selling industry has the capacity 
to financially insulate them, before 
the next economic hiccup” 


WILLIAM S. PINCKNEY 
Managing Director, Amway India 


M 


But what has got the men 
interested? The general belief in 
the industry is that when the down- 
turn led to pay cuts and job losses, 
many men, seeing their wives or 
sisters in the direct selling busi- 
ness remain unaffected by the 
slowdown, came to view it as a 
lucrative business opportunity for 
themselves as well. 

"The number of men joining 
up has gone up since we started 
projecting our work as a business 
opportunity rather than as a sales 
and marketing job. Today, almost 
95 per cent of our male consult- 
ants have quit their jobs to take this 
up full-time. The downturn has def- 
initely helped our cause," says 
Fredrik Widell, Managing Director, 





NIRMAL VERMA (53), 
DISTRIBUTOR, AMWAY, DELHI 


my wife Veena, an MBA, quit as the 
HR Head of a leading healthcare firm t 
work from home as an Amway distributor in 20K 
| simply encouraged her. But after | attended a fe 
their meetings, | saw the business opportunity. | t 
tinue to hold my job as a Chief Engineer at CSIR, 
help my wife in what has now become a fan 
business. We work around three hours a day. Ot 
monthly income from direct selling is about to 

touch the six-figure mark. And the best 


part: the slowdown hasn't 
affected us at all" 


Oriflame India, which has more 
than 1 lakh consultants at present. 

Adds Rao: *With the down- 
turn claiming thousands of jobs, 
many people are looking at direct 
marketing as an alternative. The 
spurt in the numbers is being 
witnessed all across, particularly in 
the metros such as Mumbai, Delhi 
and Kolkata." 

The new trend is reflected in 
the growth of companies. For 
instance, Amway's business grew 
from Rs 838 crore in 2007 to 
Rs 1,128 crore in 2008. The di- 
rect selling industry itself grew 
from Rs 2,700 crore to around 
Rs 3,500 crore in the same period 
(the exact figures were not avail- 
able at the time of going to press). 

However, direct selling is not a 
piece of cake. Of course, many 
consultants/distributors have in- 
deed quadrupled their incomes in 
three to four years and earned sev- 
eral times more than what they 
did when they held a regular job. 
The attrition rate and the number 
of failures are fairly high in this 
industry. “A lot of people drop 
out after 3-6 months when they 
realise this job is not for them," 
says Widell. 

Adds Pinckney: “Only those 
with grit and gumption succeed, 
or those who realise that being a 
part of the direct selling industry 
has the capacity to financially 
insulate them, before the next 
economic hiccup.” 
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Developing Leaders 
in a Downturn 


Turning current business challenges into leadership development 
opportunities will ensure faster bottom-line impact, and accelerate 
the development of future leaders, say Faridun Dotiwala and 
Gautam Kumra of McKinsey. 





“Never let a serious crisis go to 
waste" 
Rabm Emanuel, 
White House Chief of Staff 


HE CURRENT ECONOMIC 
crisis offers companies a 
unique chance—to deve- 
lop tomorrow's leaders. 
Companies that view a cri- 
sis through this lens stand to ben- 
efit, both through improved per- 
formance and better future leaders. 

McKinsey & Company rese- 
arch suggests that market leader- 
ship is affected significantly during 
downturns. An analysis of down- 
turns from 1998-2002 reveals that 
only 60 per cent of companies in 
the top quartile prior to the down- 
turn retained their leadership 
position post a downturn. 
Therefore, companies need to 
maintain their competitive edge 
and effectively respond to the 
changed environment. This may 
often involve moving out of tra- 
ditional comfort zones to approach 
leadership development in a fun- 
damentally different way. 

A highly visible leadership that 
uses this opportunity to reassess 
top team strength, capture talent 
through selective recruitment by 





RAMEN SARKAR 
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identifying them from within, and 
embed leadership development in 
key business priorities, can help 
companies tide over the current 
crisis and emerge stronger with a 
stable source of future leaders. 


BE VISIBLE AND 
COMMUNICATE CLEARLY 


Communicating a clear and 
consistent message that mobilises 
employees is most effective when 
backed up by a set of highly visible 
and often symbolic actions. Recent 
McKinsey research reveals that the 
more visible the actions of top lead- 
ers, the greater the impact during 
crises. For example, by recently dis- 
mantling his executive suite, one 
CEO not only reduced costs but sig- 
nalled collaboration and empathy 
with colleagues. 


REDIRECT AND STRENGTHEN 
THE TOP TEAM 

Leadership is context-specific. In 
other words, leadership require- 
ments in times of downturn are dif- 
ferent from those in times of high 
growth. Thus, a changed environ- 
ment calls for an honest assessment 
of the top team. Is the team of the 
right size and composition? Does it 
have the necessary skills for this 
new environment? These questions 
could often lead to a drastic 
reassessment and realignment of 
the top management. Once com- 
plete, collaborate with the team on 
key decisions that need to be made, 
such as changes to company direc- 
tion, modifications to team inter- 
actions, alignment across initiatives 
and ascribing ownership further 


down the line and cutting through 
silos where performance demands it. 


SELECTIVELY HIRE AND 
CAPTURE DISPLACED TALENT 
Studies have shown that while over- 
all recruitment typically declines, 


the quality of workers employed 
during recessions rises. So, while 
companies are trying to reduce 
personnel costs, the current 
environment also provides a unique 
opportunity to hire displaced talent. 
Non-financial firms, for example, 
are taking advantage of the severe 
downsizing at financial corpora- 
tions, to hire jobless, highly-skilled 
professionals. To maximise this op- 
portunity, companies need to iden- 
tify the specialised talent needed 
to expand offerings; search cre- 
atively beyond the usual sources to 
draw people from competitors and 
other geographies and fill positions 
faster than before. For example, as 
many banks trim their headcount, a 
smaller Us-based investment bank 
has been expanding selectively. 
"We're seeing opportunities to 
either upgrade or to go into busi- 
nesses that we believe we have a 
competence in, but where we 
didn't have the people before to 
get the job done,” said one CEO. 


IDENTIFY “HIDDEN GEMS" 
FROM WITHIN 


A changing environment implies 
new challenges and the need for 
new approaches. Looking to the 
“usual suspects” to fill leadership 
roles may not work. But this does 
not necessarily imply companies 
are without the necessary talent— 
this is an opportunity to discover 
new talent from within. Companies 
that invited nominations for 
various leadership positions often 
found this effective in identifying 
potential leaders, often beyond the 
“usual suspects”. For example, 
when a multinational computer 
technology and rr consulting firm 
transformed into a services provider, 
a senior vice president of HR de- 
scribes how the company asked its 
top 300 leaders to identify younger 
people lower down in the organi- 
sation: "Who could do your job 
someday?" The result? *We were 





amazed... 294 people we might 
ordinarily have never found." 


SIMULTANEOUSLY DEVELOP 
LEADERS AND ACHIEVE 
BUSINESS CHALLENGES 


Turning business challenges 
into leadership development 
opportunities ensures faster bottom- 
line impact, and accelerates the 
development of future leaders. 
Identify immediate business chal- 
lenges and match leaders with them, 
setting stretch targets. Targeted 
leadership development support 
then needs to be embedded in these 
challenges. Such development inputs 
would include creating individual 
awareness on the skills and mindsets 
needed, creating the self-motiva- 
tion to improve and following up 
with a set of actions. Several cor- 
porations that combined leadership 
development and delivery achieved 
large increases in income in the first 
year itself and created leaders that 
could transition more quickly into 
senior positions. 

As a start, such an approach— 
one that sees leadership develop- 
ment as very much entwined with 
business priorities—can deliver 
immediate business results and 
simultaneously accelerate the 
development of people who can 
deal with crises. The way to take 
this forward is to scale up to cover 
a critical mass of people and parts of 
the business, followed by changes to 
some of the critical people-systems 
within the organisation (e.g., per- 
formance management, mobility). 
Over an extended period, compa- 
nies can develop a leadership engine 
that can, on its own, help develop 
people and deliver results. This can 
be a lasting source of competitive 
advantage. 8 





Faridun Dotiwala is an Associate 
Partner at McKinsey & Company's 
Mumbai office while Gautam Kumra 
is a Director at its Delbi office 
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Darkest Hour 


For the first time since the dotcom bust, infotech majors 
face the prospect of decline in revenues and profits. 
What does this mean for the future of IT services, tech 
jobs and tech stocks? RAHUL sACHITANAND 


, * 
-— 4 


STRATEGY UNDER STRAIN = 


© Indian IT companies’ large customers 
facing strong pressure to cut costs 


© Customers taking longer to decide on 
contracts; several deals cancelled by 
hard-hit financial services and auto 
companies 


D 


c 


~ Deal time up subste ially with more 
stakeholders involved in taking final call 


© Pricing and margins down for tier 1 
players by 2-4 per cent 


s Offshore-centric business model 





ROUND THE TIME NEW YORK WAS BLANKETED BY A SWEEPING SNOW- 
storm in early February this year, top executives from a large Indian 
company were walking into the plush offices of a financial services 
giant bracing up for some tough negotiations on their contracts. 
With the global economy in a tailspin, the us institution was 
cutting its IT budget and wanted to reduce rates by up to 15-20 per 

cent with this Indian vendor. It also wanted smaller volumes and said it would 
only have three to five outsourcing partners as it sought to battle the crippling slump 
sweeping the financial services industry. The Indian vendor had little choice but to 
accede to these demands. 
An industry that boasted 30 per cent-plus growth rates and margins till just 
a couple of years ago has today been brought to its knees. Across tier 1—which 
comprises Tata Consultancy Services (rcs), Infosys Technologies, Wipro, 
HCL Technologies, Cognizant (headquartered in New Jersey but operating out 
of India) and now Tech Mahindra-Satyam—companies have predicted a 
gloomy outlook for the new financial year. Infosys opened the floodgates, pre- 
dicting an 8.2-6.5 per cent decline in dollar earnings for the first quarter. For 
the full year, it said dollar revenues would fall 3.1-6.7 per cent, to reach $4.35- 
$4.52 billion. Cross-town rival Wipro provided guidance of $1 billion for the 
first quarter of this fiscal, compared to $1.05 billion in the corresponding 
period last financial year. 
If these projections come to pass, it will be the first annual decline in top and 
bottom line growth for the IT services sectors ever since it took off 20 years ago. 
For an industry that's been used to robust double-digit growth in revenues and 
profits—earnings growth has even touched 80 and 90 per cent in a couple of years 
in the current decade—a slide is something that's difficult to digest. 
Small wonder then industry stalwarts aren't talking in euphemisms but are 
wearing their deepest fears on their sleeve. “This is perhaps the first time the in- 
dustry will clock zero or negative growth, and in that sense it is the worst we've 
seen. Even in 2001-02, straight after the dotcom bust, the industry grew in dou- 
ble digits,” says Kris Gopalakrishnan, CEO & MD, Infosys Technologies. Ask Girish 
Paranjpe, Joint CEO, Wipro, whether this is the worst phase of the tT services sec- 
tor, and he shrugs: “By a long way.” 
The reversal in fortunes for the rr sector is leaving its mark on the economy—and 
the stock market—which is anyway grappling with its own share of uncertainties. After 
all, rr services has galloped over the years to become a significant contributor to economic 
growth. Consider this: According to industry body Nasscom, in 1998, its contribution to 
India's gross domestic product (GDP) was 1 per cent. By 2008, it had moved up to 4 per cent. 
In these 10 years, software exports offset close to 65 per cent of the country’s cumulative net 
oil imports. Then, between 1995 and 2005, it contributed 45 per cent of incremental urban job 
creation (direct and indirect employment). It has created millions of career opportunities for the youth; 
and in 2008 alone the Indian IT services sector saved $20-25 billion for global customers. 


© Companies taking sweeping decisions to cut costs: 
hiring frozen, no pay hikes or promotions getting 
increasingly common 


1? Layoffs beginning to happen but not at a scale 
seen in the West 


U Indian firms need to go global for their own longevity 
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Girish Paranjpe 
Joint CEO, Wipro 


Is this Indian IT services’ biggest 
challenge? 


Yes, by a long way. 


What is the feedback from clients? 
They are talking about cost pressures 
and the need to rationalise their IT budg- 
ets. Many are willing to talk about fixed 
price and transaction-based deals. 

How is hiring going to be impacted in 
the year ahead? 

We will fulfil our commitments to engi- 
neering college students and also make 
lateral hires. 

What are the strategies to battle the 
expected decline in growth and 
profitability? 

We can try to improve our profitability 
through better utilisation of resources, 
automation of certain processes and the 
use of shared services centres across 
customers. 





Vineet Nayar 


CEO, HCL Tech 


Is this Indian IT services' biggest challenge? 
The real challenge will come 
from 2010-11 onwards. 


What is the feedback from clients? 

Clients want us to cut costs.... One of our largest 
customers has slowed down dramatically. But 
some sense of optimism is returning. 

How is hiring going to be impacted this year? 
We have moved to "Just-In-Time" hiring, because we feel that training 
and bench costs was one of the most inefficient areas in Indian IT. 
That's why we reduced the numbers of freshers.... We have not laid off 
staff because we know we will need the people later, when things turn. 
What are the strategies to battle the expected decline in growth 

and profitability? 

In 2007, we took the call to focus less on discrete services where there 
are multiple vendors and look more at integrated services offering. The 
Axon acquisition was part of that philosophy and it is paying off. We see 
a lot of growth in small million-dollar deals. 
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R. Chandrasekaran 


President & Managing Director, Cognizant 


Is this Indian IT services' biggest 
challenge? 


These are indeed 
among the most 
challenging times. 


What is the feedback from clients? 
Clients are re-thinking business priorities and re-prioritizing their 
technology and related spending. In response to the economic cycle, 
companies are increasingly resorting to global sourcing to rationalise 
costs. We continue to see an environment of belt-tightening and/or 
reductions around IT budgets. 

How is hiring going to be impacted in the year ahead? 

We do not provide guidance on hiring. In the fourth quarter of 2008 
(October-December), Cognizant added a net of 2,200 professionals. 
What are the strategies to battle the expected decline in growth 
and profitability? 

We will use the current environment as an opportunity to strengthen 
our business. Overall, the market for our services is very active. 

Our most impressive growth has come from cost containment 
services such as Application Maintenance, IT Infrastructure 

Services and Business and Knowledge Process Outsourcing. 

We are continually increasing our employee utilisation rate. 





N. Chandrasekaran 


COO & Executive Director, TCS 


Is this Indian IT services’ biggest challenge? 
This is a time of | 
unprecedented WARD 
We hope this ends in 2009. 


What is the feedback from clients? 

Forty per cent of our top 100 clients have reported 
a fall in revenues and more than 55 per cent have 
reported a fall in profits. They have a serious cost management plan in mind. 
How is hiring going to be impacted in the year ahead? 

There is a freeze on all recruitment. Lateral hires will for be specific skillsets 
and domain knowledge. TCS plans to recruit 250 freshers for its global 
development centre in Cincinnati in the US. 

What are the strategies to battle the expected decline in growth 

and profitability? 

We have initiated a cost management programme. TCS is trying to optimise 
the implementation of projects from the employee perspective. We are bring- 
ing more efficiency in projects and value addition to our customers through 
our IP assets. Our employee costs came down by Rs 121 crore last quarter. 
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Kris Gopalakrishnan 
CEO & MD, Infosys 


Is this Indian IT services' biggest challenge? 
This is perhaps the first time 
the industry will see zero or 

even negative growth. 


What is the feedback from clients? 
Our clients are focussed on cutting 
costs and conserving capital. They want 
lower prices, smaller volumes and will 
also begin consolidating their vendors. 
How is hiring going to be impacted 

in the year ahead? 

We will fulfil our commitments to fresh 
graduates and also hire around 2,000 people 
laterally. We don't expect to hire in the same 
number as two years ago or even last year. 
What are the strategies to battle the 
expected decline in growth and 
profitability? 

We have multiple levers to cut employee 
costs. We have also begun to use 
technology platforms to increase our 
productivity per employee. Finally, we are 
slowly but surely making the transition 

to transaction-based pricing models. 














here's no reason why such sa 
ings won't continue to happen- 
Nasscom says the addressable market 
for IT services exports to the us, 
Western Europe and Japan will con- 
tinue to grow, and revenues, if the 
industry remains competitive, could 
hit $225 billion by 2020, some 10 
times what it is today, and 100 times 
what it was a decade ago. Yet, nevet 
has the sector hit a brick wall of the 
size and width that it has today. The 
global economy is in tatters, and 
companies are in no mood to spend 
On IT services, instead preferring to 
conserve cash. *Cost cutting has 
become a central theme," says 
Gopalakrishnan of Intosys. "These 
measures have now begun to affect 
offshore IT projects too," he adds. 
"There is severe pressure on CIOS 
to cut costs—which means priori 
tising or delaying projects already 
contracted and cancelling those 
which are in negotiating stages,’ 
adds Diptarup Chakraborti, Principal 
Research Analyst, Gartner. The up 
shot: Lower volume growth and 


less demand for techies. 


Storm Clouds Gather 


There are plenty of signs of 
trouble. According to TPI, an off 
shore advisory, only 141 deals were 
signed in the first quarter of 
this calendar vear, val- 
ued at $19 billion, a 
drop of 21 per cent 
compared to the pre 
vious quarter 
(ended 
December) 
and down 22 
per cent from 
a year ago. 
Contract size 1s 
down 18 per cent and 
2/ per cent respectiy ely. 
Ín terms of IT spending, 
technology researcher 
Gartner has predicted r1 
spending will go down 
to $3.2 trillion in 2009 
from $3.4 trillion the 
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previous year. Customers today 
want to derive a 10-30 per cent 
cost saving from their IT con- 
tracts,” says Sudin Apte, Country 
Head for Forrester Research. 

On the ground, this has 
meant that companies have post- 
poned or cancelled projects, while 
some customers are taking longer 
to decide. The result of the global 
recession is that “major corpo- 
rations have downsized: they 
have cut the volumes of what 
they offshore and have signifi- 
cantly reduced their project-based 
spending,” says Peter Bendor- 
Samuel, CEO of the Everest 
Group, a technology research 
outfit. Adds Vineet Nayar, CEO, 
HCL Technologies, which regis- 
tered a 49.6 per cent decline in 
profits last quarter: “Clients want 
us to cut costs...the reality of the 
situation is that we have to offer dis- 
counts. That is why our realisations 
have fallen this quarter.” 

In an effort to cut costs, compa- 
nies are reworking their hiring strate- 
gies, recruiting only whom they need, 
just before a project goes live (see 
Surviving the Apocalypse, page 52). “I 
would rather pay more to a trained 
guy with proven skill sets than some- 
one who will be trained for six 
months and then benched for 
another six,” says Nayar. Infosys has 
increased by two weeks the train- 
ing period for fresh hires. 

TCS, the only large player to not 
give formal guidance, is also muted 
with its outlook. “A 100 clients—or 
40 per cent—have reported a fall 
in revenues and more than 55 per 
cent have reported a fall in profits. 
Since they are operating in such an 
environment, you have to negotiate 
price, or sometimes you work out a 
different structure," says N. 
Chandrasekaran, Chief Operating 
Officer & Executive Director, TCs, 


No Rebound in Sight 


Growth is faltering for IT services. 





=== Income Growth (965) 


wm Net Profit Growth (95) 
March -16.09 March 
1995 ‘97 ‘99 ‘Ol 03 05 ‘07 2009 


Figures are only for listed IT services companies, and exclude ITES 
companies; Figures for year ended March 2009 are annualized for three 
quarters till December 2008 Source: CMIE Prowess 


Painful Steps 

If Indian tr is feeling the pain, it’s 
not just because of the reduction 
in IT spends. Chandramouli C.S., 
Director, Advisory Service, Zinnov 
Management Consulting, points 
out that clients are now involving 
senior management in decision- 
making on IT contracts, thereby 
extending decision cycles. 
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V. Balakrishnan / CFO, Infosys 


“We had to take a call between micro-managing the forex 
risks or managing our business in these tough times” 
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Indian rr has also had to face 
up to some external economic 
pressures. For example, none 
of these large Indian companies 
has been able to manage the 
foreign exchange yo-yo, which 
has seen the rupee-dollar equa- 
tion swing from Rs 35 per dollar 
to over Rs 50. *We had to take 
a call between micro-managing 
the forex risks or managing our 
business in these tough times. 
We chose our business, since it's 
become virtually impossible to 
handle the other issue," says 
V. Balakrishnan, CFO of Infosys, 
Forex losses among top tier 
Indian IT firms range from Rs 
201 crore for HCL Technologies 
to Rs 781 crore for TCs. 

Then, there is the issue of 

H1B visas. Companies that have re- 
ceived US government aid need to 
prove the paucity of technical tal- 
ent at home before they can shift 
work to locations like India. With 
many large American financial serv- 
ices and auto firms working with 
Indian companies, “this issue is an 
area of concern,” says Infosys’ 
Gopalakrishnan. Given these con- 
cerns, the offtake of these visas has 
been slow, with 44,000 of the 
65,000 visas available given out. 

In reaction to the slowdown, 
Indian rr has been using multiple 
levers to try to stem fast-eroding 
profits and margins. Most visibly, 
companies have brought hiring to a 
stop, dramatically reduced hikes 
and promotions and turned the 
heat on poor performers. Some 
companies such as Wipro are giving 
their IT services hires the oppor- 
tunity to work in the firm's BPO 
arm. “We want to provide a single 
package to customers and this move 
will give employees the opportunity 
to acquire a broader range of 
skills,” says Paranjpe. 


Freezing Conditions 
“TCS has made 24,800 campus of- 
fers for financial year 2009-10. But 


Egidio ‘Edge’ Zarrella/ Global Partner in Charge/ IT Advisory, KPMG. 


“Indian vendors must address client issues and not sell the 
same way with same products. They must be innovative" 


the company has put a freeze on in- 
crements and the variable payout 
will be in the range of 94-95 per 
cent across various levels," says Ajoy 
Mukherjee, Head, Global Human 
Resources. TCS has rationalised its 
people cost by taking a hard look at 
headcount and relocating employ- 
ees, he adds. Infosys has taken this 
one step further, sacking 2,100 non- 
performers and announcing plans to 
hold back promotions and hikes. 
Wipro will hire a little over 2,000 
people this year, compared to 
12,000 in the last financial year. 
However, HR is just one of the 
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Peter Bendor-Samuel / CEO/ Everest Group 


“Major corporations have. ..cut the volumes of what they 
offshore and...reduced their project-based spending " 


levers industry executives are in- 
creasingly reaching for. Industry 
executives are now openly talking of 
transitioning to a transaction-based 
rather than an effort-based approach 
to their work, moving to longer- 
term annuity contracts and sub- 
stantially increasing utilisation of 
their workforce. *Our current util- 
isation is around 74 per cent, but 
this can go as high as 78-80 per 
cent," says Gopalakrishnan. 

On the ground, companies are 
toning down on freebies such as bev- 
erages and snacks and slashing travel 
budgets. Already, some companies 
are having some successes with these 
measures. TCS, for example, has re- 
duced employee costs by Rs 121 
crore in the fourth quarter, with 
travel expenses down 17 per cent 
quarter-on-quarter and selling ex- 
penses down 20.75 per cent. 
"Organisations are looking for in- 
novative ways to improve efficiencies. 
Applications and infrastructure need 
to be streamlined and improved," 
says Egidio ‘Edge’ Zarrella, Global 


Partner in Charge, rr Advisory, KPMG. 
Strength as Weakness 


Industry watchers say that the per- 
ceived strength of India's rr industry 
may have also contributed to its 
troubles. Most of the work rr com- 
panies do remains project-based 
and discretionary. Simultaneously, 
a large chunk of the software they 
code is from India or other cen- 
tres. “The first thing to be cut in 
times of a slowdown will be these 
discretionary projects,” contends 
Siddharth ‘Sid’ Pai, Managing 
Director & Partner, TPI. 

There’s also competition to 
India’s low-cost model from other re- 
gions. “We believe that the global de- 
livery model is undergoing a change,” 
says R. Chandrasekaran, President & 
Managing Director, Cognizant. 
Earlier, work was primarily done 
point-to-point, between location A 
and location B. It was usually North 
America and India. But, today, be- 
cause of the complexity of applica- 
tions and the need to source talent 





from across the globe, a matrix of 
locations—right from the Philippines 
to Eastern Europe—is being used to 
deliver customer value. *Customers 
today are looking to tap into the 
right talent wherever it is available," 
adds Chandrasekaran. 

Analysts believe that Indian com- 
panies may need to be more ag- 
gressive on their global expansion 
plans. “There is at times the feeling 
that Indian providers are not 
global,” says KPMG's Zarrella. “Many 
organisations are not looking at 
growth but at survival. Indian ven- 
dors must address client issues and 
not sell the same way with same 
products. They must be innova- 
tive,” he adds. Inorganic growth 
maybe the fastest and most effi- 
cient route to becoming a global 
player. While multinational giants 
have bought Indian companies to 
expand their global delivery foot- 
print, Indian companies have yet 
to show the appetite for riskier, 
$500 million plus deals. Even 
Wipro, which has been bullish on 
the inorganic front, primarily 
bought companies for their tech- 
nical capabilities rather than global 
delivery abilities, say experts. 

With the slowdown only ex- 
pected to get worse before it gets 
better, Indian rT will need to take 
some quick, firm steps to avoid get- 
ting sucked right into the storm. 8 

ADDITIONAL REPORTING BY 


RACHNA M. KOPPIKAR AND 
KUSHAN MITRA 
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BT-NASSCOM-MCKINSEY STUDY 


Hope on the Distant Horizon 


If Indian IT services gets its act together, it could grow by six times by 2020. 
That's a big if. KUSHAN MITRA 


spanner in the no-holds-barred 

growth of Indian IT services for at 
least a couple of years, the long- 
term scenario may not be that dis- 
mal. The Indian rr industry associ- 
ation Nasscom and global consul- 
tancy McKinsey are on the verge of 
putting out a report that outlines the 
perspective that the industry body 
has for 2020. The executive sum- 
mary of the report released last 
fortnight has aggressive and opti- 
mistic projections for the coming 
decade and officials believe that 
once the current economic situa- 
tion turns around, things will grad- 
ually pick up. 

Over the past decade, from 
1998 to 2008, iT services have 
grabbed a 51 per cent market 
share in the global outsourcing 
market. Between 1995 and 2005, 
Nasscom claims that IT services 
alone contributed directly and in- 
directly towards 45 per cent of 
urban job creation. This is not just 
in information technology: due to 
poor infrastructure, several rr com- 
panies have built up massive trans- 
portation, catering and security 
operations. Also despite govern- 
ment apathy, the IT industry has 
played a critical role in empower- 
ing women. 

Yet, Indian IT services faces 
several challenges according to the 
report from a multitude of sources. 
Alongside security concerns after 
the Mumbai attacks of 26/11, 
competitors from countries like 
China and the Philippines are cre- 
ating their own global delivery 
models. But there are also oppor- 
tunities, including an increased 
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THE ROAD 
TO SALVATION 


Some 80 per cent of incremental growth 
by 2020 could come from currently 
untapped segments. 


@ New geographies for outsourcing: 
Brazil, Russia, China, India 


@ New verticals in developed 
countries: Public sector, 
healthcare, media 
(printing & publishing), utilities 


@ New customer segment: Small 
and medium businesses 


dependence on outsourcing of IT 
services. Here are the four sce- 
narios drawn up by the Nasscom- 
McKinsey report for Indian IT ex- 
ports in 2020. 


m Demand Constrained Growth: 
There could be a global sourcing 
pull-back due to external constraints, 
particularly protectionist policies by 
foreign governments, given increas- 
ing unemployment in those 
economies. This could be exacer- 
bated by other negatives such as 
India’s cost-competitiveness evapo- 
rating and productivity benefits not 
outweighing offshoring costs. This 
scenario sees revenues of $125 billion 
accruing to the industry in 2020. 


m India Constrained: The talent 
crunch that plagued the industry 
through 2007 and the first half of 
2008 might return to haunt the 
industry in future. Employability 
of India's massive engineering grad- 
uates still remains poor according to 
large Ir firms. With no thrust on in- 
novation, India could lose 10 per 
cent market share to other countries. 
This, according to McKinsey, is the 
most likely scenario, with rrservices 
contributing $175 billion to the 
economy, which in 2020 will 
account for 8-10 per cent of GDr. 





m india Retains Competitiveness: 
India retains its 51 per cent market- 
share thanks to industry-level changes 
that counter competition from other 
locations, specifically China and the 
Philippines, with sporadic innova- 
tion. The labour-arbitrage card will 
still be the key differentiator on the 
basis of which India continues to 
compete and India will bridge its tal- 
ent shortage (in this scenario) of 
1.5 million people. Under this sce- 
nario, Indian rr will generate around 
$225 billion in revenues by 2020. 


m Innovation-Driven Growth: In ad- 
dition to retaining competitiveness, 
India will also become an innova- 
tion hub; this breakthrough will see 
more business come to India thanks 
to innovation. This will also drive 
employment, and thanks to better ed- 
ucation and training, the talent gap of 
2.7 million extra jobs that will be 
created will be successfully bridged. 
India’s iT exports could 
total $300-310 billion annually by 
2020 and total $375 billion, includ- 
ing domestic IT services. IM 
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Before Dawn’? 


The bearish sentiment in the IT sector—which a section of analysts feels is overdone— 
may actually be a good opportunity to pick select stocks on the cheap, for the long term. 
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ERVASIVE PESSIMISM IS A CONTRARIAN'S BEST 
friend. When stocks are beaten down, such 
investors move against the crowd and start 
buying, with the expectation of a turn- 
around in the medium-to-long term. For 
instance, in early March, when the BSE Sensex was 
hovering over 8,000 levels, conventional thinkers 
were punting on the benchmark index falling below 
7,000. But within a month, the Sensex was headed 
the other direction, and till last fortnight had gained 
some 40 per cent from the March bottom. 

Is something similar taking place in IT stocks, in 
the wake of the disappointing results turned out by 
the top tier of software services? The poor 
sequential and year-on-year growth as well as the 
dismal guidance for the new fiscal don't seem to be 
reflected in the stock prices. Infosys, for instance, 
has increased marginally by 3 per cent since it 
declared its results. Ditto with TCS, which is up 1.5 
per cent—this despite many equity analysts putting 
out sell reports on these stocks. 

So, what's the contrarian's story? "IT companies 
have huge cash flows and at current prices these 
stocks are not very expensive," says Gaurav Dua, 
Head of Research, Sharekhan, a Mumbai-based 
brokerage. The price/earnings multiple (P/E) of 





the sector currently hovers around 13-14 (on 2010 earnings) as 
against the Sensex's P/E of 13. 

Yet, the concerns for the conventional investor are many. The biggest 
is the cloud of uncertainty that hovers over the sector, what with clients 
slashing budgets and deferring investment decisions. Traders can stomach 
a bleak picture but what they can't deal with is uncertainty; so when 
there's no clear path ahead, they avoid the entire sector, and prefer to 
deploy their money in other places where there's more clarity. 

The insecurities of the rr industry have plenty to do with the woes of 
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the economies in the us and Europe, from where 
Indian iT services players derive most of their rev- 
enues. The reluctance of clients in these continents 
to spend is impacting volume growth and putting pric- 
ing pressure on billings. Add to this unfavourable cur- 
rency movements and higher tax rates in the year 
following the current fiscal, and the dismal picture 
for the sector is complete. The larger picture is that IT 
services will recover only once the global economy 
does. Till then, lower revenue and profit growth—per- 
haps in single-digit territory—or even a decline in 
growth rates, are on the cards over the next few quar- 
ters. A further dampener could be the new us policy on 
offshoring. “Protectionist measures by the Us govern- 
ment could also take their toll of the Indian software 
sector,” says Ajay Parmar, Head of Research, Emkay 
Global Financial Services. 

There are market participants who 
think that the results for the quarter ended 
March 2009 could have been worse, had 
it not been for the rupee depreciation. 
“Last year, the rupee depreciated by 27 per 
cent, but this year it will not depreciate so 
much,” says V.K. Sharma, Director and 
Head of Research, Anagram Capital. In fact, Sharma 
doesn’t rule out the rupee appreciating in the year 
ahead. Needless to say, he’s bearish on the sector as he 
doesn’t see much growth coming. 

It’s indeed a dark picture. For the contrarians, 
though, it’s always darkest before dawn. 
They point to the situation just after 
the terrorist attacks of 9/11. The 
conventional fear at that time was 
that the Us economy would take a 
tumble and, with it, the Indian rr 
sector. But that gloom didn’t ext- 
end beyond a couple of quarters, and 
the sector duly got back on the growth 
path. This time round too, the optimists are counting on 
a recovery in the Us economy, and that should provide 
a huge fillip to rr services. “There is a possibility of subst- 
antial improvement in the global economy by the year- 
end,” says Dua of Sharekhan. He expects an improv- 
ement in the outlook for the sector by the end of the cur- 
rent fiscal. But it’s going to be a rough road till then. 

So, till this situation arises, which way will stock 
prices go? “There will be consolidation or sideways 
movement in the next few quarters in terms of price,” 
says Dua. But there are people who think that the 
sector is still over-owned; institutions hold a large 
quantity of IT stocks and most of these players are 
avoiding giving sell orders in order to prevent a crash 
in stock prices. “There is selling in IT stocks on the 
upside in small quantities," says a dealer with a domestic 


Infosys 







broking firm. He adds that most fund managers are 
steering clear of the panic route. 

Parmar of Emkay says IT stocks will not outper- 
form the market, but adds that they will not fall much 
from the current levels either. “The rr sector will not be 
ignored as these companies’ operating profits, return on 
equity and return on capital employed are much better 
than in other sectors.” Another reason cited by market 
players for such a trend is that these stocks are defensive 
in nature—like fast moving consumer goods and 
pharmaceuticals—and are relatively safe investments in 


GOODBYE OR GOOD BUYS? 


Downgrades are the order of the day. 


Broking firm Recommendation Previous 
after the results recommendation 
Infosys Technologies 
ABN Amro Securities Hold Hold 
Edelweiss Securities Accumulate Accumulate 
Angel Broking Neutral Accumulate 
MF Global Sell Sell 
TCS 
Emkay Global Hold Hold 
MF Global Sell Seli 
Religare Hichens Harrison Sell Sell 
Angel Broking Neutral Accumulate 


Wipro 

IDFC SSKI Securities Outperformer Outperformer 

Kotak Securities (PCG)* Accumulate Accumulate 
> Edelweiss Securities Accumulate Accumulate 

Citigroup Hold Hold 


HCL Technologies 
IDFC SSKI Securities Underperformer ^ Neutral 


Religare Hichens Harrison Sell Sell 
Kotak Securities (PCG)* Accumulate Accumulate 
Edelweiss Securities Accumulate Accumulate 


"Private Client Group 


recessionary times. 

If you are keen to put your money where the 
contrarian's mouth is, analysts point out that in the 
short term it makes sense to look for companies with 
some of their eggs in the faster-growing domestic 
market, as they will be less exposed to the vagaries of the 
global economy. A few second-tier IT companies that are 
growing faster than their larger peers may also be 
worth looking at. It's a brave approach, and not all con- 
trarians win—that's why there are so few of them. m 
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The Apocalypse 


Declining growth is forcing IT services majors to stop hiring 
freshers. Where do the wannabe techies go? SAUMYA BHATTACHARYA 


NGINEERING GRADUATE 

Hitendra Kalia, 24, had 

his first brush with a 

slowdown in mid-2008 

when he set out to find a 
job in the coveted IT services sec- 
tor. “IT was the dream sector to 
be in,” he says. After a few mon- 
ths of searching in vain, Kalia 
decided to switch not just sec- 
tors, but functions. He landed a 
job in marketing in a Gurgaon- 
based financial services multina- 
tional. “I am better off in mar- 
keting,” shrugs Kalia. “It’s time | 
acquired a degree in marketing.” 
With an education loan and now 
a car loan, Kalia can ill-afford to 
take chances. 

Kalia and a host of young 
techies like him are being forced to 
revisit their career plans in 
IT, thanks to declining growth in 
the sector and the consequent rel- 
uctance of the IT majors to rec- 
ruit. “It’s a perfect storm of over- 
supply and demand destruction 
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globally for IT,” says Manish 
Sabharwal, Chairman, TeamLease 
Services, India's leading staffing 
company. Conservative estimates 
put IT job losses at 1 lakh between 
October 2008 and June 2009. 
Little surprise then that techies 
are taking the road less travelled. 
Take the case of Delhi-based 





Pooja Bansal 
AGE: 23, Indore 


WHAT HAPPENED: The Analyst 
Programmer was working with a 
Mumbai-based software firm that 
wanted to move her to the KPO division 


CURRENT STATUS: Re-skilling, filling 
up forms for govt. jobs in banking 
and IT in her hometown Indore 


= * 
YUSUF KHAN 


Devender Kumar Saini. rr was a 
dream he nurtured from Class VIII. 
A native of Narnaul in Haryana, 
Saini, 23, graduated from 
University Institute of Engineering 
and Technology, Kurukshetra 
University, in 2008. He waited till 
August for two campus hire offers 
to fructify, but they didn't. “They 
kept postponing the joining and 
finally said we do not have posi- 
tions," says Saini. Result: He dec- 
ided to enter event management 
and joined a professional confer- 
ence organiser in Delhi August- 
end. Yet, Infosys remains his dream 
company to work for. 

If Saini were to ever meet Vijay 
Prasad (name changed on request), 
he might just change his mind 
about the Bangalore-headquartered 
major. The investment plans of 
the 25-year-old techie with Infosys 
got a rude jolt recently when 
Infosys announced a salary and 
promotion freeze. “I had planned 
to invest in a house over the next 
few months, but now I will have to 
reconsider," says Prasad. But he 
is glad that he at least has a job 
with a blue-chip IT major, the 
freeze on hikes notwithstanding. “I 
am thankful to have a job at a time 
when there is an extremely rigor- 
ous assessment in place,” he says. 
"We have zero tolerance for poor 
performers in this economic env- 
ironment," says T.V. Mohandas 
Pai, Director (HR & Administr- 





ation), Infosys. 

According to Pai, around 
2,100 people have been identi- 
fied for *outplacing" (terminat- 
ing an employee's services and 
helping him find a new job), sent 
on performance improvement 
programmes or just asked to leave. 
HCL Technologies is honouring 
its commitments to freshers in 
the classes of 2009 and 2010, but 
is moving away from recruiting 
them. *We have not made any 
net hires since the middle of last 
year; most hiring since then has 
been attrition replacement but 
even that has slowed down over 
the last couple of quarters," says 
CEO Vineet Nayar. 

Who would have thought that 
a time would come when IT serv- 


Ketaki Kode 
AGE: 23, Pune 


WHAT HAPPENED: The engineering 
graduate did manage to find a 
job in Mumbai, but was not 
keen on relocating 


ms 


URRE JS: Self-employed. 
Runs a start-up called Sark 
Software; her graduating 
friends want to join her 





Rehan Mark D’Almeida 


AGE: 22, Bangalore 


WHAT HAPPENED: The final 
semester student has been 
attending job interviews for the 
past six months, but sans luck 


CURRENT STATUS: May do some 
certification courses; if offers 
don't come, may opt for a 


masters programme Overseas 


ices head honchos would actu- 
ally be telling engineers to look at 
other sectors! “I think it will be a 
good thing if fewer engineering 
graduates join IT. India needs civil 
and mechanical engineers.... In a 
weird sort of way, the slowdown 
in IT recruitment might be good 
for the country in the long run,” 
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Indian (D) Darkest Hour 


says Nayar. 

But that is unlikely to happen 
anytime soon. In the last four years, 
India has seen an unprecedented 
proliferation of engineering col- 
leges, especially in the North. 
According to Sabharwal, Uttar 
Pradesh alone has 69,000 engineers 
graduating from 192 colleges that 
did not exist four years ago. These 
are all under the ur Technical 
University Industrial Centre. Kanpur 
itself has 25 colleges. Where will 
these candidates find refuge? 

Many of them will keep hunting 
for an offer letter. Like 22-year- 
old Rehan Mark D'Almeida, who 
has been attending job interviews 
for the past six months. An eighth 
(and final) semester student with 
the CMR Institute of Technology, 
Bangalore, D'Almeida's hunt has 
proved unsuccessful so far. “I have 
been for placements on and off 
campus, but there are very few jobs 
on offer and companies are taking 
much longer to decide. Many com- 
panies have also postponed the 
joining date and are reworking 
salaries," he says. D'Almeida is now 
reviewing his options. “I may do 
some certification courses to imp- 
rove my employment 
chances and if no off- 
ers happen soon, | 
may opt for a 
masters pro- 
gramme over- 
seas," he says. 

A  techie 
who is relying 
on re-skilling is 
Pooja Bansal, 23, 
who, till recently, was 
working in a Mumbai- 
based software company. She 
was hired from campus and trained 
in Pune for two months before 
being taken on board as an Analyst 
Programmer. Bansal first realised 
something was amiss when she 
was benched in January 2009; yet 
she was confident of working on a 
project soon. A couple of months 


AMIT KUMAR 


later, the penny dropped with a 
thud: The company gave her the 
option of joining the KPO (knowl- 
edge process outsourcing) divi- 
sion, which was still hunting for 
talent, but Bansal was not keen 
on a non-IT profile. Her next stop: 
Hometown Indore where she is 
burning the midnight oil to study 
ASP.NET, a Microsoft programming 
model. She is also busy filling up 
forms for government jobs in 
banking and rr. “Now I think gov- 
ernment jobs are safer." 

Yet, Bansal would be better 
placed than (over)experienced 
techies. Juxtapose her against 

Delhi-based Ambalika Sanyal, 
another techie who lost 
her job, but whose exp- 
erience is coming in 

TECHIES the way of new opt- 
The options to writing XE ions. In her 30s, 
tch careers Sanyal, who was a 
Quality Analyst at 
her last job, has 
seven years of expe- 
rience. “In this market, 
companies invariably 
think a candidate with exp- 
erience will ask for a higher 
salary and techies with less expe- 
rience are hired," she says. Sanyal 
is scouting for offers and is wary of 
investing in re-skilling till the time 
she is sure of a return on 
that investment. 

Sanyal could, perhaps, take a 

cue from Pune-based Ketaki Kode, 
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Devender Kumar Saini | 
AGE: 23, Delhi | 


WHAT HAPPENED: Two campus 
offers failed to fructify, after 
many postponements 


CURRENT STATUS: Plunged into 
event management; joined a 
professional conference organiser 


who has decided to take the road 
less travelled. Kode, 23, an engi- 
neering graduate from Pune 
University, passed out in 2008. 
She did find a job in Mumbai, but 
wasn't too comfortable shifting. 
Much to her parents' surprise, she 
decided to strike out on her own. 
“I had a tough time explaining to 
them that the job market was bad." 
Kode is self-employed and her 
fledgling outfit is christened Sark 
Software. Since July 2008, she has 
carried out 7-8 small projects. In 
her current three-month project, 
she is developing software for bar- 
codes for retail shops for a client. 
The perky youngster is listed on a 
couple of job sites, but insists till 
the time she has projects, she is 
committed to them. The good 
news is that a few of her graduat- 
ing friends want to join her. Now 
here's one sanctuary where there's 

no job freeze! m 
ADDITIONAL REPORTING BY 
RAHUL SACHITANAND AND 
KUSHAN MITRA 
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Going Out 
On A Limb 


Tech Mahindra grabs a cost-effective 
opportunity to diversify its business model, 
but it now has to integrate an unknown 
animal in what's going to be Indian IT 
services' toughest year ever. 

E. KUMAR SHARMA 










































AILING IS ONE OF ANAND MAHINDRA'S PASSIONS, WHICH 

perhaps culminated in the Mahindra & Mahindra 

(M&M) group recently venturing into the manufac- 

ture of leisure boats. That may explain the usage of 

nautical metaphors by the Vice Chairman & 
Managing Director of the auto and tractor maker to illustrate 
the status of his group's newest acquisition. “I don't believe 
this is a sinking ship. No longer. This may not be a racing craft 
yet but it is our task to make it one,” said Mahindra, 53, at the 
Satyam headquarters a few days after making the winning bid. 
The racing craft-in-the-making is, of course, the scandal- 
struck Satyam Computer Services, which group company 
Tech Mahindra—where Mahindra is Chairman—bought 
into last fortnight after making a winning bid. Satyam was put 
on the block after its Chairman B. Ramalinga Raju confessed 
to an accounting fraud of monumental proportions ear- 
lier in January. Mahindra’s statement left little to the 
imagination: The former promoter may be sunk 
but not the company he promoted. After all. 
Satyam is still one of India’s top tier rr services 


firms with around 600 clients, 48,000 sinking ship. No longer. 


“| don't believe this is a 


employees and a presence in over 60 This may not be a racin tee > zT 

countries across 7-8 verticals. Tý: E WI 4 
That's the brightest part of the craft yet but it is our Z^ i 

picture. The dark clouds hovering above task to make it one” 

it, however, are many, right from 

declining volume growth to pricing Anand Mahindra, 

pressure. And there are the current Vice Chairman & Managing Director 

market conditions: *The timing is Mahindra & Mahindra 


surely not good. A large part of 
Satyam’s revenues—close to a 
third—are from auto and 
manufacturing; the auto 
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Successful bidder: Anand Mahindra (third from right) and the 
Tech Mahindra team at the Satyam headquarters 


TOO MANY COOKS? 


Satyam’s staff may be excess 
ou 20,000.. & UY 


Satyam's estimated revenue as of Sept. 2008 $ 2.2 billion 
Satyam’s estimated revenue as of today $1.2 billion 
Typical offshore/ onshore revenue ratio Approx. 50-50 
(industry average) 

Current typical billing rate—onshore (blended) $50/ hr 
Current typical billing rate—offshore (blended) $23/ hr 
Billable: Non-billable ratio assumed 75:25 
Staff required to do 50% onshore revenue 5,200 
Staff required to do 50% offshore revenue 13,000 
Total (billable) 18,200 
Total non-billable, including trainees 6,100 
Total staff to do $1.2 billion 24 
edes TH chet ^ Vase "is 
Possible business from current Tech Mahindra clients 5,000 


Total Staff Required 29,300 


Current Satyam Staff 48,000 
Excess Staff at Satyam 18,700 


— 


resulting in Satyam's revenue to 
headcount ratio going totally out of whack. 
4.68 


Headcount 
Company Headcount (per billion) 





103,000 22,009 
$ imm 20,714 
TET 
25,350 ici 
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revenue run rate or revenue of last 12 
billion) Source: Forrester Research 
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industry in particular is doing quite badly. Then, the 
billing pressures are very high and people are expect- 
ing an 8-10 per cent discount on existing rates," says 
Sudin Apte, Senior Analyst, Forrester Research. 

Although Tech Mahindra gets to go beyond 
telecom services into enterprise solutions, the nature 
and focus of Satyam's business opens up few options 
for synergies, point out analysts. *Tech Mahindra 
will only widen its positioning but not deepen it," says 
Viju George, Senior rr Analyst & Vice President, 
Edelweiss Research. As far as scale goes, however, 
Tech Mahindra now gets a chance to move from 
7th position into the 4" slot (Cognizant being seen as 
US-based)—ahead of HcL Technologies and Patni. 
But then again, as George points out: “There are 
more cost synergies than revenue synergies.” 

Analysts like Pralay Kumar Das of BRICS Securities 
believe that the synergy factor may be overplayed. *The 
company is talking about synergy because there are no 
overlaps between their domains but this is not correct. 
While Tech Mahindra gets 100 per cent of its revenues 
from telecom, the biggest pie at Satyam is also telecom 
at 23.6 per cent," points out Das. 

It's this wooly cocktail of benefits and challenges 
that's keeping the celebrations in check at the Tech 
Mahindra Pune headquarters. Vineet Nayyar, Vice 
Chairman, Managing Director & CEO, was guarded in 
his optimism when he visited the Satyam HQ in 
Hyderabad last fortnight to meet the employees. “I do 
believe that Satyam can be one of the top companies in 
India not only in competence but also in earning 
capability. Will it happen tomorrow? Definitely not. 
Will it happen in the next few years? I hope it will and 
we are determined to do so." 

There are many reasons for that mix of trepidation 
and resolve. One big concern is over manpower. 
Consider this: According to Forrester, since Raju's 
confession, Satyam has lost close to a billion 
dollars in revenues. Although some 5,000 employ- 
ees—or around 10 per cent of the workforce—have left 
since the scam surfaced, the desertion hasn't been in the 
same proportion as revenue loss. The upshot? Satyam 
is saddled with excess manpower standing at close to 
20,000, in the face of a declining run rate. 

Says Apte: "Our assessment is that residual revenue 
is in the range of $1.2 billion (around Rs 6,000 
crore)—Aas against an estimated run rate of $2.2 billion 
(Rs 11,000 crore) as of September 2008. The company 
will lose another $200-300 million (Rs 1,000-1,500 
crore) in the next two months." He adds that Satyam 
will not need more than 26,000-27,000 employees to 
generate that kind of business. Assuming that Tech 
Mahindra uses up a few more thousand for new proj- 
ects it bags, “There will still be some 16,000-18,000 
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extra resources and one will need to see what innovative 
ways Tech Mahindra deploys to deal with them,” says Apte. 
Satyam has some 48,000 employees on its rolls currently. 
Tech Mahindra refused to comment on such an eventuality. 
Analysts point out that such large-scale layoffs are unheard of 
in India. On the other hand, Tech Mahindra shareholders will 
feel short-changed if such a large number of employees 
continue to be paid for doing noth- 
ing. The challenge for the company 
clearly is to utilise as many Satyamites 
as it can in as short a period as possible. 

There are more dark clouds on the 
not-too-distant horizon, too, in the 
guise of impending lawsuits and 
restatement of accounts. The latter 
exercise will take at least 8 months, 
given that accounts of 5-6 years have to 
be redone. Till then, Tech Mahindra 
can pat itself for bagging an IT services 
major at a bargain basement price—at 
least if you go by traditional valuation 
metrics: The total of close to Rs 2,900 
crore Tech Mahindra will pay for 
Satyam is estimated at around 60 per 
cent of Satyam’s revenues. 

Add Rs 480 crore of civil liabilities Sudip Banerjee 
estimated by BRICS, to the cost of ac- CEO/ L&T Infotech 


quisition and you're staring at a final "We got our money's worth. 


price tag of Rs 3,370 crore. With the The bid has triggered off 
debt component estimated at Rs 2,600 many possibilities" 


crore, Tech Mahindra would see an 
annual outflow of Rs 270-280 crore in interest payments. 
“Infotech stocks fetch a premium because they usually have a 
very low gearing. However, after this deal Tech Mahindra's 
debt equity ratio will become 1:1," says BRICS’ Das. Paritosh 
Kashyap, Executive Vice President & Head-Debt Capital 
Markets, Kotak Mahindra Bank, however, says the funding was 
arranged with a view to keep the leverage at under 1. “On an 
average, funds were raised at less than 10 per cent rate," he says. 
Says Falguni Nayar, Managing Director, Kotak Mahindra 
Capital Co, which arranged funding for the acquisition: “We 
didn't really go about valuing the business based on what hap- 
pened in the past. We looked at the present scenario—the 
billing rates, revenue status, actual receivables positions shown 
to us and the future prospects, and then assessed the underlying 
long-term value of the business. We felt this is a great platform 
for Tech Mahindra." Tech Mahindra's Nayyar salvos another 
reason: “The fact that they have been able to retain a major 
proportion of their business despite the tsunami that hit them 
is an indication of their capability and how much their 
customers value them. We will talk to all the customers," he 

says. Nayyar's time starts now. W 

ADDITIONAL REPORTING BY SUMAN LAYAK AND 
RACHNA M. KOPPIKAR 
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Plan B 


After losing out in the race for Satyam, 
L&T Infotech is on the look out for the 
next M&A opportunity. 


very failed bid has a silver lining. Or at least that's the 
way the top brass at L&T Infotech, the IT services arm 
of engineering & construction giant Larsen & Toubro, prefers 
to view its failed attempt to acquire Satyam Computer. 
"We got our money's worth. The bid has triggered many 
possibilities. Clients of Satyam and other pos- 
sible customers have got to know about us 
and are in touch with us. We are getting con- 
tinuous publicity and have been featured in 
the international press many times in the last 
few days," quips Sudip Banerjee, CEO of L&T's 
100 per cent-owned subsidiary. 

Is Banerjee putting up a brave face or is 
this positive thinking at its best? After all, prior 
to the bidding, L&T had picked up a 12 per 
cent stake in Satyam, with Managing Director & 
CEO A.M. Naik leading the charge. At the end of 

z the day, L&T's bid of Rs 45.90 was a long way 
= behind Tech Mahindra's Rs 58. 

L&T is in no hurry to offload its holding, 
which was acquired at an average price of 
Rs 55. Y.M. Deosthalee, Director & CFO, L&T, 
has clarified that the company will retain it as an 
investment—for at least the next six months— 
and there would not be any intent of playing a 
strategic role in Satyam. 

So, what is L&T Infotech’s Plan B? Banerjee, 
who moved in from Wipro last year, insists that 
this is the Plan A and Satyam "just happened. 
Now we just move on and find the next merger & 
acquisition opportunity". 

Banerjee will be the first to admit that Satyam would 
have given it much-needed scale, allowing it to move up five 
places up the rankings, from eighth currently (seventh, if you 
don't consider Cognizant an Indian company). But there will 
be opportunities in the future. “We are looking at specific 
areas. One, finding something within our domain 
competencies. Another is introducing a new service line like 
testing or infrastructure,” says the CEO. 

While that is the inorganic growth plan, the company 
has its organic play in place, too. It has just opened offices 
in South Africa and the Middle East. The company has 
also started new services like infrastructure services, 
testing and consulting. 

Despite such initiatives, the gap between L&T Infotech 
and the top tier just keeps widening. The top five—TCS, 
Infosys, Wipro, now Tech Mahindra-Satyam, and HCL 
Technologies are in the $2 billion (Rs 10,000 crore)-plus 
league, in revenue terms. L&T Infotech is miles behind 
with revenues of under half a billion dollars (Rs 2,000 crore 
as of 2008-09). “There will be consolidation,” Banerjee 
says. Call it Plan A, Target B. 
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indian (P Darkest Hour 


Why Did the Top Tier Stay Away 


Satyam’s apparent low valuation wasn’t exciting enough to attract the top 
tier of IT services—tIndian and global—towards a risk-riddled acquisition. 


RAHUL SACHITANAND 


S STRATEGY HEAD AND M&A 

marksman for Wipro, K.R. 

Lakshminarayana, or ‘Lan’ as 
his peers call him, is used to being 
approached by all sorts of companies 
keen on being acquired by the soaps- 
to-software firm. He has spent $1.3 
billion on 21 deals, but there was 
one much-publicised deal that he 
wouldn't touch with a bargepole. 

Despite having a specialist M&A 
team, no one at Wipro had any 
interest in buying the scam-hit Sat- 
yam Computer Services. Buyers 
had to face up to Satyam's jailed 
founders and senior managers, flee- 
ing clients and a pile-up of tricky 
cases in court, while weighing the 
opportunity to access the fourth- 
largest pool of sap consultants glob- 
ally. "The risks far outweighed the 
potential on this deal," says Laksh- 
minarayana, explaining why Tier I 
vendors and their global peers 
steered well clear of a bid. 

For the risk-averse Infosys, a 
conservative mindset —the company 
has made just one IT acquisition— 
and a premium on cash quickly 
removed it from the race. “We have 
a specialised team that looks at acq- 
uisition opportunities, but there has 
to be a strategic perspective. We 
look for the right company, the right 
price and the right reasons," said 
CEO & MD, Kris Gopalakrishnan, 
soon after announcing Infosys’ 
fourth quarter results. 

Simultaneously, the gun-shy 
company is also going out of its 
way to make sure it conserves cash. 


“We have $2 billion in cash; in | 


these difficult times, cash isn’t just 


king, it’s God,” says V. Balakrishnan, 
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SAPPING IT ALL 


Satyam’s SAP 
Consultants could 
have been one draw 
for Tech Mahindra. 


"Figure could change - 
Source: Forrester, Centrum Research 


CFO, Infosys. For a company that's 
announced zero hikes and no pro- 
motions this year, the HR headache 
around Satyam-——uncertainty over 
headcount and bench strength— 


was yet another reason to stay away 


from the race. 

Industry experts also say that 
Satyam, even in the best of times, 
had little to offer to its rivals. “Com- 
panies such as IBM and Accenture 
have bought and built their India 
presence already and they wouldn't 
have gained anything special with 
this deal,” says Siddharth ‘Sid’ Pai, 
Partner & MD, TPI, an offshoring 
advisory company. 

IBM had acquired BPO firm 











| Daksh in 2004 and has over 70,000 


people in India, while Accenture 
has organically built its head- 
count to over 40,000 across IT, 
BPO and consulting over the last 
few years. Says Pai: “If MNCs 
have rapidly built their India pres- 
ence, domestic firms want to exp- 
and their global footprint and buy 
into new industries and markets.” 
While Wipro has gone on an acq- 
uisition spree across North America 
and Europe, Tata Consultancy 
Services (TCS) has invested in Latin 
America; and HCL Technologies 
recently acquired Axon, which gives 
it a foothold in the European and 
SAP markets. 

Investment bankers BT spoke to 
argue that a haemorrhage of large 
clients straight after the scam broke 
as well as continued customer att- 
rition made the deal unattractive 
to large firms. “Most large Indian 
vendors get 97-99 per cent of their 
revenues from repeat business...at a 
time when they're trying to preserve 
cash, they may not want to loosen 
their purse strings to make this 
deal," says Bundeep Singh Rangar, 
Chairman, IndusView Advisors, a 
London-based investment bank. 

A duplication of clients also 
kept some companies away. “We 
didn't look at Satyam as a strategic 
buy at all. We have a lot of com- 
mon clients," says S. Ramadorai, 
CEO & MD, TCS, India’s largest soft- 
ware exporter. | 

Clearly, in these troubled times, 
none of India's top tier is interested 
in a tricky gamble. gi 

ADDITIONAL REPORTING BY 
RACHNA M. KOPPIKAR 
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bt finance & markets 





An economic slowdown is a time to refrain from the adventurous and 
return to the safe, tried and tested. Here's a walk through what's once 
again in flavour and what's gone out the window. 

ANAND ADHIKARI 


AST WEEK, NELEEMA SHAH WAS FRANTICALLY 
searching ber cupboard for a 5 gram gold 
coin worth Rs 7,000 that ber husband had 
gifted her on her 35th birthday last year. 
Sulking at not getting jewellery, she had 
tossed the coin into a deep corner. Now, a 
newspaper article about gold's surge bad 
triggered a wave of repentance. Ab! There it was! 

The next day, husband and wife turned up at their 
bank to check out the current price of their 99.99 per 
cent pure gold coin. Their brains whirred in unison as 
the manager said: “Rs 8,000”. That meant a cool 
profit of 14 per cent—and that at a time when mary of 
her friends had burnt their fingers in the stock market 
crash. Neleema now wants to buy more coins. 

When the economy goes from growth to slowdown 
and recession or vice versa, investors, spenders and 
entrepreneurs have to tackle new market dynamics that 
force changes in spending and investment habits. 


The global financial meltdown has sparked a flight 





62 BUSINESS TODAY MAY 17? 2009 


to safety and Indian investors or spenders have not 
lagged. Across India, companies are going back to 
financing methods they had scorned during the boom, 
investors are ditching unit-linked insurance products 
(ULIPs) in favour of guaranteed products, housewives are 
clutching at gold coins rather than jewellery, property 
developers are again pushing low-cost housing instead 
of attached swimming pools and golf courses and 
even marketers, so far enraptured by big spenders at 
malls, are aggressively pushing sachets and small packs 
in rural and semi-rural areas. 

The shrinking wallet size is giving a new lease of life 
to many old and tested marketing tools. In a way, it’s 
back to basics for many issuers. It’s not what you 
make that sells in the market, but it’s about making 
what the market actually wants. 

BT checks out a few products that are once 
again back in currency. The backdrop: a stock mar- 
ket still substantially down from its peak, interest 
rates heading down, plunging footfalls at malls, 


real estate investments gone bust and companies 
under pressure to come up with better debt-equity 
ratios just when private equity has turned scarce. 


FF kasne MONEY, SIMPLY 

In the boom that ended abruptly last year, India Inc. 
haphazardly mobilised money through complex debt 
products like floating and fixed rate debentures with put 
and call options, pass-through certificates related to sec- 
uritisation and something like equity-linked deben- 
tures. All concepts borrowed from global markets. 

Today, institutional investors are investing in sim- 
ple products like certificates of deposit, commercial 
paper and fixed-coupon non-convertible debentures. 
CRISIL, the leading rating agency, pointed out in a 
recent report that 233 debt instruments were issued in 
December 2008 and 150 in January 2009. Most of the 
instruments issued in December (68 per cent) and in 
January (83 per cent) were simple ones. 

However, Madhabi Puri-Buch, Managing 
Director & CEO, ICICI Securities, reasons: “It’s not 
the simplicity or the complexity that influences 
issuers or investors today, but the underlying expe- 
ctations of interest rate scenario that actually decides 
the structure of a product.” 

That may be true as there are expectations of a fur- 
ther fall in the interest rates. But a look at the gov- 
ernment’s huge borrowing programme in 2009-10 
indicates that interest rates could firm up. This is 
something the investors have to live up to in a glob- 
alised environment. 


2 BUYBACKS ARE BACK 
Just one-and-a-half years ago, promoters were sneer- 
ing at share buybacks. The buoyancy in the market was 
actually taking care of the stock as well as a company’s 
under-valuation in the market. So, there was no point 
in making a case for fair valuation. 

But the equity market’s collapse has affected shares 
of all companies, good and bad, and promoters are 
now on a buyback spree. Check this: during the five- 
year bull run from 2003-2007, the market got 75-80 
buyback proposals. During the past 18 months, there 
have been over 100 such proposals. Some of them have 
done substantial buybacks at good prices. 

Srinivasan Subramanian, Head (Investment 
Banking), Enam Securities, says the buyback trend 
should continue if the promoters believe that the stock 
price is significantly below the fair market value. “The 
promoters generally have a long-term view when they 
decide to go for a buyback,” he says. 

The ideal candidates are companies that have 





Sudip Bandyopadhyay, CEO & Director, Reliance Money 
“Gold coins of smaller denominations 
like 1/2 gram & 1 gram are becoming 
increasingly popular” 


enough cash on the books and are in a sector that has 
not been impacted much in the current downturn. 

Unlike in the bull market, when promoters 
announced tender-offer fixed-price buybacks, this 
time promoters have announced open-market buybacks 
with a maximum price. This offers them the flexibil- 
ity of doing a buyback as and when they feel com- 
fortable within the stipulated one year. 


E RETAIL NCDs, ANYBODY? 


Tata Capital’s recent issue of non-convertible deben- 
tures was an eye-popping surprise: against the issue size 
of Rs 500 crore, the newly-formed Tata subsidiary rec- 
eived applications worth Rs 3,000 crore. Companies 
are now queuing up for NCDs. 

Ravi Kapoor, Managing Director, Citigroup Global 
Markets India, says: “There is a trend for retail NCDs 
in the market, but this option would be selectively used 
by companies that require consistent raising of capital.” 

In the down-in-the-dumps equity market, NCDs 
are a good bet for retail investors. For one, banks 
offer 8-9 per cent on a one-year deposit against an NCD's 
10-12 per cent. Two, NCDs are listed on the bourses and 
offer liquidity. Three, NCDs are superior to company 
fixed deposits as there is no tax deduction at source. 

For the issuing company, retail NCDs help 
diversify the funding base and free up other sources 
like bank loans and wholesale Ncps available at 
very short notice. “The capital raised through retail 
NCDs may be at a slight premium to bank lending, 
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but it creates a stable and sustainable source of 
alternative funding,” says Kapoor. 


4 COMPANY DEPOSITS REVISITED 
Company deposits have a bad history as many investors 
have suffered in the past with long legal recourse. 
Today, big names like the Tatas, Vijay Mallya, the 
Jindals and Mahindras are opting for company deposits 
post the liquidity crisis caused by the Lehman collapse. 

Anil Chopra, CEO, Bajaj Capital, says: “The mob- 
ilisation has increased from Rs 300-400 crore a 
month to over Rs 1,000 crore in the last 8-10 
months.” Company deposits help in diversifying the 
liabilities base and give them leeway with acquisition 
and expansion plans. 

Housing major HDFC has been successfully able 
to tap the fixed deposits market by continuously rais- 
ing money. In fact, company deposits are always 
available on tap, unlike instruments like NCDs that 
are open for a given period. Another point in favour: 
there is no charge on the assets. “Company deposits are 
unsecured instruments with no obligation to pay in- 
terest or principal,” says an expert. 


5 INSURANCE PLANS, GUARANTEED 


Many experts were quick to write the obituary of 
life insurance plans of the traditional endowment 
type during the boom and uLips rode a wave of 
popularity, powering the growth of the seven-year- 
old private insurance companies. So popular did 
ULIPs become that even the government-owned 
giant Life Insurance Corporation had to launch its 
own ULIPs. As ULIPs rose, so did equity prices; As 
equity prices plunged, insurance buyers are going 
back to good old endowment plans. 

“Guaranteed products (which also included guar- 
anteed ULIPs) are gradually becoming attractive. 
This change is primarily on account of the fall 
in the acceptability of ULIPs,” says U.S. Roy, CEO, 
SBI Life Insurance Company. 

SBI Life had been growing at 50 per cent in the last 
quarter of each of the two previous financial years. In 
the last quarter of the year just ended, the growth was 
almost flat due to declining demand for ULIPs. 

Some experts are not convinced about the return 
of the traditional products and claim that ULIPs will be 
back with a bang once the market bounces back. 


6 exit Luxury HOUSING 


The boom had every builder worth his salt aiming for 
the luxury market. The slowdown is now killing the 
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Madhahi Puri-Buch, MD & CEO, ICICI Securities 

“It's not the simplicity or the complexity 
that influences investors today, but the 
expectations of interest rate scenario” 


high-end luxury market and the flavour of the season 
is low-cost housing. DLF, the country’s biggest real 
estate player, has set aside a whopping Rs 15,000 
crore for developing affordable houses, even as big 
builders scramble to launch affordable housing 
(less than Rs 25 lakh in metros and Rs 10-12 lakh 
elsewhere). 

“There is definitely a shift from luxury houses to 
low-cost affordable houses with less than 800 sq. ft due 
to slowdown in demand for the time being,” says 
Pravin Doshi, President, Acme Group. The Reserve 
Bank of India treats low-cost housing as priority sector 
lending, with interest rates a few basis points lower than 
those for houses costing more than Rs 20 lakh. 

But some developers claim that demand for luxury 
housing will rise as and when the market stabilises and 
interest rates fall further. But a revival in the real estate 
market also depends on the confidence amongst the 
buyers as there are instances of job losses and job 
freeze in the economy. 


7 RETURN OF SACHETS 


Good things come in small packets. That had been the 
mantra of FMCG companies for many years starting 
from the '90s, as they ran after the bottom-of-the- 
pyramid customers. The retail boom (read: Malls) 
got them slobbering over SEC-A customers with bottles 


INYASO)D LIHOVYM 


and jars. But, over the past one-and-a-half years, 
FMCG biggies have been again turning to the ‘small 
packet’ to get at price-sensitive rural customers. The 
rural market now contributes significantly to the rev- 
enues of many of them. 

“There are various price points in the rural market. 
It starts right from a Re 1 shampoo sachet to the Rs 10 
toothpaste or Rs 10 hair oil pack. Players have been 
experimenting with various price points... We recently 
launched a Chyawanprash pack at Rs 25,” says 
U.S. Sitaram, Chief Operating Officer, Dabur India. 

The rural market contributes almost half of Dabur’s 
business. Of late, all the FMCG players have been 
removing the entry barriers in a product category by 
lowering the price points. 


r8 TAKE THE CREAM, SWITCH 
Mutual Funds (Mrs) have been the hardest hit by the tur- 
moil in the global markets. In a knee-jerk reaction, smart 
investors switched from equity schemes to debt ones. 
Those who stuck to equity have seen their returns 
diminishing. Investors who put Rs 10 in an equity- 
oriented fund in January 2006 would have seen their 
money double through 2007—but are probably back 
at Rs 10 unless they encashed the gains and re-balanced. 

Ashish P. Somaiyaa, Head (Product Development), 
ICICI Pru AMC, says the fund house has now launched an 
innovative scheme to take care of such movements in 
the market. icici Pru's Target Return scheme allows 
investors to indicate the return they expect from their 
equity investment while entering the scheme. There will 
be four pre-set returns trigger points (12 per cent, 
20 per cent, 50 per cent and 100 per cent) and as and 
when the returns on NAV are achieved, the appreciation 
would automatically get transferred from the equity 
scheme to a pre-selected bond scheme. 

"This will help investors to lock in their gains as and 
when they materialise while keeping the core invest- 
ment in equity," says Somaiyaa. 


(9 cou COINS AND BARS 


The recent surge in gold prices not only indicates a 
demand for gold, but also hints at speculative buying. 
Over the past one-and-a-half years, new insights 
have been gained about gold buying in India, the 
world’s largest consumer of the yellow metal, as 
prices soared. Jewellery is passé, and there has been 
a surge in retail demand for gold coins and bars for 
gifting and investment purposes. 

In 2007, coins and bars sold by banks and NBFCs 
accounted for 10 per cent of the 800-tonne of gold 
bought in India. The full-year figures for 2008 are not 





yet out, but experts are predicting a healthy growth 
of 15-20 per cent in sales of gold coins and bars. Not 
so for gold jewellery. 

“Gold coins and bars are definitely the in things 
now... The demand ...is coming more from the hin- 
terland and semi-urban areas. Gold coins of smaller 
denominations like 1/2 gram & 1 gram are becoming 
increasingly popular,” says Sudip Bandyopadhyay, 
CEO & Director, Reliance Money, which sells gold 
coins. There are over two dozen banks active in 
retailing of gold. 


"0 RIGHTS ISSUES 
OVERSHADOW IPOs 


For 11 years, initial public offerings (IPOs) ruled the 
market, overshadowing rights issue offerings by a 
great margin, but that trend is now slowly reversing. 
Sample this: the money raised through IPOs in the 
last five years was in multiples of that raised via rights 
issues. But, in 2008-09 up to January 31, 2009, the 





U.S. Roy, CEO, SBI Life Insurance Company 

"The traditional and the guaranteed 
products are gradually finding 
acceptability in the market" 


rights market mobilised Rs 11,997 crore as against a 
paltry Rs 2,010 crore via POs. So, why are companies 
switching to rights issues to raise funds? 

Experts say companies need equity infusions 
urgently to ease liquidity problems and strengthen 
their balance sheets what with private equity and 
other sources turning dry. *Rising working capital 
cycles and falling margins costs have put pressure on 
debt-equity ratios," says Ravi Sardana, Senior Vice 
President, iCICI. Securities. And equity has to be ex- 
panded to get the favourable debt-equity ratios that 
many lenders are demanding in today's world. = 
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Cut, 


Cut! 


Producers & distributors want half 
of ticket sales at multiplexes. 

No go, no show! say the plexes. 
SHAMNI PANDE & 

ANUSHA SUBRAMANIAN 





AMIR KHAN, SHAH RUKH KHAN, RAKESH ROSHAN, 
3oney Kapoor, Karan Johar, Vidhu Vinod 
Chopra, Ronnie Screwvala, Sajid Nadiadwala... 
hold it! Was this early April gathering the launch 
of a super-Bollywood production? No, the actors and 
producers were just uniting under the The United 
Producers & Distributors Forum to press for a 50 per 
cent share of ticket sales at multiplexes. 

Their grouse: multiplex chains Inox, pvr, Adlabs 
(Big), Fame, Cinemax, Fun and Movie Time give 
distributors a share that varies from movie to movie, 
depending on its cast, week of showing and performance, 
and this is loaded in favour of the chains from 52:48 to 
70:30. “We are asking for 50:50 (after entertainment 
taxes) which is the most fair... if the film is super hit or 
otherwise, this should remain constant," says Aamir. 
They have hence withheld new and old Bollywood 
movies till their demands are met. 

Producers grumble that their earnings have been 
flat even though business has increased over the years. 
Aamir cites his movie Ghajini: all-India box office 
collection Rs 200 crore, distributor's share Rs 59 crore. 
But Gaddar, released in 2001 before multiplexes 
sprouted, raked in Rs 120 crore and yielded the 
distributor a net Rs 60 crore. “With this example, I want 
to bust the myth that multiplexes have increased business 
for all," Aamir says. 

Ditto, SRK. His movie Rab Ne Bana Di Jodi reported 
an all-India box office collection of Rs 145 crore but 
the distributor got only Rs 43 crore whereas the pre- 
multiplex Dil Wale Dulhaniya Le Jayenge grossed Rs 
100 crore, of which the distributor got Rs 50 crore. 
Distributors get generous shares from independent 
halls, but lose out in the multiplexes. “The independ- 
ent cinema halls ... give up to 70 per cent to the dis- 
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" Weare not asking for the 70 or 80 per 
cent share that Hollywood exhibitors give 
for movies in the US. What we are asking is 
equal share” AAMIR KHAN, Actor 


Most multiplexes avoid paying nominal refundable 
advance to distributors 


Ticket sales are cash down business, but distributors 
have to wait up to 90 days 


Punjab has scrapped entertainment tax, but plexes 
there still collect it @ 33% 


Few states that still deduct on Indian News Reel 
cost, levy it at 0.3%, but plexes deduct 1% 


Plexes exempt from service charge, but most still 
collect it at 2-8% on each ticket 


tributor; ...with the multiplex chains this works out to 
about 40 per cent,” says Siddharth Roy Kapur, CEO, 
UTV Motion Pictures. 

Multiplexes say they are ready to strike a deal only 
on the ‘performance’ of a movie, and would rather 
shut shop than do a losing deal on revenues. "We can- 
not agree to 50:50 as ...we operate on very low PAI 





“A flat 50 per cent revenue sharing across 
four weeks and for all films is simply not 
feasible for us... our profit margins are about 
3-5 per cent” SHRAVAN SHROFF, Fame Cinemas 


Multiplexes retort 


E Not true! Some plexes paid the advance for Yuwraj 
last year—and are yet to get it back 


™ The invoice for Ghajini was sent by distributors 4 
weeks after the first week of the movie 


= Plexes debit a notional entertainment tax based on 
an agreement with the distributors 


E It is backed by an agreement between distributors’ 
and exhibitors’ bodies 


m What's wrong with it? We need it for the upkeep. Do 
we ask actors to share their endorsement fees? 


margins,” says Atul Goel, MD, ECity Ventures, which 
runs the Fun Cinema multiplexes. 

Shravan Shroff of Fame Cinemas adds: “A flat 50 per 
cent revenue sharing across four weeks and for all films 
is simply not feasible.... Our PAT margins are about 3-5 
per cent. We would rather shut down than agree to this 
deal.” Fame has already shut down half its 74 screens. 


INVASOS HSAWND 


A common defence of multiplex owners is that the 
market is developing and they have to keep improving 
facilities. So they use a sliding scale of revenue sharing, 
ranging from 48/38/30/25 basis across four weeks. 

Aamir has a ready response: “Agreed that they have 
huge investments, but we are not asking for the 70 or 80 
per cent share that Hollywood exhibitors give for 
movies in the us. Please remember, they have been 
given a five-year tax holiday. And they have made bad 
business decisions." 

The dispute first reared its head in 2006, prompting 
producer Aditya Chopra to bypass multiplex chains 
and release Dhoom-2 successfully at individual halls 
and smaller multiplexes. Then everything was okay 
for some time—till the slowdown. 

Rajesh Jain, Head, KPMG India's head for 
Information, Communication & Entertainment, says: 
"Commercial sense has to prevail... there have been 
losses incurred and everyone is looking at sharing 
revenues. Analyst firm Angel Broking says multiplex 
occupancy levels have fallen by 35 per cent because of 
the slowdown as movie-goers cut down on visits to the 
theatre, but that is not the full story: content is 
equally important. 

*.Ghajini, released in the midst of slowdown, 
managed to gross over Rs 100 crore domestically, a weak 
movie pipeline ...was mainly responsible for lower 
occupancies," Angel said in a report. 

Multiplexes also dismiss the producers' claim that 
the prevalent revenue sharing formula in the us is 
50:50 for the entire run of the movie. They say chains 
like Cinemark Cinemas and Regal Entertainment share 
revenue either on a sliding scale or on the basis of 
the movie's performance. 

Multiplexes say their entry has brought the crowds 
back to theatres. Jaane Tu Ya Jaane Na, the debut 
movie of Aamir's nephew, grossed Rs 82 crore, with 
Rs 38 crore coming from multiplexes alone. The gross 
was 900 per cent more than Aamir's own 1988 debut 
Qayamat Se Qayamat Tak—the credit goes to plexes. 

They say multiplexes accounted for 45 to 50 per 
cent of the box office take in 2005-06, and 65-70 per 
cent in 2007-08. In 2005-06, the distributor took 42 per 
cent of the box office take. 

The silver lining for movie buffs: April is anyways 
a lean month because school exams keep away big 
releases. Add the Indian Premier League fever, and 
producers/distributors are unlikely to lose much. 

But, with both sides refusing to blink first, a trade 
analyst said, “It’s not a happy situation.” 

“,.-[t is the multiplexes that will lose money as for 
them it is a matter of daily revenue. The single-screen 
option is always open to the distributors," said trade 
analyst Taran Adarsh. m 
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Stagnant car sales and a bleak economic climate have 
dampened but not derailed foreign automakers’ plans of 
investing in new plants and products in India. cuirrorp aLvares 


HE VOLKSWAGEN PLANT 

in Pune is gearing up 

to roll out its brand 

new line of white 

Skoda Fabias in May 
this year. Auto engineers run around 
like busy bees, polishing off the few 
specks of dust on the bodies, run- 
ning final performance tests and 
fixing cables. “With its growing 
demand, India is an important mar- 
ket for us,” says Jorg Muller, 
President & Managing Director, 
Volkswagen India. “We will pro- 
duce three car models from this 
plant primarily for the Indian mar- 
ket,” he says. Currently, only a 
handful of cars are being produced, 
but when the plant finally powers 
up to full capacity, Volkswagen will 
begin churning out 1,10,000 cars 
every year, including the popular 
Polo hatchback scheduled to be 
launched next year. 


68 BUSINESS TODAY MAY 17 2009 


Foreign auto makers have big plans ... 
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Volkswagen is one of many 
foreign automakers—with the ex- 
ception of well-entrenched, market 
leaders Maruti and Hyundai— 
who are busy expanding their 
plants and launching new prod- 
uct lines in India, despite the global 
economic slowdown and flat auto 
sales. The rationale of these rela- 
tively recent entrants is simple: 
This is a hot car market which 
still has enormous potential in the 
form of the upwardly mobile 
Indian middle class consumer who 
has yet to be as severely affected by 
the slowdown as his western coun- 
terpart. “As the economy grows, 
there’s growth in per capita 
income and car ownership,” says 
Rakesh Batra, Partner and 
National Leader, Automotive 
Practice, Ernst & Young. 

Foreign car manufacturers have 
recently announced plans to add 
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1.02 million units to existing 
capacity. Combined with current 
and future output by Indian car 
makers such as Tata Motors, 
India's car manufacturing output 
could easily double in the next 
four to five years. The auto sector, 
including auto components, is now 
the sixth-biggest sector for for- 
eign direct inflows, with a cumu- 
lative capital of Rs 14,680 crore. 
This is a big improvement from 
just a few years ago when autos 
couldn't even make it to the top 
10 list of industries receiving FDI. 

Clearly, India has become a 
vital component of any auto- 
maker’s strategy. Even beleaguered 
US auto giant General Motors 
(GM)—while battling for survival 
back home in the us—inaugurated 
a new plant in Talegaon near Pune 
with a capacity of 1.4 lakh vehicles 
in September last year. GM has 
already invested more than $1 bil- 


“With its growing demand, India is 


. " 
an important market for us 
JORG MULLER, President and Managing Director, Volkswagen India 


lion into two of its plants in India as 
well as a technical centre in 
Bangalore, and plans to launch 
three new cars this year. *The 
global crisis will likely affect all 
automakers across the globe to 
some degree," says Karl Slym, 
President & Managing Director, 
General Motors India. *But our 
growth plans are intact. It may take 
a little longer to get where we 
wanted to as the recessionary trend 
continues in India as well. But we 
are here to stay." 

Toyota Kirloskar, too, is keeping 
up with the competition by building 
another plant at Bidadi near 
Bangalore, that is focussed on mak- 
ing compact cars, with an annual 
production capacity of 70,000 units. 






Says Sandeep Singh, Deputy 
Managing Director, Marketing, 
Toyota Kirloskar Motor: “The com- 
pact car project Is progressing as 
per schedule and the car will be 
out in the market by the end of 
calendar 2010. There is no change 
in our plans though we are revisiting 
each and every investment.” Singh 
says that Toyota would like to bring 
in more products to the Indian mar- 
ket in the medium to long term 
and expand their presence. The 
company’s focus on India means 
that it will not be looking tO export 
to global markets at present. 

Still, it’s clearly not yet time to 
break out the bubbly. The current 
global crisis over the last six months 
has wreaked havoc on the growth 
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of the Indian market. As financing 
dried up beginning October 2008, 
growth in automobile sales has 
slowed considerably in India, 
remaining flat at 1.55 million pas- 
senger cars for the period 2008- 
2009. At present, the industry is 
running below its capacity of 
around 1.85 million cars. Yes, there 
were signs of revival in the first 
quarter of the current year, thanks 
to the cut in excise duty which 
reduced the prices of cars to some 
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grew in the first quarter (January- 
March 2009). But | am not 
absolutely confident that this will 
continue. There is some robustness 
in the market but it needs to be 
tested. Next quarter will be critical." 

Not surprisingly, some foreign 
automakers are adopting a wait- 
and-watch attitude, while others 
have scaled back their operations— 
delaying expansion plans and 
focusing on fully utilising current 
capacity, and in some cases scaling 
back from operating three shifts to 
just two a day. 

While European car producer 
Renault has committed invest- 
ments of about Rs 5,000 crore 
over the next seven years, it has 
temporarily decided to freeze its 
production plans from the 
Chennai plant's 50-50 Jv with 
Nissan. Says Marc Nassif, 
Country General Manager, 
Renault India: *Renault is moni- 
toring the global economic situa- 
tion very closely and as soon as 
we see a window of opportunity, 
we will jump-start manufactur- 
ing of Renault cars from the 
Chennai plant." The plant will 
be ready by early 2010 and 
Nissan had plans to roll out the 
first car by mid-2010, but that 
might not happen. Honda Siel, 
too, has balked at expanding in a 
downturn and has postponed the 
second phase of operations of its 
second Rs 1,000-crore plant com- 
ing up in Tapukara, Rajasthan. 


“ „Our growth plans are intact... 


we are here to stay" 


KARL SLYM, President & MD, General Motors India 


extent. Plus, psu banks have also 
been financing new cars in a big 
way in the recent past. However, 
these are far from accurate predic- 
tors of any kind of market revival. 
Says Michael Boneham, MD, Ford 
India: *We were pleasantly sur- 
prised by how passenger car sales 


The assembly operations now 
could take two to three years 
depending on the market situa- 
tion. Says Masahiro Takedagawa, 
President & CEO, Honda Siel Cars 
India: *The assembly operations 
will begin in the second plant 
once the production capacity in 


What was that? 
Did you hear it too? 


Siemens hearing instruments adapt as the children who wear them grow. 


Siemens Explorer™ helps children with impaired hearing to discover the world of sounds. Whether it's the whispering of the 
woods, a noisy playground, or a chat on the cell phone, this hearing system adapts to every situation so that children can 
hear more — and understand more. 


slemens.com/answers 








“As soon as we see a window of opportu- 


nity, we will jump-start manufacturing...” 
MARC NASSIF, Country General Manager, Renault India 


Greater Noida is fully utilised.” 
Still, Takedagawa says that the 
company will go ahead and 
launch new models as initially 
planned. 

Is there a ray of hope for auto- 
makers worried about a slowing 
domestic market? Yes, and it is in 
the shape of the small car. Car pro- 
ducers maintain that the Nano could 
in fact expand the market as it seeks 
to convert the millions of motor- 
cycle owners into car owners. 
Naturally, several foreign carmakers, 
are also diving into the fray. Says 
Slym: “The small car has been a 
volume seller in India. Nano has 
redetined affordability. It can widen 
the market and generate additional 
volume for segments above Nano. 
We will bring our own small car 
by the end of this year. Competition 
will get challenging but customers 
are going to be the beneficiaries.” 

Eager to cash in on the Nano 
boom, Honda Siel Cars is also 
launching a small car. Says 
Takedagawa: “We too plan to en- 
ter the small car segment over the 
next two to three years and this 
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Figures are for 2009 Source: KPMG 


THE NEXT CHINA? 


India could become the next big global 
auto manufacturing base. 
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car is still at a development stage. 
But I can assure you, it will have the 
core values of Honda." Even em- 
battled Ford is designing a small 
car for the Indian market. Says 
Boneham: “The small car is Ford's 
first foray into the value segment 
globally. We intend to first launch 
it in India and then take it to other 
Asia-Pacific and African markets." 
Not surprisingly, auto major GM, 
which is facing losses in the US, is 
also launching a mini-car towards 
the end of the year. 

Others, like Hyundai, have iden- 
tified India as its small car 
export hub. At present, the i-10 
and i-20 models are exported exclu- 
sively out of India. Says H.S. Lheem, 
MD, Hyundai Motor India: *For 
the first time this year, exports from 
the Chennai plant will be more 
than domestic sales. We plan to 
export three lakh cars against a sale 
of 2.8 lakh domestically." 

Still, for all this froth about the 
small car, the question many 
auto experts are asking is whether 
all this investment in the auto busi- 
ness can sustain itself? Will car com- 
panies be able to log growth de- 
spite turmoil in overseas markets? 

While the global auto market 
could see a plant rationalisation in 
the coming years, auto makers 
are confident that the Indian mar- 
ket can steer them through these 
bleak times. Says Takedagawa: 
“India will be one of the few 
markets that will continue to 
grow. No doubt, it will not be a 
big growth—but under the cur- 
rent circumstances à positive 
growth is a good sign." Agrees 
Lheem: “BRIC countries are ex- 
pected to recover fast and among 
them India and China are ex- 
pected to recover faster." Just the 
right kind of news to rev the 
engines of foreign automakers 
who are here for the long haul. m 

ADDITIONAL REPORTING BY 
N. MADHAVAN AND 


K.R. BALASUBRAMANYAM 


BHARATH 4 
* 





® 25 years of experience 
® World class labs with 








we 
> 2 


AE i RO 
E N v. 
o a c 


(Declared u/s 3 of UGK 


B.TECH / B. ARCH 


Act, 
National Assessment and Accreditation Council 





1956 & Accredited DY 





Computer Aided Design/CAM 


i i | Automobile Engineering S omputer & ( ommunications 
the latest workstations | | n; r gii Engineering 
and software | | Bio-Informatics 5 5 
® Lush, green campus i | Bio-Medical Engineering Computer Integrated 
, ; c JJ 
: | ita MESE NM Manufacturing 
® Multicultural, safe and Sae - | em poc í Sci d 
friendly ambience 2$ WS | | Computer Science and omputer science ane 
- Mri n) ue CER | ' | E sss) Engineering 
® State-of-the-art learning | Er joineerin o. engneenng 5 | '5 
resources nidi @ iL ICCI MaNE Computer Software Engineering Construction Engg. & 
nM Meus à oit l weme 
® Excellent placement record | re I». li Electronics & Communication Management 
| ln VERE eee te | Engi Digital ( | ' 
SEDE cur «ZlZTZTAAGE Engineering gital Communication & 
APPLICATION FORM | ENnUance UTIMS, | "o € 
The application form and ure i | Electronics & Instrumentation EMIT SOE ES 
prospectus can be obtained in DE e or na? | Engineering Embedded Technology 
person from the University LAG BI ani 10n Electronics & Environmental Engineering 


Admission/ Corporate Office on 
payment of Rs. 750/- or by Post, 
on payment of Rs. 800/- by 
Demand Draft drawn in favour of 


A xT 
a? 
l 
=; 


Tele Communication Engg. 


Electrical and Electronics 


High Voltage Engineering 


Industrial Bio-Technology 


sks he | Engineering Information Technology 
‘Bharath University’ payable at M. nS : | int x hnol OB) 
Chennai. Application form can also | 2 aro ee Ens | niormation Techno OEY Instrumentation and Control 
4 & B I IPT m " . ‘ 
be downloaded from 3 E >. e tà 1 | Industrial Bio- Technology Engineering 
www.bharath.univ.ac.in. " Nu RC i l 
. r A =P - e `: „O "y » » J 
The completed application should $ Gro E | Leather Technology Machine Design 
í ^ i oS a M oEET. Ñ T^ $ ° PRS X 

wl to the — | je > A aes | Mechanical Engineering Power Electronics and Drives 
Admission/ Corporate Office. | EMail wi | x = ear . 

ets i ! P mde | Mechatronics Engineering Power Systems Engineering 
ELIGIBILITY: à Ao cU P LER a | 
A pass in 10.42 or ft wales | =f Žir so AES E hitecture Software Engineering 

$s | or its equivalen j N Eu aya Tet ACC | 
and (a) for all programmes: MINIM | M.TECH/ MBA/ MCA Structural Engineering 

AD: e =," giu | i à; à s 

Minimum 60% aggregate in i wt el Ag i Applied Electronics Thermal Engineering 
Mathematics, Physics & Chemistry BITENE, at à » "ut ib | 
b) for Bioinformatics, Biomedical mu d wD) ENE Automobile Engineering VLSI Design t 
^ istas n bp 60%, 15 P ON n B Bio-Informatics MBA (Full/Part Time) 
aggregate in Biology, Physics and ae |. , i } 
Chemistry. B.Arch admissions will AADA a iJ Vra Ge Bio-Medical Engineering MCA (Regular/Lateral) x 
e based on NATA exam scores. VIDA TI YILA uH 
Admission to B.Tech, M.Tech, yx d 2^ 


MBA, MCA Programmes will be on 


e 


| Bharath University: 173, Agaram Road, Selaiyur, Chennai - 600 073 


ihe basis of entrance exam marks. EAT suni | : | 
successful GATE scores are exempt . cC PLA M eb | Tamil Nadu. Tel: 91 44 2229 0247 / 0125 Fax: 91 44 2229 0247 
rom entrance exam. ete cist / Corporate Office: 1, First Main Rd, Kasturibai Nagar, Adyar 
-ATERAL ENTRY ELIGIBILITY: QE. s | Chennai - 600 020 Tel: 91 44 24404699 Telefax: 91 44 2445 3414 
^ Pass in Diploma / B.Sc (Only 1 E RS Mobile: 98843 47866, 97106 79099, 97106 79499 


Erience Crone) EN E-mail: admission@bharathuniv.com Website: vwwwv hharathuniv ac in 





bt column 








AVE YOU HEARD OF A NEW 
kind of skateboard called 
Swave-board or Ripstick? 

If you haven’t, but do have a 
son or a daughter in the age group 
of 7 to 13 years, you most probably 
will. In fact, you might even pur- 
chase one for them very soon. You 
will also probably buy the product 
for him or her without seeing a sin- 
gle advertisement, thanks to the 
powerful word of mouth and trial 
experience of your child. The 
success of Swave-boards in many 
countries represents one of the most 
successful examples of “Diffusion of 
Innovation” and many companies 
can learn from it. 

Till a few months ago, I had 
never heard of anything called a 
Swave-board or a Ripstick. In our 
condominium in Singapore, hardly 
anyone owned one. Instead, most of 
the children were crazy about cy- 
cling or roller skating. Then, one or 
two boys bought a Ripstick from the 
Us and it caught on like wildfire. 
Soon, most kids in Singapore had 
one. In the last few months, own- 
ership of Ripsticks and Swave- 
boards among young boys and girls 
in the condominium has gone up 
from less than 5 per cent to more 
than 80 per cent. "Toys R Us" 
stores are unable to meet demand 
for the toy and you need to reserve 
it in advance. In some stores it is not 
even displayed and you have to go 
to the counter and request for it. 

The phenomenal sales of this 
product have taken place without 
even a single advertisement being 
aired. Product acceptance has taken 
place without any money being 
spent on advertising. The ubiqui- 
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How to Sell Your Product 
without a Single Ad 


tous model of needing to advertise 
a product to generate interest 
has been turned on its head. Three 
main factors have contributed 
to the amazing success: an intri- 
guing product, easy trial, and a 
delightful experience. 

The example given above is a 
classic case of “Diffusion of 
Innovation”. Diffusion refers to the 
way that new products are accepted 
into a community. The theory sug- 
gests that there are five main cate- 
gories of consumers based on how 
quickly they adopt new products 
and ideas: Innovators (2.5 per cent) 
who are well-informed risk-takers, 
willing to try an unproven and new 
product; Early adopters (13.5 per 


any company can leverage 
Diffusion principles during tough 
economic times: 

1. Make “Diffusion Marketing” an 
integral part of the launch plan for 
any new product. Imagine for a 
week that you have no advertising 
budget. This will force you to think 
of creative ways to leverage aspects 
of “Diffusion of Innovation”. 

2. Identify Innovators and Early 
Adopters and reach them quickly. 
The five categories of consumers 
can be derived from past behav- 
iour as it cuts across product cate- 
gories. Segmentation based on past 
adoption rates is in many ways more 
accurate as the behaviour has 
already been demonstrated. For 


In an environment of slashed budgets, conscious 
re-application of ‘Principles of Diffusion’ can prove 


to be extremely useful. 


cent)—educated opinion leaders 
who, influenced by innovators, go 
on to purchase the product; Early 
majority (34 per cent)—careful con- 
sumers who tend to avoid risk. They 
rely on other's recommendations; 
Late majority (34 per cent)—some- 
what skeptical consumers who ac- 
quire a product only after it has 
become commonplace. Laggards 
(16 per cent)—those who avoid 
change and may not adopt a new 
product until traditional alterna- 
tives are no longer available. 


Leveraging Diffusion 

In an environment of slashed 
budgets, conscious re-application of 
“Principles of Diffusion” can prove 
to be extremely useful. Here’s how 


instance, I can claim that I like 
adventure sports and you'll have 
no way of knowing the truth, but if 
I’ve done bungee-jumping, you'll 
be sure of my predisposition. 
3. Induce trial in an unusual and in- 
teresting manner. Trial could be 
generated through sampling with 
an element of mystery to create 
intrigue and "talking points". The 
dissemination of information will 
take place through word of 
mouth/spread of e-mails and, there- 
fore, much cheaper to accomplish. 
Lower budgets should not limit 
your plans. The only limitation 
should be your own imagination. 8i 





(The autbor is a Director at ANV 
Consulting, Singapore) 
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Yesterday's CEO 
Today's Entrepreneur 


They always nurtured the dream of starting up on their own some day, 
but the economic slowdown was just the kick-start that most of these 
dyed-in-the-wool corporate honchos needed. ANAND ADHIKARI 
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There is sub a thing as a natural-born entrepreneur. But 

the accidental entrepreneur like me has to fall into the 

opportunity or be pushed into it. 

Gordon Moore, Co-founder & Chairman Emeritus, 
Intel Corporation 


O TWO SUCCESSFUL ENTREPRENEURS FOLLOW 
the same path—which is most often an unt- 
ried one—but, like Moore, many of them 
stumble into an opportunity. Or they are 
| pushed into it, by circumstance or happen- 
stance. The entrepreneurs that Br has lined up in this 
feature have been pushed into starting up, perhaps, by 
accident, but in circumstances that are totally different 
from those that graduating whizkids (like Moore) 
are confronted with. These men who have chosen 
to start up are doing so at a time when the economy is 
in the vice-like grip of a stinging slowdown—and a few 
of them may actually also be victims of the gloom. 
More significantly, these entrepreneurs aren’t exactly 
tenderfeet in the hurly-burly world of business. Rather, 
they’re all seasoned corporate honchos with decades 
of experience. They’ve also risen from the ranks and 
played a decisive role in building and nurturing mar- 
quee brands such as Icici, Citi, Sony and Mudra. 

Being associated with such big names has its adv- 
antages. But, perhaps, the biggest change is that they 
don’t have the backing of a large corporation now. 
They have to put their own money where their mouth 
is. And they have to build teams from scratch. 

What better way to do it than to begin at the home 
itself. Besides using their expansive apartments as their 
headquarters—at least temporarily—some of them 
are relying on synergies with their partners at home, 
their wives. Result? An rr veteran conjures up a biotech- 
nology venture with more than a little inspiration 
from his spouse, who has her own genetic centre. 
And there’s a former adman, who has built pretty 
much an original business model that leans heavily 
on his psychotherapist wife’s therapeutic talents. 









TIME TO TAKE THE PLUNGE 


Three reasons to Step out of the boardroom into the wide open. 


a You have no choice: You don't have a 
va job, but you have a lot more, including 
ideas, support and a sense of adventure 
sän Things are cheap: Office space is, for 
ww sure. And pay packets can be pragmatic 
an | y Quality talent on tap: Look out for who's 
f being laid off—there may be some 
gems out there — 
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Along with wives, former colleagues are also being 
drafted in to constitute the core team. In one case, the 
inspiration for a start-up comes from the earlier job— 
so a former employer now has competition from a for- 
mer employee! And there's also an expatriate on this 
list, who has, in his over four vears in India, learnt ev ery 
trick in the book—and a few that you won't find in any 
book—which he expects to come in handy when 
consulting foreign firms that are seeking to set up an 
Indian outpost. 

The six men and their ventures in this feature 
are just a sampler of the action that's playing out 
across the country. Other than the ones that we have 
chosen—Arpit Agarwal, Partho Dasgupta, Deepak 
Ghaisas, Chandradeep Mitra, Ravi Sharma and Sylvain 
Bilaine—there are other chief executives stepping 
out to start up. For instance, there's Raju 
Venkatraman, a former Joint MD & COO of Firstsource 
Solutions, a business process outsourcing firm, who is 
pursuing a foray into rural healthcare. Then, there's 
Ajay Relan, a former head of Citi's private equity arm, 
who left in the middle of 2008 and who is now trying 
his hand at building his own private equity venture. 
The high-profile Kunal Dasgupta, till recently with 
Sony Entertainment, is also gearing up to go it alone, 
although he feels it is too premature to disclose what 
he has up his sleeve. 

Clearly, downturns may be a time of reduced eco- 
nomic activity, but not for self-starting entrepreneurs, 
who've got business plans to write, office spaces to pick 
up (at mouth-watering rates) and teams to put to- 
gether (by offering level-headed pay packets). And 
it's not only high-flying honchos who have been bitten 
by the entrepreneurial bug. A clutch of youngsters— 
perhaps disillusioned by dwindling pay packets—is 
ploughing an entrepreneurial furrow (see Greenborn 
Entrepreneurs). As are engineering and B-school grad- 
uates, who have realised that there's little choice but to 
start up when the job market goes into hibernation (see 
Campus Interview? No Thanks’). 
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NISHIKANT GAMRI 


| (From L to R) Sajjan S. Raut Desai sSurabhi 


Feeling at Home 


Come upturn or downturn, Arpit Agarwal will keep rolling, 


looking for new opportunities and challenges. 


HEN ARPIT AGARWAL BEGINS 

his working day, he has 

quite a motley group for 
company—Jetto and Jinny, his two 
cocker spaniels, his son (once he’s 
back from school) and, of course, 
the core team of his mint new start- 
up. Christened Aryss Knowledge 
Partners—Aryss represents the ini- 
tials of the first names of the fou- 
nders, Arpit, Yogesh Bajaj, Surabhi 
Gupta and Sajjan S. Raut Desai—the 
base of this venture, at least for 
now, is a sprawling 10th floor apart- 
ment in central Mumbai. 

These days, two opportunities 
are a gleam in Agarwal’s eye, whose 
last job was at the helm of the Indian 
operations of UK-based financial serv- 
ices major Dawnay Day. Agarwal 
left along with this three-member 
team when Silk Route Advisors, a 
private equity firm, bought Dawnay 
Day's equity stake in the Indian 
business. “We will pick up distressed 
assets, to begin with in financial 
services. And we also want to set up 
a greenfield venture in education,” 
says Agarwal, a Science graduate 


Arpit Agarwal, 41 


“| have always been keen 
to take up new challenges 
every few years” 


—. CLAIM TO FAME: He was MD 
WP: Group CEO (Financial 
Services), Dawnay Day AV. 


Built businesses for ICICI Group, 
DSP Merrill Lynch & BNP Paribas 


m$ GGER TO START UP: When Silk 
Route acquired Dawnay Day's 
stake in the Indian business 


= ^ plan to buy distressed 
assets and set up an education 
centre for training graduates 


from Delhi's St. Stephen's. 
Agarwal's blueprint involves set- 
ting up six companies with the Aryss 
prefix, of which one—Aryss Know- 
ledge Partners—has been flagged 
off. Education in the area of financial 
products and services isn't a field 
that’s alien to Agarwal. At the ICICI 


uam Gupta, Arpit Agarwal & Yogesh Bajaj 





Group, where he was Head (Private 
Banking) from 2002-2006, he had 
drafted a private banking curriculum 
for some two dozen business schools. 
Today, there is a dearth of institutes 
that offer high-end courses in struc- 
tured products, and wealth and port- 
folio risk management. 

Agarwal, who hails from 
Lucknow, is fascinated by the talent 
and energy that exists in Tier H 
and III business institutes. “All they 
require is quality industry exposure 
and practical knowledge and we 
will have another 50,000 future 
business builders every year,” he 
says. Is he nervous starting out in 
today’s challenging environment? 
“There were apprehensions in the 
family when I moved out from a big 
brand like the ICICI Group to 
Dawnay Day in February 2006. But 
now (they realise) it’s more of an 
extension of my entrepreneurship 
journey,” says Agarwal. “If he puts 
his mind onto something, he can 
achieve it,” says Alok Vajpayei, who 
was till recently Chairman, Dawnay 
Day India, until he sold his stake. 


A Break with the Future? 


Partho Dasgupta flags off his own vehicle to ride on 
media opportunities in the consumption sector. 


HAT'S IN A NAME—NOT AS 
much as there is in an idea, 
bank-rolling it and eventu- 
ally executing it, at least as far as 
start-ups go. Yet, the christening 
exercise often sets the tone of the 
venture and outlines an entrepre- 
neur’s vision. In the case of Partho 
Dasgupta's Aurora Comms, the 
name signals the arrival of some- 
thing new, something fresh—a fresh 
dawn. Aurora is the goddess of dawn 
in Roman mythology and Dasgupta 
points out that it also refers to the 
first rays of the rising sun. 

That's apt enough for Dasgupta, 
who turned entrepreneur after rec- 
ently leaving Kishore Biyani’s Future 
Media, a venture that is seeking to 
create media properties in the con- 
sumption space. Aurora Comms 
isn't veering off that path and as 
far as the idea goes, his start-up isn't 
exactly as fresh as dawn. *We are 
primarily focussing on media in the 
consumption space as it provides 
an excellent opportunity to adver- 
tisers and clients to market and 
reach out to target customers," exp- 
lains Dasgupta. 

To start with, the two-month- 
young firm will target sectors like 
fast-moving consumer goods (FMCG), 
financial services, automobiles and 
telecom. Dasgupta hasn't set up off- 
ice. For good reason. Every time 
he sees an office in the Lower Parel 
area of central Mumbai—the hub of 
the advertising industry, which is 
where Dasgupta wants to be anc- 
hored—he discovers that office 
rentals have plunged yet again! 
That's one of the advantages of 
starting up in a slowdown. 

An engineer who went on to 
do his management from IIM 





Calcutta, Dasgupta is currently in 
the process of setting up a core 
team. So far, he's brought on board 
Vishakha Singh, who worked with 
him as Director at Future Media 
and, before that, at the Times 
Group. “Partho’s people skills and 
his speed in decision-making are 
amazing," says Singh. 

A keen observer of consumer 
behaviour, Dasgupta will focus on 
cinema and retail as two broad busi- 
ness segments. He's also eyeing the 
ever increasing disposable income in 
smaller cities and towns of India. He 
believes consumption is growing in 
these locations and it presents an un- 
tapped opportunity to take brands 
to such parts of the country. 
Cinema, for instance, is one seg- 
ment he feels is massively untapped. 
As per available statistics, cinema 
gets only 0.6 per cent of the total 
media spend of an estimated 
Rs 20,000 crore. 

Dasgupta reckons that today's 
environment offers both opportu- 
nities and challenges. “It’s an opp- 
ortunity because it throws up a very 
different kind of cost structure; it 
also provides an opportunity to re- 
define business structures,” he says. 
The challenges are basically on the 
fund-raising front where he is look- 
ing at different ways. “We actually 
want a financial partner who is like- 
minded and understands the media 
business,” says Dasgupta, a bit gua- 
rdedly, reluctant to reveal 
any more on this front. He does 
hint that private equity appears to be 
the most viable option, but he isn’t 
ruling out other options like debt. 

Dasgupta says he’s got a dozen 
clients lined up, but he’s in no 
hurry to go all out. There is a huge 
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Partho Dasgupta, 43 


Today's environment 
offers opportunities 
to redefine business 
Structures” 

picked up by retail czar 


Į Kishore Biyani to head 


Future Media 


CLAIM TO FAME: He was 








TRIGGER TO START UP: Moved out 
last December along with other 
senior team members after Future 
Media was restructured 


WHAT'S KEEPING HIM BUS 
= Sticking to the concept of 
creating a media platform 


opportunity out there, says this 
passionate music lover, adding: “| 
can listen to anything that sounds 
good to the ear." Now, he's await- 
ing that beautiful sound of ringing 
cash registers. 
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Deepak Ghaisas (C) with team members 


Healing Touch 





Deepak Ghaisas sees a future—and a business model—in personalised medicine. 


E'S A CHARTERED ACCOUNTANT 
who spent two decades in 
the IT sector, sat on the 
board of a pharmaceutical com- 
pany and is, 
married to a woman who's pas- 


for good measure, 


sionate about genetics. Net result? 
A former CEO moves on to become 
a biotech entrepreneur. 

For Deepak Ghaisas, 51, change 
hasn't quite been a companion for 
all these vears—until now. He spent 
most of his professional life at soft- 
ware major i-flex Solutions, where 
he rose from Chief Financial 
Officer to eventually CEO (India 
operations). Yet, turning entrepre- 
neur isn't novel for Ghaisas because 
the culture at i-flex was entrepre- 
neurial in nature, with senior emp- 
loyees encouraged to take respon- 
sibility of individual projects as 
their own baby. 

Sitting in his wife's genetic cen- 
tre deep in suburban Mumbai, 


Ghaisas lets on his vision. “I happen 


BO ni INES 


and genomics... 


Deepak Ghaisas, 51 


“We plan to take new 
innovations that are 
happening in biotech- 
nology to actualisation" 


LAIM TO FAME. A Chartered 
Accountant, he rose from 
CFO to CEO (India 
operations) at i-flex Solutions 








ER TO START UP: Left closer 
to i- flex being rio 
Oracle Financial Services Software 


last August 


HU HIM ^l 


B Riolechaology and 
healthcare 


to read and learn a lot on genetics 
What India has 
managed to achieve in IT in the 
'80s and the '90s, we can repeat in 


biotechnology," he says. Indeed, 
there's a lot of work under way in 
biotech in India and a number of 
such firms are providing research & 
development facilities to global 
companies. The challenge, says 
Ghaisas, is to convert innovations 
into marketable propositions. And 
this is where he is looking to step 
in. Ghaisas’ proposition is to assist 
pharma companies in taking bio- 
tech research to fruition by all- 
owing it to translate into person- 
alised medicines for treating 
lifestyle-related diseases such as 
hypertension and diabetes. 

Ghaisas has taken an office in 
the Bandra-Kurla complex—sub- 
urban Mumbai’s commercial dis- 
trict—where he is in the process of 
building a team. “We have a man- 
agement team of close to a dozen 
people and a few of them are med- 
ical doctors with an MBA 
Ghaisas, who is putting his own 
money in the venture. 


, Says 


DEBASHISH PAUL 


Relationship Manager 


Mitra sees a business opportunity in improving 
interpersonal relationships at organisations. 


HE OBVIOUS OPTION FOR A 

start-up for Chandradeep 

Mitra would have been an 
advertising hot-shop. After all, 
that’s a sector in which he’s 
worked for almost two decades. 
But this 1M Calcutta alumnus reck- 
oned that it was time to push the 
envelope. “I feel there is a greater 
social need and scope for origi- 
nal contribution in the field of 
relationships than (restricting one- 
self to) advertising,” says Mitra, 
44. Result? A venture that is all 
about coaching and relationship 
management. “There is a need for 
organisations to focus on better 
interpersonal relationships,” elab- 
orates Mitra, who also has his 
wife, a psychotherapist, involved in 
the venture. 

Mitra’s target audience will be 
mid-sized companies. His unique 
selling proposition is that organi- 
sational productivity can increase 
by improving human relationships 
and making them powerful. Mitra’s 


argument is that there are different 
professionals helping us manage 
or improve various aspects of our 
lives—like a chartered accountant 
for tax planning, a wealth man- 
ager for investment advice, a doc- 
tor for health and a personal 
trainer for bodybuilding. “But there 
is no professional support struc- 
ture in India to help us in manag- 
ing our interpersonal relation- 
ships,” says Mitra. 

To find out whether a business 
model is viable or not, Mitra does 
what he calls the “NTPC” check. 
N stands for a Need in society for 
such an idea, T stands for the 
Talent to meet that need, P stands 
for Passion and C for the 
Contribution it can make. Mitra 
believes his venture satisfies all 
these criteria: There is a huge 
unmet need to manage relation- 
ships in society; he brings in the 
organisational experience and his 
wife covers the therapeutic side; 
the passion is evident on Mitra’s 





Chandradeep Mitra, 44 


“We want to up productivity 
by making relationships 
more powerful” 


= LAIM TO FAME He headed 
E 4 Mudra Max and comes 
with almost 17 years of 


experience in advertising 


TRIGGER TO START UP: In January, 
after a restructuring at Mudra Max 


WHAT S KEEPING HIM BUSY 
= Eyeing a venture in coaching 
and relationship management 


face (“I’ve quit my job to take this 
seemingly big risk”) and, finally, as 
he points out: “It gives me added 
satisfaction that [ll be able to con- 
tribute to society.” 

In the meanwhile, Mitra has 
shifted base from Mumbai to 
Kolkata to spend 6-8 months on 
devising content and the pro- 
gramme. And the man, who is wax- 
ing eloquent abour relationships, 
is leading by example. “I have two- 
year-old twin daughters. | want to 
be close to them. If I’m talking 
about relationships, first | must 
walk the talk.” 


MAY 17 BUSINESS TODAY 81 


20094 


bt special/ entrepreneurship 


Follow the Leader 


Ravi Sharma to MNCs: Hold my hand and | will show you the way to do business. 


HERE ARE NOT MANY COUNTRIES 

in which an MNC pays a hefty 

premium just to secure a lic- 
ence to do business. It happens in 
India. Just two examples: Telenor 
of Norway paid a premium of 
over a billion dollars to realty firm 
Unitech for a 60 per cent stake in 
its telecom arm. Unitech had paid 
Rs 1,651 crore for a pan-India 
mobile licence for GSM spectrum 
in 13 circles. Unitech then sold 60 
per cent stake in the business— 
which essentially was the licence 
and little else—to the Norwegian 
major for Rs 6,120 crore. The 
conclusion many foreign busi- 
nesses are likely to reach: You 
have to pay a premium for man- 
aging the regulatory and political 
environment if you want to do 
business in India. 

There may be another, more 
cost-effective, option: Hire a con- 
sultant who can handhold you 
through the Byzantine maze of reg- 
ulation and intrigue. Enter Ravi 
Sharma and his two partners. “Our 
proposition is not capital, but man- 
agement services that will not only 
help in reducing promoters’ capital 
but will also trim down the time 
to market,” says Sharma, 47, who 
has named his venture Phi. “Phi is a 
wonderful name, easy to pronounce 
and has two very powerful mean- 
ings: Wisdom of God and the 
Golden Ratio,” he adds. 

Sharma and Pramod Saxena, 
former Head of Motorola India, 
first discussed the idea of floating 
such a venture. Later, they roped 
in B.D. Khurana, former CEO, 
Reliance Communications. “Our 
new association is more like a 
meeting of minds at the profes- 
sional level,” says Saxena. In fact, 
both Sharma and Saxena, who are 
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Ravi Sharma, 47 


“We are trying out a 
business model that 
doesn't even exist globally” 


mes CLAIM TO FAME: He spear- 
PP ence Alcatel's South Asia 
expansion; also got a 


pan-India cellular licence for 
Venugopal Dhoot's Datacom 


dni TO START UP: Left 
Datacom after it got into a 
dispute with a partner 


n S KEEPING HIM BUSY 
A venture to provide 
MNCs management support 
and other services 


the majority (and equal) partners 
in Phi, have studied engineering 
from irr Roorkee in Uttarakhand. 
The business model is such that 
Phi can earn minority equity in 
return for strategic, regulatory and 
management support in the ini- 





tial phase of a new MNC venture. 
“That’s why we call ourselves 
Angel Partners,” says Sharma. Phi 
will nurture the new venture for 
2-4 years. Since the promoters 
have experience in telecom, proj- 
ects in this sector will be a focus 
area. But Phi is also in discussions 
with MNCs in renewable energy 
and green energy solutions. 

Phi is ready with three engage- 
ment models: One, a joint venture 
with an MNC; two, incubate a busi- 
ness with venture capital support 
and then bring in an MNC as a maj- 
ority partner; the third is the option 
of finding suitable MNC partners 
for Indian companies. In all three 
models, Phi would earn a minority 
stake in the business. 

Phi’s biggest strength is, und- 
oubtedly, the breadth and depth of 
its core team, which has over 50 
years of experience that goes right 
up to CEOs of big league corpora- 
tions. They’ve all been there, done 
that—and now they'd like to show 
others the way. 
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India Cheerleader 


Renault’s first employee in the country is going it alone 
after learning most of the tricks of the trade. 


E CALLS INDIA A 'HURDLI 

marathon'—there's always a 

new one to deal with every 
day. His favourite word in Hindi? 
Jugaad, which can be loosely trans- 
lated as a "creative" way to get 
around obstacles. Sylvain Bilaine, 
who recently resigned as MD of 
Renault India, has seen it all—the 
Indian bureaucracy, politicians, ind- 
ustrialists and the people. And guess 
what? He's eager for some more 
of all that action. “I learnt a lot 
here and now I want to share my 
experience with companies abroad," 
explains Bilaine, who will operate 
from his home country France. 

A trekking enthusiast, Bilaine 
has set his eyes on a consultancy 
business. He plans to advise French, 
German and Japanese companies 
that are seeking to set up an outpost 
in India. But what makes Bilaine 
any different from the scores of 
consultants that dot the Indian cor- 
porate landscape? "There are many 
independent consultants offering 
legal, tax, market research, etc., in 
India, but there aren't too many 
who offer a packaged deal to for- 
eign companies," says Bilaine, 55. 
Also, his India experience will stand 
him in good stead when advising 
French firms—who currently have 
to make do with consultants who 
make theoretical boardroom pre- 
sentations with little experience of 
the Indian market. 

Says Pawan Goenka, President 
(Automotive), M&M: “Bilaine is 
uniquely qualified for a consultancy 
business as (having worked here) 
he understands the Indian operating 
environment very well.” 

Bilaine’s India competence 1s 
nothing to be sneezed at. “The most 
important thing in this country is to 
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have the right network of people," 
says Bilaine, who travelled across 
the length and breadth of the coun- 
try, negotiating with state govern- 
ments, looking out for land, hiring 
people and setting up marketing 
and distribution centres. “I was on 
my own as the first employee of 
Renault in India," says Bilaine, 
whose wife Dominique writes for 
French newspapers from India. 

Bilaine was also responsible for 
sewing together a joint venture with 
Anand Mahindra to make cars. 
Next came the three-way alliance 
between Renault, Nissan and 
Mahindra, where Bilaine once again 
played a pivotal role. He was also at 
the forefront of the low-cost car 
project with Bajaj Auto. “I’m im- 
pressed with Indian businessmen's 
entrepreneurial skills," he says. 

Clearly, Bilaine knows what it 
takes to set up a project in India. Just 
one example: *We negotiated for 18 
months with the state government 
before we got the land for our 
Chennai plant."As a consultant, he 
proposes to advise companies from 
the time they conceive an India proj- 
ect right up to implementation. 

To start with, Bilaine wants to 
focus on engineering services and 
manufacturing, including auto com- 
ponents; he's on the look out for an 
Indian partner. “I am looking for an 
Indian partner and could later dec- 
ide to have a full-fledged branch 
office in India as the business picks 
up," says Bilaine, who is also open 
to a financial partnership with a 
domestic alliance. 

The current pall of gloom that 
has descended on the global market 
place doesn't faze Bilaine. *People 
will come (to India) even during 
times of crisis," says the man who 
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Sylvain Bilaine, 55 


"| learnt a lot here and 
want to share my 
experience with 
companies abroad" 


CLAIM TO FAME: He was the 
face of Renault in India 


TRIGGER TO START UP: Coincided 

with Renault India's shift in 
strategy in the wake of the global 
slowdown 


WHAT'S KEEPING HIM BUSY 
=A consultancy for foreign 
companies, especially Japanese 
and French, that are eyeing a 
base in India 


has also worked in the us, Africa, 
West Asia and Japan. So, he knows 
a thing or two about people and 
cultures. “Indians are quite in con- 
trast to the Japanese when it comes 
to social behaviour like hugging, 
touching or noise levels. We French 
come somewhere in between.” But 
the jugaad, of course, is quintes- 
sentially Indian. And Bilaine is glad 
he learnt, amongst the many things 
he has in India, that word too! 
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Greenhorn 
Entrepreneurs 











Stifled by a lack of growth and frozen hikes, many youngsters have 

turned entrepreneurs. While talent and real estate are going cheap, funding 
is scarce and gun-shy investors are taking longer to firm up their plans. 
Will these greenhorn entrepreneurs Survive? RAHUL SACHITANAND 


N DECEMBER 2008, SERIAL ENTREPRENEUR AND COVETED 

angel investor Kanwal Rekhi, Founder, Excelan 

and The Indus Entrepreneurs (TiE), and (more 

recently) Inventus Capital, held a mentoring 

session in Bangalore. The event, organised by TIF 
as part of its Entrepreneurship Summit in India's IT 
capital, was expected to draw 30 attendees. Instead, 
it was a "standing room only” where this ‘guru talk’ 
session was held, with over 150 wide-eyed founders 
turning up. 

A few kilometres away, Sudhir Sethi, India 
Managing Director, IDG Ventures, which focusses 
on early-stage start-ups, 


ths," says Subrata Mitra, Partner, Accel India, which 
acquired Erasmic Venture Fund earlier this year. TiE’s 
Bangalore chapter, which had 838 members as of 
March 31, 2008, today has over 1,200 members. 
TiE's Entrepreneurship Summit, which was expected to 
be packed to the rafters with some 1,500 attendees, act- 
ually attracted over 1,700. Based on this sort of res- 
ponse, Samir Kumar, Managing Director, Inventus 
Capital India, expects to invest in at least four or five 
companies this year. “The main driver for the increased 
interest is lower opportunity costs, since talent is 
cheaper and rentals more affordable," he says. 


was wading through a 
raft of business plans in 
his Commissariat Road 
office in Bangalore's 
central business district. 
IDG Ventures received 
some 700 plans last 
year, says Sethi, and if 
that frenetic pace keeps 
up, the firm expects to 
get at least 1,000 pro- 
posals this year. 
Several other seed, 
angel and venture capital 
investors, too, say that 
the number of enquiries 
and deal flow are on the 
rise. “Our deal flow has 
increased 50 per cent 
over the last six mon- 
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VCs Like IT... „and Mobile VAS is Red Hot 
BFSI | IT Services 
Healthcare ee b | 
c iting Enterprise - 
bg Other | Software 5 
~ Services | Comm. Tech Online 
: Media | Semi Conductor- SerVICes 
Others 
All figures for 2008 Break-up of IT & ITES's share 
% share of sectors in VC funding Source: Venture Intelligence 
WHAT'S HOT, WHAT'S NOT 


Areas wannabe entrepreneurs should be eyeing and 


those they should be avoiding. 


CHOT 

Security 

Mobile VAS applications 
Energy efficiency 
Wireless 

Clean tech 
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OCOLD 

Online travel 

Social networking 

Plain vanilla IT services 

Core banking software 

SAP/ Oracle competing enterprise apps 


Small Beginnings 

In Jayanagar 4th T Block 
in southern Bangalore, 
Hari Prakash Shanbhog, 
Co-founder, Ipomo, a 
company that provides 
mobile learning solu- 
tions, is in the process 
of setting up shop. 
When this writer met 
Shanbhog, only a cou- 
ple of tables had been 
rigged with notebooks 
and telephone lines. 
"We've learnt to do 
everything on our own," 
he laughed. *We've neg- 
otiated directly with 
landlords and got a 
25-30 per cent decrease 








/ 


in rentals." A year ago, Shanbhog 
quit a senior position with Wipro to 
bootstrap his venture, which got back- 
ing from a clutch of investors, inc- 
luding former Wipro President 
Ramesh Emani. Down the street from 
Ipomo's office, Srikanth Chunduri 
and his classmate from school, Aditya 
Bhamidipaty, went through an exh- 
austive list of entrepreneurial options, 
ranging from biofuels to vegetable 
retailing before setting on their current 
business plan: An online group 
marketing venture called GoVasool. 

In August last year, a trio of young 
executives in Delhi decided to hang 
up their corporate suits to start a 
community-based venture in alternative tourism called 
78mm Adventures. It all started in 2005, when Jeet 
Sachdeva, a hospitality management graduate, Jagrit 
Gupta, an IT engineer, and Vivek Pratap 
Singh Rathore, a computer science 
graduate, joined the MBA course at 
Nirma Institute of Management. “We 


GoVasool 
WHAT 
marketing venture 


Subrata Mitra, Partner, Accel India 


IT: Online group 


FOUNDERS: Srikanth Chunduri (R) 
& Aditya Bhamidipaty (L) 


LAST JOBS: Chunduri—Mitchell 
Madison Strategic Consulting; 
and Bhamidipaty—iGATE Global 


“We went through 

an exhaustive list of 
entrepreneurial options, 
ranging from biofuels 
to vegetable retailing” 





shared 1 passion for weekend es 
apades," recalls 26-year-old Sachdeva. 
who worked as a feasibility consultant 
for Howarth HTL. The biggest stum 
bling block they encountered along 
the way wasn’t funding or generating 
demand for their service, but parental 
pressure, Once they succeeded in 
the trio 
MT 


veering around that problem, 
began conducting a variety of 
beat trips, from beachfront jams and 
jungle night camps to desert safaris 
and cloud trekking. 78mm Adventures 
offers enthusiasts real and virtual plat 


torms to share information about 
places to visit in India. “Our focus is 
tO discover newer places ind build 
online communities around them. We have a database 
of over 100 itineraries. So far, we have : 


rganised 


over 12 events (read trips),” says Sachdeva 


Change in Attitude 


Scattered fishponds of entrepreneurship can always be 
found in any market (in any environment), but rarely 


“Our deal flow has increased 50 per cent over the last six months” 


Ipomo 


WHAT IS IT: A mobile learning 
solutions firm 


FOUNDERS: Hari Prakash Shanbhog 
(back) & Vidhyadhara S. Talya 
(front) 


LAST JOBS: Both worked with Wipro 


“We've negotiated 
directly with landlords 
and got a 25-30 

per cent decrease 

in rentals” 


do a slew of tactors conspire to come together as 
they have in today’s changed market conditions to res- 
ult in a discernible start-up wave. One, a slowdown all- 
ows entrepreneurs to buy office space cheap and acq- 
uire talent that would have been out of bounds in the 
good times. In Bangalore or Mumbai, realty analysts 
estimate prime rental space is available 15-25 per 
cent cheaper than during the peak period 18-24 
months ago. Then, several large companies such as 
Google, which announced plans to shut its radio and 
SMS service, are moving out of several markets, clear- 
ing the way for young start-ups to blossom. Specifically, 
for Indian start-ups, the growth of the domestic mar- 
ket has been a boon. Simultaneously, investors say that 
entrepreneurs today are more globally aware than 
their predec essors a decade Ago. "The world is more 
connected today and, therefore, entrepreneurs have 
more access to data, unlike their predecessors, who had 


Kreeo 


A collective intelligence platform 
Sumeet Anand 
T JOB: Cranes Software 
“We launched the beta version 
of our product in January and 


hope to launch a final cut in 
the next few months" 
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to take educated guesses at best,” says Mohit Goyal, a 
member of the Indian Angel Network. 

There are other factors, too, that are catalysing 
this interest in entrepreneurship. For example, the 
slowdown has meant that several people have lost 
their jobs, or at least face reduced salaries and 
frozen promotions and increments. Faced with this 
stalling growth, many executives are turning ent- 
repreneurs. “We see a lot of interest in entrepre- 
neurship in the 25-30 age-group, a phase during 
which there is little to lose,” says Inventus’ Kumar. 
Some VCs are promoting hybrid models that have 
tounders running day-to-day operations with a sen- 
ior pro, who assumes charge as Chiet Executive or 
Chairman, managing the big picture. 

Mahesh Murthy, Managing Partner, Seedfund, a 
firm that funds companies at the most risky 


“seed” stage, says there is an increased interest in 
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entrepreneurship as youngsters re- 
alise that the blue-chip investment 
banking jobs are now harder to come 
by and they don’t want to settle for 


WHAT lc 


venture 


78mm Adventures 


iT. An alternative tourism 





ner of a large room that serves as 
the company's base. *We launched 
the beta version of our product in 
January this year and hope to lau- 


smaller companies. However, the 
number of companies providing the 
more riskv seed stage funding has re- 
duced from six or seven a couple of 
years ago to just a couple today, points 
out Murthy. “We have also noticed 


FOUNDERS: Jeet Sachdeva (C), 
Jagrit Gupta (R), Vivek Pratap 
Singh Rathore (L) 

LAST JOBS: Gupta—TVS Motors; 
Sachdeva—Howarth HTL; and 
Rathore—Gujarat Gas Company 


nch a final cut in the next few mon- 
ths,” says Anand, who has got back- 
ing from serial technology entre- 
preneur Sashi Reddy. 

Despite the enthusiasm of most 
entrepreneurs, investors, especially 


that although we receive fewer junk 
business plans, the number of viable 
ideas continues to hold steady. Besides 
the rush of Internet-based ventures, we 
notice increased interest in social en- 
trepreneurship, the rural market, ed- 
ucation and healthcare,” he adds. 


Cost Compulsion 

To keep costs in check, Start-ups have adopted 

varying strategies. For example, Sumeet Anand, 

Founder, Kreeo.com, a provider of software that col- 

lects and categorises various types of data, hired a 

group of eight freshers and trained them on the 
job to build the company’s ap- 








Road, just down the street from 
Wipro's sprawling HQ, is bare, 
with his ‘cubicle’ being a Cor- 


"Our focus is to discover 
newer places and build 
an online community 
around them" 


plication. His office, on Sarjapur 


angel and seed investors, remain 
wary about current market condi- 
tions. “The amount of money they 
have in hand to invest has come 
down and even VCs are investing 
smaller amounts and taking longer to 
finalise their investments,” says Mitra 
of Accel. According to estimates from Venture 
Intelligence, an investment tracking agency, VC firms 
made just 18 deals in the fourth quarter of calendar 
year 2008 as compared to 35 in the same quarter a 
year ago. Consequently, the amount of money they in- 
vested, too, fell sharply from $241 million to $91 mil- 
lion. “The fair-weather entrepreneur will disappear,” 
says Kumar of Inventus Capital. The few who do 
make it big will look back at that part of curve that 
corresponds with the current slowdown as one of their 
most fruitful learning phases, ever. 8i 

ADDITIONAL REPORTING BY MANU KAUSHIK 


“Although we receive fewer junk business plans, the 
number of viable ideas continues to hold steady" 
Mahesh Murthy, Managing Partner, Seedfund 
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ducing an advanced AGPS tracking system - QUICKFINDER- for the first 
in India. This 


ls Solution enables real time tracking of vehicles and assets 
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t is indoors, Tata Indicom's CDMA technology enables this device to send 
Is constantly to a tracking server which shows you its exact location on 
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dular format offers flexibility to track single or multiple vehicles 
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Campus Interview? 





No Thanks! 





A downturn augurs well for start-ups, and a 
number of engineering and B-school graduates 
are grabbing this opportunity. N. MADHAVAN 


EEPESH AGARWAL (30), SUNIL KAURA (27) AND 
Ankur Arora (26) have just graduated from 
Indian School of Business (iss). This trio 
will go on to do something pretty different 
from what most of their classmates will opt 
for. They will soon be starting a business of their 
own. Agarwal intends to develop an application that 
will, through the use of a mobile phone, enable peo- 
ple to share transportation on a real-time basis. For 
instance, if you are leaving for the 
airport and would like to know if 
there are others in your locality 
who are headed there, all you need 
is a cellphone to find that out. Many 
mailing groups and chat groups 
have tried furthering the cause of 
shared transportation, but have not 
met with success. By using a mobile 
phone-based application, Agarwal 
intends to actually reduce traffic as 
well as pollution on the roads. 
Kaura and Arora are working tow- 
ards setting up state-of-the-art child- 
care centres, which will not only 
offer best hygiene and environment 
standards but also interface with 
technology to create an all-new 
childcare system in India. 
Agarwal, Kaura and Arora may 
be the exceptions at Isb, but they 
represent a large number of engi- 
neering and management graduates 
who are giving jobs in the corporate 
sector a go-by and, instead, taking to 
entrepreneurship, despite the down- 
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turn. Or, perhaps, because of it. 

“The downturn has made jobs scarce, moderated 
runaway salaries and increased uncertainty with regard 
to employment. These factors have together made 
starting a business of your own a relatively attractive 
option,” explains Sushanto Mitra, CEO, Society for 
Innovation and Entrepreneurship (SINE), irr Bombay. SINE 
extends support to technology-based entrepreneurship. 
“There is an increasing trend in the last few years 





- The downturn has made jobs scarce, moderated run- 


away Salaries and increased employment uncertainty” 
Sushanto Mitra, CEO, SINE, IIT Bombay 


among students wanting to start 
on their own. Last year, 50-odd 
students from irr Bombay opted 
for entrepreneurship. This year, | 
expect a larger number,” he says. 

The new-found zeal isn’t res- 
tricted to Mumbai. Says Ajit 
Rangnekar, Dean, Iss, Hyderabad: 
“Our Wadhwani Centre for 
Entrepreneurship Development 
usually receives 5-10 applications 
from students every year. This year, 
we have got more than 100.” 

At the Centre for Innovation, 
Incubation & Entrepreneurship 
(CIE), IIM-A, the situation is more or 
less similar. Says CEO Kunal 
Upadhyay: “cur, which focusses 
on hi-tech businesses in the field 
of information and communica- 
tion technology, healthcare and 
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SB’s Sunil Kaura and 
AI set to start a hi sine 


| Ankur Arora: 
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GOING SOLO 


- Almost all the top engineering 
colleges and B-schools are 
seeing an enhanced interest in 
students willing to start a business 
on their own 


- Real businesses get built in 
bad times. Cisco Systems, 
Apple, Oracle and Hewlett-Packard 
are some examples 


^ The global meltdown has 
reduced opportunity costs 
and made entrepreneurship 
more attractive 


= But challenges remain, 
funding being the main obstacle 
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clean energy, typically sees 10-15 
students opting to become entrepre- 
neurs every year. We expect larger 
numbers next year if the downturn 
continues tor a longer time.” 

IIT Madras’ Rural Technol- 
ogy Business Incubator (RTBI) is 
another institution that’s seeing 
more enquiries and footfalls. 
"Earlier, in a month, we would see 
one person walking in with a 
proposal. Now, we get at least 
four enquiries a month," says 
Lakshmi Vaidyanathan, RTBI's 
»enior Manager. RTBI designs, 
pilots and incubates business ven- 
tures that have a rural focus. 

Less chunky salary packages 
may be a good reason tO £go it 
alone, but that's not the only provo 
cation. Starting up in a downturn 


bt special/ entrepreneurship 


has its advantages. “In a downturn, people end up 
building real businesses. More disruptive innovations, 
which are very relevant to consumers, also tend to get 
developed in difficult times. In a boom market, the in- 
novation is typically incremental and businesses do not 
have a very good value proposition,” says Upadhyay. 

What’s more, a slowdown levels the playing field 
for a start-up vis-à-vis an established player. “In bad 
times, most established players cut back on sales 
expenses, advertising and promotions to keep their 
costs under control. This allows a start-up to enter the 
market when there is a lull. Also, you get a lot more 
time to work on your products as there is not much 
of activity in the marketplace. In terms of cost, start- 





"Instead of 5-10 applications from 
students (every year), this year, we 


have got more than 100° 
Ajit Rangnekar, Dean, ISB, Hyderabad 


ing up in a downturn would mean lower rentals, and 
good people at lower salaries,” explains Mitra. 

That’s a refrain one constantly hears from bud- 
ding start-up artistes. But there is a flip side, too— 
funding isn’t easy to come by. “In boom time, 
business plans get funded. In tough times, compa- 
nies get funded. If you are just out of college with 
little experience, getting money is a difficult task," 
says R. Ramaraj, President, The Indus Entrepreneurs 
(rik), Chennai. Also, in bad times, the market for 
products shrinks as customer confidence takes a 
beating. It involves a lot more effort to sell your 
products. But the graduates taking the plunge today 
would be taking heart from the renowned 
promoters of mega-corporations such as Cisco 
Systems, Apple, Oracle and Hewlett-Packard— 
they were all started in a downturn. 8 
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Column/ Alok Mittal 


Different Strokes 
for Different Folks 


NTREPRENEURSHIP IS COMING OF 

age in India. While passionate 

entrepreneurs have always 
created successes, the enablers now 
available in the forms of capital, ready talent, and fast-growing 
markets, are making entrepreneurship the aspiration of a wide 
variety of people. Here is a quick guide to what you can leverage 
and what to watch out for, depending on when you choose to 
start your business. 


The Student 

Strengths: Creative disrupter. Energy and enthusiasm not 
yet clouded by experiences of failure. 

Choice of business: Think Yahoo!, Google and Virgin. Wide 
open areas and inherently new models—high on ideas, low on 
logistical complexity. Build for like-minded customers. 

Force multipliers: Seek mentors and advisers, but follow your 
conviction. Build an execution team with experienced people 
as you scale. Stay at the edge—be it with employees or with 
customers—serve early-adopters at the fringe and build in- 
wards from there. 





30-something 

Strengths: Young enough to dream, experienced enough 
to implement. Support and credibility amongst wide 
range of people. Time on your side. 

Choice of business: Think Reliance, Turner and Infosys. 
Formative industries with long-term change potential. Simple 
ideas, consistent execution, patience. 

Force multipliers: Leverage the ecosystem. Play for a long 
term—marathon is your sport. Cultivate and exploit relation- 
ships, both with senior executives and with young talent. 
Build complementary teams and share decision-making. 

Fly under the radar as long as possible. 


Senior Executive 

Strengths: Deep domain knowledge and execution skills. 
Extensive leverage on resources. 

Choice of business: Think Southwest, Rediff and WNS. 

Large existing markets where personal knowledge and 

insights create opportunity. 

Force multipliers: Build inside out—incremental innovations, 
superb execution. Use industry networks to build the best team 
and optimal partnerships. Act big before you get big—adopt 
and create industry-wide platforms. Inspire and lead. 

The true spirit of entrepreneurship lies in its diversity and 
unpredictability. So, regardless of where you are in your career, 
remember to follow your gut. The excitement is often not in 
where you are headed, but in the journey itself. Have fun! 


The author is Managing Director of venture capital firm, 
Canaan Partners 





OVER 20 YEARS OF FIELD EXPERIENCE 
PROVEN WIND ENERGY TECHNOLOGY 
MORE THAN 2000 WEGs ALREADY INSTALLED 
EXPORTING WEGs OVERSEAS 





RRB ENERGY LIMITED (RRB ENERGY) 
MANUFACTURING WORLD-CLASS WIND ELECTRIC GENERATORS (WEGs). 


INTERESTED IN WIND POWER GENERATION ? 
Talk to RRB ENERGY, a pioneer Company in the Wind Energy Sector 


RRB ENERGY offers turnkey solutions, from concept to commissioning for harnessing wind energy for power generation 
and the same include site selection, micrositing, preparation of detailed project report, project engineenng, erection 


commissioning and after sales service of the wind power projects. 


RRB ENERGY has established state-of-the-art WEG blade and controller manufacturing facilities in India. Its nationwide 


network and seasoned professionals can help you set up world-class Wind Energy Projects 


Invest in Wind Energy. Encash on our unmatched expertise in wind power RRA ENERGY vLirirTceo 
generation and watch your profits soar. (Pioneers in Wind Power Since 1987) 





For further information contact: RRB Energy Limited, | 7, Vembuliamman Koil Street, KK Nagar (West), Chenna: 600 078. Tamil Nadu 
Tel: 91t-44-236411/1. Fax: 91-44-23642222. E-mail chennaiarrbenergy. com 
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SYMON BERESFORD-WYLIE, CEO, Nokia Siemens Network 


“WE ARE 
TAKING OUR 
INDIA LESSONS 











OUTSIDE" 


IMON BERESFORD-WYLIE, 


the world’s second-largest 
mobile equipment vendor, 
Nokia Siemens Networks 
(NSN), is a veteran of the Indian 
telecom market. Over 14 years 
ago, he played a crucial role in 
establishing India’s first mobile 
network, Modi-Telstra, in Kolkata. 
Years later, he bas returned to 
India, making the country tbe serv- 
ice delivery hub for NSN 
worldwide with over 20,000 
employees. He spoke to Br's 
Kushan Mitra. Excerpts: 





It must be interesting to look back 
to the day when you first came to 
India and compare it with what you 
see today. 

When I arrived here in 1995, we 
had set ourselves a target of get- 
ting 100 customers per day in Modi 
Telstra. We could, however, meet 
that target only for one day. By the 
time I left in 1998, their subscriber 
base had gone up to about 30,000, 
or by about 10,000 a year. The 
total subscriber base in India then 


was around a million-and-a-half, if 
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Chief Executive Officer of 


| am correct. By 2000, it had leapt 
to five million. Now one sees the 
subscriber numbers grow at 8-10 
million every month. While I’m no 
longer startled by it, I think it is 
important that more Indians have 
access to a device that is changing 
their lives for the better. 


You have increasingly moved your 
global services delivery for operators 
to India. What do you think Indian 
operators will demand from you? 
Indian operators work very effi- 
ciently simply because of the vol- 
ume of minutes they consume and 
the revenues that they get. It is an 
extremely tight market in terms of 
the competition and a challenging 
one in terms of the revenues gener- 
ated. It forces operators to innovate 
in the way they look at their business. 
One part of that innovation has 
meant they work far more closely 
with their suppliers such as NSN to 
help them find efficiencies. We dep- 
loy over 5,000 base stations a month 
in India and have over 120,000 base 
stations under management. We will 
continue to do this. But the lessons 
that we are imbibing in India, thanks 


NSN FACTS 


India (Noida) is the 
global services hub 
for NSN 


NSN employs over 
20,000 people in India 


it manages over 
120,000 telecom base 
Stations in the country 


Its 2008 revenues 
were €13.4 billion or 
about Rs 87,000 crore 








MYWIIM LIWY 


to all the operators forcing us to 
innovate, is standing us in good stead. 
We are taking these learnings outside 
as well. This is why we took the 
decision to make India our services 
hub in 2007. 


It has been two years since the $32- 
billion merger between Nokia Networks 
and Siemens Communications. What 
has the progress been like? 

While e-mails and related services 
are doing well, I think we still need 
to iron out some issues as far as TI 
Is concerned. There is some way to 
go in integrating our ordering sys- 
tems but you have to understand 
that it is a gigantic rollout to 
migrate product codes. If vou were 
to go out and ask employees 
whether they *feel" like one com- 


“1 THINK IT IS IMPORTANT 
THAT MORE INDIANS HAVE 
ACCESS TO A DEVICE 
THAT IS CHANGING THEIR 
LIVES FOR THE BETTER” 


pany, I think that the overwhelm- 
ing answer will be *yes", which is a 
great thing. Also, we have cap- 
tured the synergies that we set out 
to capture. We have €2 billion in 
savings. We had planned to save a 
billion and a half by 2010 and we 
already have more in the bank. 


Have there been other benefits? 

Business has moved from finding 
new countries and planting a flag to 
working within the installed base 
and selling them services. We have 
moved over the past two vears from 
being a pure products company 
towards services and today services 
accounts for close to 40 per cent of 
our revenues. India plays a major 
role in getting those revenues thanks 
to our Global Service Delivery from 
hubs like the one in Noida. 8 
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Golden 





Opportunity 


RAMEN SARKAI 





N THE THIRD WEEK Ol! 
February, gold surged to its 
highest ever price of Rs 
16,349 per 10 gm in futures 
trade on the Multi Comm- 
odity Exchange (MCX), mirroring 
a global trend that saw funds rush 
to pick gold as a safe investment 
amid deepening global recession. 
In the spot markets too, gold traded 





at Rs 15,750-15,775 per 10 gm. 
And even though gold prices have 
come off their February highs (see 
Choppy Ride), the yellow metal has 
given an average return of around 
30 per cent in the past year, out- 
performing other traditional in- 
vestment avenues like equities and 
bonds over the same period. With 
commodity analysts now predicting 


Several new and 
innovative schemes 
for investing in gold 
have been launched 
recently. We examine 
the pros and the cons. 
NITYA VARADARAJAN 


100 gm of Gold 
in 100 Months 


in in 100 gm 
Current value Rs 1,50,000° 
Margin money (15%) .. Rs 20,000 
Balance amount Rs 130,000 


To be paid 
in (months) # 


installment 
per month 


100 
Rs 1,300 


Rollover option |: Two months 
Rollover option Il: One month 


No. of rollovers in option | 49 
No. of rollovers in option II 99 


Brokerage in option | 0.05 
Brokerage in option II 0.05 


Total brokerage in option! Rs 3,750 
Total brokerage in option Il Rs 10,425 


"Assumed value Buyer can decide tenure 


Source: Finmarts 


a second leg of this gold bull run, 
the yellow metal has become an 
attractive option tor investors over 
the short to medium term. 

So, what are the ways in which 
you can invest in gold? While gold 
exchange traded funds (ETFs) re- 
main the preferred avenue for most 
investors, there are other schemes 
designed specifically for different 


types of investors. The State Bank of 
India’s Gold Deposit Scheme, for in- 
stance, is aimed at high net worth 
individuals (HNIs). Recently, an Easy 
Pay Scheme (EPs) has been launched 
specifically keeping in mind the 
interest of small investors. 

Let’s look at EPS first. Finmarts, a 
sub-broker of Religare Enterprises, 
is offering investors an option of 
buying 100 gm gold through the 
futures route through a 100-month 
easy payment scheme. It also offers 
the option to buy 8 gm gold. Apollo 
Sindhoori Commodities Trading, a 
part of the Aditya Birla Group, offers 
a similar scheme but it is targeted 
only at working women wanting to 
buy 100 gm gold at a time. 

So, how does EPS work? A cus- 
tomer begins by opening an account 
with the broker and is given a des- 
ignated client ID, as in equity trading. 
Once he decides on the amount of 
gold he wants to buy as also the 
tenure of payment, the price of gold 
prevalent on that day is locked for 
the tenure. The buyer then pays up- 
front 15 per cent of the value of 
gold he has contracted to buy. He 
pays the remaining amount in 
equated monthly installments during 
the tenure (see Easy Pay Scheme). A 
brokerage charge is levied on the 
buyer—Finmarts charges 0.03 per 
cent—but at the end of the tenure 
this works out to be far cheaper 
than buying gold from a jeweller. If 
the buyer misses an installment, EPS 
allows him to either extend the 
period or pay up a larger sum later. 

Once you have paid all the in- 
stallments, you can take delivery of 
gold either in the physical or de- 
materialised form. Since the scheme 
is routed through the commodity 
exchanges’ futures contracts, the 
safety of your investment is guaran- 
teed. “There is no counterparty risk 
and, therefore, your investment is 
100 per cent safe," says Lakshmanan 
Palaniappan, MD, Finmarts. 

Explaining the rationale behind 
the 15 per cent margin that 


CHOPPY RIDE 


Gold prices have been very volatile 
over the past year. 





Figures are prices in Rs for 10 gms of gold on last working day of 
respective months Source: MCX 


Finmarts collects upfront from the 
customer—which is higher than the 
10 per cent or less stipulated by 
the commodity exchanges— 
Palaniappan says, “We do this to 
protect our investor from margin 
calls. So, even if the gold price falls 
by 5 per cent in the first month, 
there won't be any need to give 
our investors margin calls.” 

The broker buys the furthest fu- 
tures contract on behalf of the client 
prevailing at the time of purchase, 
and before expiry of the contract (as 
stipulated by the exchange) rolls it 
over. Contracts are either monthly, 
bi-monthly or tri-monthly, which 
means they have to be settled by 
the end of first, second or third 
month. For instance, a July futures 
contract can be bought in May, and 
settled by July-end. In other words, 
the broker sells the first contract 
and buys the next one and continues 
with the procedure for the dura- 
tion specified by the client. In the 
meantime, Finmarts regularly col- 
lects the installments. If gold prices 
move up during the operation of a 
contract, the profit gets adjusted in 
the mark-to-market mechanism or 
gets accrued to the buyer's account 
on a daily basis and spills over to 
buy the next contract. On the other 


hand, if there is a drastic fall in the 
prices, the margin requirements are 
taken care of by the monthly in- 
stallments already paid. 

“If the buyer has a definite 
purpose in acquiring the gold over 
time and at today's cost, he is not 
going to worry about fluctuations. 
We could always open another 
contract for him at a lower price 
point to buy afresh," says 
Palaniappan. Likewise, the client 
can also book profits if he is not 
keen on taking delivery of gold. 
The gold is stored in a warehouse 
in Ahmedabad and is delivered free 
to the client. He, however, has to 
pay a VAT of one per cent. 

Says Maju Nair, Assistant Vice 
President, Sharekhan, a broking 
firm: *On the face of it, the scheme 
is definitely attractive. But one 
should remember that the broker 
need not remit beyond the mini- 
mum margin requirement to the 
exchange. He would then be sit- 
ting on a pile of cash (by way of the 
regular installments) for a long 
time—while the broker would be 
absolutely delighted, for the cus- 
tomer it would be idle cash." Nair 
also points out that the investor 
can as well park those installments 
in banks having flexi-deposit 
accounts or in liquid funds (for easy 
withdrawal) and pay up during mar- 
gin pressures or at the end of tenure. 

Naveen Mathur, Assistant 
Director for Commodities and 
Currencies, Angel Broking, has a 
word of caution for customers, 
though. “The broker should have a 
good reputation and lasting power, 
because the customer is entering into 
a deal for the long term,” he says. 
Adds Amar Singh, Head, 
Commodities Research, Angel 
Broking: “If a client desires it, we 
could also structure such a product.” 

Palaniappan defends the scheme 
saying it is targeted at retail cus- 
tomers who would like to plan with 
certainty for future events, who are 
not quite familiar with the futures 
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P Ramkumar (standing), a stock market investor, says he is 
planning to buy other gold futures contracts when prices dip so 
that he can accumulate enough gold for his daughter's wedding. 


ACCUMULATING GOLD FOR DAUGHTER 


stock market investor, Chennai-based P. Ramkumar, 40, would like to 

plan for the marriage of his daughter, Netra, 8, sufficiently early. He dis- 
covered Finmarts' Easy Pay Scheme for buying 100 gm gold through the 
futures route. "| paid the upfront margin of Rs 20,000. | also paid up Rs 
8,100 in lieu of six months' installment at the rate of Rs 1,350 per month. 
| don't want to be disturbed every month," he says. Ramkumar is also plan- 
ning to buy other gold futures contracts when prices dip, because, as he says, 
“100 gms won't be enough for my daughter." This scheme, 


he feels, is a boon for small investors. 


trade, are not interested in specu- 
lation and would not like to be 
bothered about the nitty-gritties of 
margin payments. “Most brokers 
look at (gold) derivatives as a tool 
for hedging and speculation. We, 
however, look at delivery—and try 
to bring in the comfort of a regular 
installment—this makes a differ- 
ence," he says. The taxes kick in 
only after taking delivery of gold or 
upon booking profits. 


SBI's Gold Deposit Scheme 


Though HNI investors are not pre- 
cluded from investing in the EPs, 
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sBi's Gold Deposit Scheme is specif- 
ically targeted at them. In this 
scheme, they can either deposit jew- 
ellery (which will be melted by the 
Government Mint and the exact 
weight with .995 per cent purity 
notified) or bars, the minimum being 
500 gm. They get interest-bearing 
bonds in return for their deposits. 
The interest is calculated on the 
amount of gold deposited and not 
on its current value. So, if a person 
deposits one kg of gold for three 
years, he gets a simple interest of 
one per cent per year or the equiv- 
alent of 10 gm gold. At the end of 


three years, which is the minimum 
duration of deposit, he gets one kg 
and 30 gm of gold. The interest 
rates are 1.25 per cent for four years 
and 1.5 per cent for five years. If a 
person opts for a cash return, then 
the value is calculated by converting 
the gold's weight in troy ounce and 
multiplying that by the international 
price of gold prevailing on March 31 
of the maturing vear. This is then 
converted at the prevailing exchange 
rate and purity. *Many Indians have 
started accumulating gold bars and 
coins and this would be an idle asset 
generating returns, which is ex- 
empted from wealth tax and cost 
of storage," says Pradeep Yuvaraj, 
Director Finerva Financial Solutions, 
a certified financial planner. 

The exchange rate could also 
be a bonus. If the dollar strengthens, 
the returns would be equally higher 
on account of the currency. For 
example, if 1,000 gm of gold was 
valued at Rs 11,83,306 on March 
31, 2008, the same gold, which 
would have become 1,010 gm on 
March 31, 2009, would be valued 
at Rs 15,05,969. 


Exchange Traded Funds 


Gold ETFs continue to remain a 
popular option. Currently, there 
are six gold ETFs that have been 
clocking returns of 16-18 per cent 
over the last one year. *However, 
these have minor disadvantages in 
terms of overhead costs, which vary 
from company to company and 
affect the returns, liquidity issues 
and price mismatch in case of sud- 
den volatility after the day's close," 
says Nair. But ETFs have their pluses, 
too. "With advantages such as no 
impurity risk, no physical damage, 
no resale hassles, absence of wealth 
tax and long-term capital gains tax, 
gold ETFs are a good way of diver- 
sifying the portfolio," explains 
Sandesh Kirkire, CEO, Kotak 

Mahindra MF. 
ADDITIONAL REPORTING BY 
MANU KAUSHIK 


RAMEN SARKAR 
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The Legal Process Outsourcing industry offers a new 
Career opportunity, with substantial pay packets. 


S AMERICAN LAW FIRMS BEGIN 

worrying about cutting costs 

in a tough economic envi- 
ronment, dozens of them are 
turning to cheaper Indian Legal 
Process Outsourcing (LPO) com- 
panies to undertake much of their 
back-end work. 

An assortment of legal work, 
ranging from documentation to 
research, transaction support and 
case analysis, is now being done 
from India. As bankruptcies pile up 
among hobbled us companies, large 
American law firms are leaning even 
more on Indian LPOs to support 
their business. 

According to an estimate from 
Forrester, a technology researcher, 
35,000 lawyer jobs would shift 
offshore by 2010 and about 79,000 
by 2015. “It is conceivable that 
anywhere from 15,000 to 20,000 
of Forrester's 35,000 projection 
has been achieved," says Sanjay 
Kamlani, Co-CEO of Pangea3, a 
Mumbai-based LPO. 


While India reportedly graduates 
as many as 15,000 lawyers annually, 
only a small fraction of them end up 
at LPOs, since some jobs require cer- 
tification in the Us and there is also 
some uncertainty over working in a 
call centre-like environment. 

These hurdles haven't stopped 
companies from growing their busi- 
nesses rapidly and hiring to keep 
pace. "The LPO business and 
Pangea3’s in particular is expected 
to show anywhere from 50-100 per 
cent growth. The reality of the 
severe-recession has set in and multi- 
nationals are focussed on achiev- 
ing big wins by smartly using con- 
strained budgets," says Kamlani. 

This situation is resulting in a 
surge in outsourcing of professional 
services related functions, particu- 
larly those relating to non-discre- 
tionary legal activity. It is estimated 
that even employing a well-paid 
lawyer costs as little as 20-25 per 
cent of an American counterpart 
and with a strong supply chain, 





large companies can choose from 
the best talent available. 
According to industry estimates, 
a fresh or junior associate at these 
LPOs could earn anywhere from Rs | 
lakh to Rs 5 lakh a year, depending 
on the complexity of work they un 
dertake, while mid-career executives 
could be paid Rs 25 lakh annuallv. 
"Most large us law firms 
already have captive offices here or 
have outsourced it to third-party 
LPOs and these outfits offer much 
better pay and working conditions, 
especially for young lawyers," says 
Kris Lakshmikanth, CEO and MD of 
The Headhunters India, an HR con- 
sultancy. With the global slowdown 
expected to linger for some more 
ume, this could be one industry in 
for some good times. 8i 
RAHUL SACHITANAND 


LAW OF RETURNS 


e Who's Hiring: Pangea3, Lawwave, Atlas 
Legal Research, Quisilex and Mindcrest 


e At what levels: Fresh graduates— 
both non-law and law, experienced 
lawyers to operate their centres 


e At what salaries: Rs 1-5 lakh per year 
for a junior employee, depending on 
qualifications; Rs 10-20 lakh for a 
mid-career employee and Rs 25-lakh 
plus for seniors 


e What are the numbers like: Forrester 
Research had predicted about 

39,000 lawyer jobs shifting from the 
US by 2010 


monster: com 


No matter what 








Senior Management Jobs 


monster.com 


No matter what 








Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Cisco Systems (India) Private Ltd, 
L2/L3 Sr. Dev Engineers, Bangalore, 
7 -15years, Job ID: 6985393 

Experience in design & development of 
system infrastructure software, such as high 
availability and in-service software upgrade. 


Yahoo Software Development India 
Pvt Ltd, Sr. Unix Linux Sys 
Professionals, Bangalore, 7 - 11 years, 
Job ID: 6740327 

Administer Linux HA clusters/server farms, 
monitor the health and performance. 
Diagnose and repair production servers, be 
part of the on-call pager rotation. 


Sysbiz Technologies Pvt Ltd, Project 
Manager - J2ee/Project Lead - J2ee, 
Chennai, 7 - 12 years, Job ID: 6589061 
Ideal candidate should have in the last 2-3 
years lead a team of programmers, well versed 
with J2ee and related frameworks / 
technologies. 


Virtusa (India) Pvt Limited, 
DWH/BI-Cognos Architect, 
Chennai, 10 - 14 years, Job 6948357 
Role: Be involved in full lifecycle development 
and implementation enterprise data 
warehouse, BI reporting and analytical 
services. 


Collabera, MOSS Technical 
Specialist, Bangalore, 7 - 11 years, Job 
ID: 6987547 

Applicant should have significant experience 
in building solutions on MOSS 2007 / WSS 3.0 
platform, configuring and customizing 
SharePoint based implementations. 


Exterran Energy Solution India Pvt 
Ltd, Head - Process Engineer, 
Chennai, 10 - 18 years, Job ID: 6987427 
Ensure that the process engineering work 
process disciplines are followed to provide 
process engineering deliverables for projects. 


Pangea3 Legal Database Systems Pvt 
Ltd , Sr. Manager - Finance, Mumbai, 
5-12 years, Job ID: 4579098 

Candidate must be proficient with MS Office 
especially Excel. Must have exposure to 
reporting tools (MIS reporting) and finance 
accounting. 


JN Technologies Pvt Ltd, Practice 
Head, Noida, 14 - 18 years, Job ID: 
6934285 

Provide the overall leadership to AMO service 
line; build & develop a full-fledged AMO 


practice in the company. 


M & W Zander Facility Engineering 
India Private Limited, Assistant 
Manager Purchase, Hyderabad, 8 - 12 
years, Job ID: 6985846 

Incumbent should have experience in 
procurement for engineering sector, basic 
computer skills, ability to manage vendor 
database and possess negotiating skills. 


Bahubali Electronics Private Limited, 
Plant Manager, Ajmer, 10 - 20 years, 
Job ID: 6984692 

He should be capable in managing complete 
production activities with respect to orders 
and forecasts; optimise production cycles; 
prevent down-time and more. 


Pidilite Industries Ltd, Business 
Finance Manager, Mumbai, 8 - 15 
years, Job ID: 6986261 

Lead the preparation of annual divisional 
budgets and drive achievement of the same by 
ensuring periodic reviews of performance to 
highlight improvement areas. 


Hays Specialist Recruitment, Asst. 
General Manager - Civil, Itanagar, 15 - 
20 years, Job ID: 6986399 

A graduate in civil engineering, 8-10 yrs exp. in 
the hydro sector compulsory. Should have 
handled projects above 500 crores. 


Samvith Technologies, Sr. Qu: 
Engineer, Bangalore, 6 - 12 years, 
ID: 6986561 

Responsible for customer quality rating 
customer end rejections. Communicate 
corrective and preventive measures tc 
customers through 8D, Kaizen and C 
report. 


Man Industries (India) Ltd, He 
Purchase & Procurement, Mum 
10 - 15 years, Job ID: 6986630 
Responsible for purchase of all constru 
materials & finalizing contracts/ work o 
for appointing various agencies, consult: 
architects for various construction sites. 


RPG Enterprises, KEC Hea 
Railway Business, Gurgaon, 15 
years, Job ID: 6986749 

Responsible for procurements of railway 
monitoring of railway projects from 
regular follow-up with the vendors and | 
with designs/drawings, as requ 
applications. 


CME, Technical Lead / Project L 
Pune, 5-15 years, Job ID: 6899046 

TL with 5+ yrs exp. in Micr 
development including C#.Net, SOL S 
COM; 5+ yrs exp. in object oriented an 
and design. 


Dharampal Premchand Ltd, D! 
Sales, Delhi, Noida, 8 - 15 years, 
ID: 6987210 

Good knowledge of sales manageme 
handsome distribution exposure in rel 
product categories like matches, g 
cigarettes, bidisand panmasala. 


Petron Civil Engineering Pvt Ltd 
GM / VP - Project Co-ordin: 
Mumbai, 15 - 20 years, Job ID: 698: 
B.E Civil/Mech with work experien 
industrial construction (refinery /po 
cement/steel plant) & water manage 
system. 


To know how to apply for these jobs, go to finance jobs listing page. 
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*ad in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


allika Technologies Private Limited, 
'indows developer, Chennai, 4 - 8 
'ars, Job ID: 6987206 

nowledge of Win32 and MFC. Leadership 
ills area plus, should be able to handle a large 
plication independently and interface with 
e firmware engineers. 


bjectWin Technology India Pvt. 
imited, Web Services Consultant, 
angalore, 6-8 years, Job ID: 6986936 
perience in web services in a B2B and B2C 
wironment; product, middle layer 
imponents, web and client/server 
plication development. 


dasoft India Pvt Ltd, Software 
ngineer (ASP.Net & C#), Delhi, 
urgaon, 3 - 5 years, Job ID: 5971829 

iftware engineer(s) with experience in 
icrosoft technologies, out of which more 


an 3 yrs of hands on experience is in 
SPNet & CH. 


'sbiz Technologies Pvt Ltd, Team 
sad, Chennai, 6 - 12 years, Job ID: 
40434 

inds-on experience in J2EE, WebLogic, web 
rvices, workflow engines, rules engines and 
dort servers. Experience in re-engineering 
ojects. 


‘ojectel Cybernation Pvt Ltd, C++ 
ogrammer, Mumbai, 1 - 6 years, Job 
): 6986557 

oking for professionals with good exposure 
C++, 


5 Infotech India Pvt Ltd, PL/SQL 
eveloper, Delhi, Gurgaon, 2 - 4 years, 
b ID: 6986425 

perience in development of database server 
le programming using Oracle PL/SQL viz., 
sred procedures, database triggers and more. 


Yahoo Software Development India 
Pvt Ltd, MYSQL DBA, Bangalore, 4 - 
10 years, Job ID: 6879847 

DBA working in a LAMP environment with 
strong problem solving skills for systems and 
applications, 3-4+ yrs exp. in MYSQL. 


Larsen & Toubro Infotech Ltd. , Share 
Point Administrator, Mumbai, 5 - 10 
years, Job ID: 6599075 

Experience on Microsoft Office SharePoint 
Portal Server 2007. Will be responsible for 
design and documentation of the appropriate 
SharePoint solution. 


Real Soft Inc, Team Leader/ 
Technical Leader, Bangalore, 4 - 6 
years, Job ID: 6961351 

Must have deep knowledge of object oriented 
analysis and design. At least 2 years of 
database development, preferably SQL Server 
and DTS / SSIS packages. 


Flightcase IT Services Private 
Limited, Billing Perl Developer, 
Pune, 2-5 year, Job ID: 6662675 
Responsibilities include design, development, 
unit testing of new functionality, code 
enhancements and bug fixes. 


Infinite Computer Solutions (I) Pvt 
Ltd., Software Engineer, Bangalore, 
Chennai, 3 - 5 years, Job ID: 6985925 
Applicant must have relevant working 
experience in Oracle DBA and SAP. 


Coconut Software (P) Ltd, SAP FICO 
Consultant, Ahmedabad, 1 - 2 years, 
Job ID: 6985253 

Graduate with SAP certification, 1-2 yrs exp. 
In SAP, domain experience will be an 
advantage. 


Siemens, Technical Support 
Executive (Voice), Bangalore, 2 - 4 
years, Job ID: 6947835 

B.E/B.Tech, B.Sc Comp Sc, BCA, with a min 
of 2-3 yrs of relevant experience in tech 
supportis mandatory. 


Sony India Software Center, SAP 
FICO Professional, Bangalore, 5 - 15 
years, Job ID: 6666881 

Looking for SAP FICO professional with 5 
yrs of relevant FICO experience. Min. 2 full 
cycle implementations. Exposure to offshore 
delivery model. 


Symphony Services, Senior Engineer- 
Tivoli, Bangalore, 1 - 5 year, Job ID: 
6698725 

Thorough implementation knowledge of 
portal infrastructure using IBM Tivoli suite of 
applications. Monitoring controls and 
processes that maintain a secure computing 
environment, 


Cisco Systems (India) Private Limited 
, BMC Engineer, Bangalore, 6 - 14 
year, Job ID: 6985485 

Write functional specifications detailing 
required functionality and all other relevant 
documentation (design, unit test, Interface 
specs, etc). 


Netscribes (I) Pvt Ltd, Software 
Engineer/ Programmer, Mumbai, 1 - 
3 years, Job ID: 6307896 

Developing and implementing application 
using ASP.Net, C# and MS-SQL database. 
Should be well versed with JavaScript. 


Manthan Software Services Pvt Ltd, 
Microstrategy Architect, Bangalore, 6 
- 12 years, Job ID: 6896085 

Looking for Microstrategy Architects who can 
provide technical solutions on various 
business intelligence platforms like 
Microstrateg y, Business Objects, Cognos, etc 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Synerecis Recruitment, Sales Officer, 
Bhubaneshwar, Jaipur, 1 - 3 years, Job 
ID:6989445 

Should have prior experience of selling 
specialty medical products and instruments 
especially in cardio thoracic surgery, excellent 
communication and inter - personal skills. 


Xylem Resource Management Pvt 
Ltd, Sales Representative, 
Hyderabad, 1-1 year, Job ID: 6988828 
Drive growth in the business, engaging 
partners in the location. To sell IT hardware 
products, through partners, dealers and 
distributors. 


You Telecom India Private Limited, 
Sr. Sales Manager, Mumbai, Pune, 5 - 
7 years, Job ID: 6988585 

Techno - commercial candidate having data 
security, networking product is must. 
Extrovert, energetic and a good 
communicator. 


M & S International, Manager Sales, 
Hyderabad, Mumbai, 3 - 6 years, Job 
ID: 6988482 

Formulate annual, monthly sales plan and 
implement sales strategy. Monitor market 
trends to identify business opportunities. 


Professional Edge, Manager 
International Marketing, Ludhiana, 8 
- 18 years, Job ID: 6987916 

Applicant with extensive exposure of overseas 
travel for selling of Autotyre (OTR off the 
road tyrc). 


Shipra Estate Ltd, Sales Manager, 
Noida, 3 - 5 years, Job ID: 6987504 

The candidate must have exceptional skills in 
sales, marketing, rooms, financial and strategic 
planning, product and brand awareness. 


Dharampal Premchand Ltd, DGM 
Sales, Delhi, Noida, 8 - 15 years, Job 
ID: 6987210 

Aspirant will be responsible to check & 
improve the distribution efforts being put in 
the market place with a view to optimise the 
costs being incurred. 


Multivirt India Pvt Ltd, Sales Manager 
(Hardware), Delhi, 3 - 6 years, Job ID: 
6986560 

Applicant must have experience in hardware 
sales, Technical background will be an added 
advantage. Willness to understand the 
broadcast related products. 


Samvith Technologies, Sales 
Manager, Bangalore, 9 - 17 years, Job 
ID: 6986528 

Meet established objectives relative to 
increased sales volume for India. Execute 
focused marketing activities aimed at 
penetrating new markets. 


Ashtech Infotech Pvt Ltd, Sales 
Executive, Mumbai, 1 -2 years, Job ID: 
6985590 

Responsible for identifying new business 
opportunities and convert them into business 
reality. Generate new clientele. Maintain 
customer relations. 


Firepro Systems Pvt Ltd , Executive - 
Sales, Mumbai, Pune, 1 - 5 year, Job 
ID: 6984255 

Responsible for: Meeting prospects B to B / B 
to C, booking orders & collections, must have 
good prior experience in interaction with 
architects / interior designer s and builders. 


Pragati Software Pvt Ltd, Senior 
Marketing Executive, Mumbai, 3 - 5 
years, Job ID: 5837231 

Handling the marketing related to the 
corporate sector and coordinate with 
executives fora range of business activities. 


Jisnu Communications Pvt L 
Product Marketing Engine 
Bangalore, Hyderabad, 5 - 10 ye: 
Job ID: 6982327 

Looking for competent, dynamic re 
oriented product marketing engineer 
marketing tracking, VSAT and Real Time « 
acquisition products. 


Hulasi Metal Pvt Ltd, Sr. Sa 
Engineer, Delhi, 2 - 9 years, Job . 
6982098 

Duties: Adding new corporate buyers 

managing exisiting corporate buyers 
electrical, IT and telecom & customized sl 
metal panels, enclosures, cabinets. 


Infomedia India Ltd , Sr. Execut 
Sales, Hyderabad, 1-8 years, Job) 
6981938 

Achieve sales penetration in a given are 
meet call rate target. Achieve sales ta 
(revenue generation and collection fi 
clients). 


Madhupala Estate Pvt Ltd, Sales z 
Marketing Executives, Hyderabad. 
1 year, Job ID: 6933738 

Wanted sales or marketing executives to 
business of real estate. Preferable fresl 
only with any degree and ge 
communication skills. 


SC Daftwar and Company, Area S2 
Manager, Hyderabad, 8 - 14 years, | 
ID: 6982428 

Person will be overall in charge of the rej 
and states for the expansion of business 
sales activities of the group companies. 


Wisitech Infosolutions, Te 
Leader/ Manager- Web Market 
Delhi, 4-7 years, Job ID: 6983953 
TL to lead, mentor and motivate a tcan 
SEO/PPC experts to achieve 
performance. Will plan & execute 
marketing campaigns. 


To know how to apply for these jobs, go to finance jobs listing page. 
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inance Jobs 


ad in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


itika Limited, Inc., Executive - 
»counts, Gurgaon, 2 - 4 years, Job ID: 
77146 

‘tification & accounting of vendor 
lls/employees payments/ statutory 
yments etc. Facilitating inter company 
‘onciliation & other accounts. 


ita Chemicals Ltd, Assistant Manager 
iccounts (Taxation), India, 8 - 15 years, 
b ID: 6989589 

sponsibilities: Statutory compliance of UP 
ide tax and Uttaranchal VAT law, without 
erest and penalty on account of compliance. 


V World, Assistant Manager — Finance 
Delhi, Noida, 4 - 6 years, Job ID: 
88398 

sponsible for: Payroll accounting, payroll vs 
4 reconciliation, month end accruals / 
»visioning relating to payroll accounting and 
ore. 


inovasource Search Solutions 
tivate Limited, Relationship 
anager, Bangalore, 1 - 3 year, Job 
): 6995432 

fe Insurance, banking, loans, equity, KASA, 
ick broking and general insurance. 


ikit TNG Retail (India) Pvt Ltd, 
countant, Delhi, 3 - 5 years, Job ID: 
85360 

sks: Handling day to day accounting 
\ctions, preparation of TDS, Service Tax, 
T/Sales Tax, income tax and handling other 
incial matters and legal matters. 


rsistent Systems, CA, Pune, 12 - 15 
ars, Job ID: 6985432 

alified CA with an all round exposure of the 
tware industry. Should have sound 
ywledge of income tax and accounting 
uding accounting standards. 


obseekers - To apply for above jobs 






i. Logon to www.monster.com 


2. Type the Job ID in the "Search Jobs" box on the 


homepage 
3. Click the "Go" button 


gin & access your Monster account through your GPRS - 










Jobs I oday 


Dharampal Premchand Ltd, Share 
Accountant, Delhi, Noida, 2 - 3 years, 
Job ID: 6984996 

Preparation of MIS for shares/investment 
portfolio and commodity portfolio. Co- 
ordination with shares and commodity brokers 
for daily paying and payouts and contract notes. 


InfoTech Enterprises Ltd, Chartered 
Accountant- Finance Manager, 
Hyderabad, 4 - 9 years, Job ID: 6967886 
Vertical finance manager for a major business 
unit responsible for billing, MIS, follow-up of 
receivables and compliance. Good 
communication skills. 


Easy Travels, Accountant, Hyderabad, 
1-3years, Job ID: 6979622 

Wanted accountants well versed with tally, 
Excel & sound financial knowledge for our easy 
group of companies based at Hyderabad. 


Shalina Laboratories, Accountant, 
India, 3-7 years, Job ID: 6980398 

To key in all accounts data on day to day basis. 
To generate MIS reports daily or as per 
management's requirement. 


Spectral, CA, Delhi, Gurgaon, 1 - 3 
years, Job ID: 6954399 

Should have min. 6 mths - 1 yr of team 
handling experience. Good experience in 
statutory audit (articleship / work experience). 


Outsource Partners International Pvt 
Ltd, Team Leader - F & A, Bangalore, 5 
- 9 years, Job ID: 6983054 

CA-inter completed candidates with exp in 
accounts (AP/AR/Payroll/BRS/MIS 
reporting/ budgeting. Knowledge of Quick 
Books is an added advantage. 


Employers - 
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Shapes Products Private Limited, 
Assistant Accountant, Delhi, 2 - 5 
years, Job ID: 6982986 

Should be proficient in busy software. 
Reporting is mainly to the higher management, 
no travelling involved (exception exists). 


ADP Pvt Ltd , Financial Analyst, 
Hyderabad, 2 - 4 years, Job ID: 
6980784 


Should have a finance or accounting degree. 
Ability to communicate effectively in verbal 
and written English. 


Amazon.com, Mgr II, 
Hyderabad, 6 - 12 years, 
6983551 

Job holder must have in-depth 
knowledge/expertise of current processes 
within finance. Strong team player, experience 
with data, data flow and process modeling. 


Pidilite Industries Ltd, Business 
Finance Manager, Mumbai, 3 - 7 years, 
Job ID: 6830846 

Financial planning and budgeting. Plan 
investment strategy. Develop cash 
management process. MCNR reports for 
domestic and export sales for the division. 


Cybage Software Pvt. Ltd., Finance 
Controller, Pune, 8 - 12 years, Job ID: 
6983684 

Budgeting and planning, supervision of 
accounts, preparation of MIS, funds 
management, cost analysis, taxation and audit 
compliance. 


Finance, 
Job ID: 


Welspun Group, DGM - Accounts, 
Bhuj, 10 - 12 years, Job ID: 6983872 
Responsible for suppliers payments & 
reccivables. Conversant with tax laws, income 
tax, indirect tax, companies act, strong in all 
accounts standards. 


To buy Monster products and services 


Call us at 1800-419-6666 


email us at sales@monsterindia.com 
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PHOTOGRAPHS BY SENTHIL KUMARAN 





If there is one politician who can sell good economics as good politics, it is P Chidambaram. 
N. MADHAVAN visits his constituency, Sivaganga, to test the hypothesis. 


April 19 2009 


Sivaganga District (TN) 


MOTLEY CROWD OF 
around 100 people— 
predominantly women 
have gathered in the 

hot sun at Thanaavayal 
village near Karaikudi town. It is 
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3.30 p.m. and they are awaiting 
someone whom they have elected 
to Parliament six times in the 
last twenty years. Union Home 
Minister P. Chidambaram will kick 
start his election campaign from 
this village seeking the people’s nod 
to represent them for the seventh 
time. Photographer R. Senthil 
Kumaran and I decided to see for 
ourselves how Chidambaram—who 


during his various stints as finance 
minister has come to be seen as the 
champion of economic reforms 
in the country—communicates 
reforms to his people and, in fact, 
implements them. 


3.45 p.m. The excitement rises as 
Chidambaram arrives dressed in his 
trademark starched white shirt and 
dhoti. Surprisingly, he does not 


Do you get pension? PC asks 
an elderly woman at Nallangudi 
village in Sivaganga district 
during his election campaign 





launch into a fiery election speech. 
Instead, he enquires in Tamil if there 
are self help groups (SHGs) in the 
village and whether they are get- 
ting adequate credit from the banks, 
He asks members of sHGs to even list 
out the names of the banks lend- 
ing them money. What is the rate of 
interest, he enquires? When they 
say 12 to 16 per cent, he asks them 
at what rate they were earlier 
borrowing from the money lenders. 
Their response is quick: 40 to 60 per 
cent. After checking whether they 
are repaying the loan properly, 
Chidambaram turns his attention 


PC Talk 


“You must know what is happening in 
the world, don’t just watch TV serials” 


to the Rs 80 per day job (that’s how 
people in the region refer to the 
National Rural Employment 
Guarantee Scheme). Sivaganga was 
among the first districts in the coun- 
try to launch the scheme. At any 
given day, over 35,000 people are 
employed in the district for restoring 
water bodies, irrigation tanks or 
formation of earthen roads. 
K. Kaliammal (60) complains that 
she is not getting her pension. He 
explains the recent changes to the 
pension scheme and promises to 
look into her problem once the 
elections are over. A few hands go 
up when he asks how many of them 
have benefited from the farm debt 
waiver. He then enquires whether 
they have got the free Tvs distributed 
by the state government and ad- 
vises people to listen to news at least 
once a day. “You must know what is 
happening in the world,” he tells 
them adding, “don’t just watch Tv 
serials.” After mingling with the 
crowd for a few minutes and hearing 
out a few more grievances, he is off 
to his next halt—Shanmughapuram, 
a few kilometers away. There and at 
10 other halts, before he winds up 
his campaign for the day, his inter- 
actions with the people are along 
similar lines with minor variation. 
Though people hold him in high 


regard, they do not hesitate to 
interrupt him and raise various issues. 


5.15 p.m. At Pavanakottai, 
Chidambaram reveals that farm 
loans worth Rs 66 crore have been 
waived in the district and crop 
insurance claims aggregating Rs 56 
crore have been settled last year. 


5.55 p.m. Chidambaram reaches 
Maviduthikotai. There, he pulls out 
eight-year-old Joy Shereen from the 
crowd and enquires about her stud- 
ies. He emphasises on the need for 
educating the children, especially 
the girls. Female literacy rate at 68 
per cent is a clear 10 per cent lower 
than the district's average of 78 
per cent. He points out that 65 lakh 
student scholarships are being 
offered by the government and over 
Rs 26,000 crore has been disbursed 
as educational loans. In Sivaganga 
district alone, he says, over 16,000 
loans have been disbursed so far. 

Chidambaram mentions 
economic growth only twice during 
the day and that too, in passing, 
saying India and China are the two 
fastest growing economies in the 
world. Jargon such as GDP, infla- 
tion, money supply, global melt- 
down etc., finds no place in his 
communication. 
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bt reporter’s diary 


It soon becomes clear that credit 
delivery is the overriding theme of his 
interaction with the people. We ask 
him why. “Nobody opposes growth. 
For growth, credit is required. People 
accept credit is good. They under- 
stand the difference between pay- 
ing nominal interest and the high 
interest money lenders charge. This 
represents reform. Credit delivery, 
education and industrialisation— 
this is how growth has to be sold to 
the people," he responds. 

Chidambaram's firm belief that 
credit delivery is the panacea of all 
evils has meant that 33 new bank 
branches have come up in the 
Sivaganga district since April 2005. 
[n all, there are 176 bank branches 
in the district with a branch-to- 
population ratio of 5,000—the 
lowest in the country. Over 86 per 
cent of the households have bank 
accounts. Credit disbursement by 
banks for agriculture, special credit 
schemes, self help groups etc., has 
more than doubled from Rs 439.76 
crore in 2004-05 to Rs 954.11 crore 
in 2008-09. Credit-Deposit ratio 
has, in this period, shot up from a 
low 55 per cent to 78 per cent. 
Educational loans worth Rs 145.28 
crore have been sanctioned, bene- 
fiting 17,239 students. 

To end the high level of 
absentee landlordism and get more 
acreage under farming, agriculture 
credit has been doubled from 
Rs 2.97 crore (2004-05) to Rs 5.56 
crore (2008-09) in the district. He 
appears to have been guided by his 
favourite poet Thiruvalluvar (whom 
he often quotes in his Budget 
speeches) who said 2,000 years ago: 
“Uzhavinar Kai Madangin Illai 
Vizhaivathoom Vittame Enbarkum 
Nilai (If ploughmen keep their 
hands folded, even sages claiming 
renunciation cannot find salvation)." 

Also, every time Chidambaram 
has launched a special credit 
scheme—be it education loans or 
funding for SHGs, he drives home the 
need to repay the loans promptly. 


108 BUSINESS TODAY MAY 17 2009 








PC’S RECORD 


First contested and won ` 
from Sivaganga in 1984 ~ 





Represented the 
constituency for the next 
15 years winning five times > 


Lost the seat in 1999 after he 
fought elections as a part of a 
breakaway Congress unit 


Won the seat again in 2004 


In 20 years as MP he has been 
a Union minister for 13 years 





*People should borrow, repay on 
time and then borrow again—if 
need be. That is how they grow and 
the financial system survives," he 
explains. But after he waived farm 
loans to the tune of Rs 65,000 crore 
across the country, it is unclear how 
people will react to this advice. 

Though he refrains from prom- 
ising any freebies and sought re- 
election to continue his ‘good work’, 
the astute politician in him has en- 
sured that he nevertheless benefited 
from the ‘give aways’ announced 
by others earlier, such as the Tamil 
Nadu government which is distrib- 
uting free colour televisions, free 
gas stoves and offering rice at Rs 1 
per kg to the people of the state. 

It is on the industrialisation front 
that he is on a weak wicket. But 
for a couple of sugar mills and a few 


e E hé 
‘ 


new investments 
such as Sterlite Ind- 
ustries’ Aluminium 
Flouride plant, a 
BHEL unit and four 
paper mills—very few 
industries have come 
up in the district. In fact, 


QE sxdusicialisation has given 


Sivaganga district a miss. Despite 
being an MP for 20 years and a 
Union minister for 13 years, that he 


has not attracted industries in a big 


way into Sivaganga is a common 
refrain among the people. He could 
have, like his other Cabinet collea- 
gues, set up special economic zones 
(SEZs), which could have created 
thousands of jobs, they say. Chidam- 
baram counters this charge saying, 
“sezs won't work here. We have 
brought industries in tandem with 
what is available on the ground. 
What is the point of bringing in 
industries when there is no natural 
environment for them to survive?" 

By opening bank branches all 
over the district and making funds 
available easily, Chidambaram has 
led people, especially women, 
into a debt trap, charges S. Rajak- 
annapan, his main opponent in 
the current election. Irregularities 
are rampant in the NREG scheme 
and the beneficiaries do not get 
the full benefits, he adds. But on 
his part, Chidambaram has chosen 
not to respond to these charges 
and is banking on the goodwill of 
his performance and the benefits 
the people have come to enjoy in 
the last five years. 


8 p.m. As the former finance min- 
ister's convoy speeds off after his 
penultimate meeting for the day 
at Kiliyur village, an elderly 
woman starts her walk back to 
her home along a dimly lit street 
saying in chaste Tamil, “He is a 
nice person and very knowledge- 
able. Things would be a lot better 
for us, if only he comes to visit us 
more often." 8 
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Back of the book 


Beats of 
Success 


Four young musicians from Bangalore 
are helping companies improve the 
team spirit of their employees and 
heighten productivity by organising 
‘drum circles’. And they are making 


a cool profit as well, finds out 
K.R. E EAM RE 7. 
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New Beat as left) si Bagh <a 
ki Murthy, Er CESA ang, oe 





In three years, d'frens Consulting has 
seen its earnings go up | aa 10 





* (Till April 15) 
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N JUNE 2007, SHANKER ANNASWAMY, MANAG- 

ing Director of IBM India, found himself 

in an unaccustomed role—beating a large 

djembe (an African drum) with a band of 

young men. The place: New Delhi. The 
occasion: an internal conference of the IT company 
where djembes were used to fire up the energy 
levels of employees. 

The young men conducting the opening act of 
drum session were not part of any rock group. 
Rupert Picardo, Srikanth Murthy, Oscar D’Silva 
and Sachid Tharayil, all in their mid-30s, are en- 
trepreneurs selling music to corporates. In the last 
two years, they have successfully marketed the 
concept of “drum circle” to a wide spectrum of 
clients. “In August 2006, when we launched 
d’frenstrokes, we had a mere 27 African djembes. 
Today, we have over 2,500 percussion instru- 
ments, more than half of which are djembes,” says 
Picardo. Their Bangalore-based management con- 
sulting firm—d’frens Consulting—promotes its 
drum circle by the name, d’frenstrokes. 

The team uses different instruments and gets a 
large number of people to produce a symphony of 
orchestrated beats to show how, as a team, they 
can produce amazing results even if they are not 
equally skilled at a particular job. As more and 
more companies struggle not just with their balance 
sheets but motivating key talent in a slowdown, 
many are surrendering to music to dismantle the in- 
visible wall between employees that hampers pro- 
ductivity and team work. “An organisation is like 
an orchestra. If synchronized well, it creates good 
music. If one person directs and different sets of 
people play their part well, it creates stunning 
melody,” says K.A. Narayan, President, HR, 
Raymond Limited, which hosted one such event in 
May 2008 for its employees. 

So, what exactly is a drum circle? It is basically 
a concert where participants start playing drums or 
other instruments to any beat, but gradually pick up 
the dominant beat to produce a harmonised sound. 
Doesn’t it produce more cacophony than har- 
mony, though? Murthy admits that there have 
been instances where those better skilled at an 
instrument have tried to outdo others, leading to 
momentary disharmony. But the beats soon 
return to a pattern. What heightens the fun are the 
different types of instruments at play—doumbek, 
duffs, boom-whackers, tambourines and sound- 
shapes, or even articles of daily use such as metal 
boxes, spoons and forks. 

The drum circle, says Murthy, is a powerful too! 
that helps as a stress buster or a team building 
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instrument. “Our programmes are 
completely interactive and trans- 
form one’s thinking from 
‘I’ve never tried this be- 
fore’ to ‘I did’ and fi- 
nally ‘I believe’. It 
brings out the best in 
everyone.” 

As a concept, 
this is relatively 
new to India. In 
fact, as Murthy : 
says, till they ar- 
rived on the 
scene, drum cir- 
cle facilitators 
were flown in 
from abroad to 
conduct events 
here. “Today, there is 
a home-grown solution 
that knows the audience, 
understands beats from all 
over the country, incorporates 
regional nuances and integrates with 
the participants as one,” he says. 

What makes the group even more interesting is 
the fact that none of the four drummers is a trained mu- 
sician. They are all engineers who studied together in the 
early 1990s. Their only window to music was when they 
came together to form a college band. So strong was 
their creative streak that all of them gave up their jobs 
in 2005 to float their own venture. “We invested in 27 
large African djembes and practised various beats. We 
knew we had to get the audience to participate in our 
programmes, much more than they had ever done at a 
concert,” says Picardo. Since 2006, the “fab four” have 
done over 150 events for 80 clients in India as well as 
abroad, in Singapore, 
Malaysia and Thailand. 

Nokia India’s key ac- 
counts manager Vedula 
Suresh, for one, is full of 
praise for the group. “It 
was amazing to see how 
they got all our employ- 
ees to participate. As the 
rhythm got faster, every- 
one became one team and 
played to the rhythm. It 
created a great sense of 
oneness,” says Suresh. So 
impressed was Nokia with 
their experience, that they 
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invited d’fresnstrokes back the fol- 
lowing year for another team spirit 
» building session. “We do pro- 
grammes for teams of vari- 
ous sizes from as small as 
12 members to large 
corporate houses with 
over 3,000 employ- 
ees. The techniques 
vary and the inti- 
macy with the au- 
dience differs with 
every occasion, but 
the energy levels, 
the enthusiasm 
and the result are 
always the same,” 
says Picardo. 

Like true consci- 
entious entrepreneurs, 
these young men have 

made sure they take their 
corporate social responsibilities 
seriously as well. During their 
free time, they conduct events for 
communities and schools, free of cost. 
Normally, however, they charge between 
Rs 50,000 and Rs 4 lakh for a programme, depending 
on the number of participants. “Although we do over 
75 drum circles a year, it still constitutes a mere 30 per 
cent of our business,” says Picardo. Their firm offers 
other services like employee engagement and inte- 
grated communication. 

The success of their venture can be gauged by the fact 
that their earnings shot up to Rs 2.3 crore in 2008—a 
growth of almost 10 times from their modest com- 
bined earnings of Rs 25 lakh in 2006. “Drum circles are 
pretty expensive to conduct. The biggest cost is trans- 
porting these instruments 
from one city to another,” 
says Picardo. The team has 
warehouses in Bangalore 
and Pune and is setting up a 
third in Delhi. 

With an increasing 
number of corporate 
houses facing the prospect 
of dealing with stressed and 
demotivated employees fol- 
lowing layoffs and pay 
cuts—d'frens Consulting is 
one firm that is surely 
looking to increase its bank 


The Corporate Connection: A drum circle event in Bangalore balance in 2009. m 


bt printed circuit 


Beyond Full HD 


HERE IS MORE TO INTELLIGENT TV BUYING 

than knowing the difference between a 

plasma and an LCD or telling Full HD from 
HD Ready. Step into an electronics store and you 
will be confronted with terms such as response 





Response Time 
and Hertz , 


j” 
P 


On earlier LCD panels, 
“ghosting” was com- 
mon. This was because 
the panel hadn't 
"cleared" the previous 
image. So, when 
Virender Sehwag 
whacked a ball into the 
crowd, the motion on 
the screen would “shud- 
der". Most mid-range 
Tvs have solved this issue 
with software that allows 
faster transition periods, 
but even then, when 
there is fast action in 
darker-light conditions 
(imagine the car chase 
through the tunnel in 
Quantum of Solace) you 
can make out the “shud- 
der". This is what is 
called the response time. 
High-end LCD 
panels deal with this 
problem by moving to 
a higher hertz rate, 
meaning the number of 
times the screen shows a 
new image. So, instead 
of 60-75 hertz screens, 
there are 100 hertz screens. 





Input Quandary 


LCD panels nowadays have several inputs but 
you need to see what it comes with. Make 
sure that your panel not only has enough 
HDMI inputs, but also Component HD and at 
least two RCA composite video inputs (the red, 
white and yellow connectors from set-top 
boxes and DVD players). Crucially, since LCD 
panels allow computer connectivity, check if 
the panel has a vGA adaptor as well. Pricier 
panels usually have more connectors. 


USB and Bluetooth 


While most LCD panels have USB support, 
the more expensive models add DivX 
movie-playing support in addition to play- 
ing back pictures and music. Some high- 
end panels today come with 
Bluetooth and Wi-Fi support, as 
well as memory card readers. 
Check the specifications 
carefully. 






rate, hertz rate and WiseLink—all totalling up 
to a price difference of more than Rs 20,000 
even between two Full HD LCDs of the same size. 


KUSHAN MITRA explains some of these terms 
to help you make a better purchase. 





Contrast Ratio? 
What's that? 


Contrast Ratio meas- 
ures the difference 
between the blackest 
and the whitest that an 
LCD panel can display. 
Standard screens have 
contrast ratios of 
between 40,000:1 to 
50,000:1. There are 
no auditing bodies 
that conduct this test 
so the manufacturers 
claim is all you have 
to go on. Also the 
“claimed” contrast 
ratio is achieved in 
“lab” (dark room) 
conditions. LCD screens 
use LED lamps at the 
corners to stimulate 
lighting. 

However, the latest 
and high-end LCD 
screens use LED strips 
for constant and better 
colours and higher 
contrast ratios of 
100,000:1. Coupled 
with high refresh rates 
and better processing 
power, this means far 
superior image quality. 


bt treadmill 





K. SO YOU'VE BEEN FOLLOWING 
() Treadmill for a few years 

now. You may not be able 
to claim 100 per cent attendance for 
any gym membership. But you're 
aware of your fitness levels and feel 
more in shape than most people 
around you. Here’s a newsflash: 
you may be horribly wrong! 

In order to help you find out 
where you stand accurately, Men's 
Health experts have put together 
the following test which will 
assess your baseline fitness based 
on five fundamentals. Cheaters 
beware: the only one you'll be 
fooling is yourself! 


1. Strength 

Push-ups: Drop and give us as many 
as possible until failure. Maintain 
proper form throughout. If you 
cheat, you're done. 

Top army recruits do 68 pusbups 
in two minutes. Your upper body is 
buff if you can grunt out 40 to 50 in 
that time. Reduce by 20 per cent if 
you're female. 

Sit-ups: Lie with your feet flat on the 
floor, your knees bent 90 degrees, 
and your hands resting on your 
thighs. Curl your torso up, sliding 
your hands towards your knees, then 
lower yourself back down. Perform 
as many as you can in one minute, 
while keeping your feet on the floor. 
A score of 40 reps per minute (rpm) is a 
sign of a solid core. The average for 
most gym-going men is 35 rpm and 
women is 20 rpm. 

Squats: Keeping your knees behind 
your toes and your torso straight, 
bend your knees and lower yourself 
till your thighs are parallel to the 
floor. Slowly stand back up and 
repeat. Continue till failure or until 
you break form. 

31 to 34 times for men, and 23 to 26 
times for women sbows your leg 
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strength is average. Close in on 45 or 
36, respectively, and it's excellent. 


2. Cardiovascular Fitness 

3-Minute Step Test: Find a 12- to 
18-inch tall stool. Keep a consis- 
tent four-beat pace when you step 
up and down for three min straight. 
Rest for one min and then take 
your pulse for 30 secs. Now multi- 
ply the result by 5.6 and divide this 
into 18,000 (the duration of exer- 





Fitness expert Deanne Pandey evaluates 
actor Kunal Kapoor's fitness quotient 


cise in seconds multiplied by 100). 
This is your step-test score. 

The higher your step-test score, the more 
efficient your body's blood pump. Any- 
thing between 60 and 100 is deemed fit. 


3. Flexibility 

Sit and reach: Put a 12-inch ruler 
on top of a box so that half of it is 
hanging off. Now sit on the floor 
with your legs extended and your 
bare feet flat against the front of the 


How Fit Are You? Find Out! 


box. (Your feet should be on 
either side of the ruler.) With hands 
overlapping and legs straight, lean 
forward as far as you can. Hold your 
stretch and note the distance between 
your fingertips and toes. (Negative 
numbers if you stop before your feet, 
positive if you reach beyond.) 

If you can stretch 2 to 6 inches past 
your feet, you're flexible. More than 6 
inches and you're downright elastic! 


4. Agility 

Shuttle Run: Place two strips of tape 
three yards apart and set two books 
beyond the far strip, which we'll call 
Mark #2. Standing on Mark #1, 
time the following sequence. 

1. Start watch. Sprint to Mark #2, 
grab a book. 

2. Sprint back to #1 and place the 
book right behind the tape. 

3. Sprint back to #2 to grab the 
second book and return it to #1. 
Stop watch. 

Under 10 seconds is speedy. Under 9 
seconds is practically supersonic! 


5. Power (Plyometric Ability) 
Vertical Jump: Wet the fingers of 
your right hand and stand with your 
right side touching a wall. Reach up 
with your right hand and mark the 
highest point you can touch. Now 
rewet your fingers and stand close to 
the wall again. This time jump with 
both legs and extend your right arm 
to touch the wall. Jump three times 
and note your highest mark. Your 
vertical leap is the difference in inches 
between your standing reach and 
your top jump mark. 

The magic number is 20 inches for men, 
and 16 for women. Sky that high and 
your springs are in great shape. 


JAMAL SHAIKH 








Jamal Shaikh is Editor, Men's Health. You may write in to him at jamal.shaikh@intoday.com 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers should exercise 
caution and consult a physician before attempting to follow any of these. 
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Understanding Railway’s Miracle 





This book explores how a chronically loss-making, state-run enterprise was transformed into a 
money machine—offering key lessons to even the best-run private companies. viNAYAK CHATTERJEE 


quite dismissive about Lalu Prasad 

Yadav being appointed as Railway 
Minister. He was not a PLU (“people like 
us”), and with a fodder-scam cum Bihar- 
down-the-tube personal history-sheet, it 
seemed hardly likely to do any good. 

As the turnaround story started gath- 
ering momentum and successive rail budg- 
ets began presenting glowing financials 
and operating ratios, the skepticism started 
getting replaced with grudging acceptance 
that something good was indeed happen- 
ing. But this feeling was also laced with a 
degree of suspicion that the turnaround was 


Ders ROOM CHATTERATI HAD BEEN 





tcy to Billions 


ultimately profit; focus shifted from pricing 
per passenger or per tonne to maximising 
profits through yield and margins per train. 
The authors suggest that this model of 
“inclusive reforms” can be applied to other 
public sector services like water supply or 
energy. One would tend to agree with this 
view, subject to recognising that some fer- 
tile ground conditions need to exist as it did 
in the case of the Railways turnaround. 
First, the operational upswing was fa- 
cilitated by a particular phase of India’s 
economic history characterised by high 
growth and low inflation. Thus, an 
aggressive “scale-driven” strategy could 
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no “real” improvement but an astute play —  Bankrup work on a hitherto listless organisation 

on increased axle-loads and clever rejigging By Sudhir Kumar and with capacity in place. 

of commodity freight rates. Shagun Mehrotra Secondly, IR has always been charac- 
The raison d'étre for this book, PUBLISHER: Oxford terised by a well-knit cadre of recognised 

Bankruptcy to Billions, is that the Indian pig technocrats who have been fiercely loyal to 


Railways (IR) did transform from near 
bankruptcy to post a Rs 25,000-crore annual cash 
surplus in 2008. Considering that the Railways is one 
of the world's largest state-owned enterprises with 
around 1.4 million employees, over 63,000 kms of net- 
work that operate 13,000 trains every day, this is a phe- 
nomenal achievement. One also has to take into ac- 
count that it was achieved in just four years— 
between 2005 and 2008. 

Seven clear interventions emerge as vital reasons for 
this turnaround success: thorough analysis revealed that 
room for reform was extensive; realisation that prof- 
its and social obligations were not necessarily in con- 
flict; the minister gave the Railway Board significant 
autonomy thus fostering mutual trust between the 
bureaucracy and political leadership; an awareness 
that the Railways was not a monopoly, but was clearly 
losing out to alternative modes of transport like airlines, 
and roadways; the team capitalised on the global 
commodity boom, increasing freight rates and added 
Rs 9,000 crore in profits over four years; management 
employed a scale-driven strategy to increase freight- 
volumes, reduce unit costs, gain market share and 


the institution even amidst the worst of 
times. Not all public systems have this advantage. 

Finally, there needs to be a very special *bridge" 
between the political and bureaucratic establish- 
ments that genuinely fosters two-way appreciation of 
points of view. This task was admirably performed by 
Sudhir Kumar, an IAs Officer on Special Duty to 
the Minister of Railways. 

An economic historian reflecting on this turn- 
around story is likely to concede that while this is 
indeed a commendable phenomenon, it still hasn't 
tackled issues related to institutional and structural re- 
form. Much of this was dealt with in the epochal 
Rakesh Mohan Committee Report on Railways sub- 
mitted in February 2002. While the railway estab- 
lishment has distanced itself from it, few can argue 
against its recommendations which call for a separation 
of roles—into policy, regulatory and management 
functions. Nevertheless, read this book. It will re- 
deem your faith in politicians and bureaucrats. More 
importantly, it will make you feel good as an Indian. 
Vinayak Chatterjee is Co-founder of Feedback Ventures 
and a leading infrastructure expert m 


"The Railways realised that room for reform was extensive and that profits and social 


obligations were not necessarily in conflict" 
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bt people 


ICICI’s First Among Equals 


IT'S A DEMONSTRATION OF AN 
institution's bench strength that 
within days of two of their top hon- 
chos putting in their papers, their 
replacements were announced: Esp- 
ecially when the outgoers have 
nursed the businesses since incep- 
tion. This is exactly what ICICI 
Group did recently. When RENUKA 
RAMNATH, with two decades of exp- 
erience at the Group, abruptly left 
the venture capital arm, young turk 
VISHAKHA MULYE, 40, promptly 
stepped into Ramnath's shoes. 
Mulye, another career ICICI fin- 
ance whiz who started off as man- 
agement trainee, blazed through 
the ranks to become the Group CFO 
to now MD of ICICI Venture. “ICICI 
Venture has a very sound platform 
of business, domain knowledge and 
talented people. I would like to 
build on this strength," she says. 
As ICICI Group CFO and 
treasurer from 2005-07, 
Mulye raised nearly $7 bil- 
lion in equity via two 
public offerings of $1.8 
billion and $5 billion, 
and another $5 billion 
by way of bonds. 
That probably 
makes this 
















chartered accountant the only 
woman CFO to have raised a stag- 
gering $12 billion in a matter of 
two years. 

Ramnath, 47, now plans to start 
her own venture shortly. She took 
the venture's corpus to a smash- 
ing $2 billion in private equity, 
buyouts, and real estate and mez- 
zanine assets in the last 6-8 years. 
Before getting on to the venture 
subsidiary, Ramnath also spear- 
headed various business initiatives— 
right from merchant banking divi- 
sion, corporate finance and equities, 
structured finance business and 
e-Commerce. 

Ramnath's contemporary at 
ICICI's life insurance arm, ICICI 
Prudential, SHIKHA SHARMA, 50, has 
pounced on the hot job of CEO & 
MD, Axis Bank, the 


third-largest private sector bank 
(see Tbe Change Agent, page 120). 
Her successor is not yet announced; 
it's all but certain that V. 
Vaidyanathan, Executive Director 
(Retail & Rural), 1cici Bank, will 
take over from her. Their exits 
come close on the heels of Chanda 
Kochhar donning the mantle of CEO 
& MD from May this year. 
ICICI’s list of home-grown 
divas does not end here. It wasn’t 
long ago when Madhabi Puri-Buch 
took over as CEO & MD of ICICI 
Securities, one of the largest inte- 
grated securities firms in India. 
Prior to that, Madhabi was an 
Executive Director on the board of 
ICICI Bank. And last year, Kalpana 
Morparia moved out to join JP 
Morgan’s India operations. 
With ICICI's women at the 
top making power moves 
all at the same time, 
watch out for the next 
rung of rising stars. 


Trailblazers all: 
(From L to R) 
Renuka Ramnath, 
Shikha Sharma 

and Vishakha Mulye 
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Goldman's Silver Lining 


FOR AN INVESTMENT BANKER IN THE MIDST OF FINANCIAL MELTDOWN, 
LLOYD C. BLANKFEIN, 54, Chairman & CEO, The Goldman Sachs 
Group, Inc., is full of beans. *I am generally optimistic about the eco- 
nomic picture," says Blankfein. In Hyderabad on his second visit to 
the Indian School of Business (ISB), the Chairman of Goldman 
Sachs, who is also on the governing board of the school, perhaps, has 
good reasons to be optimistic, considering that this quarter his 
company reported profits. Is this the sign of a turnaround? “I accept 
it is a turnaround... but we are not out of the woods yet." He cau- 
tions that though there are some hopeful signs, there are still diffi- 
cult problems to deal with. Therefore, "it is still unlikely that this is 
the turn, but if this isn't the turn, I assure you we are not that far from 
it.” Coming from Blankfein, that will be music to I-bankers’ ears. 


Yahoo!'s Find 


ARUN TADANKI, 38, IS SOME- 
thing of an Internet and job 
portal veteran, having spent 
nine years working at jobs- 
ahead.com and monster.com. 
Little surprise then, struggling 
web giant Yahoo! has zeroed 
in on him to fix its stuttering 
business in India. Yahoo! has 
been battered in recent times 
by Google's marauding growth, Microsoft's online emergence and the 
continued strength of local players such as Rediff. Tadanki, who'll be 
Yahoo!'s MD for Asia Pacific, Middle East and Africa, will have his 
hands full competing in the fast-growing Indian market and re-igniting 
growth. Although he confirmed his appointment, Tadanki, a part-time 
disc jockey, declined to comment on his plans to revive Yahoo!'s for- 
tunes. Clearly, the man prefers to walk another talk. 
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Slumdog Millionaire 
in Election Fray 


FOR E. SARATHBABU, 30, FOUNDER AND 
CEO, Food King Catering Services, 
contesting as an independent from the 
elite South Chennai for an MP seat is a 
natural corollary to a belief that he 
must empower the youth in India in 
every way. “I want the youth, who 
represent 65 per cent of our popula- 
tion, to realise that though politics is 
dirty, this is still our India.” Sarathbabu 
grew up in a slum, helping his mother 
eke out a living selling idlis, to subse 
quently graduate out of Brrs Pilani and 
IIM-Ahmedabad and then set up a low- 
cost but, quality and volume-driven 
food business in 2006. His first order 
was to supply 75 teas and 25 coffees 
and this has grown to providing 15,000 
meals a day with a staff of 200. His 
long-term goal is to eradicate hunger 
and unemployment. No doubt the MBA 
degree is helping, but so is the slumdog 
millionaire appeal! 


A bite of politics: E. Sarathbabu 
(in blue shirt) in campaign mode 
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T h e E h a n g a Ag i nt , MD & CEO-designate 
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N HER 28 YEARS AT ICICI GROUP, SHIKHA SHARMA HAS ÉARNED THE 

reputation of the woman with the Midas touch, makje a success of every division she has 

started. Her leadership skills have been vouched for By her c leagues, who say she is some- 
one who can successfully bring together a diverse set of people and get them to produce great 
results. Her ability to influence change has got her many admirers within and beyond the con- 
fines of ICICI Group. 

Even in her eight years as MD & CEO at ICICI Pru Life, Sharma not only maintained its 
numero uno position amongst the private sector life insurers, but has also turned it into the 
largest non-banking subsidiary of the group. Group CEO K.V. Kamath had entrusted her 
with the job to start a greenfield life insurance venture. “She has the experience to create 
a winning proposition,” says a senior colleague at the bank. Sharma's co-workers say as a 
leader, she approached the business head on and worked tirelessly to build a large network 
of over 2,000 offices and close to 3 lakh advisors across the country. Arpit Agarwal, former 
private equity head at icici Bank, who closely interacted with her, says: "She has a 
unique ability to infuse team spirit in people." 

Sharma has also proved to be a leader who studies and reads operating environments very 
well. Back in 2001, insurance penetration was less than 2 per cent in India—miles behind the 
9 per cent of the us or the 12.5 per cent of the UK and Sharma took advantage of this, 
successfully taking on biggies like Lic. Today, icici Pru has a strong capital base of 
Rs 4,780 crore and assets of over Rs 28.500 crore. 

An alumna of IIM-A, Sharma started her career in the erstwhile development financial 
institution ICICI, back in 1980. Before getting on to.1cict Pru, her big achievement was 
setting up ICICI Securities in 1992 . In fact, by her own admission, her ‘most memorable 
moment’ at the bank came when she set up a debt and equity desk at I-Sec. “She 
doesn't throw her weight around and deals with everybody in the same simple way," 
says Agarwal. As she readies to take up her new challenge at Axis Bank, she leaves 
behind a cash cow for icici Bank that now generates over Rs 8.000 crore insurance 
premiums annually. Whoever takes over from her will inherit a solid foundation from 
which he can take the insurance business to even greater heights. 
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From The Editor 


EPORTING ON COLA WARS CAN BE AS EXCITING AND 
thrilling as covering a war. They have strategy, 
suspense, secrets, drama, winners, losers and— 
believe it or not—covert operations. It’s not as if com- 
panies in other sectors don’t engage in such battles; but 
cola companies do it with greater frequency, flourish 
and fanfare. Our cover story for this issue can be seen 
as one such report from the frontlines. It chronicles how 
Coca-Cola India has finally put its house in order after 
almost two decades of struggle. The story is interest- 
ing—and instructive. What does one do when high sales 
result in high losses? How do you motivate your team 
when their salaries are lower than the industry and the 
image of the company is in tatters? How do you tell 
your business partners that taking a hit on volumes is 
the right thing not just for you, but also for them? How 
do you face a society that feels you are exploiting its re- 
sources to maximise profits? Lastly, how do you address 
all these questions at the same time? These were exactly 
the issues that Atul Singh, Coke’s current Country 
Head, had to address when he took charge of the India 
operations in 2005. Find ans- 
wers to these questions between 
pages 38 and 48. A bonus: a 
lesser-known story of one of 
India’s iconic home-grown 
brands that survived—and 
thrived—despite neglect from 
its owners and attack from rivals. 
Over the years, the public re- 
lations exercise by India Inc. has 
not only become more critical 
but also more sophisticated and 
complicated. Media is the platform through which com- 
panies do both kinds of communication—paid (adv- 
ertising) as well as news-driven (news reports and articles). 
For the past five years, 87-Cirrus annual survey of India's 
biggest newsmakers has tracked how companies and 
their CEOs are talked about and how much. The sixth ins- 
tallment of this study (page 76) not only provides a list of 
the biggest newsmakers, but also explains the strategic im- 
portance of corporate communications when the very 
definition of media is open to different interpretations. 
The global economy is facing the consequences of a 
large section of people living beyond their means. Some 
of the biggest names in Indian industry bought businesses 
that were way beyond their ability to pay. On page 62, 
we bring you an update on their funding plans. By the 
time this issue reaches you, the process of government 
formation in Delhi would have begun. On page 26, 
we take a quick look at the agenda the new govern- 
ment—irrespective of the colour of the coalition—will 
have to get cracking with in the first 100 days. 
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Indian IT's Darkest Hour 


The star sector of Indian industry finally seems 
to be headed towards its moment of reckoning. 
The not-so-disappointing 2008-09 perform- 
ance notwithstanding, CEOs of most IT majors 
told BT that the global economic meltdown has 
pushed the industry into its worst hour. This 
has innumerable implications, ranging from the 
stock market to the job market. Our cover story 
explores those implications. 


BLOGS 

UTILITY TOOLS Fielon 

» Risk Calculator The best rides in town. 

» Future Needs Calculator Mind Over Marketing 

> Tax Calculator Tracking advertising and marketing. 

> Education Plan Policy Watch | 

» Retirement Plan What policy planners think. 

» EMI Calculator Treadmill 

> SIP Calculator For the fitness seeker. 

> Business Tips | lowdown: 
BT MORE 


BT More brings you the Digital 
Man-—slick, fully-loaded and 





immaculately informed. 








To subscribe to Business Today's 
e-newsletter, log on to 

www. businesstoday.in 

and register for free. 


Now, get a hot new management tip for the day every day, and participate in opinion 
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sought-after family entertainment brand in India. less than a million bucks. 


MONEY 
96 Beating the Street 


BT handpicks 10 outperformers on Dalal Street. 


JOBS 


SPECIAL: NEWSMAKERS 100 Ready, Aim, Hire! 
Upping the hiring momentum, smart companies 


76 India’s Biggest Newsmakers discover a slowdown is a good time to 
The sixth BT-Cirrus study reveals which cherry-pick talent. 
CEOs, companies and groups got the 


best press in 2008-2009. BACK OF THE BOOK 


Column by Niira Radia, Chairperson, 
Vaishnavi Corporate Communications 


The Top 100 Newsmaker Companies 
The Top 24 Newsmaker Sectors 


Column by Sourav De, Director of 
Cirrus Media Research 


The World's Biggest Newsmakers 





62 Billion-Dollar Baggage 108 Mercury Rising 


India’s biggest conglomerates feel the pain after April, May and June are make-or-break months 
an adventurous bout of mergers & acquisitions for a few categories and sales trends indicate that 
in the boom times. these products have overcome the 
slowdown blues. 
66 Room for a Third Exchange . — 111 The BlackBerry Killer? 
The National Stock Exchange has to gear up for Nokia's new E75 boasts 
competition from commodities bourse major MCX. of the Nokia Messaging 


Service. 


113 Treadmill 


BOOKEND 


114 Can India Build Global Enterprises? 
India's Global Powerbouses offers an interesting 
collection of business experiences. 


72 The F Word That's 
Laid India Inc. Low 


The time-bomb of foreign 
currency-denominated debt 
has been ticking for some 
time now. Some of India's 
best-known companies are at 
the doorstep of a default. 


92 60 Minutes " 
Shinzo Nakanishi, Managing Director, Maruti 
Suzuki India. 






Sukhinder Singh Cassidy, N. Chandrasekaran and Captain Gopinath 


116 People 





^ LEADERSHIP SPOTLIGHT 


118 Shane Warne, Captain, 
Rajasthan Royals. 





Shinzo Nakanishi, MD, Maruti Suzuki India 


bt letters 














In a Trough 

IT WAS WITH SOME TREPIDATION THAT I 
began reading your cover Indian IT's 
Worst Hour (Br, May 17). However, 
it was with a great sense of relief that | 
[ put it down two hours later. The 
tone and tenor of the expert obser- 
vations in the story were soothingly 
upbeat, if cautious. I was particularly 
impressed by Anthony Bolton's cheery 
and categorical “It is a good time to 
invest" theme. Thanks for the much- 
needed “reality check" cover story. 


M.H. RAO, through e-mail 








Testing Times 
ON READING YOUR COVER PACKAGE 
Indian IT's Worst Hour (Br, May 
17), the overriding impression to 
come across was that the era of 
hypergrowth is finally over for 
the ir industry. But, despite the 
bad times, the Indian IT industry 
could well be on its way out of 
the cold. The current crisis should, 
however, serve as a chance for the 
IT industry to reinvent itself. 

P. ANIRBAN, through e-mail 


Bring on the Revolution 
THE NEXT MOBILE REVOLUTION (BT, 
May 3) seems worth a punt. It is 
only to be expected that enhanced 
competition and upgrades in tech- 
nology will add to the quality of 
services on offer besides intro- 
ducing more value additions. All of 
these will help make our lives 
more connected. 

A. JACOB SAHAYAM, through e-mail 


Advertising Goes Dynamic 

ADVERTISING IS A DYNAMIC ASPECT 
of any business (Branded for Profit, 
BT, April 19). But in the climate of 
economic slowdown that we are 
witnessing now, old techniques 
of advertising have become less 
potent tools for spurring business. 
The concept of branded enter- 
tainment is, therefore, the need 
of the hour as it can specifically 
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address the challenges arising out 
of the changes in the economy, 
industry and company. 

K. ARUN, through e-mail 


Devil in the Accounts 
UNRAVELLING THE FRAUD (BT, APRIL 19) 
offers good insight into how 
accounting firms, by going light 
on the due diligence, help com- 
panies like Satyam to operate in 
an accounting netherworld. The 
story brings into focus the roles of 
auditors, directors and manage- 
ment in cases of book-cooking 
and other accounting peccadil- 
loes. Showing fake profits and 
fluffing numbers can be the recipe 
for a fraud waiting to happen. 
NEETA JAIN, through e-mail 


Making it Easy 
KNOW YOUR CUSTOMER IS A GREAT 
initiative by the RBI (Does KYC= 
Kick your customer?, BT, May 3). 
But in the hands of clerical- 
minded banking staff too eager 
to press on with paperwork com- 
pliance, the initiative seems to 
have fallen flat and its purpose 
defeated. While it is good to have 
certain filters in the banking sys- 
tem to check against frauds, rules 
for opening a bank account 
should not become a hurdle for a 
genuine customer. 

BAL GOVIND, through e-mail 


Corrections and Clarifications 
WE WOULD LIKE TO BRING TO YOUR 
notice certain anomalies in the 
article Male Surge in Female Bastion 
(Br, May 17). The figure of one 
lakh representatives is inaccurate 
and was not shared with your 
esteemed magazine (figures are not 
shared as per Avon’s corporate 
global policy). Also, the quote “A 
sizeable chunk of the new distribu- 
tors is men” by Mr. Ajay Rao, 
Director-Sales, Avon India, doesn’t 

correctly portray what he said. 
RISHI WADHERA, Senior Manager, 
Brand Communications, Avon 
Beauty Products India Pvt. Ltd. 


Our correspondent replies: Most 
of the numbers/figures mentioned 
in the story bave been attributed to 
tbe Indian Direct Selling Association 
Annual Report and mentioned 
prominently. In cases where the firm 
concerned volunteered data, they 
have been attributed to. 


IN 60 MINUTES (BT, MAY 17), NOKIA 
Siemens Networks’ 2008 revenues 
were mentioned as €13.4 billion. 
The correct figure is €15.3 billion. 
The error is regretted. 
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indulgence is divine, behold the new Audi A6. Its powerful 290bhp 3.0 T FSI engine sets new standards 
technology. The Audi parking system advanced with rear view camera impresses innovation, while 

OSE surround sound and, quattro? - the intelligent permanent all-wheel drive, reassure perfection 
the Audi driving experience. No wonder then that the new generation of the Audi A6 continues to 

njoy an undoubted worldwide leadership in its class. The new Audi A6. It’s perfection reincarnate. 





Vorsprung durch technit 


You always thought reincarnation was a divine concept. We agree. 
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Authorised Dealers: 

Audi Bangalore 080-28521548, 0-9632224330 Audi Ahmedabad 0-9998 7 20002, 0-9998600030 
Audi Chennai 044-32428698, 0-960009599?2 Audi Chandigarh 0172-3068911, 0 9876429103 
Audi Gurgaon 0124-4510200, 0-9650000006 Audi Delhi 011-46007300, 0-9999917415 

Audi Kochi 0484-4147777, 0-9249412345 Audi Hyderabad 040-23324545, 0-9959700007 
Audi Pune 020-41004747, 0-9970007040 Audi Mumbai 022-67441111, 0-9819090000 


Arriving soon in Kolkata and Ludhiana Audi Call Centre 1-800-103-6700, 1-800-209-6700 


Roadside assistance that offers you 24-hour service, 365 days a year, covering 95% of India. 
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Targeting Tax Havens 


While efforts to rein in tax havens may not affect investment into 
India, this is an opportunity for policy reforms. SUMAN LAYAK 





investments, the era of a tax-free ride may soon be over. Tax 

havens mostly cater to two kinds of clients: Businesses, who set up 
subsidiaries in order to legally benefit from a tax-free status; and 
individuals, who illegally stash cash here in order to evade taxes in their 
home countries. 

The assault on tax havens is two-pronged: First, the Organisation for 
Economic Cooperation and Development (OECD), hell-bent on eliminating 
fraud and enhancing banking transparency, has begun to slot countries 
into ‘black,’ ‘grey’ or ‘white’ categories based on how clean and open 
their banking systems are. Even Switzerland—legendary for its elite banks 
that kept mum about client identities even if they happened to be 
wealthy ex-Nazis—has been forced to play ball. 

The us President Barack Obama—faced with decreasing tax revenues 
during a severe recession—has also begun to push for legislation that will 
prevent American firms from using offshore havens. On May Sth, 
Obama referred to one building in the Cayman Islands that housed more 
than 18,000 companies as either the largest building in the world or the 
world’s largest tax scam. Obama’s initiatives are hardly surprising. 
Tax havens like Mauritius—with which India has a tax treaty—or 
Bermuda, shield a staggering $225 billion in unpaid taxes a year, 


Es GLOBAL COMPANIES WHO USE TAX HAVENS TO ROUTE 


The fortnight's burning question. 


Trends 





INSTAN TIP 





NuR mE 
T d bas í 

H ft - ed. | 

* 


govemment has done a good 
job to arrest the impact of the 


No. Abheek Barua, 

Chief Economist, HDFC Bank 
There are no clear indicators that 
the economy is undergoing a quick 
turnaround. There are a bevy of 
factors such as poor credit growth, 
dried-up investment pipeline and 
high lending rates that are affecting 
the country's growth trajectory. 
Although we have seen the econ- 
omy bottoming out in the last quar- 
ter, recovery will not be as dramatic 
as popularly believed. 


No. Shankar Sharma, 

Vice Chairman, First Global 
The evidence of the recovery is 
patchy. We have seen some 
improvement in the results last 
quarter. Nevertheless, there are 
still a large number of companies 
who came out with a bad set of 
numbers. A revival is possible, only 
if the real benefits of fiscal meas- 
ures are passed on to India Inc. 


MANU KAUSHIK 


PAWAR 
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How important is research to GE? 
Developing new products helps 
GE keep its competitive edge. We 
lay a lot of emphasis on R&D and 
innovation. Investing in down- 
cycles is crucial to remaining 
competitive. 


How has the R&D arm kept pace 
with GE's changing business mix? 
R&D has helped us continually 
re-work our portfolio. We have 
added a wind business, which we 
didn’t have five years ago and 
expanded in oil and natural gas 
with our sub-sea initiatives. We 
acquired Amersham and bailed 
Enron’s wind business out of 
bankruptcy. That business was 
worth $200 million then. Today, 
it is worth $6.5 billion. 

What's your feedback on GE's 
Bangalore R&D centre? 

Its doing absolutely fabulous 
work; we are adding a new 
block, and hiring some more 
people to accelerate our work 
on magnetic resonance imaging 
and stroke recognition. 
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Most popular tax havens for 
routing FDI to India 











B33 Mauritius 
SE B33) soie 
ENN 0000 The Netherlands 
as Cyprus 
END 1.09 UAE 
= 097 Switzerland 
mo Cayman Islands 
n 0.62 Bermuda 
Bos British Virginia 
B 045 Hong Kong 


Figures in per cent 


These 10 countries feature among the top 20 countries from 
where investment came into India between April 2000 and 
January 2009. The percentage figures are the total 
investment into India from over 100 destinations. 


according to Girish Vanvari, 
Executive Director at KPMG for M&A 
Tax. The us alone loses $60 bil- 
lion a year. By contrast, India loses 
a paltry $500 million to $1.5 bil- 
lion, mainly due to individuals try- 
ing to dodge taxes at home. Still, in 
an effort to gain pre-election cur- 
rency amongst voters, parties like 
the Byp have clamoured for foreign 
banks to reveal the identities of 
Indian tax dodgers. 

So, will these European and 
American initiatives throttle in- 
vestment flows into India? "Not 
likely," says Vaibhav Manek, 
Partner at tax and audit firm KNAV. 
Reason is, countries like Mauritius 
and Cyprus—which cater to rout- 
ing investments into India—have 
amended their secrecy laws and 
graduated to the OECD ‘white’ list. 
In the long run, however, Manek 
says that companies may find that 


Top destinations for 
outgoing investments 


Why: High tech hub 


Why: Pharma hub/ European 
gateway 


Why: Oil industry hub/ zero tax 


Why: Easy to set up base 


Why: Entry to Europe/ low tax 


investing directly in a country 
makes more sense for them. 
Overseas tax havens simply pile on 
administrative, legal and transac- 
tion costs. Plus, “FDI flows into 
[India improved when we with- 
drew the tax on short- term 
capital gains and introduced just 
the securities transaction tax," 
says N.C. Hegde, Partner at 
Deloitte India. 

At the end of the day, all this 
hand-wringing about tax havens 
could simply be irrelevant for a 
country like India. *Tax havens 
or no-tax havens, global companies 
will have to invest in India for 
growth," says Hegde. What is im- 
portant, however, is for India to 
remain competitive with other 
growth destinations, he adds. 
This means sensible investment 
policies that render tax havens 
ultimately irrelevant. 8 


4 uw —. You Can't Move My Swiss Cheese 


The attraction of Switzerland is more than just its 
banking secrecy laws. The ease of doing business in this 
country and the moderate tax rates are major draws. 
Anyone who wants to set up a company, with adequate 
preparation, can actually fly in, get all the permissions, lease 
an office, set up a bank account, appoint a local CEO and fly 
out the same evening. They even get the benefit of a single- 


window transaction with a professional escort firm assisting at every step. The coun- 
try now allows a peek into bank accounts only if there is an official request through 
government channels—but there has to be proof of money laundering or tax eva- 
sion in the hands of the authorities for the account holder. 





Riding High on Tamiflu 


Indian pharma companies say they are geared to meet 
the global demand for the antidote to H1N1 infection. 


ITH DEMAND FOR THE ANTI- 
W aoc to HINI infection peak- 
ing across the world, the select 
Indian pharmaceutical companies 
are ramping up production of 
Tamiflu or its generic version. 

At least one such company, 
Hetero Drugs, is already in the 
process of supplying 1 million cap- 
sules to the Government of India 
and is confident of being able to 
deliver up to 40 million capsules to 
countries seeking to contain the 
spread of the viral. 

The Hyderabad-based firm, 
which has a sub-licence from Roche 
to manufacture Tamiflu, wears a 
busy look these days. With the flu 
already claiming nearly 150 lives in 
Mexico and causing concern glob- 
ally, Hetero and other players know 
this is a big chance to demonstrate 
their ability. 

Others such as Cipla and 
Ranbaxy say they are equally well 
placed to ramp up production of 
Oseltamivir, the generic version of 
Tamiflu. *We can supply 1.5 million 
doses in four to six weeks,” says 
Cipla's Managing Director Amar 
Lulla. Adds Ramesh Adige, President 
of Ranbaxy: *We can commence 
supplies at fairly short notice." 

The huge numbers, however, 
do not necessarily mean fat profits. 
Says Srinivas Reddy, Director, 
Marketing, Hetero Drugs: *This 
may not add to our bottom line 


Tackling the Flu 


© Hetero Drugs, Cipla, Ranbaxy 
and Natco Pharma manufacture 
Tamiflu or its generic version 


> Hetero alone has orders to 
deliver 1 million capsules to 
the Government of India 

2 Countries in Latin America, 
Africa, West Asia and the US 
may stockpile the medicine 


= Indian companies can meet 
60 to 70 per cent of the demand 
in unregulated markets 


- It could give companies such 
as Ranbaxy, bargaining power to 
sort out issues with USFDA 


as there is always a pressure to 
offer the drug at lower prices in 
the unregulated markets.” How- 
ever, it could play an important 
role in creating goodwill in some of 
the important emerging markets. 

Reddy feels India today has the 
ability to meet at least 60 to 70 
per cent of the total demand in 
the unregulated markets. 

Indian companies could gain in 
other ways, too. For instance, it 
could give firms like Ranbaxy an 
opportunity to showcase its manu- 
facturing capabilities and use it as a 
bargaining tool to get pending 
issues sorted with the us Food and 
Drug Administration (USFDA). 

E. KUMAR SHARMA 
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TOP OF MIND 


The New Kindle 


What is it? This is the new “Deluxe” edition of Amazon's e-book reader, 


the Kindle. 


What will it do? Amazon will let you download complete electronic versions 
of books onto the reader for you to read later. 


Books are cheap enough, why waste money? Well, the Kindle has a stor- 
age Capacity of over three gigabytes and you can store a lot of books. 
Amazon has tied up with several publishers to make their products 
available on the Kindle DX, targeting college students. And the New 
York Times and Washington Post will also make e-book editions available. 


How much will it cost? Quite a lot. With the high-contrast screen and 
special touches, the Kindle will set you back by $489 (Rs 24,450). That's 
a lot considering a net-top computer costs Rs 16,000. 





KUSHAN MITRA 


Study Tells Advertisers How to Maximise Profit 


Choosing the best advertising spots in a stadium or the right time to telecast a sporting event is 
no easy game. A TAM Sports study shows possible ways to ensure best returns on investments. 


DVERTISERS AND BROADCASTERS 

haven't had this much think- 
ing to do in a long time. Take for 
instance, a cricket match. It's not just 
the way the game is played that 
makes T20 cricket different from 
the five-day version. Even the *most 
preferred" advertising spots vary in 
the two forms of the game. TAM 
Media Research's new division TAM 
Sports, a specialist on measuring 
Return on Investment (Ro! on sports 
sponsorship, has come out with 
some such findings to suggest 
guidelines for advertisers. 

In T20 cricket, for instance, the 
players dug-out or the spot just 
above the boundary board are best 
places to advertise. The best exam- 
ple is that of Aircel in the first edi- 
tion of IPL. With each match wit- 
nessing over a dozen sixes, Aircel, 
which had booked numerous spots 
above the perimeter board, natu- 
rally gained maximum visibility. 

Live coverage of sporting events, 
once considered the best way to 
ensure high ad revenues—is also a 
concept that is set to change. ^When 
Us-based broadcaster NBC secured 
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TAM Findings 

2 Different versions of the same 
sports may have different “most 
visible" advertising spots 


2 Delayed live telecast sometimes 
works better than live telecast 
at an odd hour 


2 Sports programming has 
increased from 65,179 hours in 
2007 to 71,350 hours in 2008 


———— 








inventory was consumed in 2008, 
up from 3,484 hours in 2007 


-—M HM Á— 


2 In India, 12,441 brands 
invested in sports in 2008, 
compared with 10,948 in 2007 


exclusive rights to telecast the 2008 
Beijing Olympics, they realised dif- 
ferent time zones would mean the 
opening ceremony being shown live 
at 5 a.m. in Washington. NBC 
delayed its telecast by 12 hours and 
saw a record viewership of 30 mil- 
lion and ad revenues of around 
Rs 5,000 crore," the study observes. 
Compare this with the recent 
India-New Zealand cricket series 
that was telecast live at 3.30 a.m. 
According to TAM's data, early 
morning viewership was a paltry 
0.2 TVR. Could the channel have 
delayed the telecast? *It's something 
that can be tried out," says, L.V. 
Krishnan, CEO, TAM Media Research. 
With sports programming at an 
all-time high in India, such research 
is welcome for advertisers and chan- 
nels. In the last one year, sports 
programming has increased from 
65,179 hours (in 2007) to 71,350 
hours (in 2008), pushing up ad 
inventories of sports channels. Over 
3,917 hours of ad inventory was 
consumed in 2008, up from 3,484 

hours in 2007. 
ANUSHA SUBRAMANIAN 
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Indian Mobile Patent? 


A small-town engineer with patent rights to dual SIM technology in 
India is fighting cellphone manufacturers and retailers over royalty fees. 


T IS ANOTHER DAVID VS GOLIATH 
[in the making. A small-town 
engineer from Madurai in Tamil 
Nadu, S. Ramkumar (36), who holds 
the Indian patent (No 214388) for 
dual sIM cards in a single mobile 
handset, is battling established cell- 
phone manufacturers and retailers. 

Ramkumar has dragged the man- 
ufacturers to court for not paying 
royalty for every phone manufac- 
tured or sold in India with dual sim 
technology. There are 13 parties in- 
volved in the suit, including Samsung 
Electronics, Onida Mobile, Spice 
Mobile and Essar Telecom Retail. 







© SIEMENS AKTIENGESELLSHAFT: 


2008. Since then, Ramkumar has 
been busy trying to get importers 
and manufacturers to pay up a 
royalty fee. India has a demand for 
80,000 such units per month, 
according to newspaper reports. 
His opponents, however, con- 
tend that Ramkumar's invention is 
"prior art”. Samsung Electronics 
says the patent itself should be 
revoked and that its imported 
consignment is different from 
Ramkumar's patented product. 
Lawyers of both sides 
(Ramkumar and Samsung) refused 
to comment as the matter was sub- 


Phones that Ramkumar claims come under his patent 


2 Mobile phones that have provisions for more than 
one SIM Card or modified SIM cards 


> Phones that have more than one socket or 
modified SIM sockets to accept the SIM cards 


| Handsets that have more than one headphone/ 
earphone jack 


>These jacks accept one headphone/earphone plugs 
and/or Bluetooth devices 


His opponents site examples of similar patents 


International application number PCT/DE))/01419, May 5, 2000 
mE: Radio station with several user identification modules 


© TELEFONAKTIEBOLAGET LM ERICSSON 


International Application number: PCT/EP99/03556, May 25, 1999 


TLE: Mobile 





radio communication network using several subscriber profiles 


- MACCARONI: International Application Number: PCT/IT/98/00308, November 3,1998 


TiT.£: Multi-SIM card GSM cellular telephone 


According to Ramkumar, by 
changing the entire circuitry of a 
mobile phone, multiple sim sockets 
and Bluetooth devices can be fitted 
into them, which would enable the 
handset to communicate simulta- 
neously in different networks, with 
the time of switching networks 
reduced to nanoseconds. 

The patent, which was filed in 
2002, was granted in February 
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judice. “The right that Ramkumar 
claims is for a generic class of products 
over which he has no patent rights,” 
points out an importer, involved in 

battling it out with the customs. 
For now, there is an interim 
injunction from the Madras High 
Court restraining some manufac- 
turers from manufacturing the 

phone till the issue is resolved. 
NITYA VARADARAJAN 
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39: India's rank in a list 
of preferred locations to 
establish retail operations. 
According to How Global Is 
the Business of Retail?, 

a recent CB Richard 
Ellis report that maps global 
footprint of 280 of the 
world's top retailers across 
67 countries. The UK tops 

the list yet again 


4.21 million: The 
shortage of houses in the rural 
areas of Bihar. According to 
the Ministry of Rural 
Development, Bihar tops the 
list of states which face the 
maximum shortage of houses 
in rural areas, followed by 
Assam (2.24 million), Andhra 
Pradesh (1.35 million) and 
Uttar Pradesh (1.32 million) 
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bt trends 


Taxing Times for BPO Industry 


Obama's tax plans could give the outsourcing industry a fresh headache. 


What the New Plans Mean 


> Change in tax ces would see 


> Cost effect 





N FEBRUARY 26 THIS YEAR, US 

President Barack Obama 
projected higher tax collections 
totalling $353.5 billion (Rs 17.68 
lakh crore) in the next decade.” 
On May 4, he unveiled plans for 
raising $210 billion (Rs 10.5 lakh 
crore) of this amount through 
changed tax norms. 

Currently, if an American com- 
pany invests and creates jobs over- 
seas through a foreign subsidiary, 
it does not pay US taxes on its 
overseas profits, until they are 
brought back to the us. 


So, what will change? 


"Companies would be able to 
take a deduction for foreign ex- 
penses only when they also bear 
US tax on their foreign profits. 
This will impact the immediate 


Noted 


GARNERED: Over 2.03 
lakh bookings by Tata 
Nano, deliveries of 
which will begin in July. 
At Rs 95,000 per car 
booked for the base 
model, plus the 6.1 
lakh booking forms sold at Rs 300 each, 
Tata Motors has garnered around 
Rs 2,500 crore from the launch exercise. 





LAUNCHED: New Pension Plan (NPS) 
for all citizens over 18 years of age. 
The scheme allows individuals to invest 


lon j€ OD: created Min Nie 


companies taxed 
[ax burden could increase by 8-10 per cent 


ves ol Captive centr 

under scrutiny 

American companies undeterred for now 
may continue investments 


Further tax credits coul 


costs of doing business outside 
the US,” points out Rajendra 
Nayak, Partner, Ernst & Young. 
While the current rate of corpo- 
rate tax is 35 per cent, experts 
believe new norms could see it 
increase by 8-10 per cent. 

David Cote, Chairman and CEO 
of Honywell, a $38-billion diversi- 
fied industrial giant, called this 
possible increase in seen 
“worrisome and detrimental” t 
global trade during a visit to 
Bangalore. 

Other industry watchers are 
worried, too. “If we are taxed in 
the US on non-US profit, it would 
adversely impact our ability to 
invest there,” says a spokesperson 
for Cisco. 

RAHUL SACHITANAND 


up to 50 per cent of their subscription in 
equities with a minimum annual 
contribution of Rs 6,000. 


NOMINATED: Vikram 
Pandit, India-born 
chief of Citigroup, 
among the 20 worst 
CEOs in American 

| history. The list of 
"Worst CEOs" is topped by Lehman 
Brothers’ Dick Fuld. The list of "America's 
20 worst ever CEOs" has been com- 
piled by Conde Nast Portfolio. 





. [AGUAR'S “LEAPING CAT" HOOD- 


poten 
 nised. symbols and two years 





INDIA GETS 


THE ‘CAT’ 





t is one of the au- 
world’s most recog- 


after buying into Jaguar-Land 
- Rover, Tata Motors is bringing 


the “cats” into India. However, 
you will not find a Jaguar XJ 
| standing next to a Tata Nano, 


as the British vehicles will be 
distributed through a chain of 
exclusive showrooms managed 
by Tata Motors. Already several 
Taj Hotels properties have 
switched to Jaguars as their 
executive limousines, since Tata 
Motors officials felt it would 
give the cars some visibility. 
So, which cars will be sold 
in India? Nothing has been re- 
vealed yet, but most likely the 
entire range could be on offer. 
The slightly dated Jaguar X will 
compete with the BMW 3- 
series, Mercedes C-Class and 
Audi A4 and would be priced 
similarly at around Rs 25-30 
lakh while the Jaguar XF will 
compete with the BMW 5- 
series, Merc E-Class and Audi 
A6 at the Rs 45-60 lakh 
bracket. Jaguar also recently 
announced (at the Shanghai 
Auto show) that they would 
be updating their top-of-the 
line XJ that faces off against the 
BMW 7-series, Merc S-Class 
and Audi A8 in the Rs 80 lakh- 
1 crore bracket. The first 
launches are scheduled for 
June 2009, though the out- 
lets across India are expected to 
start selling the cars only by 
the end-2010. 
KUSHAN MITRA 
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Presenting ` 
Raymond | 
Readymade Suits 


Now you can be. 
precise to a pin. 


Take a look at the detailing in 
the suit starting with the 
HALF CANVAS 

Inserted in the chest front 
and blind stitched for easy 
body movement. 

A special jacket lining that 
breathes and does not cling. 


ek TES from Italy 
for that impeccable sheen and 
texture which enhances the 
richness of the Suit. 

1 


All this and a lot me Xs 
brought to you in a fahge of 
readymade garments efafied 
from the world's finest fabrics 
with correctness and care; 
Precision to the tee. 


Raymond 


Premium Apparel 
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LOW PRICE, HIGH VALUE 


CFLs use only 20 per cent of 

the energy an incandescent 

bulb uses, to generate the same 

amount of illumination. They also 
last much longer. But they cost 

up to 10 times more. If made 

available at Rs 10-15, they will be 

great value for money. 





THE PLAN 
Under the Bachat Lamp Yojna 


| (BLY), old bulbs using 60 and 100 

watts of power will be replaced 
by 11-15 watt CFLs, each costing 
between Rs 10 and Rs 15-the 


Same as a conventional bulb. 





MODE OF ACTION 


The BLY is a private-public 
| partnership between the 
Government of India, private CFL 
| makers and electricity distribution 
companies. It expects to make 
J 90 lakh replacements in the 


next few years. 





THE BRANDS 


For now, the BLY has spoken to 
Osram and Philips to supply 
Subsidised CFLs to consumers, but 


nate the plans, says talks are under 
way with other players as well. 





THE SUBSIDY 


The subsidy of Rs 85-90 on each 
bulb distributed under the scheme 
will total up to Rs 50 crore. This 
will be borne by the developed 
countries. 





dcs c Dom mee Bom wee 


Greenpeace, which is helping coordi- 
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Even at 10 times the price of 
incandescent bulbs, the CFL is a good 
buy. Guess what, you can now get one for 
almost the same price as your old bulb. 
Here are the details. RAHUL SACHITANAND 
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FOOTING THE BILL 


Developed nations under the 
Kyoto Protocol can make up the 
deficit on their carbon reduction 
target by buying into emission 
reduction projects in developing 
nations like India. The BLY is one 
such project. 





AVAILABILITY 


Greenpeace plans to take this 
programme across India by the 
end of the year—primarily to 

the five metros and Hyderabad, 
Lucknow and Pune but also to 
other cities eventually. It will also 
set up counters to sell CFLs. 





REPLACEMENTS 


| According to the guidelines 
- laid down by BLY, the CFL 
| vendors will replace lamps 
that stop working within a 
Y J year or before they have 
= 





been used for 2,000 hours. 


DISPOSAL DILEMMA 


The disposal of the bulbs has 
Greenpeace worried. All lamps 
have around 5 mg of mercury 
and given the ambitious rollout 
plans of 50 lakh units, this could 
Cause an environmental problem. 








WHY WE NEED CFL 


India suffers from a 15 per 
cent peak load deficit and has 
struggled to bridge this gap. 
Under the BLY, the move from 
bulbs to CFL could save up to 


— GD 00000 wot power annual. 








TO BE PRECISE 





“I think that virtually 
everybody associated 

| with the financial world 
contributed to it. Some 
of it stemmed from 
greed, some from stupidity, some 
from people saying the other guy 
was doing it” 

Warren Buffett, Chairman, Berkshire Hathaway In 


on the ONHCgOINC inani dl CTISIS, Im Bl NOTTIDCT 


- 





"We are clearly losing money. We will 
make money some day. Now it is the 
right time to invest” 


Steve Ballmer, Chief Executiv 
Microsoft ( orporation, t Reuters 


“India is not in recession. 
There is only a slowdown 
in growth... This is the 
right time to recruit” 

Adi Godrej, Ch. Godrej Grou 


in The Economic lime 





“It’s a tax code that says you should pay 
lower taxes if you create a job in 
Bangalore, India, than if you create 

one in Buffalo, New York” 

Barack Obama, Us President 


Out at tbe current US taa d. raul i} | 


“My term will be pretty long and 
it's just starting. But | am not 
starting my term by putting any 
challenges tO anybody. | am 
starting my term by looking 
internally and doing 
what is right for us 
given the environ- 
ment and our own 
balance sheet" 


Chanda Kochhar, 
MD c CEO. ICICI Rank. 


m Business Standard 
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gotiations in early 2010, Shanto 
Ghosh, Principal Economist at 


audit firm Deloitte, ce 


When is the IT industry expected to 
bounce back? 

In the first two quarters of 2008- 
09, people said the IT sector was 
resilient. But only between 
October and January do con- 
tracts come up for renewal and 
most companies have signed for 
lower rates. These contracts will 
not be up for renegotiation until 
next January, and I don't see a 
possibility of the sector turning 
around before that. 


Has the government done enough? 
The waiving of existing loans 
or offering subsidies alone does 
not trigger consumption. I hope 
the government takes out this 
money and spends it on infra- 
structure projects to trigger a 
multiplier effect. 


Does the state of the Indian 
economy worry you? 

There is nothing to be alarmed 
about. If corporates have stopped 
investing, that's because of the 
meltdown in global credit mar- 
kets. Once recovery signs begin, 
they will be the first to jump on 
to the bandwagon. 
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Beauty Secrets 


Bucking the crippling slowdown, the beauty services industry 
Is growing at 25 per cent annually. How is it happening? 


FTER HONING THEIR SKILLS AT KISHORE BIYANI'S FUTURE GROUP, RAHUL 

Bhalchandra and Rajeev Bopaiah bit the entrepreneurial 
bullet in 2008 and ventured into the beauty services industry. Backed by 
Rs 20 crore in venture funding from Helion Ventures, the duo's 
firm—yLG (You Look Great) Salon and Spa—has opened eight units last 
year and plans to launch one new salon every month in 2009. 

A recent L’Oreal study says the industry was worth 
Rs 5,070 crore in 2008 and growing at 25-30 per cent annually. “It costs 
us Rs 2,000 per sq. ft to set up an unit of 1,500 sq. ft,” says Bopaiah. 
While the company started its operations from Bangalore, it is set to ex- 

pand nationally over the next two years. 

YLG is not the only salon on a launch drive. Chennai-based 
CavinKare’s group company In Vogue has two brands—Limelite and 
Green Trends—both planning new launches. “We will expand by 
25 to 30 per cent over the next couple of years,” says C.K. Ranganathan, 


DEEPAK G. PAWAR 


Growth Driver 


2 [he beauty services market is 
pegged at Rs 5,070 crore 

> Itis growing at an estimated 
25 per cent annually 

2 Domestic and foreign companies 
are expanding their networks 


2 VCs such as Helion Ventures are 
now investing in this industry 


9 Only 5 per cent of the industry 
IS organised 





> Lower rents and attrition are 
helping companies 


Bhalchandra and Bopaiah in their salon 


CEO of CavinKare. Kaya Skin Clinic, which has 76 salons in India, has 
announced plans to add another 15 in the next quarter. “People like to 
look good during all seasons,” reasons Rakesh Pandey, CEO of Kaya. 

The boom has also helped beauty product makers such as 
Schwarzkopf Professional grow by 80 per cent in the last four years. 
Jean-Claude Biguine, the well-known French chain, too, plans to invest 
Rs 100 crore in a 50-outlet chain in India. L’Oreal—one of the biggest 
players—has seen its business touch the Rs 600-crore mark here, 
growing at 40 per cent annually. 

However, some bottlenecks such as shortage of trained manpower 
remain. To solve the crisis, many chains now have their own academies to 
train employees. “Around 600-700 trainees go through our programme 
annually,” says Kaya’s Pandey. At YLG, too, no one is allowed to tend to 
a customer before completing a 10-week rigorous training programme. 

RAHUL SACHITANAND 


Night Before Another Day CHRYSLER 


Chrysler, the fabled US carmaker, has many firsts to its credit. ———=@ >= 
Will it survive its second brush with death? . 


THE BIRTH 

Founded in 1925, by Walter 
Chrysler, an engineer who 
began his career working for 
railroad companies, and made 
a pile of money heading General 
Motors’ Buick Motor division 
before starting out on his own. 


Most successful model 
Chrysler invented the minivan 
segment, in 1983. Aimed at the 
baby-boomers, the minivan was 
an instant success and cele- 
brated its 25th anniversary in 
2008, with Chrysler alone having 
sold 12 million minivans since 
then across four marquees and 








Chrysler Airflow 





THE GREAT SURVIVOR Most unique car was the five generations. 
Depression? Revamp! Chrysler Airflow (1934-37), for 

In 1930, a year after the Great which Chrysler took the help of 

Crash, Walter Chrysler revamped Orville Wright and conducted 

the product line and launched the extensive wind-tunnel tests. First 

75bhp Series 70 roadster American car with full-steel 


body (rivals were still using 
wood members in frame). 
A commercial failure. 





The Minivan, 1984 


Most powerful car... THE LAST DAYS 

The Chrysler 300, a 1955 April 30, 2009 

race-car-in-disguise sold for the Unable to broker a deal with 

road, was the first to top 300hp, bondholders, Chrysler files for 
bankruptcy, with CEO Bob 

The 1955 Chrysler 300 Sports Coupe Nardelli stepping down once 


the company emerges from 


Chapter 11. 








Chrysler Plymouth 


Not just cars... 
During WW-il, Chrysler 


AFTER LIFE? 


made engines for the B29 Fiat ma 

Superfortress bombers, battle at the wheel 

tanks, Dodge trucks et al. with a 5.4-litre engine. The 1957 . Foreign (Fiat) technology 
model, the 300C, with several American labour in the assembly line 

Back from the dead upgrades, became a classic. The Ex... Sx 2 

Chrysler faced bankruptcy once series continued till 1965 as the "Exciting, fuel-efficient cars 

in 1979, and was saved by gov- 300L. Resurrected in 1999 as . No more SUVs or fuel-guzzlers - 

ernment guarantees for its loans. the Chrysler 300M. Chrysler cars enter Europe, 

It was steered back to profits by ... Fats cars go to US 

Lee [acocca, who had joined Chrysler 200C EV 

from Ford. 


GOING GREAT GUNS 

Most beautiful car (many say) 
was the 1931 cc Imperial. 
Ahead of its time, with hydraulic 
brakes, 4-speed gearbox, 125hp. 
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100 Day Dos 


More for sentiment than outcome, what the new 
government does in the first few weeks will be critical. 
Business Today spoke to a few experts to find out 
what these initiatives should be. SHALINI S. DAGAR 





HAT IS IT ABOUT 100 
days that excites the 
imagination of every- 
one? Last few weeks 
"the first 100 days" were clearly in 
news. First, it was President Obama 
completing those many days in 
office without discrediting the hype 
that preceded him to the Oval 
office. Next, our own Prime 
Minister promised panacea for 
economic woes in a similar span of 
time—another “first 100 days" for 
him after five years at the helm of 
the country. 

While there is nothing sacro- 
sanct about the first 100 days, it is a 
good benchmark to get some decent 
declarations of the intent of the 
new government. Yet, realistically 
speaking, what can the new gov- 
ernment deliver in the first 100 
days? Lots, say economists and in- 
dustry experts. 

50, what are the expectations 
of the agenda that the new govern- 
ment should run with? No surprises 
there. It is a fairly well-known list. 
but prominent among them are: 
fix the constraints hampering the 
agriculture sector, set the land 
acquisition policies right, invest in 
infrastructure—both physical and 
social, including education and 





healthcare—and formulate a 
governance agenda. 

In the next few weeks as the 
election dust settles down, most 
policy watchers would keenly be 
awaiting two major events—the 
Cabinet appointments and the 
Union Budget, which would put 
up the signposts of what can be 
expected over the following 
months as far as economic policy is 
concerned. 

Says Subir Gokarn, Chief 
Economist, Standard & Poor’s 
Asia-Pacific: “The first indications 
of the nature of the new govern- 
ment would come from who gets 
which ministry. If the appoint- 
ments are botched up, then it can 
undermine confidence.” 

That apart, agriculture sector is 
top of the mind and that includes 
issues related to irrigation and 
ground water conservation. The 
second Green Revolution is 
a term that pops up quite 
regularly. Investment in 
infrastructure including 
public housing would 
naturally draw whoops 
of joy from corporate 
India as would any 
measures to simplify 
land-related laws. m 













ASHOK GULATI | AGRICULTURE 


Director, Asia, IFPRI 


> Creation of one common 
agriculture market for India 

> Raising funds for irrigation and 
R&D in agriculture 


— — — — — 


Encouragement to corporate 
sector in seed technology, logistics 


Ege 0 Rt t tt c 


^ Liberalisation of land 
lease market 
> Allow FDI in retail chains 


RAJIV KUMAR | Economy 


Director & Chief Executive, ICRIER 


> Arigorous evaluation of Bharat 
Nirman and new time table for 


t — o 


land ceiling laws 


> implementation of 
a policy for ground- 
water conservation 


> Clear plan of action 
for housing at the 
district or city level 


SUBIR GOKARN | economy 
Chief Economist, Standard & Poor's Asia-Pacific 


R 





> Restoration of confidence in the government's 
abilities and intent by assigning key ministries 
to competent and credible people 


> In the Budget, making a firm commitment to 
rein in the fiscal deficit 


> Announcement of concrete steps for funding 
infrastructure projects 


> Statement of intent regarding sectors such as 
power, roads, and education 


> Roadmap for im lementation of Goods and - 
Services Tax and banking sector consolidation 





S. MAHENDRA DEV | acricurure 
Chairman, Commission of Agricultural Costs and Prices 


> Reduction in cost of credit 


> Greater investment in 
infrastructure, which can 
provide a fillip to 
demand for goods and 
Services 


> Identify the high employ- 
ment generating industries 
and initiate specific schemes for such sectors 





p Increased flow of credit to micro-enterprises in the 
unorganised sector, which account for roughly 32 per 
cent of the GDP but only 2.5 per cent of formal credit 


> A comprehensive push for the agriculture sector, | 
which has been the bulwark of demand in the past 
few quarters 





VINAYAK CHATTERJEE | inrRAsTRUCTURE 
Chairman, Feedback Ventures 


> A domestic economic zone policy for urban 
regeneration 


> Select 20 cross-sectoral projects of national 
importance and commit on-time, on-cost delivery 


> Creation of Central and State-level Land Bank 
Corporations for scientific management of land for 
economic development, including implementation 
of model relief & rehabilitation packages 


> PPP in Rural Infra under Annuity Scheme for - 
Irrigation, Roads, Mandis, Cold Storage, Agro Parks 


b Mass Transit Systems in top 20 cities 








AMIT MITRA | INDUSTRY 
Secretary General, FICCI 


> Provide a fillip to the manufacturing sector by reducing 
taxes and announcing a manufacturing policy 


> Announcement of a second Green 
Revolution; encouragement to 
banks to invest in cold chains 






> Pass pending bills related to 
pensions, banking and insurance 
sectors 

> Initiate disinvestment (not 
privatisation) to bridge fiscal 
deficit 


> Make a concrete statement 
regarding the governance 
agenda 


MONEY SHARMA 
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Bucking the Downturn 


India Inc. shows resilience to post better-than-expected results in the March quarter. 
It could be an indication of an incipient economic recovery. VIRENDRA VERMA 


TOCK MARKETS HAVE A MIND 
of their own and, very often, 
get a whiff of events before 
they actually unfold. 
Consider this: in October last year, 
the BSE Sensex sank to a new yearly 
low well ahead of the December 
earnings season. Analysts attributed 
it to jitters on Dalal Street about 
India Inc.’s performance in the quar- 
ter. Not surprisingly, the results 
were below par. Now since March, 
the benchmark index had spurted in 
anticipation of a better perform- 
ance by companies in the January- 
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to-March quarter. And certainly, 
the initial report card of corporate 
India suggests that the markets may 
have got it right this time as well. 
The financial results for most 
of the companies are either in line 
with or better than expectations 
without too many negative surprises. 
For instance, the net profit for the 
fourth quarter for 875 companies 
analysed by BT is down marginally 
(see The Big Picture) over the pre- 
vious year's corresponding period. 
But it's significantly better than the 
December quarter. Revenues actu- 


ally increased 5 percent. Broking 
firm CLSA says in a report: “It ap- 
pears that results have been above 
expectations", The turnaround in 
the fortunes sequentially appears 
to be largely driven by substantial 
cost savings. This is mainly due to 
softening of commodity prices like 
steel and chemicals. Then, power 
and fuel costs have also moderated 
significantly. 

The spoiler for India Inc. was 
the interest cost component which 
jumped 25 per cent this quarter 
compared to a year ago. Clearly, 


the Reserve Bank of India’s push 
for a softer interest rate regime has 
not yet translated into lower cost 
of funds for companies. But this was 
not a surprise for most analysts who 
had already factored it into their 
calculations. However, the interest 
cost burden should ease in the next 
few quarters with many leading 
banks like State Bank of India and 
Punjab National Bank paring their 
lending rates. 

Fast Moving Consumer Goods 
(FMCG) and banking companies stole 
the show in the quarter. “FMCG was 
the outperformer and fared better 
than our expectation,” says Hitesh 
Agrawal, Head of Research, Angel 
Broking. Some of the standout per- 
formers in the FMCG basket were 
GlaxoSmithKline Consumer 
Healthcare, Marico and Nestle. 
Agrawal attributes low ad rates 
along with reduced advertising cost 
and lower raw material prices for 
the better-than-expected results. 

Another sector in the spotlight 
was banking with most of the banks 
posting robust net profit growth. 
As many as 13 banks saw their net 
profit rising more than 25 per cent 
in the March quarter from a year 
ago. Part of this growth is due to 
treasury income on government 
securities as a result of falling interest 
rates. Despite an impressive 
performance by banks, though, 
analysts remain concerned about 
the outlook for the sector, especially 
the public sector banks. The 
reason—substantial restructuring 
of loans in the March quarter, 
especially in real estate, which could 
potentially turn into bad loans in the 
future adding to the non-performing 
assets. Analysts also point out that 
banks are still not lending. “Banks 
have a lot of liquidity but they are 
not lending. This is going to impact 
their profitability,” says V.K. 
Sharma, Director and Head of 
Research, Anagram Capital. 

Cement companies, too, were in 
the thick of action and continued 
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to see steady growth. The main 
reason was the sustained demand 
from the rural and semi-urban mar- 
ket, which have not been affected by 
the slowdown. Lower cost of fuel 
and other input costs, too, helped the 
sector. While the demand is expected 
to stay firm this fiscal, capacity 
additions by cement companies could 
result in the additional supply putting 
pressure on profit margins. 

A major disappointment for 
investors in this earnings season has 
been the performance of IT compa- 
nies which are reeling under the 





impact of the global economic melt- 
down. Most of the leading IT com- 
panies' results were below expecta- 
tions and the guidance is also cau- 
tious. Quarter-on-quarter, Infosys' 
revenue and earnings per share have 
declined by 2.6 per cent and 1.7 
per cent, respectively. The story is 
the same with Tata Consultancy 
Services (TCS), which has posted a 
sequential decline in top and bottom 
lines by 1.5 per cent and 2.1 per 
cent, respectively. Worryingly, there 
are no immediate indications that 
the worst is over for the IT compa- 
nies. Pricing is under severe pressure 
and margins are likely to tumble by 
several percentage points. In this 
uncertain environment, the industry 
is being forced to severely prune 
costs as a survival strategy. IT com- 
panies sharply cut their selling, gen- 
eral & administrative expenses 
(SG&A) in the quarter. The number 
of workers onshore (and on dollar 
salaries) is still being reduced which 
explains the poor demand for H1B 
visas. *I don't think things are going 
to get better for software companies 
this year," says Sharma of Anagram. 

All said and done, analysts are 
hopeful that for Indian companies 
the coming quarters could only get 
better. A reason for the sanguine 
outlook is the view that stimulus 
packages announced by India and 
other governments seem to be work- 
ing. “6-9 months down the line 
things would be much better," says 
Agrawal of Angel Broking adding 
that there could be one more muted 
quarter before things take a deci- 
sive turn. Sharma of Anagram says 
the sharp spike in stock prices 
recently is on the hope of a good 
performance from India Inc. from 
the June quarter. *(Stock) Prices in 
many cases have doubled and many 
analysts expect steady bottomline 
growth from next quarter". Clearly, 
the spirited performance of Indian 
companies in the March quarter has 
done a world of good to the senti- 
ment on Dalal Street. m 
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The Kampani Conundrum 


Independent directors have to pull up their socks, but if they don’t, 
should they be thrown in jail? SUMAN LAYAK 


attend KPMG’s Audit Committee 

Institute are an unhappy lot these 
days, says its head Neville Dumasia. 
"They are worried about their re- 
sponsibilities, for there is no law in 
India that defines their role." The 
worst case scenario for these indi- 
viduals now seems to be facing ac- 
tion in courts in India and abroad. 

The immediate cause of worry is, 
of course, the rejection by the 
Supreme Court of the anticipatory 
bail plea of Nimesh Kampani, 
Founder-Chairman of IM Financial. 
The Andhra Pradesh Police is hunt- 
ing for Kampani in a case against 
Nagarjuna Finance. Kampani had 
resigned from the company in 1999, 
The company had defaulted on pub- 
lic deposits it had raised. Kampani is 
probably in Dubai now. There is 
conflicting information about when 
the company had encountered trou- 
ble—whether it was before Kampani 
quit, or after. However, the fact 
that someone of his stature could 
face arrest due to his role as an in- 
dependent non-executive director 
is enough to spread panic in the 
ranks of independent directors. This 
comes in the wake of the Satyam 
Computer fraud, where the role 
played by independent directors was 
almost publicly vilified. 

Would Kampani have fared 
better if he had surrendered in India 
and sought bail? Zia Mody, Senior 
Advocate and Senior Partner at AZB 
& Partners, asks: "You are asking 
someone to go to jail. It is a tough 
call and I do not know if that is the 
right course. But what do the police 
want to do here—basically ask him 
questions? Why cannot they do it in 
his office? If they want to find some 
documentation, why do they have to 
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JM Financial's Kampani 


Do independent directors merely 
contribute towards satisfying a 
regulatory requirement? 

Yes, they only make up a required 
number of the board — 25% 


Yes, but empowering them would 
improve their performance — 6496 


No, they are integral part of the board 
agenda — 1196 

Do Indian board members get right 
information and enough time to 
discharge their board duties? 

Yes, however there is scope for 
improvement — 28% 


Yes — 1596 
Sometimes — 3596 
No — 22 % 


Source: Results from a KPMG poll on 
corporate governance in India (2008) 


take him to jail?" A JM Financial 
spokesperson did not want to com- 
ment, preferring to point to a 
December 2008 press release that 
said that Kampani had answered 
questions of the policemen on tele- 
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phone from Dubai when they had 
visited his Mumbai office on 
December 29 and had promised to 
cooperate on his return. 

But should Kampani be in this 
tough spot in the first place? “I be- 
lieve the FIR (first information re- 
port) was filed against the 
management of the company. How 
did that come to mean a retired 
director," asks Mody. She adds that 
the "high level of anxiety" created in 
the minds of independent directors in 
India is not conducive for them to be 
playing their role. Vyapak Desai, 
Head of Litigation Practice at law 
firm Nishith Desai Associates, points 
out that under the provisions of the 
Companies Act there is no specific 
difference between an independent 
director and an executive director. 
"The distinction would be in the 
involvement of these directors in 
the day-to-day management of a 
company's affairs. There is enough 
judicial history to suggest that they 
may be treated separately on certain 
occasions." However, he adds that 
since independent directors make 
up the audit committee, they cannot 
claim to be unaware of a company's 
financial condition. *In fact, the 
courts can now ask the independent 
directors why they were not doing 
their duty," Desai adds. He feels 
that the law should be amended to 
create a finer balance. While the in- 
dependent directors should be made 
to play a more pivotal role, they 
should not be penalised for faults 
of the management. 

The question, then, playing in 
the minds of many independent 
directors must be: Is it worth running 
the risk of going to jail for an extra 
Rs 5,000-20,000 that can be made 
from such directorships? = 
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Two at the Top 





STAR Plus can no longer claim to be the undisputed leader in the 
Hindi general entertainment space. ANUSHA SUBRAMANIAN 


tive Hindi general entertainment 

channel (GEC) space had two 
leaders, in a sense. If looked at 
purely in terms of weekly GRPs 
(gross rating points), then 
Viacom18's nine-month-old channel 
Colors (April 5-11 & 12-18) and 
News Corp-owned STAR Plus led 
for two weeks each during the 
month. This was the first time STAR 
Plus had ceded the #1 slot in any 
week since 2000. It finished the 
month at #1 though. 

Indeed, Colors has been run- 
ning neck and neck with STAR Plus 
ever since it shot to the #2 slot in 
October last year. It had seven of its 
shows in the Top 10 during January- 
April 2009 compared to six of srAR 
Plus, as per TAM data. But STAR Plus's 
Bidayi and Yeh Rishta Kya Kehlata 
Hai have occupied the top two slots 
in the charts above Colors’ Balika 
Vadhu. Rajesh Kamath, CEO, Colors, 
says: “The battle is extremely close. 
It’s been a weekly battle so far and is 
likely to continue like this for some- 
ume. We still have a long way to go 
from here on." 

The two GECs are also head-to- 
head in the battle for channel share 
(See Close Race). Siddhant 
Khandekar, Research Analyst, 
Sunidhi Securities, says: “It takes 
years to build leadership in this cat- 
egory, as STAR Plus did. So, for a 
new channel to command 22 per 
cent of Hindi GEC viewership is 
good achievement. The credit goes 
to innovative content creation. STAR 
Plus has lost out on its innovative 
programming.” 

50, how is STAR Plus looking to 
maintain the lead? Keertan 
Adyanthaya, General Manager & 
Executive Vice-President, STAR Plus, 
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"Weekly GRPs will see highs and 
lows, but our focus is on creating hit 
shows that have sustaining power” 


KEERTAN ADYANTHAYA 
GM & Executive Vice-President, STAR Plus 


CLOSE RACE 





“The battle is extremely close. 
It's been a weekly battle so far 
and is likely to continue like this" 


RAJESH KAMATH 
CEO, Colors 


Market share of STAR Plus and Colors from January to April. 


22 





9 
colors 


Figures are in % 


says: "For us, young women are our 
prime target audience. Weekly GRrs 
will see highs and lows, but our focus 
is on creating multiple hit shows 
that have sustaining power and long- 
term potential.” STAR Plus’s recent 
shows, Aap ke Kacheri and Yeh 
Rishta, have been great successes. 
Adds Adyanthaya: “We want to 
showcase stories of hope, of a posi- 
tive change, of a new India and not 
of despair, or contrived emotions.” In 
the pipeline are Star Vivaah, a reality 
show as well as Indianised versions of 


FEBRUARY 


Target Group: CS 4+yrs Market: HSM 


APRIL 


5 24 
22 23 


Source: TAM Peoplemeter 
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hit English reality shows like Moment 
of Truth and The Perfect Bride. 

Colors, too, is not complacent 
either. Says Kamath: “The strategy 
includes introduction of some orig- 
inal programming and replacement 
of old shows that are not delivering 
to their full potential at prime time. 
Thereon, the plan is to monetise 
the ratings. Having gone pay in 
India from April 1, the focus is now 
on launching in the international 
markets namely the us, the UK and 
the Middle East.” m 
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Disney's India Walt(z) 


Taking small but sure steps, Disney is pursuing its long-term plan to become the 
most sought-after family entertainment brand in India. ANUSHA SUBRAMANIAN 


second-largest entertainment 

company, The Walt Disney 
Company, will be completing five 
years in India, but it seems it hasn't 
had much of a go at one of the 
fastest-growing consumer markets in 
the world vet. Disney India still 
trails its global rival Turner in rev- 
enues and reach in India in the 
space that it is most visible: kids 
television programming. Its 
share in the Rs 150-160 crore 
kids advertising pie in 2008 
was estimated at Rs 30 crore, 
and in reach and viewership 
it remains a poor second be- 
hind Turner's Cartoon 
Network and Pogo channels. 

So, has Disney lost its 
script? Not really. “We have 
set up a great organisation in 
four years. We are clocking double- 
digit growth. We do not want to 
be called just Walt Disney India but 
want to build the Disney India brand 
with all the Disney values. We are 
small and flexible, and have a lot of 
ground to cover to build the Disney 
brand," says Mahesh Samat, MD, 
The Walt Disney Company India 
(WDCI). Disney has a total of eight 
companies in India, including WDCI 
and its various subsidiaries. 

Disney is looking to scale up 
through organic and inorganic 
growth as well as localisation of TV 
and film content and even in its 
kids retail (consumer products and 
publishing) business. In India, Disney 
is focussed on the first three of its 
four global businesses—Media 
Networks, Studio Entertainment, 
Consumer Products and Theme 
Parks and Resorts. Samat’s rationale: 
“India has 3.6 billion movie admis- 
sions, one of the largest in the world; 
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CONSUMER PRODUCTS 


$2,875 


TOTAL 
$37,843 


Figures in $ million for 2008 


there are 300 million kids below 
age 14 and there are 75 mil- 
lion pay TV households. These 
are the statistics that drive our think- 
ing from a strategic standpoint." 

In the film and Tv space, Disney 
has made strategic acquisitions 
(Hungama, 2006) and investments— 
it has acquired a 59.94 per cent stake 
in UTV for Rs 1,540 crore and in- 
vested $30 million in urv Global 
Broadcasting, a UTV arm that owns 
channels like Bindass, Bindass 
Movies, World Movies and UTV 


, AS t 


GLOBAL VS 
LOCAL 
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ae Saut. 


Has stake in GECs like Gen X 

Bindass, UTV Movies, World 
Movies. Sells ABC content 
1 to English GECs 





M. Theme parks do not figure in Disney 


India's current strategy 


Gets a slice of Bollywood via stake in 
UTV. Distributes Bollywood & Hollywood 
films. Also producing five movies over 
the next 18 months 





Second-biggest business after TV. 
Produces everything from pencil boxes, 
jewellery, books and comics to designer 
T-shirts and babycare products 





Movies. In all, Disney is said to have 
pumped in about half a billion dollars 
to prime up its Indian entertainment 
business over the last one year. 
Siddhant Khandekar, Research 
Analyst with Sunidhi Securities, 
says: “The investment in UTV will 
only be beneficial for Walt Disney in 
the long term. They are a young 
player in India and apart from the 
film space, which is mature in India, 


the other businesses such as TV, 
Kids Retail, Mobile Content, etc., 
where Walt Disney has interest, has 
some time to mature.” 

Last year, Disney forayed into 
film production with Roadside 
Romeo in association with Yash Raj 
Films. It has five films, including 
an animation and a Tamil film, in 
the pipeline over the next 18 
months. “India is one of our prior- 
ity growth markets and we are here 
for a long haul,” says Samat. 

Television is Disney’s biggest 
business globally, and accounted for 
42.5 per cent of its $37.8-billion 
(Rs 1,89,000 crore) revenues last 
year. And so, in India, Disney is 
working hard to increase its reach 
and market share in the Rs 24,050- 
crore (ad and subscription) Tv busi- 
ness through differentiation and lo- 
calisation of content. Today, Disney 
channels reach over 50 million 
homes with STAR-DEN, a JV between 
the STAR Group and Digitial Enterta- 
inment Networks, as the exclusive 
distribution partner. Through the 
public broadcaster, Doordarshan, 
Disney Channel reaches over 122 


“We have a very clear positioning 

for our three channels... all three 
channels are different and our aim 
is to sustain their positioning” 


ANTOINE VILLENEUVE (right), 
Senior VP & MD, Walt Disney Television 
International (India) 
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million homes. In kids broadcast- 
ing, Disney Channel and Jetix in 
the last six months have garnered a 
channel share of 8 and 3.5 per cent, 
respectively. Hungama (19 per cent), 
too, has been closing in on Cartoon 
Network (26 per cent) and Pogo 
(22 per cent), according to TAM data. 

“We have a very clear position- 
ing for our three channels. 
Hungama is a fun and humorous 
channel, Jetix is targeted at boys 
aged 6-12 years and Disney Channel 
is a tween channel. Our aim is to 
sustain their positioning,” says 
Antoine Villeneuve, Senior Vice 
President & MD, Walt Disney 
Television International (India), a 
wholly-owned subsidiary of wpci. 

Indeed, localisation has become 
a key strategy for Disney in India. 
Says Samat: "Outside the us, India 
is among few markets where 
Disney has invested in local pro- 
duction." Shows for older kids 
such as Dhoom Machaao Dhoom, 
Vicky Aur Vetaal and Mast Hai 
Life or The Cheetah Girls One 
World, which was the first Disney 
Channel’s Original Movie to be 


“We do not want to be called just 
Walt Disney India but want to 
build the India Disney brand with 
all the Disney values” 

MAHESH SAMAT 


MD, Walt Disney (India), on the sets of 
Zokomon, a Bollywood-Walt Disney production 
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shot entirely in India, are part of 
the localisation effort in TV and 
films. In publishing, Disney is look- 
ing at regional language editions of 
a few of its magazines and comics: 
the latter is already available in 
Hindi. It may also consider launch- 
ing more magazines such as Cars 
and Hanna Montana. “The launch 
of comic books in Hindi reinforces 
our commitment to localise our 
stories and connect with the Indian 
consumers,” says Roshini Bakshi, 
Director, Disney Consumer 
Products (India), a wpc! subsidiary. 

Disney has also been ramping 
up other media and platforms that 
reach out to kids—mobile, Internet, 
events and merchandising. Already, 
Disney content is available on most 
mobile carriers in India as well as on 
Disney websites. This is part of the 
Disney Difference and Franchise 
Building strategy. Says Samat: *The 
Disney Difference is our ability to 
leverage our franchise successes 
across our businesses and media 
platforms through synergy, which 
deepens our connect with audiences 
and enhances the value and return 
on our franchises." For the Roadside 
Romeo franchise, Disney has come 
out with a book on the making of 
the film besides merchandise and 
PC and mobile games. 

Consumer products account for 
7.5 per cent of Disney's global in- 
come. In India, the consumer divi- 
sion is making a big push by launch- 
ing everything from pencil boxes, 
designer jewellery and activity books 
to a couture label with designer 
Manish Arora and babycare prod- 
ucts. According to Samat, in India, 
Disney's consumer products busi- 
ness IS its second-largest after tele- 
vision. The business model is based 
on tie-ups with franchisees. 

Industry sources say the global 
kids retail market is expected to 
grow to $17 billion by 2012 from 
$12 billion at present. Sure, we can 
expect a lot from the animated 
world of Disney. 8 
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On Solid 
Road 


IRB Infrastructure’s focus on 
the toll road business is 
keeping its cash registers 
ringing. VIRENDRA VERMA 








N EARLY 2004, WHEN IRB INFRAST- 

ructure Developers won the bid 

to operate and maintain the 
Mumbai-Pune Expressway for 15 
years, and paid a huge sum to the 
Maharashtra State Road Develop- 
ment Corporation, the developer, in 
lieu of toll collection on the expre- 
ssway, there were many who won- 
dered if IRB would come good on its 
investment. Today, with 11 projects 
running and two under construc- 
tion, IRB has emerged as India's 
biggest operator of toll roads— 
Noida Toll Bridge and Gammon 
Infra are the other major players— 
with 800 km of roads and a daily 
toll collection of Rs 2 crore. 

“There is huge potential for such 
projects over the next 15-20 years 
given the poor road infrastructure,” 
says IRB Infrastructure Chairman 
and MD Virendra D. Mhaiskar, 
adding that IRB will remain focussed 
on this area. Over the next four 
years, IRB plans to bid and com- 
plete projects worth Rs 5,000 crore, 
including National Highway 4 
(Mumbai-Chennai) and National 
Highway 8 (Mumbai-Delhi), as well 
as generate Rs 1,500 crore cash 
from toll collection. The company is 
also getting into maintenance of 
city roads, having already bagged 
one such project in Kolhapur worth 
Rs 400 crore. 

How does the toll road busi- 
ness work? On successfully bidding 
for a road project, a company pays 
the bid amount to the highway 
authority and is given the mandate 
to build (or widen or rehabilitate), 
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THE IRB ADVANTAGE 
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of Rs 2 crore 


m Construction of roads inhouse 
reduces cost by 8-10 per cent 


RISKS 


BOT operators 
IRB’s Mhaiskar: Roadmap for growth 


operate and transfer (BOT) the road 
to the authority. In lieu of the bid- 
ding amount, it is allowed to collect 
toll at a pre-determined rate from 
users for a specified period (conce- 
ssion period). Though players can 
and do operate roads built by oth- 
ers, profitability increases if it is 
built in-house. “In road construc- 
tion, the profit margin is 8-10 per 
cent. While bidding for BOT projects, 
this margin puts us in a slightly 
better position,” says Mhaiskar. 

Indeed, private operators have 
become integral to BOT projects 
because of the emphasis on the 
public-private partnership model 
for infrastructure development 
in the country. The need for off- 
balance sheet financing of infra- 
structure projects has also made 
the involvement of the private 
sector necessary. 

The company reported a net 





profit of Rs 133.6 crore for the 
first nine months of 2008-09, 
compared to Rs 126.6 crore for 
whole of 2007-08. It has Rs 2,000 
crore debt on its books, and ano- 
ther Rs 2,000 crore is going to get 
added by way of loan for the 
Mumbai-Surat project. Average 
interest cost is 12 per cent, which 
is a major concern for Mhaiskar, 
who says, “For every one percen- 
tage drop in interest, I will save 
Rs 20 crore for the company." 
Analysts say BOT road projects 
with toll as the main source of reve- 
nue will continue to get funding 
rather than road projects that are 
cross-subsidised with real estate like 
the Bangalore-Mysore corridor and 
Noida-Agra Expressway. “IRB is well- 
placed in this situation as none of its 
projects relies on real estate reven- 
ues," says Sameer Panke, Research 
Analyst at Dolat Capital Market. m 
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Coca-Cola India’s 
turnaround tale is 
a heady mix of 
Strategy, tenacity 
and luck. 


SHAMNI PANDE 
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£Z ...Coke now has 4 of the 
top 5 soft drinks brands... 


ARELY DOES A CRISIS PRESENT ITSELF IN THE GARB 
of success, as it did, when Atul Singh took 
over as the Country Head of Coca-Cola India 
in September 2005. Boosted by the 5-rupee 
(200 ml) bottle, its sales were rocking and, cour- 
tesy its new brand ambassador, Aamir Khan, Coke had—finally— 
wrested the buzz from its arch rival Pepsi. Aamir's Thanda Matlab Coca 
Cola and Panch Matlab Chota Coke were not only popular but delivered 
volume growth that earned Coke India its first and only Woodruff | 

Cup—named after Robert W. Woodruff, one of Coca-Cola's most during Jan-Mar 2009. Thums Up Sprite Fanta - 
- influential chairmen who was with the company for over 50 years. nct de LS SUNG 

Beneath the apparent aura of success, however, problems were CO | | RAE Nee 
mounting. The company was running on empty—and that meant more 3 ...dominates the market 
than just losing money. By the middle of 2005, once the world's most ad- for fruit drinks... 
mired brand had its reputation in India in tatters. Its partners—mostly 
bottlers—were edgy, its people downbeat (attrition rate had touched a 
record 35 per cent) and its Atlanta headquarters was jittery. It was no 
comfort that its arch rival Pepsi was also in the same boat, egged on by 
the competitive pricing strategy. 

That seems such a far cry from the Coca-Cola India Inc. (cci) of 
today. On April 21, it became officially known that January-March 2009 
was Coke India's best quarter ever in its 17-year-history in terms of an- 
nual sales volume growth. This was the company's 11th consecutive quar- 
ter of growth—another record (see graphics on quarterly growth below). 
Adding punch to this feat is the fact that, unlike earlier, the growth is not 
at the expense of profits. The company is regaining market share (it has 





; i 17.8 Slice Ma 
always been the leader in collective terms, with a market share of 50 per Mango Mazaa | 2.4 Tropicana iii 
cent and above ), has finally gained mindshare too, and is making prof- 1.8 | 0.5 Tropicana 100% 
its on a turnover that’s estimated to be over Rs 4,000 crore. To cap it all, Minute Maid Y: Tropicana Twister Apple 
CCII is also stepping up investments ($250 million and a similar amount 02 ee Twister Orange 


by its bottlers in the next three years). The man at the helm of Coke, 
through its journey from extreme lows to a record high, is Atul Singh. 
Handpicked by Coke’s then cEo, Neville Isdell, Singh has used every 
lesson he learnt in his career graph that spans the us, Africa, Eastern 
Europe and China, to script the turnaround in India. 


Margin Vs. Market 

Singh's experience and skills were put to the toughest test within 
months of his taking over the reins in India. The Rs-5 bottle, which had 
the company's sales booming, had to be stopped and stopped soon. It was 
hemorrhaging the company and its bottlers, and—in varying degrees— 
the other players in the industry too, who had launched their own 
versions of chota cola. But, there was no agreement on the timing and ex- 
tent of the price hike. *The Rs-5 bottle, for a change, had our plants hum- ioc ad Wiens dedi cided il hai 

2009 


ming through the year. Of course, the company was subsidising our costs,” Water figures mm ADI nem 
ource: teisen 


Per cent share of each brand/category during Jan-Mar 2009 


4 and has recently 
emerged number one 
in packaged water. 


10.3 







quarters of growth, including the best-ever quarter in Q1 ‘09... 








Source: Coca-Cola 
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says a franchise bottler of coke. Also, the company 
believed that it helped the soft drink break the critical 
“tea barrier” and was weaning away customers from 
tea (priced at three to four rupees) to cold drinks—thus 
creating a new market. 

Singh decided not to take any shortcuts 
and went for a one-shot big price hike of 
up to 60 per cent. “There was no silver 
bullet. We had to restore financial 

health, and we knew it would be at the 

cost of a hit on volumes (sales). My job 
was to convince everybody 
that this was good not 
just for the short 
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term, but also for the 
long term,” says Singh. 
By the end of 2005, the 
price hike was implemented—40 
per cent to 60 per cent across regions. The Rs-5 bottle 
was consigned to history and replaced by bottles priced 
at Rs 7 and Rs 8. “Ironically, Coke has grown by scal- 
ing down its ambition. The strange thing is that in 
wanting less, it is getting more,” says former McCann 
Erickson Head, Santosh Desai, who handled Coke, 
and is now CEO, Future Brands. He says it’s slightly com- 
plex figuring why the higher-pricing strategy works for 
Coke: “Coke tried so much and the Rs-5 strategy was 
at the potential cusp of exploding into something 
else as there was a huge consumer-connect. 
However, internal productivity was not part of 
the paradigm—which it seems to be today.” 

The curse of success triggered by the Rs-5 bot- 
tle lingered on for some time. Sales—beverage i in- 
dustry reports sales in unit case volumes—contin- 
ued to slide for three quarters due to the price hike and 
other inventory-improvement measures. Pepsi, which 
had become the leader by beating Thums Up some- 
time in early 2000, continued its reign (till October 
2007 when Thums Up got back its leading status). But 
Coke had achieved its immediate goal of stanching 
losses. In the company’s scheme of things, it had 
fixed one critical P (profit) of its Sps (see graphic The 
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EC "Earlier: Confusion, confrontation 
often marked relations with 
franchisees causing defection 
and underinvestment 


“Now: A new structure to separate ] 
T franchise and company bottlers;^ 
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‘controversy tarred the company 
image and badly affected all 


Now: Commissioned | 
independent third party 5 


Sps below). Isdell had, in 2005, unveiled a “Manifesto 
For Growth" for the company, which was described as 
"the framework for our roadmap and guides every 
aspect of our business". This meant achieving perfec- 
tion across the "*5rs"— Profit, Portfolio, People, 
Partners and Planet—which, if properly implemented, 
would generate profitable and sustainable growth for 
the beverage giant. When Singh took over, only one of 
the 5Ps—portfolio—was working in favour of the 
company. Having fixed the profit P, Singh was to 
tune up the other Ps in the months to come. 


Successful Brands, 





M. Unsuccessful Company 









Though many of Singh’ s challenges stemmed 
Bu from the company's excessive reliance on 
the affordability plank to drive up sales, 
Coke India's fundamental problem dates 
back to its re-entry (it exited the country in 
1977) strategy in 1993. And, that funda- 
mental problem is the problem of plenty. 
Coca-Cola entered India as a market leader 
from day one. Thanks to its 
$40-million acquisition of 

Parle's soft drink brands, 


the company acquired 
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60 per cent market 
share at one stroke, com- 
pared to Pepsi’s then share of 
26 per cent, created assidu- 
ously over the years. But, while 
this may have been a masterstroke 
as an entry strategy, it saddled the com- 
pany with multiple brands to juggle. It had two colas— 
Thums Up and Coke—and two orange flavours— 
Gold Spot and Fanta, to which it later briefly added 
Crush, the brand it globally acquired from Cadbury's in 
1999. “There was a role for each brand and it’s likely 
that at times in the past we didn't focus with laser-sharp 


cola makers 















environment audit, e 
report made public - 








"There's a huge room for growth in our 
existing base portfolio, we want to 
maximise that potential" 
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ATUL SINGH/ President & CEO/ Coca-Cola India 


precision in marking our brands for different occa- 
sions and across different geographies," says Singh. As 
a result, a company insider says, “we had successful 
brands, but were not successful as a company." 

Adding to the complication was the sheer 
resilience of brand Thums Up. Though the company 
denies having tried to kill or even neglect it, the mar- 
ket perception is that it did. And failed. Sixteen 
years after Coke's re-entry, and two decades since 
Pepsi's entry, Thums Up remains the number one 
sparkling drink brand in the country (see Tbe Brand 
That Refused to Die, page 47). 

None of Coke's previous country heads could really 
resolve the problem of plenty. Reason: they didn't 
know which brand to underplay and with what con- 
sequences. The experience with Thums Up didn't 
help. Apparently, and again the company denies this, 
Coke realised that every experiment to undermine 
Thums Up was benefitting Pepsi more than Coke. 
Even today, without Thums Up, Coke's collective 
market share falls to 43.3 per cent. So, Coke finally de- 
cided to use Thums Up not only to strengthen its 
portfolio but also attack Pepsi. Result: its market share 
a has climbed up to 59 per cent. 

Though the problem of plenty hasn't 
entirely disappeared, there is a much 
more focussed approach today than 
ever before. Singh's methodology 
was to apply a formula called BPPCO 
(brand, pack, price, channel and 
occasion) for defining the role of 
each brand. *We ensure that the right 
brands at the right price, in the right 
pack, in the right channel and for the 
right occasion are made available," says Singh. 
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Trusting Partners, Winning People 

Every weekend, employees working at Coca-Cola 
India's Gurgaon headquarters take home four litres of 
company beverage free under a programme called 
"Weekend Funda." It’s a small gesture that adds up with 
other initiatives like a concierge and créche service, a di- 
versity council and a Coke University (for training em- 
ployees, bottlers and retailers) to help keep employee 
motivation high. The company claims that measures like 
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these have helped bring down the attrition rate to an all- 
time low of under 15 per cent. *When the system 
doesn't make money for a long time, it affects everybody. 
Even our salary levels were not aligned with the best in 
industry. Employee morale was low and we had lost 
faith in ourselves," recounts Singh. Within a year (in 
2006), three salary hikes were effected. Singh’s ap- 
proach helped. “He’s seen as an approachable boss, who 
cuts rank to have a monthly breakfast with managers and 
employees,” says a company insider. The obvious part 
of Singh’s footwork has been in picking the right set of 
talent as part of his leadership team. That has won 
him many admirers from within and outside: “I see that 
he’s accomplished a huge task in having a very positive, 
stable and youngish leadership team around him. The 
fizz of the product is reflected in the key people of the 
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company one speaks to,” says J. 
Suresh, Managing Director, Stanton 
Chase International. Singh brought in 
Venkatesh Kini from Atlanta to head 
marketing (Kini’s now gone back to 
Atlanta as the Head of the Juice 
Business) and Vikas Chawla from 
Sri Lanka to head franchise opera- 
tions. He’s nurtured existing talent 
like Asim Parekh to head technical 
and innovations and Nalin Garg, 
who was brought in from Diageo 
to head HR. 

Even tougher than the people 
challenge were the challenges posed 
by partner and planet Ps. A unique 
characteristic of the soft drink busi- 
ness is the integral role of bottlers, 
who interface with the retailer, and 
therefore, can hugely influence cus- 
tomer satisfaction. Singh is clear 
that Coke is essentially a *120 years 
old franchise company". If fran- 
chisees are happy and profitable, 
they will keep the customer happy 
and the company profitable. But 
right from the time it re-entered India in 1993, Coke 
has had a stormy relationship with its franchisees. 
Unlike in the us, the company ended up acquiring sev- 
eral of its franchisees in India. That created two dif- 
ferent types of bottlers—company-owned bottlers 
(COBO) and franchisees (FOBO). Currently, 50 per cent 
of Coke’s bottling plants are company-owned, 

With thinner margins, several of the FOBOs were 
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ME. \ 
"Products like colas that 
penetrate new markets 
take time, investment 
and lots of patience" 


“The real heart of marketing lies in a lot 
of work beneath the surface that goes 
towards establishing brands" 


PRATHER EHR eee eee 


VENKATESH KINI/ Former Head, Marketing/ CCII 


struggling and its own bottlers were running into huge 
losses. It showed up in poor distribution, infrequent 
availability of Coke brands and an aversion to investing 
in new lines of production (e.g. new kinds of PET bottles, 
tetra packs, coolers). This was a key factor in the com- 
petition stealing a march over Coke in several markets. 
Isdell, partially solved the problem for Singh by intro- 
ducing the global model with a separate company- 
owned bottling operations and an independent con- 
centrate and marketing division. Today, cct is in charge 
of concentrate selling, marketing and innovation strat- 
egy. The Hindustan Coca-Cola 
Beverages Company, on the other 
hand, drives bottling operations and 
distribution (COBO) and reports to 
the Bottling Investment Group, in 
Atlanta. Singh took this repair job 
further by mending fences with his 
bottlers, which also included insti- 
tuting training programmes. Says a 
franchisee who wished to remain 
unnamed: "There is huge trans- 
parency today. We know of many 
plans and decisions, which we earlier 
used to learn from the market." 
Another bottler says that he is now 
able to plan as much as a year in 
advance. "Singh may not agree with 
everything that we say, but he gives 
us a fair hearing," he adds. 
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Buzz and the Mindshare 

One of the ironies of Coke India 
was that despite always having a 
lion’s share of the market (com- 
bined share of all its brands), it could 
never capture the mindshare, which 
was invariably with its rival Pepsi. 
This reflected in everything from distribution of prod- 
ucts to brand campaigns. That's changing now. For the 
IP. matches in South Africa, Coke pulled the carpet from 
under its rival's feet by zeroing in on Pepsi's 
“Youngistan” campaign brand ambassadors, Virendra 
Sehwag and Ishant Sharma. Though they champion 
Pepsi, their teams are sponsored by Coke brands. 
Coke has got Sehwag along with its own brand am- 
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bassador Gautam Gambhir to launch a 
limited edition bottle of Coca-Cola. It 
roped in Shah Rukh Khan (a former Pepsi 
brand ambassador) and Sharma to cham- 
pion Sprite and got them to similarly launch 
a limited edition bottle of Sprite. 

Spoofs and ambushes aside, “the real 
heart of marketing lies in a lot of work 
beneath the surface that goes towards 
establishing brands,” remarked Kini, before he moved on to his new as- 
signment in Atlanta. His biggest contribution here was to make the brand mes- 
sages across different platforms consistent. Often, in the past, there was a dis- 
connect between the campaign that a Coke consumer would see on-air and 
what he would see at the point-of-purchase. Also, there’s greater focus now 
on packaging innovations with different pack sizes sold through different re- 
tail points—for instance, the 1.2 litre bottle is pushed more through kirana 
stores, whereas 350 ml Coke Express is primarily for consumers on-the-go. 

On the product front, the company seems to have overcome its near 
obsession with being everywhere with everything: “There’s huge room for 
growth in our existing base portfolio, we want to maximise on that po- 
tential,” says Singh, when asked if he foresees big changes away from 
sparkling drinks in future. The company launched Minute Maid in 2007, 
and the brand has already notched up 1.8 per cent market share, besides 
coming out with an apple variant in Fanta in 2008. Its re-packaging of 
Kinley in 2008 has worked well so far. Kinley is neck-and-neck with mar- 
ket leader Bisleri (in the retail segment), even edging past it in certain 
months. In fruit drinks market, it rules with Maaza that has 36.2 per cent 
market share, which is 19.5 per cent more than its nearest rival Slice. 

There is another big threat that the company seems better equipped to 
handle now. This relates to its 5th p—planet. The pesticide controversy of 
2003 had brought the growth in the entire cola category to a halt. The 
issue cropped up again in 2006, but by then the company had launched an 
initiative to tackle the issue and had also put in place initiatives to replen- 
ish resources. The guidance had come right from the top, with Isdell 


“Ironically, Coke has 
grown by scaling 
down its ambition" 
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CEO/ Future Brands 
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BATTLE OF THE BRANDS 

While Coke's sodas trounce Pepsi's 
in market share, Coke itself trails its 
rival by 5.5 per cent. 
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PROBLEM OR POTENTIAL? 


India has one of the lowest per capita 
consumption of cola, which also reflects 
the potential for growth. 
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stating clearly in 2005 that growth only for profit— 
without concern for the society and sustainability—can 
no longer be the company objective. Coke India was the 
first to go in for an independent third party environ- 


ment audit of its operations i 
which were made public. The 
The institute was impressed b 


which Coke interacted and the spirit it showed in ac- 


cepting criticism. “The gen- 
eral attitude was one of 
wanting to do the ‘right 
thing’ and ameliorating any 
unintentional adverse im- 
pacts caused in the past,” 
says Dr Leena Srivastava, 
Executive Director, TERI. 
The company plans to at- 
tain zero ground water bal- 
ance by the end of 2009. 


Present Perfect, 

But Future? 

For all his brilliance and 
boldness, Singh has been 
helped by the tailwind of 
the unprecedented eco- 
nomic boom that coin- 
cided with the start of his 
stint. Without taking any 
credit away from hin, it 
can be safely assumed that 
getting rid of the afford- 
ability plank may not have 
worked as well as it did if 
consumer spending hadn’t 
spurted in the past 3-4 years, 


and youth segments, Then, there was the excise duty cut 
of eight per cent in 2006 that helped bottlers restore 


some profits. To under- 
stand how much a macro- 
economic situation can con- 
dition a company’s re- 
sponse, rewind to 1999 and 
2000, when sales growth 
of soft drinks had fallen to 
zero and there was a fear 
that sparkling drinks may 
never be able to cross their 
then two per cent share in 
the total non-alcoholic 
drinks market. Coke India 
had begun to focus on non- 
sparkling drinks and had 
launched Sunfill, a competi- 
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n 2007, the findings of 
audit was done by TERI. 
y the transparency with 
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"Coke's general 
attitude was one 
of wanting to do 
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LEENA SRIVASTAVA 
Executive Director/ TERI 


tor to Rasna that was subse- 
quently withdrawn. 

But, then, there has never 
been a great leader who has 
not been helped by some luck 
and the doing—and undoing— 
of his predecessors. The same holds true for Singh, 
and he admits it unequivocally. Besides, he too has 


“We are going to 
make India among the 


top 1Ü countries for "cena part of Coke India’s history—he was Head 
of Franchise Operations for the company between 

Coke, and then 1998 and 2001, after which he was posted to 
among the top five” China. The economic downturn and increasing 


competition, both from existing players and from 
new ones—will test Singh’s agility and resilience in 
the months to come. Tata Tea and Cadila 
Healthcare have recently launched cold drink brands 
and Pepsi has entered the lime water segment with 
Nimbooz. Coke, with all its existing brands in super- 
high gear, is likely to launch an energy drink and a 
lemon-based drink this year. For the long term, 
Singh counts the changing demog- 
raphy, speed of urbanisation and 
changing consumption pattern as 
the sure shot signs of market 


NEVILLE ISDELL 
Ex-CEO/ Coca-Cola Company 


especially among urban 


PROBLEMS OF PLENTY 


Some discontinued brands 
of Coke in India. 












Gold Spot growth. “The learning I brought 
Crush from China is that in developing 
Canada Dry economies if you do the right 
things and do them quickly, the 
Sun market just takes off. The po- 
deem tential is so large," says Singh. 
orteilo 


So far, this learning has paid 
off very well in India. Having put 
Coke India's house in order, Singh 
has made the company ready for 
several years of fierce, focussed 
and profitable journey ahead. = 


Shock 


THE BRAND THAT 
Refused to Die 


After being shunted aside for years, Thums Up is once again the king of Indian colas. 














HUMS UP IS POSSIBLY INDIA’S MOST RESILIENT 

iconic brand. While legions of compa- 

nies pump large sums of money into 
their brands in the hope that they attain 
“icon” status, Thums Up has done so with 
minimal fanfare. Launched by the Chauhan 
brothers Ramesh and Prakash in order to fill 
the gap that Coca-Cola left when it exited 
India in 1977, Thums Up introduced a 
bold new flavour that Indian customers 
instantly took to. “We first tried variants 
that tasted like Pepsi and Coke, then 
launched our version with an orange 
base and more fizz,” says Ramesh 
Chauhan. Apparently, colas have a base 
fruit flavour in the concentrate. Pepsi 
and Coke are, according to Chauhan, 
lemon-based. “In our minds we had 
an image of a man with an eye-patch. 
We wanted a different taste that would 
be the hook and the differentiator for 
our brand,” he adds. 

The stronger, fizzier carbonated bev- 
erage has ruled the ruthlessly contested 
cola category for much of its existence. 
At first, Thums Up faced-off against lo- 
cal competitors such as Campa Cola, 
Double Seven, Duke’s McDowell’s Crush 
and Double Cola, amongst others. When 
the Chauhans sold Thums Up to Coca- 
Cola in 1993 upon the cola giant’s re- 
entry, it was forced to share shelf space 
with both Coke and Pepsi. 

Here’s where the tale gets twisted. 
Instead of treating its number one 
brand like a prized stallion—in 1993, 
when Coke entered India, Thums Up 
had a 36 per cent market share versus 26 
per cent for Pepsi—industry sources say that Coke 
tried to kill the brand (The company denies this alle- 
gation). This case of cola filicide resulted in Coke India 
ceding ground to Pepsi, as Thums Up’s market share 
began to take a precipitous dive. 
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Market share in % 


Today, Thums Up is once again King of the 
cola hill, with a 16 per cent share, and Sprite 
and Pepsi trailing it with 15 and 13 per cent 
respectively. So, what explains this remark- 
able tale of chutzpah and resilience? 

Thums Up’s advertising has stayed clever 
and consistent, for one. In the 1980s, Thums 
Up ads featured a hummable jingle, Happy 
Days Are Here Again—innocuous enough, 
but in reality “this was a coded message that 
not only announced the availability of 
cola, after both Pepsi and Coke had exited 
the country, but also signalled the end of 
the Emergency,” says brand expert Anand 
Halve. This was followed by “Taste the 
Thunder” tagline in the 1990s that is in 
existence till today. 

Coke has been far from consistent in 
this regard. ^I do not know what it’s try- 
ing to say,” says Halve. The brand has 
alternated from its international messages, 
“Enjoy,” or “Eat, Sleep, Drink,” to ones in 
Hindi such as Jasbn Mana Le, Thanda 

Matlab Coca-Cola, and Sar Utha Ke Piyo. 
Most importantly, Thums Up’s “taste 
profile has resonated well with the 
Indian palette. It offers a masculine ap- 
peal and its taste becomes biologically 
zcoded with this appeal after sometime,” 
observes Santosh Desai, former Head of 
McCann Erickson. Still, question is, can 
Thums Up continue to attract the Gen- 
Next audience who are so completely 
familiar with Pepsi and Coke? *I do be- 
lieve that it will survive and thrive," 
says marketing expert Harish Bijoor. 
Still, Coke's Sprite has quickly become 
the No. 2 brand in the country and is 

within spitting distance of Thums Up. If the 
brand wants to continue tasting the thunder, it 
needs a strategy to compete with not just colas, 
but other flavours in the sparkling category as well. 
SHAMNI PANDI 
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LEARNING FROM DISASTERS 


The Thums Up saga in India throws up some invaluable lessons and 
some knotty problems for both MNCs and local companies operating 
in India. Prof. Y.L.R. Moorthi sheds light on both. 






LESSONS FOR INDIAN COMPANIES: 
Distinct and consistent positioning. 
Thums Up retained its “adventure 
positioning” for several years now. 
Its ads always featured action stars 
like Akshay Kumar and Mahesh 
Babu. Whether it was bungee jump- 
ing or jumping out of 
the window to get 
Thums Up, it was al- 
ways “adventure”. 


The right brand 

image is key 
Perceptions make or 
break a brand. Rightly 
or wrongly Thums Up 
is seen as a “strong 
drink”. “Strong” brands are usually popular in 
hedonistic (indulgence) categories. Wills is seen as a 
good strong cigarette. Bagpiper is seen as a good 
strong liquor brand... 


“The entrepreneur knows best” 

Ramesh Chauhan sold out. Was this the right de- 
cision? Could Thums Up have survived with the lim- 
ited resources Indian companies typically have? 
Chauhan claimed in an interview that he couldn’t 
fight two big enemies. However, there are several 
Indian brands that survived competition from MNC 
brands. Nirma, Hero, Reliance and Tvs are some 
examples. Conversely, Mafatlal’s Nocil sunk 
because of not selling out at the right time. In 
short, to exit or not is a difficult question. 
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LESSONS FOR MNCS: 

When to nurture, when to kill: 

no fundamentalism in brand-related matters 

A perpetual dilemma for an MNC is when to build a 
local brand and when to bring in a global one. A 
good strategy is to give comparable resources to both 
the brands, get them to fight it out in the market and 
allow the best brand to survive. Frito-Lay might do 
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this to Uncle Chipps. Gold 
Spot has been replaced by 
Fanta but the fan mail on 
mouthshut.com seems to in- 
dicate that its constituency is 
intact. The lesson seems to 
be that there should no fun- 
damentalism in brand-related 
matters. If a local brand has 
potential to grow it should be retained 
and nurtured. 


Did you show an alternative? 

MNCs headquartered in far off lands might 
be tempted to replace local brands. But 
do Indian CEOs protest enough? Sanjiv 
Gupta, ex-CEO of Coke India, strongly 
protested against Thums Up's withdrawal 
and halted it. T. Thomas, head of HLL in the ’70s, 
launched a detergent cake much against the wishes 
of the HQ. But for his boldness, Rin would not have 
been launched. Indian CEOs need to protest and 
show a viable alternative for customers. 


PPPP PPP eee PEEP ECL OCT Cee Ce ee ett Tee) 


LESSONS FOR BOTH 

Look for present and future substitutes 

“Who is my competitor?” This is a killer question in 
marketing. It is beguilingly simple but it somehow 
always manages to fox you. Sprite, a clear lime drink 
from the Coke portfolio, reportedly overtook Pepsi 
in the last quarter of 2008. The competition is no 
longer just between Coke, Thums Up and Pepsi but 
between cola brands and the clear lime brands. 
What is the demographic, sociographic, psycho- 
graphic shift that caused this? Movies never saw IPL 
as their competitor (though because of IPL matches, 
movie halls ran empty, especially when India played. 
As far as the customer is concerned, both were 
three-hour “tamashas”), The lesson is straightfor- 
ward. Look for present and future substitutes. They 
can get your goat tomorrow, if not today. 


Prof. Y. L. R. Moorthi (Marketing), IIM Bangalore. 


Infusing life into every movement. 


Elecon - The sunlight to the industrial world. 


Elecon, Asia's largest industrial gear manufacturing company has been driving Indian industry 
since 1951 with cutting edge technology and innovation, continuously challenging itself by 
upgrading its products to meet the diverse needs of customers both national and international 


Today, Elecon is the supplier of choice to core sectors like Steel, Cement, Sugar, Chemical 
Fertilizer, Plastic and Rubber 
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ELECON ENGINEERING COMPANY LIMITED Post Box # 6. Vallal ' TT 
Gear Division: Tel.: +91(2692) 236469, 236513, 236516. Fax: *91(2692) 236527. E-mail: infogear@ele 
MHE Division: Tel.: +91 (2692) 237016, 236521. 236590. Fax: *91(2692) 236457. E-mail: infomhe@ele 


€ EMTICI ENGINEERING LTD. Marketing & Servicing Company Regd. Off: Vallabh Vidyanaga 
anmecadadg A Sans eT III f llaspur. & KZ la cilia Mandad, vamsneqcoul - set - 
Branches: Ahmedabad, Asansol, Bangalore. Bilaspur. Kolka henn iba heap E-mail: response@elecon.com that run the 


Mumbai, New Delhi, Nagpur, Secunderabad, Pune & Vadodara. www.emtici.co.in Nation 
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Affordable, 


But at What Cost? 








Real estate developers are offering homes within reach of the 
middle class wallet. But buyers may still feel shortchanged as 
home sizes get smaller and locations leave a lot to be desired. 


TEJEESH N.S. BEHL 


IS CANDOUR IS REFRESHING—BUT THEN IN TIMES LIKE THESE, 

it pays not to beat around the bush. “Yes, we’ve had to eat 

humble pie,” admits Sanjay Chandra, Managing Director, 

Unitech, when asked about the shift in his company’s 
focus from doing only premium housing projects to chanting 
the affordable housing mantra. “I think we overestimated the 
demand of the premium segment and were possibly wrong in read- 
ing the size of the market,” he adds. 

Chandra isn’t the only one banking on affordable hous- 
ing—realty’s new buzzword for survival. Developers across the 
country, regardless of their size, are following the herd, buffing 
up necessity to the point of virtue. Consumers and industry 
watchers are obviously happy, but are surprised that it took over 
a year for developers to realise that sustenance lay in the 
affordable housing segment. 

“The error that builders committed was in miscalculating the 
demand-supply economics. For example, if out of 100 potential 
consumers, demand for the premium segment was for 10 units, 
they were supplying 30 while in the affordable segment, against a 
demand of say 50 units, supply was limited to 
20 units,” explains Anuj Puri, Chairman and Country Head, 
Jones Lang LaSalle Meghraj. 

Developers, though, apportion the blame on the booming 
economy for being swept away in the glitter of the premium 


DLF 


WHO'S DOING 
HAT AND WHERE 


Big players are 
coming up with 
affordable 
housing projects 
across India. 


and 3 BHK (1,525 sq. ft) 
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Rs 5,500 per sq. ft 
(depending on location) 
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PROJECT: DLF Capital Greens : 
LOCATION: Shivaji Marg, Delhi 
TICKET size: 2 BHK (1,200 sq. ft) 


OFFER price: Rs 4,500 and 


GETTING DOWN 
A NOTCH 


9 Smaller apartment sizes: A 
standard 2 BHK apartment, which 
offered 1,200 sq. ft of built-up 
area, now comes in 900 sq. ft 


®© Non-prime locations: 
Apartments and houses where 
land valuations are still low 
(read as Tier II cities of remote 
suburbs of Tier | cities) 


@ Reducing profit margins: 
Compared to the affordable 
segment, profit margin in 
premium segment is 100-150 
per cent higher 


@ Chop the frills: Out goes that 


indoor swimming pool, Italian 
marble flooring, etc. 


: Unitech 
PROJECT: Ananda 
LOCATION: Perambur, Chennai 


: Ticker SIZE: 1 BHK (622 sq. ft); 
: 2 BHK (967 sq. ft) and 
: 3 BHK (1,338 sq. ft) 


: OFFER PRICE: 
: Rs 3,000 per sq. ft 
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PROJECT: Casa Bella : PROJECT: Panache Homes PROJECT: Centrum Par! 

Location: Dombivali East, : LOCATION: Greater Noida, Delhi NCR È LocnoN: Sector 103, Gurgaon, Delhi NCR 
Kalyan Shil Road, Mumbai — icxer se: 1 BHK (650 sq ft) TICKET size: 2 BHK (1,029-1,136 sq. ft); 
TICKET SIZE: 1 BHK (580-650 sq. =: and 2 BHK (800 sq. ft) : 3 BHK (1,344-1,393 sq. ft); 4 BHK (1,979 
ft); 2 BHK (740-1,030 sq. ft) : Sq. ft) and Penthouse (2,071-3,758 sq. ft) 


OFFER PRICE: Rs 2,650 per sq. ft 


and 3 BHK (1,098-1,557 sq. ft) : (unfurnished) and Rs 3,250 : OFFER PRICE: Rs 1,950 per sq. ft (apartment) 
OFFER PRICE: RS 2,043 per sq.ft : per sq. ft (furnished) . and Rs 2,350 per sq. ft (penthouse) 
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“Affordable housing will become an intrinsic part of 
every real estate developer's business plan" 


segment. “It was the expectation of 
the incremental increase in the 
standards of living that prompted 
real estate developers to ignore 
the affordable housing segment,” 
says Chandra. 

So, what led to the change? 
The liquidity crunch that had 
stalled several upcoming resi- 
dential and commercial projects 
across the country is by now 
well-documented. This is what 
forced developers to change from 
being accumulators of land banks 
to using the land as a bank to 
bail out of the financial crisis 
that threatened the very net 
worth of their companies. “The 
focus today is on liquidity rather 
than valuations as companies are 
starved of operating cash flows,” 
says Chandra, who is now also 
offering plotted developments. 

Additionally, the measures 
announced by the government 


Abhisheck Lodha/ Director/ Lodha Group 


to this fact. Unitech’s arch rival, 
DLF has factored in this consumer 
behaviour into its new launches. 
“We have a compulsory lock-in 
period of one year for any new 
buyer besides allotting one apart- 





“Affordable housing will be limited to suburbs of 
Tier | cities. Developers have reduced their margins" 


Rohtas Goel/ Chairman & Managing Director/ OMAXE 


—special interest rates for sub-Rs 10 
lakh and sub-Rs 20 lakh home 
loans—also played their part in fin- 
ally convincing real estate develop- 
ers about the direction of the wind. 
A marginal part—to the extent of 
15 per cent—was also played by 
the lower input costs of steel and 
cement. Another reason that forced 
a change in strategy was the reali- 
sation that developers were com- 
peting against themselves in many 
cases. As Chandra says: “Our pre- 
mium segment was catering to the 
second home buyers, who started 
offloading their acquisitions after 
the slump, affecting sales of our 
new launches." 

Others have now wisened up 
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ment on one PAN card to ensure 
that only genuine end-users buy 
our properties," says Rajeev Talwar, 
Executive Director, DLF Group. 
However, buyers still may feel 
shortchanged. The flurry of the 
Rs 20-30 lakh category houses is 
not without caveats. “What devel- 
opers have done is to reduce the 
ticket size and their margins. So, a 
two-bedroom apartment, which was 
earlier sized at around 1,100-1,200 
square feet, will now be smaller at 
850-900 square feet," points out 
Rohtas Goel, Chairman & 
Managing Director, OMAXE. 
Margins, too, are 20-25 per cent 
lower in the affordable housing seg- 
ment vis-à-vis the premium cate- 


VINXHüUYHS HSALIY 





gory housing but that, say devel- 
opers, is more than made up by the 
sheer volumes generated by the 
affordable housing segment. 

Which is why those like Unitech 
are planning a 70 per cent product 
portfolio mix skewed towards 
affordable housing for all their fu- 
ture projects. *Even in the exist- 
ing premium housing projects, there 
will be a mix of affordable apart- 
ments to cater to specific dem- 
ographics," points out Chandra, 
alluding to Unitech's Grande in 
Noida and Uniworld City in 
Greater Noida, near Delhi. 

There is, of course, another fac- 
tor that buyers will need to keep in 
mind when opting for houses under 
the affordable tag: many of these are 
either in Tier II towns or on the 
outskirts of the satellite towns of 
Tier I cities. It's a point being driven 
home by OMAXE, which has lau- 
nched such projects under its 
Panache Home brand in Delhi NCR 
at a starting price of Rs 15 lakh for 
two-bedroom apartments. The 
homes are located in Noida, 
Faridabad and Ludhiana. *By and 
large, affordable housing will be 
limited to suburbs of Tier I cities or 
Tier Il towns," says Goel, whose 
firm has recently launched OMAXE 
City Homes in Indore, offering 
apartments in the range of Rs 6 
lakh-15 lakh. 

It's apparent that most dev- 
elopers won't be able to offer 


INVYASOD HSAWN 


The right pressure 
can actually 
relieve pressure. 


When you use any of the Grundfos range of pressure boosting solutions you li be assured of even wate! 
pressure across all water outlets whether it's a hotel, commercial complex, hospital or an apartment house of 
several storeys. The extensive range of robust pressure boosting pumps from Grundfos also offers you a single 
source option for any kind of pressure boosting need. So go ahead and invest in a Grundfos pressure booster 


pump, choose from its wide range and get rld of all your water pressure woes 
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Smaller homes, affordable prices: 
But, what about the location? 


affordable houses in the heart of a 
Tier I city and if they do so, the lo- 
cation and the ambience will leave a 
lot to be desired. The best example 
is that of DLF’s recent launch, the 
DLF Capital Greens on Shivaji Marg 
in Delhi—located in an industrial 
area and in close proximity to the 
Najafgarh drain. “Yes, there will 
have to be a trade-off between 
affordability and proximity to work 
place in most cases,” says Abhisheck 
Lodha, Director, Lodha Group, 
which has launched Lodha Casa 
Bella in Mumbai’s Dombivali 
suburb at a starting price of Rs 
12.82 lakh for a one-bedroom unit, 
going upto Rs 28.58 lakh for a 
three-bedroom apartment. Unitech, 
too, is targeting sub-Rs 10 lakh 
category homes, aimed at blue col- 
lar workers around Gurgaon. 

All said and done, getting into 
the affordable housing segment seems 
to be a sound business decision if 
one were to believe the developers. It 
does, however, leave one question 
unanswered: why wasn’t the real 
estate industry quite as proactive in 
catering to this demand at the start of 
the last fiscal when all economic signs 
pointed to a slowdown? 

“It would have been better if we 
had got into this segment last year to 
get a first mover advantage. Now 
there’s too much competition,” adm- 
its Goel. Disruptive pricing, quite obv- 


56 BUSINESS TODAY MAY 31 


2009 


iously then, will be the name of the 
game in the segment. A case in point is 
Unitech’s skp in Mumbai’s Dadar area, 
where against the market rate of Rs 
14,000 per square feet, it sold apart- 
ments at Rs 10,000 per square feet. 

Such varied pricing also proves 
that ‘affordability’ is a relative term 
depending on the location. “While 
a Rs 50 lakh apartment in Mumbai 
will definitely be considered part 
of the affordable housing segment, 
in a city like Indore, the same price 
segment will qualify for premium 
housing,” points out Ajoy Veer 
Kapoor, Founder & Managing 
Director, Saffron Asset Advisors, a 
private equity firm specialising in 
real estate investments. 

Kapoor, while keeping track of 
the slew of announcements in the 
affordable housing market, is not 
that thrilled at the potential size of 
the business. “Valuations need to 
become more realistic, which could 
take another 4-6 months. There are 
still some players who have a fixed 
valuation of their assets and refuse to 
understand the changed market dyn- 
amics,” he laments. 

So, will banking solely on the 
affordability segment, bail out de- 
velopers from the current crisis? A re- 
cent report by brokerage firm Motilal 
Oswal suggests that it may not be 
so due to the low margins in this 
segment. Besides, given that most 
realty companies have restructured 
their debt repayment obligations be- 
yond 2-3 years indicates that they 
do not expect any surplus cash flows 
from past sales. “Affordable hous- 
ing will become an intrinsic part of 
every real estate developer’s busi- 
ness plan, but there will be demand 
for premium housing also,” feels 
Lodha, whose ‘by invitation only’ 
project, the Lodha Bellissimo in 
Mumbai's Mahalaxmi area, will offer 
super-luxury apartments spread 
across 48 floors. While most such 
projects are currently in cold storage, 
the question is, just who's going to 
accept the ‘invitation’? 8 


MONEY SHARMA 





"We overestimated the 
demand of the premium 
segment" 

Sanjay Chandra 

Managing Director/ Unitech 


UNITECH'S 
LIFELINE 


he $325-million (Rs 1,625 crore) 

qualified institutional placement 
(QIP) of troubled real estate major, 
Unitech, has brought back the 
smile on Managing Director Sanjay 
Chandra's face. Managed by UBS 
and IDFC-SSKI, the issue was 
subscribed by Nomura, HSBC, Helios, 
Prudential, Sandstone, Sansar, Sloane 
Robinson, Government of Singapore, 
Och-Ziff, Oasis and CLSA, among 
others. Of the total amount, $20 
million was raised from domestic 
funds. This shot-in-the-arm will 
help Unitech in addressing its debt 
servicing, which had increased from 
Rs 8,552 crore as on March 31, 
2008, to Rs 10,907 crore by December 
31, 2008. The current outstanding 
debt—as on March 31, 2009—was 
Rs 8,900 crore, of which Rs 2,500 
crore is payable this financial year. 
The money coming in will be pumped 
into the affordable housing segment, 
where Unitech is planning to launch 
40 projects in 2009-10, aggregating 
30 million square feet. 
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The Tanaji Malusare City low-income group 
housing project in Karjat, Maharashtra 
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NISHIKANT GAMRE 


While affordability is the new mantra, some developers are going even lower— 
houses at less than a million bucks. TEJEESH N.S. BEHL & ANUSHA SUBRAMANIAN 


OR VINOD CHOUGULE, 25, A accommodation with his parents, I needed to accompany them,” he 


Mumbai-based salesman 
with a telecom company, 
life in a chawl in central 
Mumbai's Cotton Green area 
wasn't exactly the precursor to 
becoming a real-life slumdog mil- 
lionaire. Sharing the one-room 
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wife, child and two younger broth- 
ers was cramping not just his 
lifestyle, but also his mindspace. 
“More than the space crunch was 
the lack of privacy and the fact 
that at night, if the women of the 
house had to relieve themselves, 


points out. 

No wonder then when 
Chougule heard about Tanaji 
Malusare City (TMC) in Karjat, a 
Mumbai suburb about 100 km 
from his chawl, he immediately 
jumped at the opportunity to buy 


his own apartment. The sole 
earning member of his family—he 
brings home Rs 10,000 per 
month—Chougule booked a 
225 sq. ft apartment, availing of a 
loan of Rs 2.50 lakh with 
Rs 45,000 of his own hard earned 
moolah, apparently unfazed by 
the distance. 

Chougule is, of course, not an 
isolated example. Mangesh More, 
32, a visual merchandiser in a sup- 
ermarket in Mumbai’s Powai sub- 
urb, is all set to tie the knot and 
wants to move out of the one-room 
chawl in Mulund (a north Mumbai 
suburb), where he currently lives 
with his mother, two brothers and 
a sister-in-law. Earning about 
Rs 10,000 per month, More opted 
for a 1 BHK, 233-sq. ft apartment in 
Neptune Swarajya, a project by 
Neptune Group coming up in 
Ambivili on Mumbai’s outskirts. 
Priced at Rs 4.86 lakh, More availed 
of a loan of Rs 3.50 lakh for 20 
years. “What particularly attracted 
me to this project was its location, 
away from all the noise and pollu- 
tion of the city,” he says. 

People like Chougule and 
More, who, till last year, were not 
even on the realty radar as a possi- 
ble audience, are fast becoming the 
darlings of real estate developers. 
And it’s an opportunity that’s cer- 
tainly not going a-begging, judg- 
ing by the spate of activity in the 
segment and the brands involved— 
Unitech and Tata Housing, are just 
some of the companies who have 
announced projects in this space, 
apart from the likes of Jerry Rao, 
ex-CEO of MphasiS, and Ramesh 
Ramanathan of Janaagraha, who 
are venturing into low-income 
group housing. The potential seems 
to have attracted even non-realty 
players. “Since we are already in the 
business of prefabricated structures 
for housing, low-income group 
housing was a natural forward int- 
egration for us,” reasons S.B. 
Dangayach, Managing Director, 








FROM A ONE-ROOM CHAWL IN MULUND 
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TO A 1-BHK APARTMENT IN ANOIVILA 
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"What ditrüdied me to o the project was its location, 
away from all the noise and pollution of the city" 
Mangesh More, 32, Visual Merchandiser, Mumbai 
Earning Rs 10,000 per month, More's impending nuptials 
prompted him to opt for Neptune's Swarajya project 
in Ambivili 


KEEPING IT LOW 


e Getting land at lower cost in far-flung suburbs of major cities 
like Mumbai, Delhi, Ahmedabad, Kolkata and Bangalore 


e Offering less space (235-400 sq. ft) in low rise buildings 
(Ground+2 to Ground+5) 


@ Use of new construction technology such as prefabricated 
Hardiflex fibre cement boards 


@ Use of prefabricated walling/partitioning system comprising 
galvanised steel and fibre cement that serve as finished wall surface 


€ Use of only steel and concrete makes buildings studier, fire- & 
quake-resistant as well as more eco- friendly 


6 Keeping overheads low eschewing top-of-the-line advertising 
for such projects 
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LOW-INCOME 
GROUP 
HOUSING 
PROJECTS 


Sintex Industries, which is plan- 
ning to launch 300-400 sq. ft apart- 
ments in the range of Rs 4 lakh in 
Ahmedabad and Delhi. 

According to a report by 
Monitor Group, low-income group 
housing caters to income levels of 
Rs 7,000-24,000 per month with 
the accommodation units priced 
between Rs 3 lakh and Rs 10 lakh. 
That puts the size of the market at 
21 million households, worth 
Rs 13 lakh crore. Of course, the 
reason this segment is all over the 
news now has a lot to do with the 
survival instinct of the real estate 
developers, who have certainly not 
been in the pink—or rather 
black—of financial health for the 
past year and more. 

“Definitely, developers did 
miss the obvious by not focussing 
on this segment thinking there’s 
enough gravy in the premium cat- 
egory housing,” agrees Brotin 
Bannerjee, Managing Director & 
CEO, Tata Housing. The company 
has just launched its Shubh Griha 
range of low-income group houses 
at Boisar in Maharashtra, offering 
apartments of 283-465 sq. ft for 
Rs 3.9-6.7 lakh. 

Of course, apart from the small 
ticket sizes of the apartments, dev- 
elopers are resorting to several inn- 
ovations to cut down on costs and, 
thus, keep a check on the final price 
tag. Unitech, for instance, will be 
eschewing top-of-the-line advertis- 
ing for its soon-to-be launched low- 
income group project near Manesar, 
aimed at the blue-collar workers. 
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Shapoorji Pallonji 
PROJECT: Shukhobrishti 


LOCATION: Action Area Ill, New 
Town Rajarhat, Kolkata 


Ticker size: 1 BHK (320 sq. ft) 
and 2 BHK (480 sq. ft) 


OFFER PRICE: Rs 3.85-6.35 lakh 


SHAILESH RAVAI 
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Santosh Associates 
PROJECT: Om Shanti Nagar-2 


LOCATION: Batwa, Ahmedabad 
(off NH 8) 


TICKET SIZE: 1 BHK (350 sq. ft) 
and 2 BHK (450 sq. ft) 


OFFER PRICE: Rs 3.5-6.5 lakh 


The Om Shanti Nagar-2 project in Ahmedabad 
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With margins expectedly low, vol- 
umes will be the growth driver. 
The TMC project in Karjat will have 
15,000 units spread over 100 acres, 
of which 15 per cent will be res- 
erved for commercial purpose. 
Points out Pravin Banavalikar, 
CEO, TMC: "Of the 100 acres, 85 
per cent of the area will be for low- 
income group housing and will be 
sold at cost—Rs 1,000 per sq. ft — 
and 10 per cent will be reserved 
for commercial retail outlets to be 
sold at a considerable premium of 
around Rs 8,000 per sq. ft. The re- 
maining 5 per cent of the project 





area will be earmarked for social 
infrastructure that includes educa- 
tion and healthcare." Additionally, 
developers will make extensive use 
of prefabricated technology and 
even eliminate the use of bricks and 
instead depend entirely on cement 
and steel. 

Adds Bannerjee: “Apart from 
depending on economies of scale to 
keep costs down, these structures 
will be low rise, comprising ground 
plus two floors." Interestingly, 
while most developers will offer 
plain vanilla housing complexes 
with minimum amenities, 


Sterling Developers — : Tata Housing 


PROJECT: Janadhar 


LOCATION: Atibele, near Electronic 
City, Bangalore 


TICKET SIZE: 1 BHK and 2 BHK 
(area not decided yet) 


OFFER PRICE: Starting from Rs 4 lakh 


Neptune's Swarajya in Ambivili 
will offer a club house as well as a 
gymnasium, along with elevators 
as the building will house ground 
plus five floors. *The elevators 
will be provided only from third 
to fifth floor with the mainte- 
nance being the resident welfare 
association's responsibility. For 
the club house and gymnasium, 
we will charge a very minimal 
membership fee for their main- 
tenance,” says Nayan Bheda, CMD, 
Neptune Group. 

With action hotting up in the 
low-income housing segment, pri- 
vate equity and housing finance ins- 
titutions are also strongly courting 
the prospective customer. Both TMC 
and Neptune Swarajya have re- 
ceived booster doses from private 
equity players—Rs 65 crore by 
Eredene Capital and Rs 25 crore 
by India REIT Fund, respectively. 

Housing finance companies, too, 
have had to rework their dynamics 
for granting home loans to prospec- 
tive buyers. For one, not many of 
the big boys of the home loans busi- 
ness cater to this segment as the 
ticket size is quite small. “The av- 
erage ticket size of the home loans 
granted by us ranges between Rs 
4 lakh and Rs 4.5 lakh and 60-70 
per cent of the loans are availed by 
people with income of less than Rs 
15,000 per month,” says Sudhin 
Choksey, Managing Director, Gruh 
Finance, a subsidiary of HDFC en- 
gaged in rural and low-income 
group housing finance. 

Rajnish Dhall, Director, Micro 


PROJECT: Shubh Griha 
LOCATION: Boisar, Maharashtra 


TICKET SIZE: 1 room kitchen small 
(283 sq. ft), 1 room kitchen large 
(360 sq. ft) and 1 BHK (465 sq. ft) 


OFFER PRICE: Rs 3.9-6.7 lakh 


Housing Finance Corporation 
(MHFC), also points to another 
challenge faced by housing fina- 
nce institutions (HFIs) when grant- 
ing loans to this segment of the 
populace. “Since most of these 
people are either self-employed or 
working in the unorganised sec- 
tor, calculating their repayment 
capacity and the loan amount is a 
judgement call on how much a 
particular profession pays—say, 
for instance, a driver in a city 
like Mumbai would probably earn 
between Rs 7,000 and Rs 10,000 
a month." 

And yes, the loans for people 
in the low-income group come at a 
higher rate of interest—approxi- 
mately 14 per cent—than for people 
in the affordable or premium hous- 
ing segment for the simple reason 
that these housing finance ins- 
titutions have to raise funds for 
lending and consequently, lend it at 
higher rates. But that anomaly, too, 
as Dhall informs, should be sorted 
out once these HFis are able to acc- 
ess funds from the National 
Housing Bank (NHB). 

Doubtless, low-income hous- 
ing has got everybody in the real 
estate sector excited for now. But 
Ramesh Jogani, Managing 
Director & CEO, India REIT Fund, 
cautions against exuberance and 
overdependence on this segment. 
“One can’t say it’s the future, but 
yes, it’s an important area that 
will help real estate developers 
consolidate their growth base,” 
he says. 8 


Matheran Realty Co. 


PROJECT: Tanaji Malusare City (TMC) 


LOCATION: Karjat, Maharashtra 


TICKET SiZE: 1 room kitchen (225 sq. ft), 


1 BHK (300 sq. ft) and 2 BHK 
(375 sq. ft) 


OFFER PRICE: Rs 3-7 lakh 


All home sizes denote carpet area 





"Of the 100 acres, 85 per 
cent of the area will be for 
low-income group housing" 


Pravin Banavalikar, CEO, Tanaji Malusare City 





"Developers did miss the 
obvious by not focussing 
on the low-income segment 


" 


Brotin Bannerjee, MD & CEO, Tata Housing 
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Billion- 


BAGGAGE 


India’s biggest conglomerates feel the pain 
after an adventurous bout of mergers & 
acquisitions in the boom times. sHALINI s. DAGAR 


RIVE A JAGUAR OR A 

Land Rover made of 

Corus steel—that’s 

the message the Rs 

2,51,543-crore (by 

revenues in 2007-08) Tata Group 

sent out to Old Blighty when it 

struck up a price tag of almost $16 

billion to buy two UK businesses in a 

span of a little over a year, between 
January 2007 and March 2008. 

The UK, of course, was just one 

piece of the Tatas’ grand game plan 

of planting its flag in every global 

outpost that matters by making 

acquisitions to gain either size and 


Dollar 





scale or security over raw materials 
or both. So, along with Jaguar-Land 
Rover and Corus, between March 
2007 and January 2008, Tata Power 
bought out coal mines in Indonesia, 
and Tata Chemicals picked up us 
soda ash maker General Chemical. 
The price tags? $1.10 billion, and $1 
billion, respectively. 

For a while, the Tatas were glob- 
alisation's biggest disciples and their 
logo a badge of pride on the sleeve of 
the patriotic Indian. Then came the 
global downturn. Stock prices came 
crashing down, making vesterday's 
buyouts suddenly look obscenely 





When Big isn't Beautiful 


For some, leverage has become a four-letter word. 





Jan. 2007 Jan. 2007 April 2007 
acouirer: Tata Steel acouirer: Hindalco acauirer: Tata Power acouirer: ESSar | — ACQUIRER: Suzlon 
acauismon: Corus, UK acouismon: Novelis ACQUISITION: PT Arutmin & PT acousition: Algoma ACQUISITION: REpower 
cost ($ auos): 14.2 cost ($ Bituion): § PQ) -= aod 1:18 cost i$ Buon): 1.98 cost ($ suuo): 1.70 
eBt: $6.2 billion est: $982 million oest: $850 million vest: $900 million” pest: 2.2 billion 

* Industry estimates ** Consolidated debt 
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wirer: United Spirits 
quisition: Whyte & Mackay 


s ($ Bituion): 1.11 


m: $1.2 billion 


A security officer guards a 
railway crossing leading 
towards Corus steel factory in 
ljmuiden, The Netherlands. 





Mar. 2008 


acauirer: lata Motors 
AcouisimoN: JLR 


COST ($ BILLION): 2.30 
DEBT: $2 billion 


Jan. 2008 
acauirer: Tata Chem. 
ACQUISITION: General Chem 


COST ($ Bion): 1.00 
ost: $825 million 


dear, prices of many of the prod 
ucts (like steel) of the acquired com 
panies slipped, and the debt resorted 
to fund these buyouts threatened to 
burn holes in the balance sheet 

Analysts estimate the debt of the 
[ata Group at a whopping Rs 
1,00,000 crore; although they did 
term it “manageable”, the figure in 
isolation is enough to drivi 
investors—and financiers—into a 
blue funk. At present, Tata Motors is 
scouting around to refinance $2 bil 
lion of loan taken to acquire Jaguar- 
Land Rover (JLR) by June. A small 
stake in Tata Consultancy Services 
has already been liquidated to gen 
erate some funds. Last month, 
Standard and Poor’s (S&P) down 

graded the company’s credit rating to 
B+ from BB-, on concerns ot deter 

orating cash flows and significantly 
high debt levels. As tor Corus, re 

ports indicate that a major restruc 

turing is on the cards, with the future 
of plants in Spain, the Netherlands 
and France being reviewed. 

It “go global” was the rallying cry 
for India Inc. in the boom years. 
then “hunker down” is the motto of 
today. Digesting the mega deals 
stitched in the boom years is turning 
out to be more difficult than antici 
pated. And it’s not only the Tatas; a 
host of other corporations are strug 
gling to cope with their multi 
billion-dollar baggage. Consider: 

m Vijay Mallya's United Spirits is 
keen on hawking equity to private 
equity or strategic players. The cash 
will be used to trim almost $1.2 bil- 
lion of debt on the company's books, 
which was used to fund the buyout of 


, 


the Glasgow-based Scotch whisky 


Aug. 2008 


acquirer: GMR acauirer: ONGC 
acquisition: InterGen acauisition: Imperial Energy 


cost ($ enuon): 110) cost ($ BILLION): 2. 10) 
ost: Nearly $1 billion est: Approx. $2 billion 


June 2008 


bt m&a 


maker, Whyte and Mackay, in 2007. 
m Similarly, Suzlon Energy, too, is 
mulling an equity sale in a rela- 
tively bearish market as it needs to 
rustle up about $275 million over 
the next few weeks to complete the 
acquisition of REpower Systems. Its 
debt is estimated at $2.2 billion and 
Suzlon is in danger of breaching 
debt covenants with the lenders. 

m In February, Hindalco Industries’ 
overseas acquisition Novelis Inc. 
reported a net loss of $1.8 billion 
for the period ending three months 
to December. The loss includes 
non-cash, pre-tax charges of $1.5 
billion for asset impairment and 
$472 million of unrealised losses 
on derivatives. 

As large Indian companies scram- 
ble to refinance and repay the debt 
taken to buy overseas companies, 
the archetype of the ambitious Indian 
overseas acquirer seems gloriously 
undone. Many of these deals were 
premised on plentiful liquidity, the 
India story continuing to shine and 
the world continuing to consume 
more products and services. 

The reality, of course, is now 
different. World economic growth 


nee 
I 
LE 1 


estimates for 2009 are in negative 
terrain—the latest being a contrac- 
tion of 1.3 per cent. The cascading 
impact on global demand was 
relentless. World crude steel pro- 
duction fell 22.8 per cent in the 
first quarter of 2009. During 
October-December 2008, JLR 
wholesale volumes declined 35.2 
per cent over previous year. Kumar 
Mangalam Birla’s Hindalco, which 
acquired Novelis of Canada, 
reported that during the same 
period, the demand for flat-rolled 
aluminium products dropped by 
13 per cent. By most counts, 2009 
is likely to remain a tough year. 
So what happened to India Inc.’s 
big slayers? Did they fall short in 
terms of scenario planning? Was 
India Inc. too aggressive in the valu- 
ations then? Some of the big deals, 
especially in 2008, were certainly at 
top-deck valuations. Says Debu 
Bhattacharya, Managing Director, 
Hindalco Industries: “The changes 
caused by the global economic melt- 
down are well beyond the ‘contin- 
gency adversities’ that we had 
planned at the time of valuation. 
We had certain internal targets for 


LT 
Nai 


Acquisitions were made at peak or 77 
near-peak valuations 


World markets turned soon after these buyouts 


were made 


Most of these buyouts are heavily leveraged 


Markets for products of the acquired companies 
Slipped into a downcycle 
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"It was important to ensure that 
risk is ring-fenced" 
Ashutosh Agarwala, CFO, Strategic Finance, GMR 


fiscal 2011, and when we look at 
those targets objectively today, we see 
that we will reach there albeit with a 
delay of one or may be two years." 

In hindsight, it may have seemed 
smarter to have waited to acquire the 
same assets 50-60 per cent cheaper 
in just a few months. That, of course, 
is the case for a perfect utopian 
world. In the imperfect world, how- 
ever, decisions are taken on the in- 
formation and business opportunities 
available. For ONGC Videsh, which 
acquired UK-based Imperial Energy— 
which operates in Siberia—just a 
few weeks short of Lehman 
Brothers' failure, the basic assump- 
tions on the price of crude oil came 
undone when the prices slumped 
from $130-140 a barrel to $30-40 a 
barrel in less than six months. 

R.S. Butola, Managing Director, 
ONGC Videsh, concedes: "In hind- 
sight, financial logic went against 
us.” However, he also adds that 
when you are acquiring assets of 
this kind, you have to take a three- 
year call on what will be the pre- 
vailing price then, based on 
prospects. “Production is still small 
and needs to be ramped up. The 
possible reserves with this company 
are very high.” Butola’s point is 
that the strategic logic of the 


= Imperial deal remains intact. 





“In hindsight, financial logic went against us, 
but the strategic logic remains intact” 


R.S. Butola, Managing Director, ONGC Videsh 


That is also the case with Novelis, 
which controls 19 per cent of the 
world’s flat-rolled aluminium prod- 
ucts. “Yes, it was an expensive buy in 
2007, but it was worth the price 
paid. If we were to recreate assets of 
the kind and size as Novelis, it would 
cost us much more than the $6 bil- 
lion we priced it at. And, it would 
take years to get the assets produce 
the same quality and cater to the 
wide and large customer base that 
Novelis has,” explains Bhattacharya. 

Strategy, however, is a fig leaf at 
a time when financial metrics turn 
topsy-turvy. Even for strategically 
appropriate deals, valuations need to 
be aligned to the most conserva- 
tive scenarios. Brijesh Mehra, 
Country Corporate and Investment 
Bank Head, India, for ABN Amro, 
says that while the strategic ration- 
ale remains robust the value of the 
deals has reduced given the correc- 
tion in various asset classes. 
“Hindsight vision is always 20/20. 
Although the deals were fair calls at 
that time as they were strategic and 
not financial investments, the eco- 
nomic conditions will put pressure 
on the new owners to different 
degrees,” he says. ABN Amro 
underwrote nearly $10 billion for 
four financial transactions over 18 
months from 2006 to March 2008. 


VINHYHS A3NON 


Take rich valuations, add to it 
high leverage, and you have a 
potential recipe for disaster. Yet, 
against the backdrop of overlever- 
aging that happened on Wall Street 
last year, India Inc. didn't go totally 
out on a limb on the debt front. 
According to Kalpesh Kikani, Senior 
General Manager, ICICI Bank, most 
Indian deals were done on debt to 
earnings before interest, tax, depre- 
ciation and amortisation (EBITDA) 
levels of 4.5-5.5, whereas for many 
Us, British, or even Korean companies 
the leverage levels could easily go 
up to 8-9, *No Indian deal was done 
like that. Indian companies have 
been pretty responsible and the lever- 
age ratios have been respectable at the 
time of the deal,” says Kikani, adding 
however that since the earnings have 
gone down on weak global demand, 
the ratios may have worsened. 

An over-reliance on short-term 
funding has also resulted in what 
bankers term an asset-liability mis- 
match. “In capital structures that 
relied on shorter duration funding 
and with little equity, in the current 
economic scenario there is almost 
no elbowroom for manouevre,” says 
Aditya Sanghi, Managing Director, 
Investment Banking, yes Bank. 

More damaging, perhaps, has 
proved the over dependence on 





“Yes, Novelis was an expensive buy in 2007, 
but it was worth the price paid" 


Debu Bhattacharya, Managing Director, Hindalco Industries 


bridge loans—interim financing 
until a more permanent route is 
found—resorted to by almost every 
one. "If there are any lessons learnt 
from the mega deals it is this: long- 
term funding should be tied up as 
soon as possible," says Sunil Mehra, 
Managing Director, Corporate 
Finance and Advisory, Standard 
Chartered Bank. 

However, no amount of right 
financing structures could have 
helped if the underlying financial 
logic was flawed. Ashutosh Agarwala, 
CFO, Strategic Finance, GMR, says 
that even if the asset has been over- 
paid for, and there is leverage, what 
is perhaps not sustainable is a situa- 
tion “where the balance sheet of the 
acquiring company is continuoush 
getting loaded by additional com- 
mitments in order to repay the ac- 
quisition-related commitments". GMR, 
which acquired a 50 per cent stake in 
Dutch power utility InterGen for 
$1.1 billion, closed its deal financing 
last October. “It was important to 
make sure that the valuations are 
aligned to the most conservative sce- 
nario and that the risk is ring-fenced,” 
he adds. Much will depend on how 
corporate India handles the risk 
associated with buyouts in subse- 
quent quarters. And therein will lie 
the tale of the winners. 8 
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Room for a Third 


The Threat in the Making BSE's Comeback Bid 
€ MCX plans to launch a stock exchange € Cooperate closely with strategic partners 
Deutsche-Borse and Singapore Stock Exchange 
€ It will go beyond the metros, which account 
for 90 per cent of business today tor technology enhancement 


€ Relaunch Sensex futures on a new trading platform 


€ Will include participants from the district and list them on Deutsche-Borse or SGX in future 


and taluka levels 


€ Will introduce innovative products & focus € Explore opportunities for BSE-listed companies to 
on investor education in non-urban areas get listed on exchanges of its strategic partners 

Profitable Proposition How the NSE overtook the BSE... 

Both the NSE and the BSE rake in the moolah. The BSE has yielded ground over the years. 

2007 2008 Y IB NSE MBSE Market share in turnover (%) 

ELITS 2 $554] E 10387 © 6185 — — — —34 

Si. |% 5 420.44 40 

e| «4d; 354.87 = 521.25 20 pI CMT m 

a- | 1908 a- ]178.98 PEE E A ESS CE A 
| 1995-96 1997-98 1999-00 2001-02 2003-04 2005-06 2007-08 2009* 


I NSE I BSE Figures in Rs crore * Average trading turnover in Jan.-Mar. Source: SEB! Annual Report 


66 BUSINESS TODAY MAY 31 2009 


The National Stock 
Exchange has to gear 
up for competition 
from commodities 
bourse major MCX. 
RACHNA M. KOPPIKAR 





The NSE's Counter-Attack 


@ Improve its technology platform at front-end 
and back-end 


e Strengthen position in IT solutions—launched 
NOW, a trading software to beat ODIN of FT 


@ Adopt a more broker-friendly approach 


@ Launched an online interface for investors to 
lodge complaints against brokers 


..and how the MCX overtook the NCDEX 
In commodities, the bourse jointly promoted by NSE is a laggard. 
aaa m NCDEX Maret share in tumor (Rs C) 








Jan'05  Sept’05 — May'O6 — Jan 07 — Sept'07 — May'08 — Jan.'09 


HE ONLY DISADVANTAGE OF BEING A MO- 
nopoly player is that there is nobody 
around to tell you so. Until a Johnnie- 
come-lately strides into town and begins 
chipping away at that dominance. For 
the National Stock Exchange (NSE), which controls 
close to three-fourths of the share of the cash 
market in stock trading, and reigns supreme in the 
derivates segment, has consigned the 133-year-old 
Bombay Stock Exchange (BSE) to a distant #2 
place, in what is essentially a two-horse race. Not 
for much longer, however. The new kid on the 
trading block that's set to launch an equity and de- 
rivates platform is from Financial Technologies (F1, 
which currently has in its stable India's largest 
commodity futures exchange, the Multi- 
Commodity Exchange (MCX). The new exchange 
will be under the umbrella of Mcx-Sx which 
currently runs the currency futures trading platform 
of Mcx. It also plans to start an exchange for 
small & medium enterprises (SMEs). MCX is await- 
ing a go-ahead from the Securities & Exchange 
Board of India (SEBI). 

While Mcx is keeping its cards close to its 
chest, it wants to build on the existing market 
inefficiencies and its vast distribution network in 
the hinterland. But then, what can MCx-Sx offer 
that the NsE isn't already providing? Explains 
Joseph Massey, CEO, Mcx: “Today, 90 per cent of 
the business of exchanges is from the four metros, 
the top 100 companies account for 95 per cent of 
trading and less than 5 per cent of Indians invest in 
stocks. These are skewed numbers." 

It's in those numbers that rests the MCX's 
competitive edge, which has a geographical spread 
across over 650 cities, as against the NsE's 1,500 
cities. "Our strength lies in our decentralised 
distribution as we created markets in non-urban 
centres and included participants at taluka or dis- 
trict levels (in the commodity exchange)," adds 
Massey. In addition, Mcx hopes to introduce in- 
novative products, and invest in investor education 
through parent company FT; the latter will take on 
NSE's stock market certification programme. 

In many ways, MCX is hoping to do to the NSE 
what the NSE did to the BSE after its launch in 
1994. At that time, the BsE ruled the roost with its 
indigenous badla (forward trading) system. The 
NSE came into existence with a different ownership 
model and it marched ahead. Eventually, badla 
was abolished, and the Bsr—then largely seen as 
a cosy cartel of brokers—rapidly lost ground, 
with the NSE pulling ahead of the exchange on 
Dalal Street in the second year itself (see How the 
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NSE Overtook the BSE). Despite 
launching the derivates in 2000, 
the BSE could never regain lost 
ground, with stock market scams 
along the way not helping its case. 
Eventually, the exchange moved 
away from broker control, but the 
lack of management continuity has 
ensured it is no serious threat to the 
NSE any more. 

But it isn’t giving up, yet. BSE 
Chief Operating Officer M.L Soneji 
is trying to drive the exchange by 
beefing up its technology, systems 
and processes. “We will be more 
competitive if we equip ourselves 
with advanced technology," says 
Soneji. The BSE plans to re-launch 
Sensex futures, and then hopes to 
take this to the Singapore Stock 
Exchange or the Deutsche-Borse, its 
strategic partners with a 5 per cent 
stake. Also, BSE has short-listed a 
few names for the CEO slot: At the 
time of writing, Madhu Kannan, 
Managing Director at Bank of 
America-Merrill Lynch and a for- 
mer employee of the New York 
Stock Exchange (NYSE), was in the 
race for the post. 

Rather than battling Mcx, the 


Shah, 





IINVAASOO LIHDVY 


THE WORLD'S 
BIGGEST EXCHANGES 


— Moers (rion 
Nasdaq 7,303,617.3 
NYSE Euronext (US) 4,819,706.9 
Tokyo SE 895,771.3 
Shanghai SE 892,167.9 
London SE 724,107.5 
Deutsche-Borse 610,301.3 
Shenzhen SE 463,213.9 


NYSE Euronext (Europe) 430,540.2 
BME Spanish Exchanges 306,472.1 
TSX Group 277,158.4 


Data is for Jan-March 2009 
Source: World Federation of Exchanges 


BSE could seek to ally with the pri- 
vate sector player; this would suit 
MCX too in its objective of toppling 
the market leader. Soneji refuses to 
comment on speculation that MCX 
and the BSE could form an alliance 
to share their trading platforms, al- 
though Massey says he is open to 
collaborations. MCX's depth in 
derivates could also help revive the 
BSE's moribund derivatives business. 

The NSE, for its part, won't be 
taking the MCX threat lightly. It’s al- 
ready witnessed what Shah’s 
exchange has done in commodities 
trading, where the MCX has raced 
ahead of the NCDEX, which is co- 
promoted by the NSE (along with the 
Life Insurance Corporation and 
Punjab National Bank) in trading 
turnover (see How the Mcx 
Overtook the NCDEX). 

To be sure, the NSE and MCX 
are no strangers on the battlefield, 
on many fronts. Last August, for 
instance, the NSE got the go-ahead 
for a currency exchange platform; 
within a month MCX went live with 
its currency platform. Both ex- 


MCX's Shah also wants to launch an 
exchange for small & medium enterprises 
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changes tried to out-do each other 
by charging trading members min- 
imal fee. The two players currently 
share the total currency futures trad- 
ing volumes between themselves. 

The NSE fired another salvo 
when in December 2008 it put FT— 
its trading software vendor—on a 
watchlist, citing performance issues. 
Even as both companies slapped 
legal notices on each other, NsE 
launched its internally-developed 
trading software NOW which com- 
petes with Fr's ODIN. While NOW 
is being installed in brokers’ offices 
without any charge, it allows ac- 
cess to all trading platforms of the 
NSE but doesn't include the BSE and 
MCX trading platforms. The NSE 
and MCX are now slugging it out 
in courts over the matter. The NSE 
didn’t respond to repeated e-mail 
and interview requests sent by 
Business Today. 

A section of brokers points out 
that the NSE might have just be- 
come a victim of its monopoly—its 
functioning is bureaucratic, com- 
placent, and opaque, what with de- 
cisions taken in isolation without 
taking the market participants into 
confidence. “We know that NSE em- 
ployees are overworked as each one 
of them handles the work of three. 
But access and communication with 
them is a long-drawn process as 
junior employees simply don’t allow 
access to their seniors,” says the 
head of institutional equities at a 
Mumbai-based broking firm. A CEO 
of a large brokerage firm recalls 
the harrowing experience of get- 
ting NSE membership a few years 
ago. “Their attitude was like I am 
the boss and I am the best,” says the 
CEO, on the condition of anonymity. 
“The decision-making is completely 
in the hands of top management 
and brokers get involved only when 
there is some payment crisis during 
steep market declines or any con- 
nectivity-related problems,” he adds. 
Former NSE employees point out 
that during the tenure of first man- 
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WE ARE ONLY A FEW MINUTES AWAY. 


FORTIS BRINGS WORLD-CLASS MEDICAL CARE CLOSE TO YOU. 


At Fortis, our medical staff not only comprehends patients’ reports but also understands the people behind the numbers. 


indeed, we follow a total patient-centric approach to provide the best medical care. delivered by the finest medical team 


and supported by a highly advanced infrastructure 


a 
* Proximity of our key departments minimises in-patient movement * Our Hospital Information System facilitates 
quick access to patient details for a speedier diagnosis * Reduced average length of stay saves a patient's time & money 


“A EI nurse to patient ratio assures personalised care for critical patient 
So for complete patient-centric medical care, visit your nearby Fortis hosorital 
C Mec EET NOIDA FARIDABAD | GREATER KAILASH-II KAROL BAGH 
Resaich Contra tiri Raian Dhall Hos ital Fortis Hospital, Fortis Escorts Hospital, Fortis La Femme, Fortis Jessa Ram Hospital, 
AA a, aene Tei: 91-120-240-0222 Tel. 91-129-400-9997/99 Tel: 91-11-4057-9400 Tel; 91-11-4501-3200 
Tel: 91-11-2682-5000/01 Tel: 91-11-4277-6222 
Emergency No Emergency No Emergency No. Emergency No.: | Emergency No. Emergency No 
011-10501 011-42776444 0120-2400444 0129-2466179 011-40579400 011-45013235 
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“Competition is good for 
the system and | won't 
be surprised if the third 
exchange comes up" 


R.H. Patil / Ex-Managing Director/ NSE 


aging director R.H. Patil, employees 
were consulted over the key issues, 
which doesn't happen anymore. 
Today, the NSE is believed to have 
included a non-compete clause in its 
agreement with employees, as 5-6 of 
them have joined MCX. 

Industry watchers, however, say 
the broker-unfriendly image is a 
result of an unwritten rule etched 
when the NSE was founded: Never 
cosy up to brokers. This was seen as 
a key differentiator from the bro- 
ker-led BSE model. In hindsight, 
that strategy has paid. “The man- 
agement of the NSE has made con- 
scious efforts to be not seen as an 
exchange which gives into broker 
demands. So far, this helped them 
remain in good books of the 
Finance Ministry and the market 
regulator, SEBI, and aided in get- 
ting quick approvals,” points out a 
former member of the BSE. 

Will those good books now 
once again come to the NSE’s res- 
cue? There is a buzz that the gov- 
ernment and the regulator may not 
feel the need for another exchange. 


RACHIT GOSWAMI 





“NYSE Euronext is 
willing to work with 
both the NSE and 
the MCX” 


Robert Kent/ Executive VP/ NYSE Euronext 


A senior SEBI official who didn’t 
want to be named, rubbishes such 
rumours. “We are neither against 
competition nor do we intend to 
create hurdles in encouraging com- 
petition. If players are not able to 
compete on their own, there is lit- 
tle we can do.” 

One advocate of more compe- 
tition is none other than NSE’s 
founding member Patil. “It’s a tact 
that for a long time we didn’t have 
a strong player with an organisati- 
onal capability to take on the NSE. 
Competition is good for the sys- 
tem and I won't be surprised if the 
third exchange comes up,” says 
Patil, now Chairman of Clearing 
Corporation of India. “A third ex- 
change would make sense if it’s 
able to provide better trading ideas, 
encourage structured products and 
provide a market making facility,” 
adds Deven Choksey, Managing 
Director, K.R. Choksey Securities. 

The turf war between ex- 
changes will take another leap if 
foreign exchanges are allowed to 
hold more than 5 per cent stake in 


RACHIT GOSWAMI 





“We will be more 


competitive if we 
equip ourselves with 
advanced technology” 


M.L Soneji/ COO/ BSE 


the local exchanges. In 2007, Nyst 
Euronext invested in NSE and MCX 
and BsE got Singapore Stock 
Exchange and Deutsche-Borse on 
its board. Over the past few years, 
the NYsE Euronext and Nasdaq 
have strengthened their reach out- 
side America with a string of ac- 
quisitions of trading software 
providers, alternative exchanges 
and local exchanges. Result? NYSE 
Euronext controls 40 per cent of 
the world's equity trading vol- 
umes. Such consolidation may 
be premature in India, but you 
can't rule it out. NYSE Euronext, 
for one, is testing the waters. 
Robert Kent, Executive Vice 
President and Head of Interna- 
tional Listings at NYSE Euronext, 
says the exchange is willing to 
work with both NsE and Mcx. 
That adds another dimension to 
the NSE vs MCX slugfest. Not only 
will the winner be crowned India's 
biggest and best exchange, it could 
also get a chance to tie an 
exclusive knot with the world's 
most global bourse. 8 
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Indias best-known 
companies are at the 
doorstep of a default. 


K.R. BALASUBRAMANYAM 


Rs545... 


the blob of debt the Mumbai-head- 
quartered Wockhardt Ltd has to 
wipe out. Six months: The time it 
has to do that. Circa 2004: The 
year the pharma major's current 
woes can be traced back to. Of 
course, the scenario didn't look so 
gloomy then. When the company 
raised $110 million from the global 
markets five years ago by floating 
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F Word 


That's Laid 
India Inc. Low 


The time-bomb of foreign 
currency-denominated debt 
has been ticking for some 
time now and some of 






foreign currency convertible bonds 
(FCCBs), the management perhaps 
never thought it would have to 
repay it one day. Any FCCB issuer 
would hope its bonds would get 
converted into equity. But with its 
stock price today (as on May 6) 
quoting at just 18 per cent of the 
conversion price fixed then, the 
bond holders will be in no hurry to 
rush to Dalal Street. The nervous 
drug-maker, hit by Rs 139 crore 
losses for the year-ended December 
2008, is desperately seeking out 





433071 


ways to rid itself of the FCCB 
albatross before it comes up for 
redemption in October this year. 
A Wockhardt spokesperson says a 
clear picture on how the company 
would deal with the FCCB payout 
will emerge once the corporate debt 
restructuring (CDR) taken up by a 
clutch of banks is through. 
Wockhardt isn't the only Indian 
company that's been laid low by 
the FCCB time-bomb. A host of 
Indian companies, which range from 
pedigreed large-caps like Tata 


Motors, Videocon Industries and 
Suzlon Energy, to their lesser-known 
counterparts like Aksh Optifibre, 
Subex Ltd and Marksans Pharma, 
are staring down the FCCB barrel. 
With the current market price of 
almost all these companies nowhere 
near their conversion price—CRISIL 
has come up with a list of around 45 
companies where the market price as 
a percentage of the conversion price 
is lower than or at 20 per cent as of 
end-March—a number of these 
promoters are in a spot. 

FCCBs are essentially foreign 
currency-denominated debt with a 
maturity period of three-to-five 
years. The investor has the option of 
converting the bond into equity. 
He would typically convert it into 
equity and sell it for a premium if 
the stock is trading above the 
conversion price, which is the price 
at which the bond is to be 
redeemed. In the eventuality of 
non-conversion, the bond has a 
coupon rate and a redemption 
premium. If the scrip is trading 
below conversion price, the investor 
would hold the bonds as a debt 
paper and go for redemption on 
maturity. Either way, the invest- 
ment is protected. These bonds are 
freely traded in overseas markets 
and whether they are selling at a 
premium or discount depends on 
how the company's scrip is doing on 
the Indian stock markets. The 
attraction of FCCBs is in the option 
of converting them into equity. Few 
are interested in debt in view of 
low returns. The company issuing 
such bonds, too, prefers conver- 
sion to redemption. 


Companies May Default 

Things on the FCCB front were 
hunky dory as long as markets were 
riding high. But after stock prices 
began tumbling last year, the Street 
is littered with reports from 
brokerage houses and rating 
agencies on the potential risk FCCBs 
pose to Indian corporates and their 


WHY ISSUERS 
LOVE FCCBs 


m Carry low coupon rates 
compared to pure debt 


m Offer possibility of substantial 
accretion to reserves as 
conversion premium gets 
added to capital reserves 





m Do not involve front-end 
equity dilution as in the case 
of issue of new equity shares 


WHY INVESTORS 
LOVE FCCBs 


m Allow investors to benefit 
from the upside of equity while 
providing the safety of debt 


m Substantial yield-to-maturity 
is guaranteed at maturity to 
protect investors if issue does 
not get converted 





m Due to low coupon rates, 
tax liability of the investor is 
generally much lower 


The Rise and Fall of FCCBs 


Between 2002 and 2007, the money raised 
via FCCBs has spurted. 


2002 | 126.60 — 


420.30 
n 





2009: No FCCB floated till March 31 
ig Amount $m E No. of Issues Source: PRIME Database 


profits. Experts are not ruling out 
cases of defaults by some companies 
in spite of some recovery of Indian 
bonds in overseas markets. “Of 


course, there will be defaults. If a 
bond is trading at a high discount, 
say close to 50 per cent, that 
indicates a higher chance of 
default," says Raj Bhatt, Chairman 
& CEO of the London-based Elara 
Capital Plc. Market analysts say 
that there are about 138 companies 
where the bonds are trading below 
their face value, many at a 
high discount. Wockhardt's 
FCCBs, with a face value of $100 
(around Rs 5,000 at current rates), 
traded at $39.53 (Rs 1,976) in 
Hong Kong on April 10, according 
to Bloomberg data. “I believe the 
FCCB is a time-bomb which is tick- 
ing and if market conditions remain 
subdued for the next two years, 
companies will find it difficult to 
meet liabilities arising out of 
redemption," says Sameer Panke, 
Analyst with Dolat Capital, a 
Mumbai-based brokerage house. 

According to a latest CRISIL study 
on CNX500 and BSES00 companies 
that have issued FCCBs, the net 
worth of these companies would 
decline by 17 per cent and profits 
by 11 per cent on redemption 
because they will need to raise an 
equivalent amount of debt. ^The re- 
demption of cumulative outstand- 
ing FCCBs of CNX500 and BSES00 
companies is expected to touch 
Rs 32,000 crore by 2012," says 
Sridhar C., Head, Crist Research. 
As these FCCBs were at very low 
coupon rates, replacing them with 
bank debt means an increase in an- 
nual interest cost for companies, 
which in turn will impact profits. 
The redemption premium will hit 
their net worth, too. 

Subex's is a typical case of 
distress. The telecom software firm 
raised $180 million (Rs 900 crore at 
current rates) in March 2007 to 
fund its acquisition of Canadian 
firm Syndesis. The conversion price 
was set at Rs 656 apiece. But on 
May 4, the stock closed at Rs 29.45 
on the BSE. So, its bonds will likely 
come up for redemption. Subex 
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THE RBI'S 
BUYBACK LIFELINE... 


m $100 million: An Indian 
company can now buy back its FCCBs 





Tick, Tick 


The recent run-up in equities offers little respite. 


Company Name Redemption Currency Issue Outstanding — Market Market Price 


Year Mnt nm DN I see worth up to $100 million from internal 
Price accruals by Dec. 31, 2009 

Subex Mar-12 USD 180 180 6562 295 1% m $50 million: Worth of FCCBs 
Prime Focus Dec-12 USD 55 55 13868 1166 8% that can be bought back if the company 
Subex Dec-09 USD 10 10 325.0 29.5 9% gets them at 25% discount 
Marksans Pharma —— Nov-10 USD 50 50 37 40 12%  ———————— 
Aftek Jun-10 USD 35 9 752 95 13%  m$50-75 million: Worth of 
KEI Industries Nov-11 USD 36 33 86.0 132 15% FCCBs that can be bought back if the 
Aban Offshore Apr-11 JPY 11610 5410 27890 4281 15% company can get them at 35% 
Prithvilnfo.Solutions Feb-12 USD 50 50 3463 533 15% discount 
Country Club (India) Dec-11 USD 25 25 103.0 16.1 = u$ 75-100 million: Worth of 
Aksh Optifibre Jan-13 USD 20 20 850 133 16% FCCBs that can be bought back if the 
Sakthi Sugars May-09 USD 20 20 — 2080 348 17% company can get them at 50% discount 
Vardhman Textiles — Feb-1l USD 60 59 4233 712 17% 
Bajaj Hindusthan Feb-11 USD 120 120 4654 821 1876 ...AND THE OPTIONS 
Firstsource Solutions Dec-12 USD 275 225 323 163 18% BEFORE INDIAINC. 
Suzlon Energy Oct-12 USD 200 200 3716 660 18% : 
Wockhardt Oct-09 USD 10 10 4861 884 18% P Ma at a premium on 
Sakthi Sugars May-11 USD 40 40 190 38 18% ——— 
Suzlon Energy jun-12 USD — 300 300 3597 660 18% "Reset the conversion price 
ISMT Nov-ll USD 10 10 1223 227 19% tW Buyback FCCBs before they mature 
Alok Industries Jun-10 USD 70 24 720 139 19%  forredemption 


m Reissue a fresh set of FCCBs in 
exchange for old ones on new terms 
and conditions 


Source: CRISIL Research 
Note: There may be small variations in outstanding amount in cases where FCCBs have been bought back and in 
conversion prices where prices have been reset. The list is not exhaustive. Market prices are as of May 5, 2009. 


Founder-Chairman & CEO Subash 
Menon says: "We are not acting 
on it now and have taken a wait- 
and-watch position." 

Indeed, there may still be some 
hope on the horizon of this sea of 
calamity. The brightest is the 
buyback window the Reserve Bank 
of India (RBI) has opened. The cen- 
tral bank now allows Indian com- 
panies to buy back bonds of up to 
$100 million (Rs 500 crore) from 
their internal accruals. How much 
worth of bonds they can buy de- 
pends on how big a discount they 
can manage. To be able to buy 
back bonds worth $ 75-100 million 
(Rs 375-500 crore), a company 
should get a discount of a mini- 
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mum 50 per cent. To the relief of 
companies, most bondholders are 
keen to dispose of the FCCBs of 
Indian companies at a discount. 
Many bonds, issued during the 
boom period of 2003 to 2007, are 
trading at discounts as high as 50 to 
60 per cent. By buying them at a 
discount, Indian companies can 
earn twin benefits of making a gain 
by paying off a foreign loan at a 
discount and not having to carry 
the mark-to-market losses for the 
redeemed rccss. In addition, they 


“We are not acting on them (FCCBs) now and 
have taken a wait-and-watch position” 
Subash Menon, Chairman & CEO, Subex 


also save on redemption premium 
payable on maturity. 

The Reserve Bank had, as of 
April 15, cleared proposals from 
18 companies for buybacks worth 
$765 million (Rs 3,825 crore) 
with discounts ranging from 25 to 
50 per cent. The buyback amount, 
however, is a trifle compared to 
$19 billion (about Rs 95,000 
crore) worth of bonds the com- 
panies have issued, most of which 
will come up for redemption in 
2011 and 2012. 


Way to Go 

In the prevailing hostile climate, 
do Indian companies have a 
strategy to surviving the FCCB 
juggernaut with minimal damage? A 
section of chief financial officers 
is betting on a stock market come- 
back. Some companies like Reliance 
Communications, Hotel Leela 
Venture, Jubilant Organosys, to 
name just three, have bought back 
a part of their FCCBs at huge 
discounts and lightened their 
balance sheets. 

Hotel Leela Venture, for 
instance, has bought back one- 
fourth of its euro outstanding due 
for expiry in September 2010 and 
one third of its dollar bonds set for 
expiry in 2012. *Both euro and 
dollar put together, we have bought 
back bonds worth $50 million (Rs 
250 crore). We will see how things 
shape up and decide on further 
buybacks of our euro issue. As for 
our dollar issue, we still have a lot of 
time and will decide according to 
the situation," says V.L. Ganesh, 
Director, Finance, & CFO, Hotel 
Leela Venture. 

A majority of companies, the 
CRISIL study notes, will go for re- 
demption as they would not have 
sufficient cash for buyback and 





“We have bought back bonds worth $50 million. 
We'll see how things shape up and decide 


on further buybacks" 


V.L.Ganesh, Director (Finance) & CFO, Hotel Leela Venture 


these bonds are thinly traded. But 
that's easier said than done if the 
climate does not improve. *Most 
FCCBs were raised when the rupee 
was 35/36 to a dollar and if it has 
to be redeemed when the rupee is 
Rs 50, that's a huge challenge," 
says K. Ramakrishnan, Executive 
Director and Head, Investment 
Banking, Spark Capital Advisors. 
Price resetting is an option, and 





"Redemption of outstanding FCCBs of CNX 500 & BSE 
900 companies may touch Rs 32,000 crore by 2012" 
Sridhar C., Head, CRISIL Research 


IINVASODO HS3W7 


according to CRISIL’s Sridhar, “Only 
those companies that cannot raise 
debt from the market may opt for 
resetting of prices." If the payouts 
develop into a crisis, there could be 
other options. Bhatt of Elara 
Capital thinks some companies 
may issue new bonds in exchange 
of old terms. 
"Investors may find this far more 
acceptable than fighting court cases 
in India. This is a new territory 
for everyone. Eventually these 
bonds will get restructured as no 
one wants court cases." [n fact, 
Suzlon Energy's latest attempts to 
issue fresh bonds on new terms 
for its $200 million tranche issued 
in October 2007 were overturned 
by bondholders. 

When the BSE Sensex soared by 
731 points—a seven-month high— 
on May 4 to polevault into 12,000 
territory, many promoters in the 
line of the FCCB fire may have 
sensed a turnaround. But it will 
take many more such bouts of 
no-holds-barred bullishness—for 
which few fundamental triggers 
exist—to transform their despair 
into hopefulness. 8i 
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NEWS 


THE SIXTH BT-CIRRUS STUDY REVEALS 
WHICH CEOS, COMPANIES AND GROUPS 
GOT THE BEST PRESS IN 2008-2009. 





OF THE MOST IMPORTANT LESSONS EXEMPLIFIED BY NOBEL LAUREATE 


Richard P. Feynman even as a teenager was: What do you care 
what other people think? But, as a young researcher at Princeton 
University, it was his first wife Arlene who had to remind him of this 


principle when the shy scientist—later to emerge as one of the most 
brilliant theoretical physicists of his century—tried to scrape off a love note that she 
had composed and then printed on his office pencils, or declined to cook steaks right 
by Route 66. Feynman would later write a bestseller by that name: What Do You Care 
What Other People Think? 

No CEO or company in today’s world can say this, what with the explosive 
growth of media, from newspapers to television, from the Internet to Twitter, over 
the past decade. With politics and business linked inextricably, managing headline 
presence can become a case study in the theory of unintended consequences: a 
visionary industrialist’s project that has the potential of shaking up the business of 
carmaking gets delayed and instead powers the resurgence of a politician with no 
concrete ideas of development. 

As the Br Newsmakers Special enters its sixth year, companies are shovelling more 
and more money and resources into public relations and image building, either by 
internal or external agencies. The importance of good PR and image is embedded in 
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THE TOP 25 PERSONALITIES 


‘08-09 

RAMALINGA RAJU 
RATAN TATA - 
VIJAY MALLY 
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MUKESH AMBANI 
ANIL AMBANI 

BILL GATES 

NANDAN NILEKANI 
VIKRAM PANDIT 

10 NARAYANA MURTHY 
11 AZIM PREMIJI 

12 SUNIL MITTAL 

13 KV. KAMATH 
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15 KUMAR BIRLA 
16 LN. MITTAL 

17 ANAND MAHINDRA 
18 RAHUL BAJAJ 
19 KISHORE BIYANI 
20 MALVINDER SINGH 
21 ADI GODREJ 

22 STEVE JOBS 

23 INDRA NOOYI 

24 JAGDISH KHATTAR 
25 KP.SINGH 


Ranked according to Visibility Score 
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987,894 3 
239,122 144 
210,174 125 
199,615 153 
154318 129 
129,096 121 
97,163 155 
86,924 147 
78,694 122 
73,928 149 
70,384 123 
68,667 141 
56,089 129 
47982 114 
42.926 126 
38,147 151 
29,480 152 
28939 — 119 
25,501 146 
19,197 131 
17,065 148 
12,231 154 
12,184 159 
11,108 155 
10,683 137 


Image 
Score 


29,637 


262,717 
305,411 
199,070 
156,206 
150,602 
127,779 

96,007 

110,152 

86,572 


96,821. 


72,354 
54,699 
94,087 
57,602 
44,810 
34,438 
37,231 
25,148 
25,257 
18,836 
19,372 
17,217 
14,636 


every CEO's strategy, whether the company is looking 
to mine in a distant forest away from the prying eyes 
of the media or lure SEC-A buyers of jeans in the met- 
ros with an exercise in unbuttoning. 

An idol created painstakingly can vaporise with 
iust one *bad" headline. Case in point: B. Ramalinga 
Raju, the now-disgraced and jailed Founder-Chairman 
of Satyam Computer Services. His accounting 
skullduggery at Satyam, completely at odds with the 
image he had acquired, made him the first CEO in recent 
years to get a negative Quality of Exposure (QoE) score 
in the 2009 gr listing (any score below 100 is negative; 
see methodology). Raju's shenanigans, although a solo 
act, tarred his company so much so that, when it was 
put on the block, no global name rushed to buy it. 

If Raju had a negative QoE, he also got the highest 
score in visibility rankings. But visibility has its other face 
as well: Raju was followed by Ratan Tata, a man of 
unimpeachable character whose dream of building the 
world's cheapest car landed him into a political mael- 
strom and got him more square inches of media cov- 
erage than any body else barring Raju. Fortunately, Tata 
and his group emerged from the Singur imbroglio 
with their reputation and integrity intact, if a bit dusty. 
Tata, whose empire has its own PR army, must have 
realised the value of its external agency during every step 
of the Nano’s agonising aborted gestation at Singur in 
West Bengal. The Tatas, like any other company or 
group, do not reveal their specific PR spending, but every 
rupee they paid seems well justified, going by just the 
daily firefighting, perish the thought of influencing 
people and getting their way. 

So, how does this newsmaking thing work? Do 
headlines come to you or do you have to go looking for 
headlines? To people like Tata, headlines don’t matter; 
dreams do. So, the world 
watched with bated 
breath as his Nano 
project battled a 

disgruntled 
Opposition. 














Tata was also in the news for the financial troubles with 
his Jaguar-Land Rover deal, but it was Singur that kept 
him constantly in the headlines. 

Mallya was more of an all-rounder, feeding off 
the media buzz created by his Royal Challengers 
cricket team at the Indian Premier League, the travails 
of Kingfisher Airlines, the progress of his Formula 1 
team Force India, his penchant for being the white 
knight at auctions of India’s heritage, et al. Then, there 
are people like N.R. Narayana Murthy and Nandan 
Nilekani, who are persona in their own right with 
rankings way above their legendary company, Infosys. 

HDFC’s Deepak Parekh saw his scores shoot up in 
January 2009 when the government roped him in 
to salvage Satyam. Even otherwise, his reputation as a 
crisis manager keeps him in the news the year round. 
Mukesh Ambani, ranked fifth on the image front, 
was more like Tata, focussed on growing his vast 
business empire. 


Corporate Landscape 
As we study cover-story CEOs and companies, the 
question arises: what makes a CEO or company newsy? 
Does the CEO/company make the news or does the news 
make the CEO/company? Headline space is as important 
for companies as it is for their CEOs, but sometimes a 
company has to live in the shadow of its CEO’s image, 
and is defined by it. Example: Mallya and his 
Kingfisher Airlines. Sometimes, the organisation’s im- 
age is all powerful and a succession of CEOs comes and 
goes uneventfully. Example: State Bank of India. Then 
again, an attempt to create a positive image can back- 
fire horribly if the CEO and his organisation work at 
cross-purposes or live in different worlds. Remember 
what happened to the third player in the Nano drama: 
West Bengal’s Marxist Chief Minister, Buddhadeb 
Bhattacharjee, who began his second innings by 
turning Left ideology on its head? Capital of any 
colour is welcome, he said, rolling out the 
red carpet for big industry. Bhattacharjee 
the CEO was the toast of the town as Tata 
announced Singur as the location of the 
Nano project. But the Chief Minister’s 
administration was still in the British empire 
mode, following a land acquisition law 
of the 19th century. The Singur land 
protest became legend. 
Bhattacharya became toast. 
Then, consider compa- 
nies like Kingfisher and Jet 
Airways. Both found them- 
selves in negative QoE 
territory—not for any 
malfeasance a la Satyam, but 























FRONT PAGE GRABBERS 


Rank Visibility Quality of Image 
'08-09 Score Exposure Score 
1 Tata Motors 409418 142 581,374 
2 ‘tate Bank of India 365,47 143 523,305 
3 Satyam Computer 355,148 -22 -78,132 
4 Reliance Industries 102,876 132 135,796 
5 Jet Airways 93,975 75 70,481 
6 Lehman Brothers 74796 59 44129 
7 ICICI Bank 63,122 139 87,739 
8 Infosys Technologies ^ 54437 156 84,922 
9 Kingfisher Airlines 94.373 88 47 848 
10 HDFC — — 54356 143 77,729 


Also see list of top 100 companies 


for the environment in which they found themselves 
in. Soaring aviation fuel prices, high taxes and airport 
charges were breaking their backs. So, they attempted 
some pretty radical management steps and got plenty 
of bad press. (Remember Jet’s tearful cabin crew on 
street protests?) 

At the other extreme, SBI does not go looking for 
headlines. In fact, its Chairman doesn’t even find a 
place on the list of top 25 personalities. He doesn’t 
have to: when SBI sneezes, the economy can catch a 
cold. So, sometime during the year, sbi decided to stop 
tractor loans, close on the heels of a government 
decision to waive agricultural loans. Oops! That was 
a big no-no for the political regime. sBi had to back- 

track. SBI decides to cut home loan 
rates? Rivals fume, borrowers 
queue up, never mind SBi's 
assurance that applications 
will be cleared in a fort- 
night (yes, a fortnight. 
Not over the table, not 
in 10 minutes). 
At the global level, 
following the financial 
meltdown, there was the 
insurance giant AIG and 
its bid to hand out large 
bonuses to its staff after it 
had taken financial aid 
from the American people 
to survive. It later turned out 
that a) the bonus payments 
were going to people who 
had nothing to do with 
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the original mess and b) they were properly contracted 
payments! But AIG and its CEO became a symbol of 
corporate greed. 

Overall, 2008-09 saw many more companies 
getting into headlines than in any other year. The 
scores also look huge, but this is because of a slight 
change in methodology. 

Well, every year companies find themselves in 
the news, but this seemed to be a year when external 
events propelled them into the news whether they 
wanted to be there or not. That brings us to another 
category of CEOs and corporates—those who were 
in the news, more because of their positions on issues 
than because of any specific things they had done. Halt 
a passerby and ask him: “Excuse me, sir, why is 
Infosys famous? Can you name a product that it 
makes?” The answer is likely to go on these lines: “Ah, 
umm, let's see... Well because it does work globally 
that makes Indians proud?... No, I can't think of any 
product." So, Infosys is defined by the vision of its 
founders, their ethics and the success of their business 
model. Which is why a Narayana Murthy or a Nilekani 
can speak on even civic governance or the country's 
future—and grab eyeballs and headlines. 

So far, the BT Newsmakers Specials have not come 
up with Indian CEOs or companies who evoke outrage 
by actions that are perfectly justified by their business 
model. The outrage gives them a media presence that 
they seem to love, but would leave any Indian company 
cringing. So, we have no Ryanair, the low-cost UK air- 
line that offers fares lower than road traffic, but adds on 
baggage charges, booking charges et al, leaves you at an 
airport in the middle of nowhere—but is tolerated 
grudgingly because it made air travel affordable for all. 


METHODOLOGY 
Visibility Score is arrived at from the following factors— 
publication readership, placement of article, its size, graphics 
and photograph usage. These factors influence visibility— 
and, therefore, the probability of an article being read. 

Weights are assigned to each factor (e.g., 2 for front 
page, 1.5 for photo, etc.) which are then multiplied with the 
size of clip and readership of the publication. 

For example, a 200 sq.cm clip on front page in a 
publication of readership 10,000 will have 

Visibility - 200 *10*2*graph value (if present)* photo 
value (if present) /1,000 

Image Score is a function of visibility and its direction 
(positive, negative, neutral). It's a mathematical representation 
of cumulative media slant and resultant impact on corporate 
image. To arrive at the image score, the visibility points are 
multiplied by the tone assigned to each article. Two for 
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THE TOP 10 GROUPS 


Rank Visibility Quality of Image 
‘08-09 Score Exposure Score 
1 Tata Motors 1,603,958 137 2,198,814 
2 State Bankofindia 540073 151 817,828 
3 Microsoft 431,528 161 695,947 
4 Google 435037 152 661,256 
5 Indian Hotels 570,343 116 658,880 
6 Infosys Technologies 421,339 154 648,126 
7 ICICI Bank 471478 135 638,561 
8 Reliance Industries 411,180 127 521,915 
9 Bharti Airtel 335,079 149 498,710 
10 Hindustan Unilever 277,642 169 468,276 


Ranked according to Image Score 


Recently, its CEO made headlines for saying that it 
was thinking of charging passengers £1 for using the 
toilets in its aircraft. Apparently, only technical issues 
are holding it back—the toilet doors are too thin to 
house a coin collection gadget and the aircraft maker has 
been asked to see if a card-swiping machine can be 
slotted in. 

Contrast this with Tata Motors’ reassurances— 
before the Nano was actually unveiled to rave 
reviews—that the small car would meet all relevant 
safety standards, without any compromise on quality. 
And yes, the world’s cheapest car would also be a 
proper car, not stuck together with glue, not made of 
plastic, not something that would leave tall passengers 
tasting their knees! 8 


favourable, 1 for neutral and -1 for adverse are tonalities 
assigned to clips. 

For example, an adverse article will have 

Image = Visibility*(-1) 

Quality of Exposure (QE) indicates the net overall impact. 

QE = Image/ visibility X 100. 

100 is the neutral point. Anything above 100 denotes an 
overall positive impact. Anything below 100 indicates that the 
overall impact is negative. 

Time period: Financial year 2008-09 

(Cirrus is India’s premier Corporate Image Monitor. Annually, Cirrus 
analyses over 50,00,000 news pieces for more than 2,500 corporate 
entities. Cirrus sources and tracks around 711 publications in 10 
languages from 17 major cities, analysing 14,500 news articles daily, 
using an automated process overlaid by human analysis.) 
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Strategic communication is a fundamental 


ARD TIMES TEACH TOUGH LESSONS. WITH GLOBAL 
icons tumbling from once exalted positions of 
power and prestige in the wake of the sub- 
prime crisis, a clear distinction is emerging 
between companies that made strategic 
communications central to their operations 
and those that did not. Much of the erosion in some 
companies’ reputations is doubtless deserved. But 
some of the good ones also got painted with the 
same brush as a result of a general disillusionment rub- 
bing off on them. The ease with which speculations 
gain momentum shows how these companies are 
paying the price for having treated image management 
as a secondary issue. 

Investing in and managing strategic communica- 
tions is not an easy task. For one, it is often not 
even understood. Today’s com- 
munication challenge is not just 
about carpet-bombing the 
media with your message and 
stepping back. It is about estab- 
lishing a trusted process of two- 
way communication with key 
stakeholders. It is a fact that today all businesses 
operate under conditions of non-stop scrutiny from 
an ever-expanding raft of media channels, regulators, 
employees, analysts, trade unions, governments, 
NGOs and even solitary bloggers. 

The best strategic communication plans engage in 
continual dialogue with stakeholder groups that can 
affect public perceptions. A company must also learn 
to listen to these groups so that it can preempt conflicts 
by adjusting its systems in response to changing soci- 
etal or regulatory circumstances, moods and needs. 

Doing this is time-consuming, expensive and ope- 
rationally demanding. But it is as fundamental an 
investment in the future of any business as its capital 
investment programme. It would not be too ambitious 
to argue that maintaining and enhancing stakeholder 
relationships is one of the pillars upon which a com- 
pany's commercial activities rest. 

While the media has traditionally been seen as the 








P 
investment to ensure the future of any business. 


pP 
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most significant of external influencers, in a globally- 
connected age even defining “media” has become a 
daunting proposition. While editors remain powerful, 
you can no longer discount the potential impact of a 
solitary blogger or a research house that is operating on 
the other side of the world. For example, when an un- 
founded rumour seeps onto the Internet, it is often im- 
possible to prevent it from diffusing unless large num- 
bers of online supporters spontaneously mobilise to 
counter it on your behalf. Such public support can't be 
turned on like a tap—it can only be earned through a 
gradual process of stakeholder engagement. It is only by 
building a workable rapport with each of your corpo- 
rate or brand audiences that you can call upon their sup- 
port or understanding when needed. Such was the 
case with the Nano. Scores of stakeholder groups 


THE BEST STRATEGIC COMMUNICATION PLANS 
ENGAGE IN CONTINUAL DIALOGUE WITH STAKEHOLDER 
GROUPS THAT CAN AFFECT PUBLIC PERCEPTIONS 


needed to be directly and intensively engaged with 
before the current triumph of the car’s launch. 

Since the ability to forge such a broad constituency 
of support is vital to ensure the success of any complex 
and high-profile project, CEOs across India are 
increasingly investing in proactive and comprehensive 
communication strategies. This integration of public 
relations and public affairs into the strategic operations 
of companies is yielding many benefits. Principal is 
companies’ ability to be better understood by regula- 
tors, the media, suppliers, shareholders, and the pub- 
lic at large, and their ability to foresee and avoid, or at 
least minimize, conflicts with these diverse stake- 
holder groups. This can only smoothen the path to 
development, the ultimate reward for those of us 
practising strategic communications in India. 8i 


Niira Radia is Chairperson of Vaishnavi 


Corporate Communications 
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For TATA Motors, 2008-09 could 
have been so much better had the 
Singur fiasco not happened. The Nano 
would have been on the roads by now, 
wowing owners and rivals alike. 








RANK RANK COMPANY 
07  '08-09 
2] 2 Stat Bank of India 540,073 
4 3 Microsoft 431,528 
2 4 Google 435,037 
66 5 Indian Hotels 570,343 
5 6 Infosys Technologies 421,339 
6 7 ICICI Bank 471,478 
1 8 Reliance Industries 411,180 
13 9  Bharti Airtel 335,079 
^ Hindustan Unilever 277,642 
42 11 Apple 279,520 
11 12 Maruti Suzuki 317,630 
50 13 BSNL 275,290 
15 14 DLF Group 269,588 
17 15 Wipro 244,996 
19 16 Tata Consultancy Services 224,840 
85 17 HDFC Bank 234,760 
52 18 Yahoo! 232,056 








HDFC 


tian, | Qiu 
honda » el 





206 88 


178,395 





74 21 Indian Oil Corporation 
18 22 Reliance Communications 188,568 
9 23 Vodafone 161,249 
7] 24 | 166,766 
196 25 «] 171,433 
7] 26 ' . 158844 
23 27 Pantaloon Retail India — 153,727 
31 28 Hyundai Motor India 155,970 
34 29 Nokia 145,078 
29 31 IBM 147,218 
12 32 Jet Airways 266,063 
16 33 Airlndia 178,511 
128 34 Fiat India 139,741 
10 35 Kingfisher Airlines 222,151 
26 36 ONGC 141,118 
47 31 ToyotaKirloskar Motor — 163,143 
46 38 Larsen & Toubro 128,818 
133,841 
80 41 ITC 116,086 
37 42 DaimlerChrysler India 146,073 
93 43 HCL Technologies 105,615 
72 44 CognizantTechnology 113,316 
112 45 MINL 124,759 
53 46 Standard Chartered Bank 92,553 
62 47 Samsung India 106,898 
125 48 SAIL 110,658 
49 49 Bajaj Auto 103,801 


-Citibank 
n.a.= Not Available 





82 BUSINESS TODAY MAY 31 2009 


*Formerly VSNL 


"T m CETE 


TOTAL VISIBILITY QUALITY OF — TOTAL IMAGE 
SCORE EXPOSURE 


SCORE 


817,828 
695,947 
661,256 
658,880 
648,126 
638,561 
921,915 
498,710 


448,736 


442,47 
430,401 
360,094 
355,351 
337,222 
335,101 
308,634 






251,070 
246,145 
232,199 
231,054 
230,504 
228,533 
227,678 
224,277 
222,730 


221,392 
215,511 
214,214 
212,389 
208,822 
200,535 
198,758 
190,447 
184,701 


176,966 
174,008 
172,073 
168,976 
167,950 
164,886 
162,154 
156,963 
150,957 





RANK RANK COMPANY 
07  '08-09 








107 52 AU 91,121 
32 53 Ford India 141,659 
82 54 Idea Cellular 88,759 
75 55 Ranbaxy Laboratories 110,373 
61 56 Merrill Lynch 136,900 
36 57 Goldman Sachs 145,363 
71 58 HP 91,346 
22 59 General Motors India 151,378 
90 ArcelorMittal 94/14 
n.a. 61 Standard & Poor's 103,613 
101 62 Lehman Brothers 203,027 
n.à. 63 Boeing 117,24 
164 64 Jindal Iron and Steel 93,182 
88 65 HSBC 86,764 
123 66 Axis Bank 88,775 
73 67 KPMG 75,670 
38 68 Reliance Retail 94,638 
] 70,964 
na. 71 Arvind Mills 
198 72 East India Hotels 101, 288 
n.a. 73 Rohit Bal 62,431 
127 74 BHEL m 78033 © 
24 75 Reliance Capital 83,677 
n.a. 76 Marriott Hotels and Resorts 91,761 — 1 
102 77 NTPC 75,714 
na. 78 NES 72,297 


68,779 








179 86 Skoda Auto India 67,721 
84 87 BMW 74,114 
149 88 Kotak Mahindra D 60,330 
157 91 Spice Communications 66,639 
108 92 BPCL 70,061 
105 93 HPCL 67,266 
na. 94 Wills Sport 62,321 
na. 95 Tech Mahindra - 53,477 
152 96 ICICI Pru Life Insurance 57,575 
185 97 Gucci 96,330 

60,868 


100) Morgan’ 


74223 x 


TOTAL VISIBILITY QUALITY OF TOTAL IMAGE 
SCORE EXPOSURE 


SCORE 





137,430 
137,412 
137,11] 
136,004 


135,897 


132,583 
131,933 
130,420 


. 113,815 


112,283 
110,417 








' 





Hero Honda Motors Limited, Regd. Office: 34, Community Centre. Basant Lok. Vasant Vil 


iar, New Delhi - 110 0 lel: 011-4604410 
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RANK RANK COMPANY TOTAL VISIBILITY TOTALIMAGE QUALITY OF 








07  '08-09 SCORE SCORE EXPOSURE 07 "08-09 SCORE EXPOSURE 
ASSET MANAGEMENT (MUTUAL FUNDS) BANKING 
3 2 ICICI Prudential 54,734 74,336 136 1 2 ICICI Bank 471478 638,61 135 
x. gJ Reliance Capital - 51,907 70,248 135 4 3 HDFCBank 234760 335.101 143 
6 4 SBlFunds - 35,923 47,807 133 3 4 Standard Chartered Bank 92,553 164886 178 
8 5 Templeton 26,995 38230 142 na. 5 Citibank 119,206 150,356 126 
na 6 HDFC — 27,076 36,119 133 9 6 Punjab National Bank 96982 — 144007 148 
na. 7 Birla Sun Life 2595] 33984 131 5 7 HSBC 86764 121,261 140 
na 8 Benchmark 28403 — 29413 104 10 8 AdsBank — 88775 121016 136 
9 9 Kotak Mahindra — 20,034 26,953 135 n.a. 9 Kotak Mahindra Bank 60,330 94,687 157 
na. 10 DSP BlackRock 21,582 26.083 12] n.a. 10 Bank of Baroda 98,132 83,267 143 
AMCs making public issues, getting banks to distribute their products, Oh, to be an Indian bank! Scared witless by the global 
winning Lipper Fund awards. Great year, till. . collapse, but largely untouched. 
APPAREL CABLE & DTH 

RESI 
7 2 Arvind Mills 74223 113815 153 na. 2 Sun Direct 30469 — 44120 145 
na. 3 Rohit Bal 6243] 110417 177 na. 3 Reliance Blue Magic/ BIG TV 26,500 40,468 153 
na. 4 Gucci 56330 — 88031 156 na. 4 DishTV 26472 — 38326 145 
5 85 Raymonds — 49960 ^ 80091 160 na. 5 Bharti DTH 12288 — 21645 176 
| 6 Nike 45733 76,505 167 na. 6  Hathway 6,179 ^ 8615 139 
na. 7 Manish Malhotra 36596 64429 176 na. 7 DD Direct 1,726 2,632 152 
na. 8 Libery 36,568 — 62890 172 Some of the launch ads become more 
3 9 Reebok 37,428 — 58826 — 157 memorable than the products! 
na. 10 Louis Vuitton 35,590 58,047 163 
Bollywood and cricketers walked the ramp, high-end brands 
were on a high. 
AUTO (PASSENGER CAR) CEMENT 

uar 
3 2 Maruti Suzuki 317,630 42147 139 na. 2 Ambuja Cements 
8 3 Honda Sie 204161 262,401 129 2 3 Birla Corporation 
2 4 Mahindra & Mahindra 158844 228533 144 4 4 India Cements 3 
5 9 Hyundai Motor India 155.970 224277 144 5 5 Ultratech Cement 9,783 12,951 132 
na. 6 Fiat India 139,4] 212,389 152 na. 6 Lafarge India 6,306 11590 — 184 
9 7 Toyota Kirloskar Motor 163,143 — 198758 — 122 na. 7 Shree Digvijay Cement 181 |. 993 12 
7 8 DaimlerChrysler India 146073 174008 119 na. 8 Jaypee Cement 6.095 9163 150 
6 9 Ford India 141,659 137412 97 3 9 Holcim 6,299 8,664 138 
4 10 General Motors India 151,378 130420 — 86 7] 10 JK Lakshmi Cement 6.151 7,034 114 
The Nano stole the show—and rivals promised their own versions. What recession? Despatches are up, rural India is building! 
AVIATION CONSULTANCY 

na. 1 
3 2 Ailndia 17851] 214214 120 4 2 KPMG 75670 — 119162 157 
1 3 Kingfisher Airlines 222151] 208822 94 3 3 McKinsey . 93828  — 85725 159 
na. 4 Boeing 117,244 126,623 108 na. 4 CRISIL | 62,006 85,203 137 
6 5 SpiceJet 85,215 99,701 117 1 8$ Emst&Young — | 53064 83460 157 
n.a. 6 Delhi International Airport 102,906 — 94,673 92 2 6 PricewaterhouseCoopers 77,898 69.329 89 
na. 7 | IndiGo 68,647 87182 127 5 7 Accenture 38,591 61261 159 
na. 8 Kingfisher Red 85708 79,709 93 na. 8 Fitch Ratings 24620 33735 137 
na. 9 Airbus 81476 79032 97 na. 9 IDC 22859 33,331 146 
na. 10 Hindustan Aeronautics 54220 62895 116 n.a. 10 Grant Thomton India 17,175 25,885 15 


Ouch! What a surge in fuel prices! Fare hikes 


become the norm, retrenchment a no-no. 


n.à.- Not Available 


Annus Horribilis. Were their foreign counterparts to blame 
for the global collapse by rating worthless stuff? 


Note: Cable and DTH sectors were not considered separately last year 








INDIAN INSTITUTE OF MANAGEMENT CALCUTTA 


Diamond Harbour Road, Joka, Kolkata - 700104 





Management Development Programmes (Residential) 
To Be Held During May, 2009 - July, 2009 










SI. 
NO. 
1 










Programme 
Director/s 


Accounting & Analytical Tools | Prof. Manju Jaiswall May 28-31, 2009 | Rs. 35,000/- 
for Business Intelligence 
2 | Strategic Brand Management Prof. Ramanuj Majumdar| June 01-04, 2009 | Rs. 30,000/- 


Personal Growth & Group Prof. B.N. Srivastava June 15-19, 2009 
Development 
Leadership & Team Building Prof. B.N. Srivastava June 23-27, 2009 


June 26-27, 2009 | Rs. 20,000/- 





Name of the Programme Duration Fees Venue 





Tata Hall, IMC 





Tata Hall, IMC 


Rs. 40,000/- | Tata Hall. IMC 


Rs. 40,000/- | Hotel Hindusthan 


Int.. Kolkata 















Principles and Techniques of | Prof. Pranay K. Swain & 
Fund raising for the Non-Profit | Prof. K.S. Mandal 
Sector 


Management of Creativity & | Prof. Vidyanand Jha June 29 - July 03, 
Innovation 2009 
Creating A Global Mindset Prof. Abhishek Goel & July 02-04, 2009 | Rs. 25,000/- 
Among Young Managers Prof. Leena Chatterjee 

Negotiating Your Way to Prof. B.N. Srivastava July 06-10, 2009 | Rs. 40,000/- 
Success 

Becoming an Effective Prof. Prashant Mishra July 14-17, 2009 | Rs. 35,000/- 
Sales Manager 


July 16-18, 2009 


Hotel Hindusthan 
Int.. Kolkata 





Rs. 40,000/- 


Hotel Hindusthan 


Int. Kolkata 


~J 


Hotel Hindusthan 
Int.. Kolkata 


Tata Hall, IIMC 


Tata Hall, IIMC 


Tata Hall, IIMC 






10 | Customer Service Strategy : 
Profiting through Value Creation, 
Loyalty & Relationship 


11 | Managerial Leadership & Prof. B.N. Srivastava July 20-25, 2009 |Rs. 48,000/- 
Conflict Resolution 

12 | Management of Organisational | Prof. Vidyanand Jha July 27-30, 2009 |Rs. 32,000/- 
Change 


13 | Product Management in India Prof. Ramanuj Majumdar | July 30 - August 02, 
2009 


For further details please write to : 


mgrmdp@iimcal.ac.in, Telephone : 91-33-2467-9189/8300-04 
Also please visit our Website : www. iimcal.ac.in/edp 


Prof. Prafulla Agnihotri Rs. 20,000/- 










Tata Hall, IMC 


Tata Hall, IMC 





Rs. 30,000/- | Tata Hall, IMC 
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RANK RANK COMPANY 





TOTAL VISIBILITY TOTAL IMAGE QUALITY OF 





07  '08-'09 SCORE SCORE EXPOSURE 07  '08-09 
DURABLES FMCG | | a oe 

3 1 = Samsungindia — 106,898 — 162,154 52 1 1 Hindustan Unilever 71,642 08276 1 

1 2 Videocon 59774 85398 14 5 2 Inn 116086 176,966 152 
2 3 LG Electronics 51,501 77,681 = 15l 4 3 Procter & Gamble 51478 76,263 148 
7 4 Titan Industries - 44589 66,438 149 2 4 Dabur India 44418 7321] 165 
6 5 Philips Electronics 32,894 . 49670 151 6 5 Marico Industries 3440 57,423 167 
na. 6 National Panasonic India 20,340 28858 142 10 6 Johnson & Johnson 27,551 43,241 = 157 
8 7 Whirlpool of India 16,577 24578 148 na. 7 J.K. Helene Curtis 21,988 37,162 169 
n.a. 8 Thomson 14,494 23475 162 na. 8 Godrej Consumer Products 22,760 35614 156 
na. 9 Kodak 11,281 17430 155 na. 9 L'Oreal 16,751 30028 179 


n.a. 10 GlaxoSmithKline Consumer 19146 30018 157 


Hindustan Unilever, the pioneer in rural marketing, 
powered ahead of its rivals with strong sales growth. 


Samsung was the trailblazer, with unique refrigerators, mobile handsets 
with 8mp cameras, airconditioners, notebooks and netbooks. 









= = 


e-BUSINESS FOOD & BEVERAGES 

2 2 Yahoo! 232,056 308,634 133 2 2 Pepsi Foods 133,841 184701 138 
7 3 indiatimes.com 40,175 57,049 142 3 3 TataTea 52,528 73,192 139 
3 4 eBay 35,021 48,680 139 na. 4 Nestle 37,357 52,888 142 
4 5 Amazon.com 35,275 48,680 138 na. 5 Britannia 25,088 40,451 161 
na. 6 Monster.com 22,325 30,139 135 na. 6 Cadbury = 19288 31,587 164 
10 7 Yatra.com 21,267 28,072 132 na 7 GCMMF 18,741 31435 168 
na. 8 Naukri.com 14,179 20418 144 na. 8  Lotte-Parrys 19,483 27,666 142 
6 9 AOL 9.496 13,061 138 na. 9 Parle Products 12,970 18,994 144 
na. 10 Magicbricks.com 9,219 11,279 122 n.a. 10 Godrej Hershey F&B 8,469 13,489 143 


Unlimited growth, then déjà vu as the global meltdown catches up. Putting controversies behind, Coca-Cola powers ahead. It even won the 


Golden Peacock award for corporate social responsibility! 





ENGINEERING HARDWAR 

| Yan E Ton ro h -128818 731-5 sx A, 87: : 16 
3 2 BHEL 78,033 109,069 140 2 2 E 91346 131,933 14 
2 3 General Electric 57,633 84037 146 4 3 Intel 60,868 87,448 144 
na. 4 Siemens 42,631 60,175 141 6 4 Dell 43,387 63303 146 
na. 5 Bharat Electronics 15,228 21,948 144 na. 5 Canon 38,099 62039 163 
4 © ABB 9.347 13,050 140 3 6 Cisco 35,632 52672 148 
na. 7 Bharat Forge 5.641 7,535 134 7 1 HCL Infosystems 21,591 29,601 137 
na. 8 HR Johnson 3,632 5,759 159 10 8 AMD 18,567 28332 153 
na. 9 JMC Projects India 2,859 4,250 149 8 9 Moser Baer India 19,79] 27243 . 138 
na. 10 Rolta India 2,774 3,522 127 5 10 Lenovo 16,498 23,130 140 


A year of frenetic activity—and new possibilities for L&T. Infrastructure, 
power plants and now nuclear plants. And, oh, that bid for Satyam. 


Increasing PC penetration continues to be a distant dream. Now 
showing: Enter the Netbook. 





FINANCIAL SERVICES INFORMATION TECHNOLOGY 

5 2  Memill Lynch 136900 135897 99 2 2 Infosys Technologies 421,339 648126 154 
3 3 Goldman Sachs 145,363 132583 — 91 3 3 Wipro 244996 355,351 145 
7 4 Lehman Brothers 203027 128323 63 4 4 TS 224840 337,222 150 
1 5 Reliance Capital 83,677 108673 . 130 5 5 IBM 147,218 221,392 150 
4 6 JPMorgan 74165 102,044 138 9 6 HCL Technologies 105,615 172,073 163 
na. 7 Visa 71,935 99990 139 7 1 Cognizant Technology Solutions 113,316 168976 149 
2 8 Morgan Stanley 81552 86359 106 na. 8 Tech Mahindra 53477 89,623 168 
10 9 IDBI 57,772 74722 M29 6 9 Aptech 57250 80,538 141 
na. 10 Edelweiss 42520 65819 155 na. 10 Oracle 45614 73,458 161 


Satyam’s visibility score was four times that of Microsoft, but 
with a negative image score, it did not make it to the top 10. 


n.a.= Not Available 


Dream gone sour for foreign names. See the inverse correlation 
between Lehman Brothers’ visibility score and quality of exposure. 
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LEANER 
MEANER 
GREENER 
BLADES. 


Introducing the IBM BladeCénter* HS22 with Intl" Xeon” processor 5500 
series. Designed to improve the economies of your datacenter with 
integrated virtualization technology, it helps drive server utilization up 
to 80%. What's more, it uses up to 95% less space and 90% less 
energy than competitive rack servers deployed 3 years ago, all without 
sacrificing performance'. Just what is needed to meet the rising energy 
costs and complexities of twenty-first century datacenters. A greener 
world starts with greener business. Greener business starts with IBM 


SYSTEMS. SOFTWARE. SERVICES. FOR A GREENER WORLD. 


Learn how to improve performance.and costs at ibm.com/green/in/hs22 





































Es ' P» - 
x complete details go to ibm.com/green/disclaimer. IBN the 18M oga aod ibm com .óng eCéner Ara trademarks of International 
tsiness Machines Corporation, registered in marty jutiSdiüctóons woldwide: A currents jist of JBM Trademarks 4s available on the Web at 
opyright and trademark information" at www,ibm.comiéegeticopyirade shin (mel, the ite. Logo! Neon and Xeon Inside are trademarks or 
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RANK RANK COMPANY 
'08-'09 





‘07 
IRON & ST 

na. 2 SAIL 

na. 3 Mittal Steel 

na. 4 Jindal Iron and Steel 
na. § Essar Steel 

n.a. 6 ispat Industries 

na. 7 Posco 

na. 8 Bhushan Steel and Strips 
n.a. 9 Rashtriya Ispat Nigam 
n.a. 10 Sesa Goa 


Never a more exciting year. New projects, soaring prices of products — 


as well as raw materials. 
LIFE INSURANCE 


2 ICICI Prudential Life 
3 Max New York Life 
4 AVIVA 
3 Bajaj Allianz Life 
6 Tata AIG 
1 = SBi Life 
a. 8 IDBI Fortis Life 
8 9 Birla Sun Life 
n.a. 10 Bharti Axa Life 


2 0 OW & oD 


37,979 
38,474 
21,402 
21,353 
27,879 
21,738 
15,388 
16,706 
15,875 


88,489 
62,864 
31,579 
30,895 
30,799 
29,790 
23,916 
23,196 
19,717 


TOTAL VISIBILITY TOTAL IMAGE QUALITY OF 
SCORE SCORE EXPOSURE 





152 
126 


The public sector LIC hogged the headlines, but every private player 


worth its name was playing catch up. 


OIL & GAS 

ONGC 

. Gas Authority of India (GAIL) 
BPCL 

HPCL 

British Petroleum — 
Reliance Petroleum 

Caim India 

9 Shell 

na. 10 ONGC Videsh 


on dm» cn 4 co h3 


l 

3 

5 

4 
Jj. 
6 
n.a. 
8 





141,118 
68,779 
70,061 
67,266 
50,648 
38,994 
27,681 
26,390 
22,058 





200,535 
104,256 — 


92,431 
90,559 
80,778 
59,144 
42,686 
41,473 
38,548 





Close shave for public sector players forced to subsidise products, 


Discovery channel for the private ones. 


PHARMACEUTICALS —- 





4 2 Nicholas Piramal | 


na. 9 SunPharma 
n.a. 10 Novartis 





35,970 
21,277 
19,556 
19,197 
19,145 
15,438 
18,974 
10,990 


Big time: Japanese major picks up Ranbaxy, even 


as Indian players expand globally. 


47,675 


71,107 
92,734 
28,676 
28,552 
26,616 
24,506 
22,970 
22,407 
16,605 





n.a.= Not Available Note: The Iron & Steel sector was not considered separately last year 
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Reliance Energy 
Tata Power 


CESC 

Suzlon Energy 
|. Power Finance Corporation 
Lanco Kondapalli Power 
na. 10 NDPL 


3 
4 
5 Reliance Power 
6 
7 
8 





Power Grid Corporation of India _ 


62,983 
48.360 


TOTAL VISIBILITY TOTAL IMAGE QUALITY OF 
SCORE SCORE EXPOSURE 





41,669 61900 149 


38,793 
22,000 
21,262 
17,076 
11,540 
12,279 


Ultra Mega Power Projects were the done thing, 


till the funding worries cropped up. 


73,168 
39,687 
54,219 


49,474 


54,857 


16,155 
14,019 


27,611 
22989 — 








81949 


64811 


63,085 — 
36,722 — 


36,476 


19386 — 


18,488 


de 
. TS803 
67,520 


DLF stands head and shoulders above the rest in both image and 


94,638 - 
72,838 
66,567 
62,321 
49,290 
90,729 
31,945 
32,345 
16,507 


56066 
52649 — 
51,105 


26,082 


187 
158 
158 


Battling rivals is one thing; battling that invisible foe called recession 


REAL ESTATE 

3 2 Unitech 

4 3 Parsvnath Developers 

2 4 AnsalProperties and Infras. 
na. 9 Hiranandani Group — — 
5 6 Omaxe Construction 

10 7 HDIL "S 
n.a. 8 Cushman & Wakefield — 
6 9 Emaar-MGF Land 

9 10 IVRCL 

visibility score. 

RETAIL 

3 2 Reliance Retail d 
2 3 Wa-Mat ~~ 

7] 4 Shoppers Stop 

5 5 Wills Sport 

na. 6 Trent 

8 1 Subhiksha 

6 8 Big Bazaar 

na. 9 Landmark 

4 10 BhartiRetail 

is another. . . 

TELECOM 


2 BSNL i 
3 Reliance Communications — 
4 Vodafone Essar 


6 MINL 
7 dea Cellular 


8 Spice Communications — 


8 9 NT | —— 
na. 10 BPL Mobile 


Adding millions a month is old hat; growth 


possibilities still attracting new players. 


4 
3 
l | 
6 9$ Tata Communications — — 
7 
5 
5 


275,290 382,653 — 139 

.. 188568 246145  13l 
161249 232,199 144 
171,433 230504 — 134 
124759 — 167,950 135 
88/59 13711] — 154 
66,639 — 92640 139 
27,694 — 45523 — 184 
13110 20208 154 


bt special-newsmakers 
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Poor spending, inefficient 


HE INDIAN ECONOMY GOT DRAGGED INTO THE 
current global recession and all of us are feeling 
the pinch. The good part here is that the reces- 
sion has necessitated several corrections across the 
board that were long overdue and should do 
wonders to the fundamentals of this economic 
powerhouse. The souring economy has resulted in 
lower ad revenues for the entire media industry and the 
additional burden of high newsprint costs is not help- 
ing the print publications. While the leading dailies and 
magazines will survive the onslaught and probably 
emerge stronger, a few smaller ones might be the 
obvious casualties. There are hundreds of these pub- 
lications to which only pr agencies subscribe. 

When we started gT-Cirrus six years ago, we covered 
around 80 leading publications; last year we did 180. 
There were complaints that hun- 
dreds of publications are not con- 
sidered and hence the findings are 
not correct. Right now we are do- 
ing over 700 publications and let 
me tell you that over 90 per cent of 
the scores still come from the leading 200. The rest 
really didn’t matter as nobody reads them. 

If we look at this year’s rankings, (assuming Tata 
Motors was an exception) the scores for #100 and 
#200 are only 10 per cent and 3 per cent of spi (#2), 
respectively, and here we are talking about the Top 200 
companies in India and there are another 2,000 that 
Cirrus covers. All these companies have their own 
PR divisions and most of them employ PR agencies. So, 
where is it going wrong? 

The problem is at the top. There is lack of acc- 
ountability and proper understanding. In media, you 
are either highly visible or you are not there. If you go 
through the list of top personalities, you will realise that 
their companies are among the most respected. These 
leaders drive more than 25 per cent of their company's 
coverage. They lead from the front to build a power- 
ful and sustained corporate image. It can be different 
when you have someone of Narayana Murthy's stature 
taking up your cause. 
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resources, bad job—aren't they all related? 
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Companies that are leaders in their segment also do 
well. However, their media performances are overly 
dependent on market share, financial performance 
and most importantly public interest in their sectors. 

Populism drives content across all sections, but the 
scene is a little worse when it comes to TV. Here it is 
all about eyeballs or Tvks (television viewer ratings). 
The spurt of TvR-hungry channels has taken content 
to a new low (we now have episodes of laughter 
shows dedicated to news anchoring) and channels that 
made us proud in the past are forced to toe the pop- 
ulist line. Channels do not have the time to deci- 
pher whether the public is interested in a particular 
hate speech, but they will repeat it for days and 
hours just because others are doing so and if you 
have a worthy act of corporate social responsibility, 


INSTEAD OF CUTTING THE PR RETAINER FEE, 
COMPANIES SHOULD BARGAIN FOR MORE SERVICES 


you will probably get a minute in one and the rest 
might not do it because now someone else has already 
done it. So, when it comes to corporate image-build- 
ing, your choice is restricted to a couple of channels. 
Before I end, I must mention about one correction 
that went totally wrong. I was surprised that many com- 
panies used the downturn to extract 10-20 per cent red- 
uction in PR retainer fees. | wonder what stopped 
them from bargaining for more services instead. 
Considering that retainer fees vary from Rs 60,000- 
5 lakh per month in India, it is high time for the lead- 
ers to re-evaluate the emphasis they are placing in 
their corporate image. Poor spending, inefficient res- 
ources, bad job, aren't they all related? If we are seri- 
ous about our image, share of voice—market share 
ratios and corporate image—turnover ratios should def- 

initely be part of the CEO's KRA (key result area). m 
Sourav De is Director of Cirrus Media Research, BT's 
partner in the annual Newmakers study 
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bt special-newsmakers 


World's Biggest 
NEWSMA 


THE FIRST ANNUAL B7-CARMA CEO 
WATCH SURVEY LOOKS AT THE MOST 
WRITTEN-ABOUT CEOs OF 2008-09. 


ROM RUPERT MURDOCH TO BILL 
Gates and Warren Buffett, 
CEOs of the most influential 
companies in the world have 
always been in the news. 
Whether it’s about stock per- 
formance, a crisis situation or 
employee relations, the CEO’s rep- 
utation is critical for a company 
to remain in good health. 

For the first time, Business 
Today in association with media 
analysts CARMA International has 
done an extensive study of the 





The 
Fab Five 


The top five CEOs 
on our list (some of 
them have quit their 





world’s hottest and most written- 
about CEOs—based on an annual 
analysis of the globe’s 20 most inf- 
luential and well-resourced publi- 
cations based out of the us, 
Singapore, Russia, UK, Germany, 
India and other countries. 

Used to articles lauding them 
over the years, 2008-09 was a 
strange period for most CEOs as 
they came under intense media 
scrutiny and received a lot of negative 
publicity. The year saw many of the 
most powerful CEOs fall from grace 









WARREN BUFFETT, Berkshire Hathaway 


Top 10 Global CEOs 


MBMfeisishahono 965 
dMgeefeedMs 760 
Apanan 00092 
SfieeMenet 591 
Www BL 
AThair 563 

KD avian ot America 521 
fihavanbnte 443 
Sie 439 
Loimon 433 


Figures are no. of appearances in tracked publications 






and those praised as management 
gurus earlier, relegated to the pages 
of history as failures. For the period 
April 1, 2008-March 31, 2009, 
articles were selected for analysis if 
there was a prominent mention of a 
CEO—an interview, a substantial 
quote or a piece of analysis. 

Nearly 24,000 articles were res- 
earched for the period and yet, sur- 
prisingly, no single CEO attracted 
even 4 per cent of the total count of 
mentions. The influence of the US 
corporations was profound with all 





RICK WAGONER, ex-General Motors 


jobs during the - Buffett was commended for his Wagoner received a lot of negative 
survey period) have leadership, as also for Berkshire publicity due to GM's financial 
not always been in - Hathaway's corporate dealings, problems and had to quit in March 
the limelight for namely bailouts for Swiss RE, 2009 under pressure from the 





the right reasons. or the offer to help Goldman Sachs. | Obama administration. 
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Best and Worst 
Performing CEOs 





Favourable 
Figures indicate the number of articles with favourable/ 
unfavourable publicity to the CEO 
Source: CARMA Inti, a leading media content analysis firm 


Unfavourable 


top 10 most talked-about CEOs being 
at helm of us-based companies. 

With the state of the global 
economy worsening and financial 
institutions continuing to have the 
sharpest fingers pointed at them, 
the global media zeroed in on lead- 
ers of organisations battling the 
economic turmoil. As a result, the 
top 10 global CEOs this time are 
mostly from institutions at vary- 
ing stages of financial crises. 

Of the top 10 CEOs, five were 
or are at the helm of financial ins- 





( 2 4 


VIKRAM PANDIT, Citigroup 
Considered a “superstar” over the 
summer of 2008, Pandit has 
somewhat fallen from grace. His 
competence was questioned as 
Citigroup s problems escalated. 


Issues That Attracted Maximum Media Attention 


A total of 24,011 articles from 20 leading publications of the 
world were tracked between April 2008 and March 2009 





The economic crisis ensured that 45 per cent of the articles 
(10,689) were concerned with financial conditions of 


companies 


A significant 8,038 articles (33 per cent) focussed on 
management issues, indicating that the competency of the 
top management was called into question a number of times 


Legal and regulatory matters also drew the attention of 
publications (1,181 articles) as some US firms filed for 
bankruptcy and others tottered on the brink of collapse 


Despite the large number of lay-offs and pay cuts, labour issues 
merited a mere 2 per cent (549 articles) of all articles tracked 


titutions (Citigroup, Merrill Lynch, 
Bank of America, Lehman Bro- 
thers, JPMorgan). Of course, not 
all CEOs were pulled down by the 
general malaise of credit crunch. 
Clear exceptions were Warren 
Buffett of Berkshire Hathaway, 
whose esteem in global media cir- 
cles became more apparent when 
the global subprime crisis surfaced. 
Notable, for instance, is also Steve 
Jobs of Apple, whose premier 
position was thanks to communi- 
cations concerning innovations in 





STEVE BALLMER, Microsoft 
Microsoft's long-running hostile 
bid for Yahoo! through 2008 
helped Ballmer stay in media 
glare with 591 mentions in 
tracked publications. 


consumer technology. In these 
troubled times, Microsoft's CEO 
Steve Ballmer and Yahoo!’s Jerry 
Yang also gained high ranks, even 
though Microsoft's much-hyped 
takeover bid of Yahoo! failed. 
However, overall, compared 
to Indian cEos—many of whom 
faced extensive criticism from the 
media—the US media, in most 
cases, seemed to have surprisingly 
spared the CEOs when targeting 
the concerned companies and their 
management policies. W 








JERRY YANG, Yahoo! 


The failed Microsoft bid also 
ensured Yang, one of the world's 
richest businessmen, received 
continuous media coverage 
through 2008. 
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E In 2008-09, Maruti W In the same year,  ‘Milthasinvested ^ 
declared revenues of it produced a record : Rs 9,000 crore over 
Rs 24,245 crore. 774,623 cars. . three years in India. 
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HSOHD YVHAAHS AW SHAVAODOLOHG 





“| Want to See 
an Indian Car 
Designed by 
Indians at 
Maruti” 











HINZO NAKANISHI, MANAGING DIRECTOR, MARUTI SUZUKI 
India (MSIL), has been an employee of Suzuki Motor 
Company for the past 25 years. He is no novice to India 
either, having spent almost a decade in the country, 
performing several roles at MSIL, India’s largest carmaker. 
But with the industry facing flagging demand, thanks to 
economic downturn and increased competition, Nakanisht 
today faces his toughest challenge yet. He speaks to BT's 
Kushan Mitra as MSIL prepares to launch the ‘Ritz’, its 
seventh product in the small car segment. Excerpts: 


Maruti is set to make a million vehicles this fiscal. How have things changed in the 
past two decades? 

Twenty-five years ago, I was just a junior engineer coordinating bet- 
ween Suzuki and the government. We had no idea whether the ven- 
ture would do well, let alone come to a point of time when we 
make a million units in a year. 


You may make a million cars, but won't it be a challenge to sell a million cars? 
Definitely. The Indian market has been weak, though sales in the first four 
months of 2009 have been decent, and even up slightly on last year. 
However, the big test for the industry will be in the second-half. If banks 
start lending again, things should look up, and that will be good for the 
economy on the whole. 


But a lot of your production will be exported as well? 

Yes, our A-Star, which is called the Alto in European markets, will be made 
exclusively in India for Suzuki's global markets. This year, we plan to 
increase our exports significantly from the 50,000 cars we sent out last year. 
The Manesar plant and A-Star production is running at full steam. 
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UTI Mutual Fund 


PRESENT 


FUND 


An Investor Education Initiative 





DECODING THEWORLD OF MUTUAL FUNDS 


Ask the experts and get all your queries addressed exclusively on UTVi. 


To get your answers 


SMS FUND «QUERY? TO 59995* 
or 
Visit us on www.utvi.com/fundopedia 


Mutual fund investments are subject to market risks. 
lease read the scheme information document carefully before investing. 
‘Cost per sms: Rs. 3 





bt 60 minutes 


Even with domestic sales, you spent 
an additional Rs 140 crore on dis- 
counts in 2008-09 compared to 
the last fiscal. Why is there such 
rampant discounting in the industry? 
We have to offer discounts be- 
cause our competitors do the 
same. One competitor is offering 
cars at Rs 50,000 discounts, and 
such offers tempt people even 
if our products have better resale 
and engineering values. Plus, 
with our range of cars in the 
small car segment, we can’t ex- 
pect every model to do spectac- 
ularly well. The Swift and the 
WagonR are very successful, the 
Zen Estilo less so. Also, when times get difficult, you 
need to get people inside the showroom, and discounts 
are a way of doing that. That said, on popular models, 
such as the Swift Dzire, there are no discounts. 


Will it be a challenge for you to maintain the 50 per cent-plus 
market share that you enjoyed for years? 

(Laughs) Obviously we would like our share to stay at 
that level, but who knows how the market will evolve. 
We are yet to see the impact of the Tata Nano. If it takes 
off or if people move away from small cars en masse, the 
market can explode and our share will come down. That 
said, we have planned our growth in such a way that we 
feel we will be able to maintain our lead. 


Even with new competition entering the small car 
segment? 

We have one massive advantage over all our competi- 
tors—our sales and service network that touches almost 
3,000 points across the length and breadth of the cou- 
ntry. That coupled with innovative ideas such as *Maruti 
True Value’ second-hand cars to keep buyers in the 
Maruti family, have also helped. I am sure competition 
will come and I am sure they will try to eat into our 
share, but they will not be able to match our network. 


According to what Osamu Suzuki (Suzuki Motor Corporation 
Chairman) said, there was to be Rs 9,000 crore invested in 
MSIL. Much of that capital expenditure has already been 
spent, so how will the future expansion happen? 
Well, I don't know “when” the expansion will 
happen, but today our plants are run- 
ning over their rated capacity. Gurgaon 
has a capacity of 600,000 units and 
Manesar 300,000 units, yet we will 
make a million units. At our 

Manesar plant, there is space 











enough to build a parallel plant. 
We will need to enhance our 
capacity to touch 1.5 million or 
two million and it is only a ques- 
tion of time. 


But you will consider more invest- 
ments? 

I believe India is a growing mar- 
ket and while only 1.6 million 
cars were sold last year, this num- 
ber can easily climb. Look at 
China. A decade ago, it sold 
around a million cars every year. 
Today, they sell 7-8 million. 
There is no reason to think India 
won't achieve such numbers as 
well. We will try our utmost to remain market leader 
even then. 


Apart from the Manesar plant, where else have you made 
significant investments? 

The second really important investment has been in our 
KB-series engine plant, which makes engines for the 
A-Star and now for the new Ritz. These modern engines 
are far more fuel economic than the engines we had 
previously. We have also made significant modifications 
to our Gurgaon plant, particularly for the Ritz, with new 
welding bays and line modifications. 


After crossing the million-mark this year, what is the next step 
for Maruti? 

| really hope one day Maruti designs its own cars. We 
have taken baby steps, like designing the rear-end of the 
Swift Dzire and our engineers have worked with 
Suzuki engineers in Japan on the Swift, A-Star and Ritz. 
Engine work will still need to be shared globally and 
initially even the platform can be borrowed. But | 
want to see an Indian car designed by Indians at 
Maruti. This will take some time, maybe 3-5 years and 
we will also need to bolster our engineering staff. 
We have around 700 people today. We will need to 
take that number to at least 1,000. But I am sure 
that we will manage to do it. 


One last question, who names your cars? Ritz, A-Star, Dzire... 
As far as Ritz is concerned, it will be known as 
'Splash' globally. Unfortunately that name 
was already trademarked for the auto 
sector in India and the holder refused 
our entreaties. That is why the name 
Ritz came about. All names any- 
way are decided by à committee, 
not by me alone. 8 


Maruti Suzuki Ritz 
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HERE SEEMS TO BE A 

spring in the step of 

the bulls on Dalal 

Street once again. The 

markets have recov- 
ered almost 50 per cent from the 
three-year low on March 9 and 
the Sensex is now hovering around 
12,000 again. 

The reason for the spreading 
cheer on Dalal Street, and the equity 
markets around the world, is the 
hope of an imminent turnaround in 
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The Street 


Despite the challenging business environment, a clutch of 
companies posted stellar results in the earnings season. 
BT handpicks 10 outperformers on Dalal Street. RISHI JOSHI 


the fortunes of the global economy. 
Investors were pleasantly surprised 
after a closely-watched measure of 
US consumer confidence soared in 
April, suggesting Americans may 
be ready to spend again—a boon for 
export-driven Asian countries. An 
easing in the pace of home price 
declines also boosted sentiment. 

A cross-section of analysts that BT 
spoke to, though, was still not con- 
vinced that the markets globally, 
and in India, would see a sustained 


bull run. They point out that it is 
premature to talk about an eco- 
nomic recovery just yet. 

So, for retail investors, say ana- 
lysts, the safest option is to fall back 
on the time-tested strategy of backing 
the fundamentally sound companies. 
The quarterly results are a good in- 
dicator to separate the men from the 
boys. We have shortlisted 10 com- 
panies which have not only declared 
robust results, but have also given 
earnings forecast. 






ACC: THE LARGEST CEMENT PRODUCER IN INDIA, ACC DELIVERED IMPRESSIVE 
results in the January to March period (its first quarter). It posted a 14.4 
per cent growth in top line to Rs 2,055 crore, while the bottom line ex- 
panded by 26 per cent to Rs 405 crore. The company attributes its per- 
formance to “brisk demand for cement emerging from rural housing and 
various infrastructural projects” and expects that the outlook for cement 
will continue to be healthy in 2009. Consequently, it is going ahead with 
the planned organic expansion which would lead to an increase in cement 
capacity to 30.58 million tonne by mid- 2010 from about 22.63 million 
tonne now. Says Ajay Parmar, Head of Research, Emkay Global Financial 
Services: “We have upgraded our earnings estimate for ACC.” 

It’s a good pick because the company will continue to benefit from the 
robust cement demand ensuring strong dispatch numbers and higher 
realisations. 


Hero Honda: THE TWO-WHEELER GIANT RECORDED A 22 PER CENT GROWTH 
in net sales, which beat the street expectations. Sales came on the back of 
a 13 per cent y-o-y growth in volumes and better than average realisations 
primarily due to the gone in sales mix. The company's bottom line in- 
creased 35 per cent due to an increase in operating profit margins aided 
by a decline in raw material costs. 


Overall, the company increased its domestic two-wheeler mar- 
ketshare during FY2009 by an impressive 4.17 percentage points to al- 
most 49 per cent. Lower dependence on auto financing, compared to 
competition, has helped the company, say analysts. Further, strong de- 
mand for its Splendor and PassionPlus models continues in the non- 
metros and rural areas. Says Hitesh Agrawal, Head-Research, Angel 
Broking: “The company’s better-than-industry performance on the 
volume front and the fact that it’s a debt-free company with cash 
surplus makes it a good defensive bet.” 

It’s a good pick because its expanding network across both urban and 
rural markets gives it an edge over competition. 


Axis Bank: INDIA’S THIRD-LARGEST PRIVATE BANK POSTED A STRONG NET PROFIT 

growth of 61 per cent in the fourth quarter, driven by substantial treas- 
ury profits. 

The bank's reported net interest margin (NIM)—the gap between what 

a bank spends on its deposits and earns on loans—improved sequen- 

tially, enabling it to post a reasonably healthy 25 per cent y-o-y growth in 

net interest income (NII). This was 


Axis Bank largely a result of re-pricing of 
04,FY09" — % CHANGE — bulk deposits at much lower rates 

Net Interest Income 1,033 — 1^ 2456 during the quarter. 
Total Income 1,878 8356 The relative traction in the 
PAT 581 60.9 bank's casa (current and savings 
EPS Rs) 90.75 account) deposit growth is likely to 
P-E(Ratio) 12 be maintained on the back of con- 
405%" tinued branch expansion and cus- 


933.2 


tomer acquisition. The manage- 






ment has indicated 200 branches 
and 700-800 ATM additions in the 
current fiscal. Says Agrawal: “The 
stock deserves premium valua- 
tions on account of its attractive 
CASA franchise, multiple sources 
of sustainable fee income, strong growth outlook and A-list management”. 

It’s a good pick because it’s a strong private bank with a growing mar- 
ket share in corporate and retail banking. 
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GlaxoSmithKline Consumer Healthcare: THE HEALTH FOOD MAJOR 
clocked an outstanding top-line growth of over 30 per cent in the 
quarter ending March 2009 y-o-y. Both its core brands, Horlicks and 
Boost, continued to perform well across regions, aided by strong mar- 
keting push and higher contribution from variants. The robust top-line 
growth ensured an impressive bottom line growth as well. The company’s 
profits for the quarter grew over 48 per cent y-o-y. 

Despite the economic slowdown, management has guided a healthy vol- 
ume growth of 8-9 per cent in its malted beverage category this fiscal. Says 
Agrawal: “We expect GSK Consumer to report a healthy top-line growth this 
fiscal, on the back of robust volume growth across core brands and 
superior pricing power.” ' 

It's a good pick because it has a portfolio of strong brands which 
should continue to see robust volume growth. 





Hero Honda 

04, FY09* % CHANGE 
Sales 3,422.5 22.2 
EBITDA —. — 5491 29.8 
PAT — 402.2 34.6 
EPS(Rs) 64.3 
P-E(Ratio) 18.6 

4054 118425 


847.65 





May 2, '08 
*Figures in Rs crore unless otherwise mentioned 


April 29, '09 


GlaxoSmithKline 
Consumer Healthcare 

Q1, FY09* % CHANGE 
Sales — 1 1 5394 813 
EBITDA — — 1443 46.79 
PAT - 83.9 48.3 
ESRD- — NE 5 
P-E(Ratio) 16.4 





665.2 24.576 a. 828.15 
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Power Finance Corporation 


04, FY09* % CHANGE 
Net Interest Income 637 32.2 
Total Income 661 28.3 
PAT | 391 32.4 
EPS(Rs) 11.84 
P-E(Ratio) 14.1 

6.5% V 
165.05 1543 
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Bharat Electronics 

Q4, FY09* % CHANGE 
Sales - 2753.48 194 
EBITDA 854.62 13.8 
PAT 559 44 10.8 
EPS(Rs) 101.57 


P-E(Ratio) 9.5 








1,312.55 


RAMIL 
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Power Finance Corporation: THE COMPANY IS A LEADER IN POWER FINANCING 
and is the main financer of state power sector utilities. In its fourth quar- 
ter, its net interest income grew 32 per cent y-o-y led by margin im- 
provement and sequential disbursement growth of 63 per cent. The gen- 
eration segment continued to be the primary driver of growth. PFC improved 
its spreads during the quarter primarily due to a jump in yields, despite cost 
of funds increasing, which demonstrates the company's pricing power. The 
company's strong credit and project appraisal techniques have mitigated 
the asset quality concerns and enabled it to have a clean and healthy asset 
book. Says Sanjeev Patkar, Head-Reasearch, Dolat Capital: *We believe 
the strong business visibility, higher margins with best-in-class asset qual- 
ity make PFC a core portfolio holding." 

It's a good pick because it appears well placed to take advantage of the 
huge funding opportunity due to the massive power investment progr- 
amme of the government. 


HDFC Bank: THE BANK HAS REPORTED NET PROFIT GROWTH OF 34 PER 
cent in its fourth quarter even as the net interest income has grown by 
a sedate 12.8 per cent. The highlights of its performance were a 40 ba- 
sis points expansion in tier I capital ratio, moderation in NPAs and im- 
provement in branch utilisation ratios. 

The asset quality remained stable 


during the quarter with net NP at HDFC Bank 

0.6 per cent. Advances per branch O4,FY09* — % CHANGE 
and CASA per branch showed sig- NetInterestIncome 1852 — 12.8 
nificant improvement. The bank's Total Income 2966.7 &— 354 
deposits grew over 40 per cent. PAT Žž 6309 — — 339 
The fee income, too, has grown at a. EPS(Rs) 9287 

robust pace, surging almost 24 per P-E(Ratio) 22.6 

cent y-o-y in the fourth quarter. 1 538 95 28 59, W 

Says Parmar: “The stock isa good ĝa 1,100.7 





bet. HDFC Bank will offer the least 
negative surprises on asset quality.” 

It’s a good pick because it has 
superior credit risk management 
systems which ensures healthy 
asset quality. 
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Bharat Electronics: A navratna prsu (Defence Public Sector Undertaking), 
BEL has a 57 per cent market share in the high margin and sensitive de- 
fence strategic electronics business. 

In its fourth quarter results its net sales expanded by a steady 18 
per cent while profits grew by 11 per cent. What's more, during the 
quarter, BEL signed various Mous for Jvs in defence-related products, 
including a project with Boeing to open a center to support India's de- 
fence modernisation efforts. The company now has an impressive or- 
der book of Rs 10,000 crore. Says Patkar: “We estimate the order book 
to swell to almost Rs 12,000 crore in another couple of years on ac- 
count of various initiatives taken by BEL on exports front, technology 
tie ups and strategy to focus on civilian sectors." 

It's a good pick because the company has a virtual monopoly in the de- 
fence electronics arena and has a degree of certainty in its future cash flows. 


Rallis India: rr IS A FOCUSSED AGROCHEMICAL PLAYER WITH COMPLEMEN- 
tary strengths in both manufacturing and distribution. Rallis’ key 
strength is its wide distribution network with over 500 dealers and 30,000 
retailers and a strong farmer connect. 

Its net profit for the March quarter rose 25 per cent to about Rs 
10 crore, while revenues rose 24 per cent to Rs 174 crore, helped by 
new products sales and price increases in step with rising input 
costs. Strong growth in its international business was a key driver of 
top-line growth. During the quarter, Rallis has also secured long-term 
contracts from its key customers with a revenue potential of over Rs 
1,000 crore by rv2014. Says Patkar: “We anticipate steady growth in 
the domestic business. Investments in capacity expansion at Dahej cou- 
pled with additional supply contracts will boost contribution from the 
international business." 

It's a good pick because it has a healthy order book which 
gives it earnings visibility. 














Bank of Baroda Bank of Baroda: THE BANK'S NET 

Q4,FY09* "CHANGE profit at Rs 750 crore almost tre- 

Net Interest Income 1,470.8 43 bled in the fourth quarter, grow- 
Total Income | 499241 28.48 ing 172 per cent. This was a re- 
PAT = | 7527 1723 sult of better than expected net 
EPS(RS)) . 6018 interest income, higher treasury 
PE(Ratio) 54 and lower provisions. The Nit has 
320.1 2.29, dh. 32] expanded by 43 per cent y-o-y 


in Q4 &v09, driven by 37 per cent 
y-o-y growth in advances and ex- 
pansion in net interest margin. 
The bank advances were driven 
by growth in all segments—es- 
pecially, large corporates and the 
agri sector. The bank also main- 
tained its CASA at 35 per cent. Says Parmar: “The results were far ahead 
of our expectations." The bank has set ambitious growth targets 
for itself. It hopes to achieve at least a 20 per cent credit growth and 
18 per cent deposit in 2009-10. It has also forecast a minimum of 20 
per cent profit growth in the current fiscal. 

It's a good pick because the bank appears well poised with strong 
growth in advances and stable asset quality. 
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Bharti Airtel: THE COMPANY RANG IN A ROBUST 25.6 PER CENT Y-O-Y 
growth in top line while the bottom line grew by a decent 21 per 
cent. The company's mobile business continues to be the major con- 
tributor to its growth. Net subscriber additions crossed 8 million again 
(8.3 million), the third consecutive quarter when the company has 
achieved this feat. Bharti continues to rapidly expand its network cov- 
erage across the country and invested a total of Rs 10,067 crore in capex 
in FY2009. This is expected to drive the company's growth in the future. 
Says Agrawal: *We expect Bharti to record CAGR of 22.6 and 20 per cent 
in top line and bottom line respectively over FY2009-11." 

It's a good pick because the company's extensive network along 
with a well-established brand should continue to pay off in future. m 
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04, FY09* % CHANGE 
Sales 173.6 27.3 
EBITDA 19.02 60.8 
PAT 99 25.5 
EPS(Rs) 59.35 
P-E(Ratio) 93 

17% at. 524.1 
445.85 
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What slowdown? Fresh hires at Maruti Suzuki 


India get a Smooth start in rough times 
5 i 


N THE PAST FIVE MONTHS, THI 
number of people employed at 
Hyderabad-based Maytas Infra, 
the listed infrastructure devel- 
opment company promoted by 
the family of Satyam Computer 
Services’ founder promoters, 
has come down from 3,000 to 
1,800. The huge outflow of talent 


from the troubled 23-year-old com- 
pany has not stemmed vet. 

Expat talent is fleeing shaky 
real estate markets of Dubai and 
returning home. What's new and 
what's the connect? The connect 
is Hyderabad-based IVRCL Infra- 
structures and Projects, which has 
just hired 100-odd people, which 


include ex-employees of Maytas 
Infra and Indian returnees from 
Dubai. 

“In the last six months, we have 
not advertised for job openings 
but since January this year, we 
have so far got 700-750 unsolicited 
job applications,” says E. Sudhir 
Reddy, Chairman & Managing 





Upping the hiring 
momentum, some 
companies discover a 
Slowdown is a good time 
to cherry-pick talent. 





Director, IVRCL Infrastructures and 
Projects. During this period, he 
has added 100-odd middle and 


senior managers (DGM to VP, going 
up to President). 

By no means is Reddy alone. In 
Hyderabad and elsewhere, a clutch 
of corporates is in hiring mode, 
driven by the belief that the cur- 
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rent market is ideal for cherry- 
picking talent. Who is hiring? Com- 
panies in sectors like telecom and 
infrastructure that are even now 
expanding and organisations looking 
to fill skill gaps in their talent pool. 


Building Careers 

Infrastructure companies are clearly 
the biggest job creators. For ins- 
tance, IVRCL, according to Reddy, 
currently has orders worth 
Rs 15,000 crore. Hyderabad-based 
Nagarjuna Construction Company 
(NCC) has bagged new projects 
worth Rs 5,500 crore in 12 months 
up to March 2009. 

Subsequently, big infrastructure 
players are recruiting—both in vol- 
umes and in select senior positions. 
"Infrastructure across all its verti- 
cals—oil & gas, construction, metal 
and mining, engineering projects 
and energy—is showing growth," 
says Ravi Bhatia, MD, Gilbert Tweed 
Associates, a recruitment firm. 
Specialist and high-end skills are 
finding ready takers, especially in 
energy and wind energy, he adds. 

"We have been growing at 
15-20 per cent per annum and we 
are recruiting accordingly. The avail- 
ability of manpower is not such a 
problem today," says A. Ranga Raju, 
MD, NCC. The company is looking at 
hiring mostly civil engineers with 
execution capabilities, construction 
management capabilities and expe- 
rience in running a project across 
verticals, be it buildings, roads or 
irrigation projects. 

IVRCL is hiring people with ski- 
lls in design, project management, 
risk management. In earlier years, 
the talent requirement was more 
"project-related people and in adm- 
inistration and finance function". 

Yet another player, Gvk Power 
and Infrastructure, has hired mainly 
in projects that are taking off: 


Jegurupadu-Il 230 Mw gas-based 


power project in Andhra Pradesh 
that began commercial operations 


on April 14, 2009, and 469 ww 
gas-based Gautami power project, 
also in Andhra and which is begin- 
ning commercial operations by 
May-end. 

“The talent availability has cer 
tainly improved," says Issa« 
A, George, company CFO, but clar- 
ifies that's not the reason they are 
hiring. *Our model is different 
and whether it is a downturn or a 
good time, we hire only when we 
get a project." 


Have Growth, Will Hire 


There are companies in other sec 
tors, too, that are bucking the over 
all hiring trend. These are finan 
cially-strong companies that want to 
be more competitive in the market. 

At Bharti Airtel, India's lead- 
ing provider of telecommunica- 
tions services, new jobs are being 
created at two broad ends of the 
spectrum—at entry level and in 
senior specialist positions. Rural 
and DTH form the biggest chunk of 
the hiring pie. 

The company has stepped up 
its hiring impetus in enterprise sol- 
utions, non-voice value-added serv- 
ices like content and e-payment. 
"We continue to hire from cam- 
puses; that is our ‘build’ strategy,” 
says Krish Shankar, Director (HR), 
Bharti Airtel. 

The other component of this 
strategy—buy—is no less signifi- 
cant. Around 25-30 per cent of sen- 
ior leadership at the company comes 
from outside. *We need talent for 
areas fuelled by growth and spe- 
cial skillsets to take the game fur- 
ther," adds Shankar. 

So is the case with car major 
Maruti Suzuki India, where the 
focus on talent acquisition continues 
with the company’s long-term 
health in the spotlight. And that’s 
exactly what the doctor ordered. 

“A hiring strategy for the down- 
turn should focus on plugging skill 
gaps, if any, that would help a 
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company through the down- 
turn or position it favourably 
to take advantage of the upt- 
urn when it happens, as indeed 
it will,” says R. Sankar, 
Executive Director (People & 
Change), Pricewaterhouse- 
Coopers (PwC) India. 

Says S.Y. Siddiqui, 
Managing Executive Officer 
(HR, Finance and IT), Maruti 
Suzuki India: “There are 
many indicators that lead us 
to continue focussing on the 
long term. If we look at busi- 
ness in spite of the down- 
turn, the company has ret- 
ained its marketshare.” 

Maruti Suzuki has a port- 
folio of 12 models, four gaso- 
line and one diesel engine ser- 
ies. This large portfolio needs 
product refreshment and changes 
so that the company is able to rem- 
ain ahead of the competition that 
includes global players. 

The company is investing in a 
world-class R&D centre that would 
include a test track and advanced 
testing facility for cars. “We have 
increased our engineering strength 
from around 200 engineers, two 
years ago, to more than 700 and 
will take it to 1,000 very soon. 
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"In a downturn, too, it is 
unfair to hire at a low price" 


Krish Shankar, 
Director (HR), Bharti Airtel 


These engineers are being trained in 
India as well as Suzuki Motor 
Company, Japan, to take on leading 
roles once the new facilities com- 
mence," Siddiqui adds. 

If you fancy working at Maruti, 
the middle and senior level posi- 
tions are broadly in Design and 
Development in areas of Engine, 
Transmission, Body Electricals, 
Styling and product planning, 
Brakes, Suspension, Safety & Crash, 





Talent flight: SpiceJet's latest recruits—Sarabjeet Kaur (L), Head (Customer 
Services), and Anish Srikrishna, Senior VP (Marketing) 


102 BUSINESS TODAY MAY 3 2009 


Interiors, etc. Around 350-400 
openings are for Graduate 
Engineers, Management 
Trainees, Executive Trainees 
and Diploma Trainees. 

For companies that are 
keen to bring in strong talent 
on their own terms, this is the 
time to be interviewing. 
Specialist skillsets are in dem- 
and, even in troubled IT/ITES 
companies that are otherwise 
shedding flab. 

Infosys Technologies is hir- 
ing in sales and marketing and 
also those with niche skills that 
add value to its business. “In a 
downturn, financially-strong 
companies who want to be 
more competitive in the mar- 
ket hire selectively, especially 
sales and marketing people, 
so as to sharpen their interaction 
with the customers. The hiring is 
not industry-specific, but in every in- 
dustry, there will be strong com- 
panies that will resort to this strat- 
egy," says T.V. Mohandas Pai, 
Member of the Board and Director 
(HR, Education & Research and 
Administration), Infosys. 

Another reason to hire now is 
the intent to boost leadership dev- 
elopment capabilities. *Far-sighted 
corporate groups cannot look at 
short-term issues such as a 2-3 year 
downturn and curtail appointments 
to key organisational needs," says 
Allen Sequeira, Senior VP (Corporate 
HR & Management Development), 
Mahindra & Mahindra. 

At M&M, selective hiring is tak- 
ing place in all the group companies. 
“We are a growing economy and 
when it comes to global economic 
growth, the centre of gravity has 
shifted to India and China. Under 
the circumstances, selective hiring 
will only help us prepare for the 
future," says Sequeira. 

Meanwhile, BPO firm EXI 
Service is hiring at all levels, right 
from the executive to mid-level 
management. *We have recently 









á 
ares 
tes 


signed up new significant ac- 
counts and are in the process 
of scaling up processes for 
some of our existing cus- 
tomers in the last three quar- 
ters. Therefore, we are in 
the process of hiring to fulfil 
the fresh demand for talent," 
says Amitabh Hajela, vp & 
Global Head (HR). 


Tactical Moves 
A recent survey on ‘Managing 
the Effects of the Downturn’ 
conducted by pwc India shows 
the top three areas for organ- 
isations for the time being are 
recruitment, employee poli- 
cies and compensation. 
While the larger compa- 
nies surveyed said they are 
modifying their hiring plans 
to align them with revised growth 
estimates, the smaller employers 
are keener to focus on talent and 
performance management. Good 
talent at affordable cost emerged a 
big factor in downturn recruit- 
ment. Reasons PwC's Sankar: 
*Salary increases have abated in 
general. Also, the collapse of MN€ 
banks has released highly skilled 
talent, which is now affordable." 
[t's a tactical move for most as 
corporates realise that when turn- 
around happens, they may not 
get the pool of talent they are 
looking for. *Corporates recruit 
in a downturn as they anticipate 
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"You can get talent at a reasonable 
cost when the market is down" 


Allen Sequeira, Senior VP (Corporate HR 
& Management Development), M&M 


recovery in a matter of time. In à 
downturn, lot of talent gets dis- 
placed. In fact, you can get some 
excellent talent at a reasonable 
cost when the market is down," 
says Sequeira. 

Some like Bharti's Shankar have 
seen little connect between afford- 
able talent and talent acquisition. 
“In talent, you cannot be so opp- 
ortunistic. As a company, we do 
not believe in it. In a downturn, 
too, it is unfair to hire at low 
prices," he says. 

However, behind this arith- 
metic is a smart strategy that cer- 
tain organisations are keenly fol- 


lowing. Aviation biggies may 
find the going tough, but low- 
cost carrier Spice]et is jazzing 
up its plans for growth. It's 
hiring across functions and 
across levels. The company 
has hired 116 people from 
January-March 2009. Of 
these, 5-10 per cent are rep- 
lacement for employees, who 
have been asked to leave. 

“There is growth and we 
have added four aircraft in 
the last three months,” says 
Sanjay Aggarwal, CEO, 
Spice Jet, adding: “Because 
talent is available at fair 
price, we have brought in 
some good managers at the 
mid-level.” Eyeing growth, 
Aggarwal, last fortnight, 
roped in Head (Customer 
Services) Sarabjeet Kaur and 
Senior vP (Marketing) Anish 
Srikrishna. 

Organisations that have a hir 
ing strategy for a downturn cer- 
tainly get a stamp of approval 
from HR experts. “Companies 
that are thoughtful in both laying 
off and hiring stand to gain, as 
opposed to those who cut head- 
count thoughtlessly across the 
board or those that hire indis- 
criminately," says PwC's Sankar. Is 
India Inc. listening? 8 
SAUMYA BHATTACHARYA, 

E. KUMAR SHARMA & 

N. MADHAVAN 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Vatech Wabag Ltd, Manager - 
Proposals, Chennai, 9 - 14 years, Job 
ID: 6513587 

Will be responsible to build market awareness 
and technical knowhow, support identifcation 
of suitable technology and more. 


CME, Software Engineer, Pune, 6 - 11 
years, Job ID: 6886531 

Engineer must have sound knowledge of 
application developed using (Java, JSP, XML, 
J2EE, Struts, Spring, Hibernate). 


NLC Nalco India Limited, Research 
& Development Head, Pune, 5 - 15 
years, Job ID: 7028167 

Must have: PhD in Chemistry or Chemical 
Engineering with min. 5 years in a 
management position. 


EDAC Engineering Limited, Site 
Manager, Chennai, 15 - 25 years, Job 
7027898 

Must have a Bachelor's Degree in Mechanical 
Engineering with 12 + yrs exp. in project 
management and construction of thermal 
power plants. 


JN Technologies Pvt Ltd, Senior 
Advent Geneva Professional , Noida, 6 
- 12 years, Job ID: 6908159 

Must have at least 2 - 3 years exp. in Advent 
Geneva (60 / 7.0) — RSL, RDL; good 
communication and customer facing skills. 


BMC Software, Principal Product 
Developer, Chennai, 8 - 12 years, Job 
ID: 7026846 

Responsible for providing programming 
leadership for a product/solution according 
to design specifications and more. 


Jindal Steel & Power Limited, Sr. 
Manager, Raipur, 10 - 20 years, Job ID: 
7025972 

Experience in handling coal washery, 
screening, crushing and conveying operation. 
Exposure to conceptualization of a washery, 


selection of technology & experience in’ 


project execution and operation. 


EXFO Electro Optical Engineering 
India Pvt Ltd, Architect - Firmware, 
Bangalore, Pune, 9 - 15 years, Job ID: 
6926738 

Must have in-depth C++ design & 
development experience in RTOS & 
Embedded Linux. Excellent design & 
architectural skills. 


Tech Mahindra Limited, VAS Lead 
Architect, Bangalore, 8 - 12 years, Job 
ID: 7012933 

Person must have 8+ years of GSM / CDMA 
/ WCDMA and wireless technologies 
experience. Expertise in designing end to end 
VAS solutions. 


Virtusa (India) Pvt Limited, 
Intervowen Architect, Hyderabad, 8 - 
15 years, Job ID: 7024749 

Must be an expert in Interwoven TeamSite 
6.7.1, Opendeploy 6.1, datadeploy, workflows, 
Templates, Unix, Perl. Strong content 
management concepts. 


Accenture, Senior Manager - Solution 
Architect, Bangalore, 7 - 12 years, Job 
ID: 7024255 

Experienced in AO solution architecting, 
preferably certified. Experience in pre-sales, 
AO delivery experience, good understanding 
of commercial terms. 


Sony India Software Center, Project 
Manager-Java, Bangalore, 10 - 20 
years, Job ID: 7024243 

Manager must have experience of having 
worked as project manager for a min of two 
projects through complete project life cycle 
and managed a team of 25-30 developers. 


Everest Industries Ltd, Sr 
Manager\DGM - Projects (Zona 
Head), Bangalore, Kolkata, 12 - 1€ 
years, Job ID: 7023199 

Tasks: Erection of pre-engineered stee 
buildings. Leading a team of project engineer: 
for efficient planning, scheduling of projects 
for timely completion in the zone. 


C-Drive Hr Services Pvt Ltd, Deputy 
General Manager - HR, Hyderabad, § 
- 18 years, Job ID: 7000179 

Responsibilities in the following functional 
areas: departmental development, employee 
relations, training and development, benefits 
compensation, organizational devdopiiz 
and employment. : 


Global eProcure, Technical Manages 
Mumbai, 10 - 12 years, Job ID: 7023857 
Incumbent must be an expert in design an« 
architecture of multi-tier web applications 
coupled with a exposure to Web 2. 
technologies. 


Farmax Retail India Limited, Generat 
Manager, Hyderabad, 15 - 20 years 
Job ID: 7023517 

Person with relevent product experience 
purely in FMCG marketing. 


Avantha Power & Infrastructur - 
Limited, DGM Finance, Gurgaon, 7 
12 years, Job ID: 7022361 

Ability to deal independently with banks / 

for fund raising, managing banks, Fis a 
other lenders. Project financing — 
structured debt for green field projects. 


First Select (P) Ltd, Distri 
Director, Gurgaon, 10 - 20 years, Jo 
ID: 7025068 

Responsible for the P&L of fashion e. 
- Apparel (menswear, womenswear, kidswea- 
and other non apparel categories li 


cosmetics, perfumes, watches, sunglasses 


more, 





To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


IP Soft India Pvt Ltd, Senior Oracle 
DBA, Bangalore, 3 - 13 years, Job ID: 
5239373 

Experience in production support RAC, data 
guard, RMAN. Exp. in the US is a plus. Exp. in 
MySQL /SQL Server 2005/DB2/10g$ will be 
an advantage. 


Rockwell Collins, System Engineers, 
Hyderabad, 5 - 10 years, Job ID: 
6975125 

Avionics architecture or Net centric 
technologies (specifically with experience in 
wireless communication technologies), DO- 
178B, DoD-STD-2167A or MIL-STD-498 
and more. 


Saba Software India Pvt Ltd, Test 
Architect, Pune, 7 - 12 years, Job ID: 
5768640 

The test architect will create/ maintain test 
infrastructures using framework for white box 
testing (API, DB) and write detailed test plans, 
test specifications, designs and morc. 


AMR Infotech India Pvt. Ltd., Flex 
Developer, Bangalore, 7 - 12 years, Job 
[D: 7029088 

Developer must have knowledge of action 
script 2.0 or action script 3.0. Good knowledge 
of design pattern (MVC, Pure MVC, 
Cairngorm etc). 


Patni Computer Systems Ltd, Team 
Leader/ Technical Leader, Mumbai, 4 
-1l3 years, Job ID: 7028902 

Candidates should have capability in coding, 
»ublish subscribe/ request reply models. 
Knowledge of correlating messages using 
zorrelation id. 


Cybernet-SlashSupport, MySql DBA, 
Chennai, 3-7 years, Job ID: 7028606 

Must have 5+ yrs overall database 
administration experience. 4+ yrs DBA skills 
with Oracle and MS SQL Server experience on 


large systems. 


Sysbiz Technologies Pvt Ltd, Project 
Manager - J2ee, Chennai, 7 - 12 years, 
Job ID: 6589061 

Should have in the last 2-3 years led a team of 
programmers and be well versed with J2ee and 
related frameworks / Technologies. 


A3Logics, Web Development Team 
Lead, Jaipur, 5 - 7 years, Job ID: 
7005957 

Expert in PHP, Open Sources (Drupal, 
Joomla, OS Commerce, Majento). Must have 
good knowledge in designing and web layouts. 


Atrenta India Pvt Ltd, Senior 
Technical Writer, Noida, 3 - 7 years, 
Job ID: 6710909 

Should have 3-7 yrs exp. in technical writing 
for high-tech software. Good communication 
and interpersonal skills. Ability to understand 
and work on complex software. 


ASM Technologies Limited, Oracle 
DBA, Hyderabad, 2 - 3 years, Job ID: 
7027236 

Candidate should be proficient with blocking 
sessions, high CPU, CPU runaway and 
tablespace full. 


Oracle, Software Engineer/ 
Programmer, Bangalore, Hyderabad, 
5-10 years, Job ID: 7027186 

Responsible for ensuring that a quality, 
integrated software solution is delivered in a 
timely manner, to our client's satisfaction. 


Supreme NetSoft Pvt Ltd, AS/400 
Developer, Chennai, 3 - 5 years, Job 
ID: 7026995 

Developer must have AS400 RPG ILE, DB2, 
Visual Basic, XML, C£. Integration with third 
party products and interfaces related 
experience. 


DSS Systems & Software 
Technologies Ltd, Oracle Apps 
Technical Consultant, Pune, 5 - 11 
years, Job ID: 7026948 

Candidate should have worked on Oracle 
Apps (Finacials or HRMS module) for more 
than 4 years. Should be able to lead a team and 
support the project manager on complex 
issucs. 


Cognizant Technology Solutions Pvt 
Ltd, Software Engineer/ 
Programmer, Bangalore, Chennai, 3 - 
8 years, Job ID: 6973009 

Any science graduate (regular). Ability to work 
independently and in a team. Good 
communication skills. Experienced in 
production support. 


Global eProcure, SQL Database 
Administration, Mumbai, 8 - 12 year, 
Job ID: 7026768 

Provide installation, administration and 
maintenance support primarily for SOL 
database systems and related products in a fast 
paced production environment. 


Societe Generate Global Solution 
Centre Pvt Ltd, Senior Software 
Engineer, Bangalore, 5 - 6 year, Job 
ID: 7026703 

Clear understanding of software development 
life cycle, be process priented. Strong 
fundamentals in core programming and object 
oriented design. 


Conseco Data Services (India) Private 
Limited, Java Programmer, 
Hyderabad, 3 - 5 years, Job ID: 
6998860 

Thorough knowledge in: Object oriented 
programming concepts, core java and 
advanced java, Servicts, jsp2.0, Struts 1.3, 
Springs, Hibernate, Ajax and more. 


Santech Cybernetics Pvt Ltd, 
Technical Architect , Bangalore, 15 - 18 
years, Job ID: 6884856 

Experience in architecting software product 
solutions using C, C++ and C#. The right 
candidate would have the opportunity to work 
on ‘Bleeding Edge’ technologies. 





To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Hi-Tech Audio systems Pvt Ltd, Sales 
Representative, Delhi, Jaipur, 1 - 3 
years, Job ID:7028866 

Candidate should have relevant sales 
experience. 


Spurthi Group, Sales Manager, 
Bangalore, Chennai, 5 - 15 year, Job 
ID: 7028791 

Person will be responsible to manage and 
develop Chennai sales and marketing efforts. 
Mandatory technical skills: Project costing, 
process engineering and more, 


Litex Electricals Pvt. Ltd., Sales 
Executive, Pune, 0 - 2 years, Job ID: 
7025824 

MBA/DBM in Marketing / Sales from a 
reputed institute with at least 2 years 
experience and having exposure to new 
product language. 


The Shappers, Sales Executive, Delhi, 
1-10 years, Job ID: 5828774 

Execution of sales strategy — increase market 
reach and penetration through market 


segmentation. 


Earthsellers Hitech Homes Ltd, Sales 
Executive, Mumbai, 1 - 3 years, Job ID: 
6317609 

Should be a graduate / MBA. Good 
knowledge of the real estate market. Good 
communication skills. Inter personal skills for 
understanding the clients requirements. 


Dhanvi Informatics Solutions Pvt 
Ltd, Marketing Manager, 
Ahmedabad, 2 - 5 years, Job ID: 
7024666 

Looking for a candidate who has served the 
telecom market for 2 - 5 years in the sales grid. 
Key role would be channel sales & corporate 
sales. 


Idhasoft Limited, Sr. SAP Sales 
Manager, Mumbai, 5 - 10 years, Job ID: 
7023813 

Responsible for complete sales cycle from 
qualifying a prospect to collections. Collecting, 
analyzing and verifying leads passed by the 
marketing executives. 


Zicom Electronics Security Systems 
Ltd., Assistant Manager Sales, Delhi, 
Mumbai, 4 - 7 years, Job ID: 7023374 
Ensure achievement of individual sales target, 
support operations team for receivables 
collection, customer satisfaction. 


Team GAAP, Head Sales Manager, 
Chandigarh, 5 - 7 years, Job ID: 
6934203 

The incumbent will be responsible for 
identifying and tapping potential leads in the 
market for business development and 
successful conversion of sales. 


Biogenex Life Sciences Private 
Limited, Manager - International 
Marketing , Hyderabad, 5 - 10 years, 
Job ID: 6870904 

Applicant must have 2-3 years of prior 
experience in international marketing/ 
business development in Europe, Asia Pacific 
and Middle East. 


Accutech Infosystems Private 
Limited, Sales Representative, Pune, 1 
- 6 year, Job ID: 7019246 

Responsible for driving sales and meeting sales 
numbers through aggressive customer 
acquisition, client servicing and relationship 
building initiatives. 


Sars Plastic Wires Private Limited, 
Sales Executive, Delhi, 2 - 10 years, Job 
ID: 7019851 

Candidate must have worked as salesman in 
PET Resin and Polymers Market. Should have 
strong communication skills. 


Citizen Scale India Private Limite: 
Sales Engineer, Bangalore, Mumbai, 
-2years, Job ID: 7019380 

Diploma holder (Civil, Mechanica 
Electronics) with a thrust for sales 
marketing. Experience with electron 
weighing machines would be plus. 


Oriental Trading Company, Sak 
Engineer, Bangalore, 3 - 5 years, Jo 
ID: 7020025 

Will be responsible for promoting 
marketing products to potential custome) 
consultants, projects & high profile custome: 


Ankur Jewellers, Sales Executiv 
Meerut, 0-2 years, Job ID: 6935827 
Looking for a presentable and energetic sal. 
girl with 0 -1 year experience for a jewelle 
showroom. Strong interpersonal ar 
communication skills. 


Ascend Software Solutions Pvt Lt 
Marketing Executive, Chennai, 1 - 
year, Job ID: 7021276 

Responsible for marketing of domain specif 
retail software Ascend. To meet prospect 
gencrate leads, give a demo of the softwa 
and handle road shows. 


Starline Home Depot, Sale 
Executives, Bangalore, 1 - 2 years, Jc 
ID: 7021454 

Should be capable of expanding our horiz 
& generating new customer & business. I 
should meet set targets. 


Synacc Management Services Pvt Lt 
Product Sales Manager, Bangalore, 
10 years, Job ID: 6953685 

Responsible for driving the vision and strate 
of product sales for software products in t 
polymer processing industry, includi 
analyzing customer needs and morc. 


To know how to apply for these jobs, go to finance jobs listing page. 
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tead in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


‘nnovasource Search Solutions Private 
Limited, Account Executive, Pune, 2 - 3 
rears, Job ID: 7028202 

Maintain balance sheet, handle BRS, finalize 
valance sheet, accounting work; must have 
mowledge of tally. Good communication 
kills. 


credit Suisse Services India Private 
Limited, Financial Accountant, Pune, 3 
5 years, Job ID: 7026174 
Responsible for ensuring high quality and 
imely reporting of the monthly derivatives 
inancials in the legal books. 


zenta Group, Manager - Finance, Delhi, 
zhennai, 4 - 6 years, Job ID: 6354393 

Aust be strong in capital budgeting & 
lanning; preparation of annual and quarterly 
mdgets for the Corporate; strong in MIS 


eporting. 


3MC Software, Mgr - Finance, 
zhennai, 7 -9 year, Job ID: 7026221 
dust have extensive experience in developing 
nd managing accounting and financial 
roups. Proven ability to manage and lead a 
eam of financial system professionals. 


4 & S International, CA, Delhi, 5 - 8 
ears, Job ID: 7021124 
orporate finance, preparing financials for 
rojects, liasioning & follow up with banks 
‘lating to term loans, MIS, balance sheet 
nalisation, TDS and morc. 


illaar Infotech Solutions Pvt Ltd, 
iccountant, Chennai, 5 - 9 years, Job 
D: 7020634 

andidate should have expertise in: All 
atutory compliance, finance planning, budget 
ad forecasting, follow up with banks for loan 


rocesses. 


Jobseekers - To apply for above jobs 






|. Logon to www.monster.com 


2. Type the Job ID in the “Search Jobs” box on the 


homepage 
3. Click the “Go” button 








Basar Exports Pvt Ltd, Accountant, 
Mumbai, 0 - 2 years, Job ID: 7020621 
Aspirant should have knowledge of Tally 6.5, 
fluent in English, should have knowledge of 
MS Office applications. 


Syntel Inc, Assistant Manager - 
Internal Audit, Mumbai, 4 - 7 years, Job 
ID: 7019895 

He should have worked on internal audit 
assignments, Good analytical, auditing skills, 
good communication and must be a team 
player. 


Ontime Travel Planners, Travel - 
Accountant, Mumbai, 3 - 6 years, Job 
ID: 7019328 

Good knowledge of travel packages (satnam 
/excel /easy ). Person should be capable of 
handling all office routine works of accounts 
with exp. of at least 3-4 years in the same line . 


Walmik Engineers, Account assistant, 
Pune, 3-4 years, Job ID: 7017298 
Handled 9 Tally, should know sales tax, VAT 
returns, excise returns, bank reconcilation, etc. 


RM Education Solutions India Pvt 
Ltd, Accountant, Tiruvananthapuram, 
2-4 years, Job ID: 7024190 

Preparation of monthly project billing 
information, effective tracking/reconciliation 
of rechargeable expenses and recharging the 
same to respective departments. 


Idhasoft Limited, Manager Accounts, 
Mumbai, 0 - 5 years, Job ID: 7018887 
Should be recently qualified/ICWI, having 
minimum 0-5yrs experience with good 
English communication skills, 


or 


Login & access your Monster account through your GPRS - enabled mobile. 


Cybage Software Pvt. Ltd., Finance 
Controller, Pune, 8 - 12 years, Job ID: 
6983684 

Person must have experience in budgeting and 
planning, supervision of accounts, preparation 
of MIS, funds management, cost analysis, 
taxation etc. 


Cable and Wireless India Pvt Ltd, 
Finance Analyst, Bangalore, 2 - 3 years, 
Job ID: 7022275 

Develop and maintain financial plans and 
forecasts. Monthly monitoring and reporting 
of financial performance vs. forecasts and 
budgets. 


Indo Western Tradelinks Ltd, Senior 
Accountant, Mumbai, 5 - 10 years, Job 
ID: 7020490 

Accountant must be able to independently 
complete books of accounts till finalization. 
Preparation and filing Income Tax/TDS/FBT 
returns and issuing form 16A etc. 


Ignify Software Pwt Ltd, Accounts 
Payable Clerk, Pune, 1 - 2 years, Job 
ID: 6697862 

Verify that invoices comply with financial 
procedures. Match invoices to vendor 
contracts or purchase orders for accuracy. Daily 
entry of vendor invoices. Application. of 
vendor discount terms. 


Consolidated Hoists Pvt Ltd, Manager 
- Accounts Finance, Pune, 8 - 12 years, 
Job ID: 7022692 

Must be an MBA in financc/M.Com/PG 
diploma in finance and must have relevant 
experience in accounts, finance, audits, tax, 
balance sheet upto finalization, statutory 
compliances . 


Employers - To buy Monster products and services 


Call us at 1800-419-6666 


email us at sales@monsterindia.com 








Log on to www.monsterindia.con 
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SUMMER SALES SHARES 
ACs 
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April, May and June are 
make-or-break months for 
a few categories and sales 
trends indicate that these 
products have overcome 
the slowdown blues. 
SHAMNI PANDE 






YAION 'INOZ? NAOL 31NOH'A35140102 'VWAVHS HSILIN AG SHAVNDOLOHAd 


I A TIME WHEN MANY SET OUT FOR 
cooler climes to take their annual 
break from work, people like 
Ravinder Zutshi, Deputy Managing 
Director, Samsung India, are slugging 
it out to make the most of the blazing sun: Samsung 
has unleashed 18 models of split air-conditioners 
(ACs) and seven window ACs, and is aiming for a 
50 per cent growth over last summer’s figures. 
Then, Samsung also has refrigerators: nearly 71 new 
models this year, increasing its range to 96. Not to 
be left behind, Moon B. Shin, Managing Director, 
LG Electronics India, the other Korean major in 
India, has launched 43 models of split Acs, 
19 window AC models and 17 refrigerator models. 

What slowdown? And Samsung and LG are 
not the only ones trying to make the most of the 
hot Indian summer, even though not all are big- 
ticket items like ACs and refrigerators. Tall glasses 
of thick /assis up north and salty buttermilk down 
south, branded ice creams, colas, prickly heat pow- 
ders... anything and everything to do with summer 
seems to be doing well. 

Ice cream players are looking at 20 per cent 
growth and have lined up plenty of launches this 
season, even though sales are no longer bunched in 
the summer. “...About 45 per cent consumption 
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tends to happen in summers; the 
rest is spread through the year. So, 
it’s no longer a category that peaks 
only in summers,” says Paul Thachil, 
CEO (Dairy & Food), Mother Dairy 
Fruit & Vegetable. 

If ice creams nowadays are also 
lapped up in winter, the Rs 7,500- 
crore cola category continues to be 
particularly sensitive to summer, 
during which nearly 50 per cent of 
annual sales happen. Summer also 
brings forth a rash of new cam- 
paigns and products, like the 
Nimbooz lemonade from PepsiCo 
this season. Since 2007, the cola 
category has been growing at 
20 per cent, summer on summer. 

The durables category, on the 
other hand, can be more sensitive to temperature 
changes. “There was a slight blip last year due to 
early rains,” says an industry observer. The rains 
dampened growth to marginal levels: ACs sale added up 
to 1.9 million units in 2008, against 1.7 million the 
previous year. Refrigerators grew to 4.6 million from 
4.3 million in 2007. 

“Nearly 40 per cent of sale for direct cool 
refrigerators happens in summers, while for ACs, it is 
anywhere around 55-60 per cent,” says Zutshi. 

Behind all the media campaigns and hype, the 
media spend numbers tell a different story: that 
summers are not the peak season for spends by brands 
across categories for their promotion activities or 
even new launches, except when it comes to kids 
television channels. 

“An analysis of spends by brands through the 
year shows that the tempo remains the same through 
the year, except for a dip in January and February and 
a huge upsurge in September-October,” says Sudha 
Natrajan, President & CEO (North & South), Lintas 
Media Group. In fact, the durable players confirm this: 
While its true that nearly 90 per cent of the budgeted 


SpendsAcross = 


Kids Channels _s, 
Jan.-Dec. 2008 


April-June always sees an upward movement, 
primanly due to summer holidays in schools 








spends for ACs happen in the summers (starting from 
February up to July), for refrigerators it is only 
around 30-40 per cent: “We find a huge spike for ref- 
rigerators in the wedding season (which also merges 
with the festive season around September to 
December)," says Zutshi. 

50, barring ACs, colas and talcum powders, not too 
much is particularly loaded for the summers. 

But then what could change all this is the Indian 
Premier League googly. The big spenders in 2008 
and 2009 are not your typical summer coolers, but 
others such as Vodafone, Bharti Airtel and Hyundai 
Motors. *Net net, the summer season seems to have 
changed into an IPL season. While the general seasonal 
categories like prickly heat powders, fairness (sun 
protection) creams, colas and ice creams do advertise 
more, or only during this season, the iPL spends of 
brands have been so high that these category spends 
have got overshadowed," says Natrajan. 

For all the twists and turns, the final verdict on the 
shop-floors is that of growth: *We are selling about 
600 units of ACs and 400 units of refrigerators across all 
our stores every day," says Manoj Kumar, CEO, ezone, 
the Future Group's consumer 
durable and electronic store chain. 
The durables segment is expecting 
AC sales to touch 2.4 million and 
refrigerators to reach 5 million. 
Meanwhile, the ice cream and cola 
players are also looking at a 20 per 
cent growth, even as other 


Percentage calculated on reported spends 
Source: MAP 
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categories are expected to maintain 
their sales charts. 

That certainly makes for 
hot news. 8i 
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The BlackBerry Killer? 


KUSHAN MITRA tries out Nokia's new E75 which boasts of the Nokia Messaging Service. 


OW GOOD IS THE NEW NOKIA E75? WELL, TO BEGIN WITH HERE'S 
H: sample: all the text on this page was written and then e-mailed 
from the phone! 

The slide out keyboard on the device is a lot nicer than the soft keyboard 
on the touch screen Nokia 5800. There is something reassuring in “real” keys. 

The Nokia Messaging Service (NMS) launched alongside the device is, 
however, a bit funny. Setting up e-mail on Nokia devices has always been 
a breeze if you knew how. NMS makes it idiot-proof much like BlackBerry 
Connect. Of course, you'll need your rr administrator's help to properly con- 
figure your Microsoft Exchange or Lotus Notes server, but setting up 
Gmail, Yahoo! Mail or MSN Live Mail is genuinely fast. 

Mail synchronisation on devices, that was a problem with some earlier 
devices, is also taken care of by NMs. So, as an e-mail device it works 
great. All you need is an un-metered data connection from your service 
provider. I used Airtel's Mobile Office, for which I pay an additional Rs 499 
per month—far cheaper than the Rs 999 for BlackBerry services. 

Does this mean the new E75 has no problems at all? On the face of it, 
it doesn't, actually. 

The E75 has a MRP of Rs 26,300 and it is a great device. As far as the price 
comparison is concerned, it beats the BlackBerry Curve 8900 hollow, 
though the latter might, all things considered, be a better device. 8 


E75 vs E71 


e E-mail: E/5—Even though E71 is just as 
capable, setting up e-mail in E75 is easier 


e Typing: E75—The slide out keyboard is easy to 
use; you can even get up to a decent speed on it 










e Screen: E71—E75 screen looks very narrow, 
with the slide out keyboard 


e Price: E71—Both devices are great value, 
though the E71 is cheaper 


= 


Length: 4.5 cm 
Width: 1.7 cm 
Thickness: 0.8 cm 
Weight: 10.8 gm 






The Tiny Pod 


PPLE COMPUTER'S MINIMALISTIC 

habit when it comes to pro- 
duct design, has claimed another 
victim. The new iPod Shuffle has 
just one sliding button. And there 
is no "Play" key. None. 

The new third generation 
Shuffle, which incidentally will be 
sold alongside the old second gen- 
eration one, is incredibly small, 
smaller than a USB Flash Drive, 
thanks to the lack of an inbuilt 
USB dongle. That said, it does 
look pretty good. 

So, how easy is it to use? 
Well, you operate most controls 
from a three-button controller next 
to the right earpiece. One click 
on the central button to play or 
pause, two to forward, three to 
rewind, a short hold for the voice 
playback to read back the song 
name and a long hold to go 
through play lists. 

The slider on the device 
switches it off and toggles bet- 
ween linear and shuffle play 
modes. Who said a user inter- 
face needs buttons? 

The voice playback, however, 
can be a handful when it reads 
out Hindi songs. Otherwise, with the 
tiny size, it is a lot more useful 
than a super small LCD screen. 
This 4 GB gadget costs Rs 4,900 
plus local levies, which ts a bit 
pncey compared to most small dig- 
ital audio players. But that is the 
price you pay to have a product 
touched by the Apple design gods. 
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'M A LITTLE DIFFERENT FROM 

most gym-goers. I couldn't 

care less if you sweat all over 
the equipment. And if grunting 
gets you an extra rep, then do it 
and do it loud. If anger, abuse 
and looks of pure unmitigated 
hatred are what's needed to mo- 
tivate you, be my guest. 

But what really winds me up 
are the ego-driven, soon-to-be- 
badly injured morons who pile 
on the weight for a given exercise 
and then proceed to do half 
movements. Then, they drop the 
weights with a thud and jump up, 
flexing and preening to see who 
has witnessed their feat. 

If this is you, then stop—now! 
For besides being an obnoxious 
muscle head, you're seriously cur- 
tailing the results you're after. 
Instead, make it work: pick a 
weight that you can handle safely 
for the prescribed repetitions and 
watch your timings—four second 
negative with an explosive posi- 
tive (push.) That means: if you're 
doing bicep curls, you should be 
able to take four seconds to lower 
the weight. 

Go on and read some more 
reasons why your workout may 
not be working: 


1. You're Refuelling Way 
Too Much 

Whosoever advised you that you 
need to tank up on sugary energy 
drinks and/or a heavy-duty pre- 
workout lunch lest you faint, didn't 
lose any weight himself. 

Make it work: Munch on an apple, 
or have a couple of bananas if 
you're hungry before your workout. 
Sip on water while you exercise. 
And indulge yourself by having your 
heaviest, protein-rich meal of the 
day within 60 mins of finishing the 
last rep. 


VARUN CHAUHAN 





2. You're Not Pushing 
Yourself Enough 

Our muscles are intelligent workers. 
They get used to lifting a certain 
amount of weight even before we 
know it. So every few days, it's 
essential to up the ante. 

Make it work: If you're scared of 
injury, do strip sets. For example, if 
your heaviest shoulder press weight 
is 25 pounds in each hand, start 
with 30 for the first four reps. Do 
the next four with 20 and the final 
four with 15 without rest 
in between. 


3. You're Tired 


Contrary to popular belief, mus- 
cles aren't manufactured in the gym. 
They grow while we're at rest, most 
often when we're asleep. So if 
you're pushing yourself six times 
a week, take it easy. 

Make it work: Plan a four-day 
workout schedule and ensure the 
rest days are evenly spread out. 





Aim at a pre-set target before you join a 
gym; it'll strengthen your commitment 





Why Your Workout Isn't Working 





A. "Your body isn't on a 24-hour 
clock," say MH weight-loss 
experts Dr Muffazal Lakdawala 
and Dr Aditi Govitrikar. “What 
matters is that you burn more 
calories than you ingest by the 
end of the day.” First, try to 
eat a meal at work around your 
usual dinner time, say 8 p.m. 

If you're still hungry later, 
snack on fruit, some nuts, milk, 
yogurt or cheese. Just watch 
the portion size. 


4. You're a Gym Wanderer 

If you go to the gym to socialize, use 
Wi-Fi, preen at the women/men or 
yourself in the mirror, note: you 
belong to the species that's almost as 
annoying as the specimen in the 
second para. 

Make it work: If the gym environ- 
ment is not motivating you enough, 
set a goal outside the gym. For 
instance, if you want to lose 10 
kgs, start running in the local park 
for the next five weeks, eat right, 
and shed 5 kgs before you rejoin 
your gym. Alternately, find a chin 
up bar and aim at doing 12 reps 
without rest before heading to the 
gym. You'll have a more urgent 
sense of achieving your target, and 
you'll be so much less of a bother! 


JAMAL SHAIKH 


Jamal Shaikh is Editor, Men's Health. You may write in to him at jamal.shaikh@intoday.com 


Caveat: The physical exercises described in Treadmill are not recommendations Readers should exercise 
caution and consult a physician before attempting to follow any of these 
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Can India Build Global Enterprises? 


While /ndia’s Global Powerhouses offers an interesting collection of business experiences, it fails 
to examine why Indian firms are unable to become truly global players, says GITA PIRAMAL. 


ANY FOREIGNERS 

visiting India have a 

common reaction 
when introduced to the Indian 
thali: admiration and frustra- 
tion in equal measure. Its 
elegance elicits admiration, but 
the mability to eat this food 
in the proper manner leaves 
them frustrated and hungry. 
This fate may just befall readers 
of India's Global Powerbouses. 

"This book is primarily 
aimed at those wanting to know 
something about India and its 
corporate sector," defends its 
primary author, London 
Business School professor, 
Nirmalya Kumar. *They want 
the big picture, not necessarily 
the multitude of nuanced 
details which would hold the 
cognoscenti's attention." 

The companies in the book 
are, admittedly, eye-catching 
and include ArcelorMittal, Infosys, 
Bharat Forge, Essel Propack, 
Mahindra & Mahindra, Hidesign, 
and Suzlon, amongst others. 

Still, the book is short on detail 
and analysis. So, should BT’s readers 
skip it? Not necessarily. While 
inadequate on some fronts, it does 
have value as a collection of expe- 
riences. Anand Mahindra's candid 
account of Mahindra & Mahindra's 
Greek failure is a great counter- 
point to Kumar Mangalam Birla's 
ambitious acquisition of Novelis, 
for example. 

In Mahindra's case, his global 
ambitions crashed against RBI's 
constraints, leading to all kinds of 
problems and an unsatisfactory 
outcome. By the time Birla drew up 
plans to acquire Novelis, a sea 
change had taken place in the reg- 
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ulatory environment, and he 
acquired the North American firm 
for a controversial price. 

The Mahindra acquisition was 
less than strategic, while the Birla 
one perfectly fitted Hindalco's 
growth strategy. But the Novelis 
acquisition has created a mountain 
of debt, which is proving to be dif- 
ficult to manage in a global down- 
turn. The pros and cons of both 
acquisitions are highlighted effi- 
ciently, though somewhat sketchily. 

The tabulation of international 
acquisitions discussed in the book 
may be helpful to the lay reader, 
the juxtaposition of experiences 
to the practising manager. 

Implicitly—and possibly unin- 
tentionally—each chapter of India's 
Global Powerbouses brings out the 
liability of Indianness. It's a theme 


explicitly highlighted by the 
late Euroguru Sumantra 
Ghoshal, in a year 2000 
Harvard Business Review 
article, “Going Global: Lessons 
from Late Movers", coauthored 
with Christopher Bartlett. 

In "Going Global", 
Ghoshal and Bartlett argue 
that the immediate challenge 
for firms from developing 
countries is to break out of 
the mind-set that they cannot 
compete successfully on the 
global stage. Once free of that 
burden, they have to find 
strategies in which being a 
late mover is a source of com- 
petitive advantage rather than 
a drawback. Finally, they have 
to develop a culture of con- 
tinual cross-border learning 
that arises from new demand, 
opportunities and challenges. 

Ghoshal and Bartlett then 

explore the psychological factors 
that hold back most companies and 
managers. "Companies from pe- 
ripheral countries can fall into sev- 
eral traps, which we call liabilities of 
origin. First, some companies feel as 
though they are locked in a prison 
of local standards because of the 
gap between technical requirements 
and design norms at home and 
world-class standards abroad. If 
demand at home is strong, man- 
agers then can reasonably postpone 
the investments needed to comply 
with international standards. This 
insidious situation causes poten- 
tial-multinationals to duck the chal- 
lenge of going abroad." 

"Some companies fall into a 
second trap," they continue. *Even 
though their products and services 
are already up to snuff, because 


of the peripheral location, 
management is either unaware of 
the company’s global potential or 
too debilitated by self-doubt to 
capitalise on it.” 

Unfortunately, there are no 
quick solutions to any of these 
psychological barriers. But as 
India’s Global Powerhouses illus- 
trates, a handful of Indian firms 
have overcome them, typically by 
creating a push from home and a 
pull from abroad. One example 
is Essel Propack which followed 
a global customer (Procter & 
Gamble) across the world. There is 
the well-known and analysed story 
of ArcelorMittal. Sadly, the authors 
have left out some excellent 
examples such as Asian Paints and 
Pune-based Thermax. 

They do, however, include the 
example of Pune-based Bharat 
Forge. As Kumar et al point out, 
“Baba Kalyani, an MiT-trained 
engineer with bold vision, realised 
that his company’s current capa- 
bilities would become obsolete in 
the new world order. Kalyani bet 
heavily that the future of Indian 
manufacturing would be driven 
by sophisticated production to 
meet the quality requirement of 
global original equipment manu- 
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facturers. Further, Kalyani knew 
that to leverage economies of scale 
and manage cyclical risk, Bharat 
Forge would have to be closer to 
the buzz of new scientific and tech- 
nological development." 

Aside from the psychological 
barriers, there are some tangible 
ones, too. My belief is that though 
many Indian firms have developed 
world-class competencies in terms 


"(The book) is an excellent rer 





investment in the financial year 
closing March 31, 2007, exceeded 
the cumulative total foreign 
investment by Indian companies 
in the 58 years between its inde- 
pendence in 1947 and 2005,” 
2009 is a different world alto- 
gether. Ratan Tata employs nearly 
50,000 people in the uk. What 
was once a positive, is now a neg- 
ative. The authors' hearts must 
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the resilience of Indian organisations 
and the people who run them" 


of assets (e.g. Reliance), products 
and services (e.g. Tata Motors, 
HDFC) and processes (e.g. Asian 
Paints), very few have simultane- 
ously developed all three capabili- 
ties—a hygiene factor for going 
global successfully. 

When Kumar, Mohapatra and 
Chandrasekhar launched their 
book project (circa 2006), India 
had reached a tipping point. As 
the authors point out, that year 
"for the first time, Indian outward 
investment of $10 billion had 
outstripped foreign investment into 
India... moreover Indian foreign 


ARE YOU TRULY GLOBAL? 
Sumantra Ghoshal and Christopher Bartlett, in their path-breaking book, 
Managing Across Borders, identified four types of global companies. 


have sunk seeing their research 
examples buffeted abroad and in 
India exactly when their book has 
hit the bookshops. Yet, its timing 
could not be better: it is an excel- 
lent reminder of the resilience of 
Indian organisations and the people 
who run them. Moreover, it also 
gives fair warning to the developed 
world that emergent Indian MNCs 
are eyeing its lunch. as 


Gita Piramal is Chairman, Ergo, 
as well as autbor of Business 
Maharajas and Managing 
Radical Change 





The multinational or 
multidomestic enterprise, 
as exemplified by Unilever 
or Philips. It is a 
decentralised federation 
of local firms. Its strength 


< > lies in a high degree of 
~~ local responsiveness. 


. efficiencies and cost 

. advantages. Global scale 

. facilities at home produce 
. Standardised products. 

. Overseas operations are 

. delivery pipelines. There is 


. Theglobalenterprise, The international 
. (Ford, Matsushita). . enterprise, (Microsoft). 
. Strengths are scale - Strength is its ability to 


. transfer knowledge and 
. expertise to less-advanced 
. Overseas environments. 
. Comprises coordinated 
. federation of local firms, 
. controlled by sophisticated 


. tight control of strategic ^ management systems and 
. decisions, resources and corporate staff Attitude of 
. information by the . parent company tends to 
- global hub. - be parochial. 


MAY 3 


. The transnational (ABB) 
. combines local 

. responsiveness with 

. global efficiency. “A 

. company that is big and 

. small, global and local, 

. decentralised but with 

. central control." Attention 
. paid to managing 
integrative linkages 

. between local firms and 

. the centre. Subsidiary is a 

. distinctive asset of parent. 
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Leader on Course 


SHE LETS OUT A FULL-THROATED LAUGH WHEN QUERIED ON 
how she would adjust from working in a maverick 
organisation like Google to a perceptibly more sober v 
firm like Accel Partners. *We aren't all that boring, trust 
me," assures SUKHINDER SINGH CASSIDY, 39, the newly- 
appointed CEO-in-Residence, Accel Partners, where she 
will be responsible for not just identifying companies to 
invest in, but also act as mentor to select existing port- 
folio companies. What prompted the change? While 
Google, where she spent six years—her last assign- 
ment was President for Asia-Pacific (APAC) & Latin 
American operations—offered her ample opportunity 
to increase her skill sets, Cassidy admits there was a burn- 
ing desire to accelerate her growth in the next five 


years. This is why she has set herself a deadline of 


nine months to a year to identify a company where she 
can leapfrog into the CEO’s role. And what if she isn't 
able to adhere to the timeline? *Yes, I will be a trifle dis- 
appointed, but then, l'd rather wait for the right opp- 
ortunity to come along than give in to a ticking clock," 
she sums up. Wise words, spoken truly. 


A Bigger Role 


WHAT'S MOST 1 INIQUE ABOUT SANTRUPT MISRA, 
the CEO-designate of the global carbon black 
business of the Aditya Birla Group? The sea- 
soned human resource expert has a shloka 
(Sanskrit hymn) to recite for every occasion—in 
the boardroom and about the slowdown. At the 
moment, Misra is Director on the Aditya Birla 
Management Corporation Board, the apex dec- 
ision-making body of the Aditya Birla Group. He 
is also responsible for the Group Human 
Resources function, which consists of blue-chip 
companies such as Grasim, Aditya Birla Nuvo and 
Hindalco.The versatile industry veteran has shed 
IT from his profile because of the added respon- 
sibility. Ask Misra, 43, about any perceptible 
likeness in the two profiles, prompt comes the 
reply: “Every job has a unique profile, yet there 
are a lot of things common... it is about ability to 
lead a senior bunch of people.” He has a word of 
advice for the workforce that’s bearing the brunt 
of slowdown: “Look at the brighter side of things 
and use the downturn as an opportunity.” 
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The Delivery Man 


BY THE TIME YOU READ THIS, CAPTAIN G.R. GOPINATH, 5 
will probably know the outcome of his election 
campaign for the Bangalore South Lok Sabha con 
stituency. Also, his latest venture Deccan Logistics 
would have taken to the air ferrying cargo around 
India and the world. So, how did India’s low-cost avi- 
ation pioneer end up as a delivery man? Gopinath 
recounts how, while he was running Air Deccan, two 
of his aircraft were rendered out of service in Kolkata 
and Rajamundry and the parts “took days to arrive”. 
Gopinath feels that the foreign majors such as FedEx, 
UPS and DHL connect “India to the world, but | want to 
connect India to India”. And his plans, much like bet- 
| ore, have no bounds. With an initial fleet of three 
Airbus A310 and six ATR-42 aircraft, Gopinath's cargo 
wings seem set to spread. 





IN VASOD HSAWN 


CEO of Tomorrow? 


N. CHANDRASEKARAN, 45, MAY NOT BE THE OFFICIAL 
CEO-in-waiting at the Tata Consultancy Services 
headquarters in Mumbai’s Fort area, but the 
world is quick to pronounce him as the likely suc- 
cessor to veteran S. Ramadorai, who is turning 
65, the retirement age for the Tata Group exec- 
utives, in October this year. Chandrasekaran, 
COO and Executive Director, has made it to the 
Business Week global list of ‘25 CEOs of 
Tomorrow’. What works in Chandra's favour, as 
he is known within Tcs, is his age as he has 
many more years left as compared to other con- 
tenders like S. Mahalingam, Chief Financial 
Officer and Executive Director, and Phiroz 
A. Vandrevala, Executive Director. Though Tatas 
have no dearth of top level talent, Chandra, a key 
member of the Tcs Corporate Strategy Group, is 
surely the new power player on the block. 
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SO À : ONUS : Captain, 
ES THE BEST CAPTAIN AUSTRALIA NEVER HAD, IF SUCH A STATEMENT Rajasthan Royals 


was made a few years ago, when Shane Warne was still spin- 
ning his way to becoming one of the world's leading wicket- 
takers, it would have been dismissed as an overstatement. After one-and-a- 

half seasons of the Indian Premier League (IPL), vou're tempted to wonder: Would he have 
been better at leading the Aussies than, say, a Ricky Ponting? 

It’s not just results—Warne’s team, the Rajasthan Royals, won the first edition of the IP! 
and looks a sure-fire contender for the second—that speak in Warne's favour. Leading from 
the front, being hands-on, making performers out of nobodies (Swapnil Asnodkar, Kamran 
Khan) and stirring a motley bunch of the celebrated and the unfamiliar into a highly-goaded 
line-up all come as easy to the leggje as bowling a wr ng ‘un. "Shane is an inspirational leader 
and would be a great captain in any form of the game," says Ravi Krishnan, Managing 
Director, IMG South Asia, who has played with Warne in their younger days. 

He's often been referred to as a flawed genius and many in the know feel that's the rea- 
son why he wasn't made captain of Australia. Warne has, over the years, grabbed as much 
column centimetres for his alleged drug abuse, extramarital high jinks and his penchant for 
rubbing shoulders with the bookies as he has for his wickets. Does that take away some of 
the gloss from his leadership material? Perhaps, but Warne's apparent frailties also show him 
to be human. That's why he's, perhaps, the only foreign captain in the IPL (along with another 
Aussie Adam Gilchrist) to have struck a bond of empathy with Indian players. *He also has 
an innate ability to identify a role for each player and help them fulfil that role by giving them 
the confidence. In a team with players of several nationalities and languages, he gets his mes- 
sage across, exemplifying exceptional communication skills," adds Krishnan. 

Another often-underrated quality—at least by leadership gurus—is Warne's sheer 
charm, which allows him to get the best out of his lot. The wild—or dark. if you insist—side 
of Warne is petering out over time and what promises to emerge is a complete leader, who 
has a keen understanding of the game—and equally important—its players. ai 
REPORTED BY ANUSHA SUBRAMANIAN 
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Rested in the comfort of a small town amongst hillocks of beautiful landscapes, in 
a place known as the Oxford of the East; stands the largest serviced residences in 
India with 202 units. Oakwood Premier Pune is the only property in town offering 
the facilities of a 5 star hotel, whilst coupled with the Oakwood etiquette, 
ensuring a privacy of living you can trust. So indulge in custom made bath tubs, 
walk-in wardrobes, or relax and unwind at the pool side restaurant. Otherwise, 
simply choose to cook in your own residence anytime you like. After all, you area 
resident in your own home, not just a guest. 
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From The Editor 


HASTENED BY THE DRUBBING THEY GOT IN THE LOK 

Sabha elections, the Left parties had a profoundly 

witty comment to offer to the television channels: 
"Success has many fathers, defeat has many analysts." But 
even when the Left parties sit down in the fullness of time 
to dig deeper into the reasons for their poor show, one 
that will be obvious is their high decibel and persistent 
opposition to economic liberalisation. Every time the UPA 
government proposed even half a reform that had a 
hint of liberalisation, the Left parties would come down 
on it like a tonne of bricks—and would do so with rel- 
ish, fanfare and on camera. This almost-blind opposition 
to reforms must stand out as one reason for their electoral 
defeat—a lesson the Left would hopefully imbibe, even 
if it doesn't admit. 

But more than the Left, it's a lesson for the Congress 
party which now has a rare chance to redeem itself on its 
poor record on economic management. The Left, though, 
the most visible and high-decibel hindrance to a few re- 
forms, wasn't really the biggest stumbling block. That came 
from within the UPA—from non-performance of the key 
economic ministries of roads, 
ports, telecom, power (in the first 
three years), education and health. 
In none of these areas did the 
Left oppose any reforms, and yet 
nothing of consequence hap- 
pened. With the excuse of Left 
opposition now gone, the fail- 
ures of UPA ministers will stand 
exposed. Preventing this from 
happening in the UPA 2.0 is Prime 
Minister Manmohan Singh's 
biggest challenge. One part of our cover story package 
(pages 42 to 60) explains a 3-R formula—resolve, right 
men and revenues—that could make urA 2.0 an 
efficient and effective economic administrator. We also 
attempt sketching the economic vision of Rahul Gandhi 
because his influence on the government is bound to 
rise, whether he wants it or not. 

We haven't seen elephants dancing (I haven't checked 
YouTube, though). But State Bank of India seems to be one 
elephant that is nimble enough to produce results that give 
small and more agile banks a run for their money. You will 
be surprised to find sbi in our annual list of cool companies. 
There are many other pleasant surprises between pages 86 
and 99. iPL-1 has been a huge entertainment success. Has 
it been a success as enterprise, too? Find out on pages 28- 
30. There are some professions that are booming amidst the 
downturn—like those of psychiatrists and counsellors. Is 
it only a reflection of the people's inability to handle 
work-related stress or does it also indict the HR practices of 
India Inc.? Check out pages 116-118. 


ROHIT SARAN 
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The slowdown has forced Indian companies and 
international foundations to slash funding to 
NGOs in India, threatening the survival of some 
and endangering social programmes in the country. 
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Finding the Success Genie 
VERY FEW COMPANIES SUCCESSFULLY 
parlay management practices into a 
winning performance. By clocking 
eleven consecutive quarters of 
growth, Coca-Cola India has vaulted 
its earlier barriers and put itself into 
the sweet spot for profitable growth. 
It’s inspiring to read how Coca- 
Cola India chief, Atul Singh, stepped 
up to the plate at a time when things 
were not exactly gung-ho for the 
company. But thanks to Singh’s fin- 
gerprints on key operations, Coca- 
Cola India has been able to 
grab pole position among all cola 
brands today. 

V. SAMPAT, through e-mail 


Down But Not Out 
IT'S TRUE THAT THE INDIAN IT INDUS- 
try finds itself whipsawed today, 
what with the red-hot demand of 
the late '90s turning into the deep 
freeze of recent years. But even in 
this gloomy hour, the sector would 
do well than be spooked by pes- 
simists (Indian rr's Worst Hour, BT, 
May 17). Today, most Indian rr 
companies find their margins cut 
to the bone, besides having to fight 
off foreign rivals and big kahunas 
like HP and Cognizant. Perhaps, it's 
the right time for the rr industry 
to take stock and focus on main- 
taining competitiveness. 

A. JACOB SAHAYAM, through e-mail 
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Bucking the Odds 

THE FIZZ IS BACK (BT COVER STORY, MAY 
31) is a gripping read about Coca- 
Cola India chief Atul Singh’s exem- 
plary leadership. Where leaders of a 
lesser calibre would have baulked at 
defying the faux populism of the mar- 
ketplace, Singh showed characteristic 
gumption in effecting a one-shot big 
price hike of the soft drink. Your 
story proves that good leaders need 
not rely too much on cookie-cutter 
recipes for success and growth. 





SANJAY SINHA, through e-mail 


Enterprise Unlimited 
GREENHORN ENTREPRENEURS (BT, MAY 
17) is a tribute to the country’s 
entreprenurial culture. With so many 
budding entrepreneurs trying out 
new business ideas, one can say that 
India no longer lacks in entrepre- 
neurial spirit. What's creditable about 
outfits like GoVasool, Ipomo, Kreeo 
and others mentioned in your story is 
the way they are holding the high 
cards in the entrepreneurial game at 
a ame when some bigger companies 
are losing their reputation. Also, start- 
ups like gharkamai.com are helping to 
raise an army of Bridget Jones by 
providing employment opportuni- 
ties to thousands of stay-at-home 
women in India. 

AARTHILR(@ REDIFFMAIL.COM 


Arresting Attrition 
ARE YOU LOSING THE GOOD PEOPLE 
(BT, May 3) shows how most com- 
panies in India remain fixated on 
holding the line on costs. Quite a 
few companies apply these very prin- 
ciples at the expense of employees' 
welfare. Such companies should have 
the perspicacity to realise that 
improving the working conditions for 
employees doesn't mean that profits 
have to take it on the chin. By de- 
vising appropriate policies, companies 
will find it easier to keep employees' 
turnover to manageable levels. 

B. RAJASEKARAN, through e-mail 


Corrections and Clarifications 
ON READING A POLITICAL WEB (BT, 
APRIL 19), I was surprised at your 
comparison of websites of different 
political parties. I fail to understand 
how your correspondent could not 
find our party manifesto on the 
Nationalist Congress Party's (NCP) 
website. Had your correspondent 
hit the fifth tab on the top of our 
website's homepage, he would have 
found the manifesto. You also men- 
tioned that the NCP's website has 
not been updated since 2005. The 
website is always updated as and 
when required and | am surprised 
how your correspondent could not 
find the youngest parliamentarian 
of the 14th Lok Sabha, Agatha 
Sangma, on our website. 
CHANDAN BOSE, PRO, NCP 
Our correspondent replies: At the 
point tbe story was done (in late 
March), the NCP’s website was still in 
an antiquated state and the websites 
of the INC and BjP were close to their 
final evolution. This can be checked 
from the Internet archives, which 
backs the facts mentioned in the 
story. The Ncr changed the web- 
site following the story. 
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Trends 


INSTAN TIP 


The fortnight's burning question. 
Will the FII buying spree 
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Is This Dawn for Real? 


Dalal Street is in celebratory mode, but it may 
be a bit early to pop the champagne. 


TOCK MARKETS ARE FAMOUS—OR SHOULD WE SAY NOTORIOUS—FOR 

moving ahead in anticipation of an upturn on the economic 

front. Last fortnight it was no different as the benchmark BSE 
Sensex gained 14 per cent in the week after the Congress-led United 
Progressive Alliance (UPA) came to power at the Centre. Foreign 
Institutional Investors (Fils) joined the frenzy on Dalal Street, pumping 
$1.15 billion into Indian equities in that period. Like the rest of the bulls 
on the street, the Fils are hoping for some big-bang reforms from the new 
government to get the Indian economy on the fast track once again. 

Now that’s a perfectly legitimate hope. The only problem, however, 
is that as things stand today, it's just that: A hope. “The stock market has 
moved ahead of fundamentals, and it will take at least six months for the 
economy to recover,” explains Jigar Shah, Senior Vice President & Head 
of Research, KIM ENG Securities. Shah points to just one of the trouble 
spots, growth of industrial production, which is still in negative territory 
and for which there’s no quick fix. 

Still, the advantage of a stable government is that it can address such 
concerns—a ballooning fiscal deficit at 12 per cent (Centre and states) 
of GDP being another—during its tenure. And it's such an expectation 
that's got even economists wound up. Just a month ago, when the 
Reserve Bank of India had cut key rates, Shailesh Jha, Senior Regional 
Economist at Barclays Capital, had estimated GDP growth at 6 per 





continue in stock markets? 


Maybe. Dinesh Thakkar, 
CMD, Angel Broking 

The election results have given 
confidence to Fils. There is much 
more inflow to come but the pace 
may not be as furious as now. 
Those Fils that risked investing 
at lower levels would book some 
profits and Flls who were fence- 
sitters till the elections, may use 
every dip to buy Indian equities. 


Yes. Sandip Sabharwal, CEO 
(PMS), Prabhudas Lilladher 

| think markets such as India will 
continue to get a disproportionate 
share of money flow given the fact 
that our economy will outperform 
most economies in the coming 
years. The pace of inflows and the 
speed with which markets have 
moved up has also been because 
most mutual funds, hedge funds 
and HNis were sitting on large 
amounts of cash, expecting that 
markets will keep declining. 


Yes. D.K. Aggarwal, Managing 
Director, SMC Wealth 
Management Services 

The Fils’ current confidence in the 
markets largely hinges on the fact 
that Indian GDP is expected to grow 
at more than 6 per cent in 2009- 
10. Low interest scenario, high 
liquidity and lower vulnerability of 
the economy make India a preferred 
destination for Fils. Moreover, 
Indian equities are also available 
at a relatively low valuation. 


MANU KAUSHIK 
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Q&A 
“The Internet Is 
Very Unsafe” 


HE NUMBER OF INTERNET 

users in India will jump to 
140 million in 2011. But, as 
Gene Hodges, CEO of Web- 
sense, a web security firm, tells 
Rahul Sachitanand, there are 
plenty of pitfalls awaiting these 
newbie browsers. Excerpts: 


How unsafe is the Internet? 

It is a dangerous place. We 
have moved from classic cy- 
ber crime to threats like steal- 
ing trade secrets and selling it 
for financial gain. Cyber crim- 
inals today operate global com- 
panies, with a presence in 
India, China and the us, but 
don’t work out of offices, mak- 
ing it harder to nab them. 


Which websites are most targeted? 
Eight per cent of all websites 
are compromised. Hackers go 
after sites that are in the Web 
2.0 realm since they have a 
lot of user-generated content. 
We look at 500 million web 
pages annually and categorise 
40 million as safe, but that is 
not enough, 


How are mobile phones 
a affected? 
E À There are multiple plat- 
; * forms for the mobile 
je phone, unlike the pc, 
which has Windows and 
a bit of Linux. The 
threats for smart 
phones are from 
external links, 
which unsus- 
pecting phone- 
owners may 
click on. 


The Road Ahead 
It's long, with a lot left to be done. 


m Maintain a low-interest rate 
regime to enable the focus 


to be on growth. N 
LIKELIHOOD: Strong 


m Renew interest in infrastructure, 
real estate and special 


economic zones. y 
LIKELIHOOD: Strong 

m Attract more FDI in areas 
like insurance, media 


and airlines. 

LIKELIHOOD: Moderate or 
m Disinvest in select PSUs. 

LIKELIHOOD: Moderate Or 
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“The stock market has moved 
ahead of fundamentals and the 
economy will take at least six 
months to recover" 


Jigar Shah, Senior Vice President and Head 
of Research, KIM ENG Securities 


cent for the current financial year. 
After the election results, Jha sees 
a possibility of 1.5 per cent in- 
crease in these estimates. In the 
same vein, Chetan Ahya, 
Executive Director and the India 
& South East Asia Economist, 
Morgan Stanley Asia, has upped 
his growth estimate from 4.4 per 
cent to 5.8 per cent for the current 
fiscal. What may also be working 
in India's favour is a parallel hope 
of a turnaround globally. A Bank 
of America-ML survey of 220 
global fund managers conducted 
before the poll results reveals that 
seven out of 10 investors expect 
the world economy to improve 
in the next 12 months. 

But, then again the global 
economy turning isn't much dif- 
ferent from the UPA government 
delivering the goods—both are 
hopes that have resulted in a step- 
up in sentiment. There's more 
than a fair chance that the sce- 
nario won't pan out the way the 
bulls see it. Ridham Desai, 
Managing Director and Co-Head 
-Equity, Morgan Stanley, in a re- 
cent research note, waves a flag of 
not-too obscure pragmatism when 
he points out that stock market 
performance for the rest of the 
year will depend on government 
action and the risk of disap- 


pointment can't be ignored. “This 
time the government needs to re- 
vive growth in a difficult global 
environment and deal with a large 
fiscal deficit," notes Desai. Nouriel 
Roubini, the economist, who's 
become a poster boy of sorts 
courtesy his success rate at pro- 
fessional pessimism, not unpre- 
dictably points out that the opti- 
mism about the bottoming out 
of the recession is grossly mis- 
placed. “A careful assessment of 
the data suggests that rather than 
green shoots there are plenty of 
yellow weeds both in the short 
term and medium term,” said 
Roubini recently on an economic 
and financial website. Ouch! 
For now, the bulls are revelling 
in the moment. And why not. A 
bull market driven by rii 
inflows may, in fact, be much 
more than just a barometer of 
things to come. The dollars that 
have come in so far have done 
their bit to help the rupee rally 
from Rs 49.55 on May 15 to Rs 
47.40 to a dollar at the time of go- 
ing to press. “Capital inflows will 
lend stability to the rupee,” says J. 
Moses Harding, Head, Global 
Markets Group, IndusInd Bank. 
Make way for the greenbacks. m 
RACHNA M. KOPPIKAR 
AND VIRENDRA VERMA 


Every Move You Make 


Cellphone data was used in a recent case to pinpoint the location 
of an accused during a crime. Can such data be used as evidence? 


N ANALYSIS OF THE DATA 
f., alear from the mobile service 
providers reveals that on December 
20, 2008, at 12.13 p.m., Shri 
Nirmal Kotecha was at Swami 
Narayan Mandir and at 12.23 p.m., 
he was at Pritam Hotel.—sEBl mem- 
ber K.M. Abraham wrote in his 
order on the Pyramid Saimira case. 

A group of individuals has been 
indicted by SEBI in this case for us- 
ing a forged letter on SEBI’s letter- 
head in a plan that used the media 
and manipulated the price of the 
company's shares. 

If the observations of Abraham 
sounds like *Big Brother is watch- 





Agencies That Can Seek 
Cellphone Users' Information 


M State Police 

w Criminal Investigation Department 
M Central Bureau of Investigation 

W Enforcement Directorate 

@ Serious Fraud Investigation Office 
® Economic Offences Wing 

i Intelligence Bureau 

M Income Tax (Enforcement) 

I Union Home Ministry 


I Union Ministry of Defence & 
Research & Analysis Wing 


ing you”, that is because it is true to 
an extent. 

This is not just data about 
phone calls and messages. The data 
in question is captured by the tele- 
com towers that connect the phone 
to the network. Abraham for in- 
stance, used it to track the move- 
ment of certain people, their meet- 
ings and dealings to nail the fraud. 
He extensively quoted “tower lo- 
cations” of the key players’ mo- 
bile phones in his order on April 
23, 2009, thanks to data captured 
by the telecom towers. 

Anyone who uses a mobile 
phone has his or her *call data 
record" stored with the concerned 
service provider. While a subscriber 
can take his own call record from 
the operator, there are 10 govern- 
ment agencies which can seek de- 
tails of any user from operators. 

Says an Airtel spokesperson: 
"There is a nodal officer at every 
telecom company to handle 
such cases." A spokesperson for a 
large CDMA operator explains 
on condition of anonymity that 
coded tower locations are men- 
tioned on call data records 
along with call details. With the 
code, one can pinpoint a person's 
movements. 

Can it be used in court as 
clinching evidence? It can be tricky, 
say legal experts, as a criminal may 
have left his phone at home while 
committing a crime. Salman Waris, 
Head of the Technology Practice at 
FoxMandal Little, says such data is 
admissible in court but must be 
backed up by other evidence. *In a 
case where an accused uses the 
location update to prove he was 
not at the site of the crime, this 
would be mainly treated as cir- 
cumstantial evidence," he says. 

SUMAN LAYAK 
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than Google's. 


TOP OF MIND 
Microsoft ‘Kumo’ 


What is it? It is the codename for Microsoft's new search technology. 


“=: Is something wrong with the current technology? No, but 
=z. Microsoft wants its search technology to be "significantly better" 


nien Is Google that dominant? Yes, remember Microsoft's protracted 
struggle to take control of Yahoo! was essentially for Yahoo!'s search 


technology. 


Will it work? Microsoft is still #3 in search and maybe, just 


maybe 'Kumo' might work. 


When will it be launched? On May 25-26 at the "All Things D" 
technology summit in San Diego, US. 


'Increase After-tax Salary' 


This is among many other suggestions an E&Y study makes to deliver the economy a better fiscal stimulus. 


ERE'S A BIT OF ADVICE FOR THE 
FL UPA government. Acco- 
rding to an Ernst & Young report 
"Worldwide Fiscal Stimulus—tax 
policy plays a major role", the 
new government would do well to 
slash corporate and personal tax 
rates and introduce progressive 
treatment of business losses and 
accelerated depreciation pro- 
gramme. 

Says Satya Poddar, Partner (Tax 
Policy Services), E&Y: “The last two 
stimulus packages in India have 
focussed on indirect tax rate cuts, in- 
creased government spending and 
some accelerated depreciation pro- 
vision policies. However, deprecia- 
tion rates in India are still very re- 
strictive. The government needs to 
bring in significant changes in tax 
policies and should begin careful 
money market interventions to 
expedite the recovery process." 

The study points out that ac- 
celerated depreciation programmes 
help businesses improve cash flow 
by allowing them to write off 
the costs of investments rapidly. 
On the other hand, indirect tax 
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Measures introduced 
in the last two fiscal 
stimulus packages 


= Indirect tax rate cuts 

= Increased govt. spending 

= Accelerated depreciation 

m Industry-specific incentives 
Key measures introduced 
by other countries but 


missing in the Indian 
fiscal measures 


m Cut in personal income tax 

m Carry-back of losses 

= Corporate income tax reduction 
m Tax treatment of debt 

Profit repatriation regulations 


Tax incentive for green energy 


changes seek to maintain demand 
by reducing the cost of goods and 
services. The report, which covers 
24 nations, mentions that while 
spending measures have received 


KUSHAN MITRA 


more mainstream attention 
over the last few months, tax 
measures actually represent 56 per 
cent of the net effect of fiscal stim- 
ulus globally. 

The report adds that reduction 
of direct tax rates would increase 
overall demand by increasing 
after-tax pay, particularly for lower 
and middle income taxpayers. 

Moreover, if a government 
introduces provisions for carry-back 
of business losses, it would provide 
cash flow assistance by giving tra- 
ditionally profitable companies more 
latitude in using net operating loss 
credits they are accumulating in the 
current environment. 

As part of stimulus measures, 
many countries have given greater 
emphasis on promoting green 
energy. “The Indian government 
should have provided additional 
tax incentive to equipment and 
technology used in promoting green 
energy. Energy investments not only 
create new jobs but also spur tech- 
nological innovation and energy in- 
dependence," adds Poddar. 

MANU KAUSHIK 
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A Boon for Online Advertising NUMBERS 


Ad networks to help online advertising grow at over 30 per cent annually. 
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cmm Rm Advantage Ad Networks 


|. € Ad networks help reach 
| audiences at a lower cost 





m They assist advertisers reach 
out to relevant sites and 


target groups 
= The network ensures a brand is 


present on several sites instead 
of just one or two 








T'S NOT YET A SERIOUS THREAT TO 
Lx outdoor or television but ad 
networks are helping online adver- 
tising rapidly creep up on tradi- 
tional media platforms in terms of = Revenues from online ads are 
revenues generated. Industry ana- expected to reach Rs 800 
lysts expect online advertising rev- crore by 2009-10, from 
enues to reach Rs 800 crore in Rs 600 crore now 
2009-10 from the present Rs 600 
crore, “Advertising networks" serve reach their target audience in a less 
as brokers between advertisers and complicated manner." Adds Ratish 
web publishers, connecting sites Nair, Co-Founder, Ad Magnet: “Ad 
that want to sell ad space with networks assist publishers in selling 
advertisers and agencies that want to their unsold or remnant inventory 
reach potential customers. thereby contributing to higher rev- 

The concept is not new to India, enues.” 
with the likes of Komli Media and While many like Alok Kejriwal of 
Tyroo already present. But in the Games2win, which has launched 
last six months there has been a rise of — Inviziads, a games ad network, feel 
this medium with Ibibo launching the ad network market is still at a 
Adwinks; Interactive Avenues launch- nascent stage, others like Nair say the 
ing Ad Magnet; and Capital18- market is maturing and ad networks 
funded WebChutney launching will soon become a mainline internet 
Networkplay. More recently, media vehicle. This is evident, he 
Microsoft Advertising has soft- says, from the fact that more and 
launched its international online more clients are testing out ad net- 
ad network, called DriverM in India. works as part of their online media 

Why ad networks? According to plans. Also, some of the larger us 
Prashant Mehta, coo, Komli Media: ad networks have entered India. 
"Ad networks help brand marketers ANUSHA SUBRAMANIAN 





——— ——— ——— 





— AW DÉ 
es 


B: 


JUNE 14 2009 BUSINESS TODAY 17 


PAWAR 


DEEPAK G 





Rosa Liadro, 
President, Lladro 


Luxury Booming 


The business of collectors’ items is growing in double digits as 
regulars keep their purses open and firms extend their retail reach. 


HE 56-YEAR-OLD FAMILY-OWNED SPANISH PORCELAIN FIGURINE MAKER 
Lladró has chosen an interesting time to expand its business in 
India. In the midst of a slowdown that has seen many companies 
shutter stores, Lladró has opened its latest retail store at the swish UB City 
in Bangalore and is scouting for space to open more shops in India, says 
Rosa Lladró, President, Lladró. The firm has recently expanded its 
footprint into mass markets malls such as Ambience Mall in Gurgaon. *In 
these difficult times, we believe buying a Lladró product makes you feel 
good," she says. To give an idea of the kind of money being talked 
about—the recently launched Queen of the Nile figurine costs Rs 1 crore. 
Company executives say the India business grew at 75 per cent last year. 
Crystalware maker Swarovski, too, is on an expansion binge. “We have 
17 exclusive stores and will open new ones across metros in the next six 
months,” says Sukanya Dutta Roy, Country Manager, Swarovski CGB-India, 
whose products, Black Diamond and Darigold, cost between Rs 57,000 and 
Rs 1,40,000. Swarovski’s business grew 25 per cent last fiscal. 
Similarly, art d'inox has introduced its expensive Amethyst 
Collection and Firangipani—candle-stands with women-centric 
designs. By the end of the year, they will have 29 outlets across India 
and 41 multi-brand outlets, says Veer Kaul, CEO, art d'inox. “We 
plan to open four exclusive showrooms in Hyderabad, Bangalore, 
Mumbai and Kolkata as well,” he adds. 


Liadro 


RAHUL SACHITANAND 





Swarovski art d’inox 
Product Porcelain Crystal Home Lifestyle 
Presence 18 exclusive stores 17 exclusive stores 29 exclusive stores 
and shop-in-shop and 41 shop-in-shop 
outlets outlets by year-end 


4 new showrooms 
in tier-| cities 


4 new stores 
in six months 


Expansion Focus on metros, widen 
retail presence 
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COUNTING DAY 


Accor 
. India. 





J $10N THE 


D 





= 710 " AL 
- CUZ LUI 
2 ANON X27 
6, m ost of 
PEDE TUER ER > 
1 latest 
. ` 


P 
EK 


x = à 
} o Go 
ei ee 
& » Q7 
| J E Te ` 
Ah ^ ^ 


"rl Lb 


* az m 
ALLUIL 





m Aaj Tak was the second- 
most searched keyword 
on May 16 

W Each visitor spent an 
averagel4 minutes on 
the website 


and breaking news, Aaj Tak is the 
first choice, regardless of medium. 
It reaffirms our leadership position 
over the last decade," India Today 
Group Editor-in-Chief, Aroon Purie, 
said, commenting on the trend. 

The Aaj Tak (www.aajtak.in) 
website carried real-time trends and 
results at the constituency level for 
the 543 Lok Sabha seats. It also 
carried an updated account of the 
Assembly elections counting in three 
states which took place simultane- 
ously. Interestingly, each visitor 
spent an average of 14 minutes on 
the website, a number considered 
very high in the Internet space. The 
unprecedented traffic on the Aaj 
Tak website also resulted in sev- 
eral servers crashing. 
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IT Divide 


The Indian rich not only emits much more CO, than the poor, he is a more 
Cookie inefficient consumer of energy than the rich in developed countires, finds 


a Greenpeace survey. Here is how worrisome the situation has become 
and what to do about it. 
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* India's electricity production is the 14th dirtiest 





The poor are those families earning less than Rs 3,000 a month: 
Pe the rich above Rs 30,000 a month. The data is based on survey 
of 819 households across urban and rural India. 
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DIRTY FACTS: 


e India is the 6th largest CO, emitter in the world 


* Its per capita emission is 1.67 tonnes a year in the world, spewing 9.87 kg of CO, per KwH 
* India’s energy growth is well below its economic growth rate * India’s rich emit 4.5 times more CO, than do the 





Despite leaving less than half the carbon footprints of 
an average European, the rich Indian has, nonetheless. 
touched the global average. This means over 150 
million Indians have crossed the CO, emission levels 
needed to prevent global temperatures from getting 








more than 2 degree Celcius warmer. 
H - 
The whole 
3 4 perspective in 
; » which companies 
— are viewed needs 
5 to shift from short 
: ET to the long term, and as | 
p sss c— would say, to a focus on 
shapes, not just numbers" 
JE E Sees E E EN adiressing a meeting f C s athe Economy 
a 3 z F E $ $ i 2 ‘lub of Washington recently, to Agencies 
k denotes Rs ‘000s “Every opportunity one misses looks to be 


a loss, and sometimes appears to be a gain. 
Satyam was an opportunity, which we 
would love to have won, but the fact that 
we lost also gave a chance to go back to 
our core operations” 

: A.M. Naik, Chairman & Managing Director, 
As living standards rise. more and more Indians will join Larsen & Toubro (LÉT), in The Economic Times 
the club of the rich, contributing to global warming. The 
government can help the poor to adapt to climate change “During the boom, 
while creating the carbon space for them to develop. all you fellows 


called us conserva- 
tives and now you 





Establish mandatory efficiency levels call us heroes. We SSA 
| for household appliances and cars 
were not heroes then; 
ih national cor mares nd reum mate al 
: Aditya Puri Managing Director, HDFC Bank, 
create a carbon tax regulation referring to the medi, in Mice 
Move dud coal ica: to gas and *His performance as a minister was one 
CONAP CINE SOM of the most spectacular, I would say, 
ye in the history of India. I felt that he 
Create differentiated but common (was able to) do pretty much what 
responsibilities for the rich and poor he had on his agenda. He was the 
one who did stuff” 
Create funds for sustainable Dinesh Keskar, India Head, Be eing, talking about 


development and reduce poverty Praful Patel, Civil Aviation Minister, in BusinessWeek online 
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It’s Raining ‘Big’ Small Cars 


Ritz, Jazz, Polo, Yaris—new premium compact cars are flooding 
the Indian automobile market. And people are buying, too. 






e Hyundai Getz 


e Suzuki Swift 
e Skoda Fabia 
e Chevrolet U-VA 





Hyundai i20 








Suzuki Ritz 


e Hyundai i20 
e Suzuki Ritz 


e Fiat Grande Punto 
e Honda Jazz 

e Chevrolet Mini 

e Volkswagen Polo 
e Nissan March 

e Toyota Yaris 


Nissan March 


Honda Jazz 


ESPITE THE ECONOMIC 

slowdown, carmakers are 

going ahead with planned 
launches—especially in the pre- 
mium compact segment that has 
seen a slew of vehicles entering 
the market over the last couple 
of months. A few more are ready 
to launch even as we write. 

The Society of Indian 
Automotive Manufacturers (SIAM), 
which releases audited sales data, 
does not have a sub-category for 
such vehicles as cars are classified 
by length. Sales of premium com- 
pact cars, however, are picking 
up as consumers demand more 
features in their small cars. 

Increasing parking problems have 
also seen consumers going for 
smaller cars, but only those with 
fully-loaded features. 

Most cars in this segment 
come with engines below 1,200cc 
(to qualify for lower excise) and 
are priced in the Rs 3.5-5 lakh 
range. Top-end models of the ve- 
hicles almost universally come 

with safety features, including 
anti-lock braking (ABS) and 
airbags. So, in terms of features 
and kit, there is little to choose be- 
tween them. The consumer, 
though, will be spoilt for choice. 
KUSHAN MITRA 


Volkswagen Polo 
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ing cost by Vect. demisnds 
from business partners since 
most of their cost is in “run- 
ning the business" (80 per cent), 
leaving little for *changing the 
business". This is where 
Optimize rr helps by reducing 
cost base and improving 
processes and related activities. 


How is a client benefitted? 

First, we baseline the current IT 
landscape by benchmarking their 
IT spend with industry standards 
to identify opportunities. Then 
we help the client release funds 
from IT operations by adopting 
solution levers such as demand 
optimization or workforce har- 
monisation. Finally, we help them 
leverage value by identifying un- 
fulfilled stakeholder needs. 


Any examples to share? 

We offered Optimize to a us 
commercial bank. The successful 
implementation resulted in 
short-term MIPS savings of 7.5 
per cent and annual savings of 
$1 million for the bank. 
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BUSINESS TODAY-E&Y 


DEAL WATCH 


Biggest deals in the past 30 days* 


Deal of the Month 


Essar Group-owned BPO firm, Aegis, has announced the acquisition of 
Australia-based UCMS Group for Rs 184.3 crore ($37.2 million) in an all- 
cash deal. Aegis proposes to pay UCMS AU $0.98 per share in cash, which 
is a premium of 133 per cent over the closing price of its share on the last 
trading day before announcement. The deal is subject to approval of the 
UCMS shareholders and the Supreme Court in Australia. 


Impact Analysis 
While there were larger deals over the past one month, the Aegis-UCMS one acquires significance 
because of its global nature. The transaction is in line with Aegis’ strategy to acquire new markets 
and be amongst the top global BPO players. UCMS, which has presence in Australia and New Zealand, 
will add four more global locations and a workforce of 2,300 to the existing 32 global locations and 
31,000 workforce of Aegis. UCMS will also benefit from the transaction as it will now be part of a global 
BPO enterprise and can leverage cross-selling opportunities to the larger pool of Aegis customers 
spread around global locations. 

INDUSTRY TYPE 


ACQUIRER oe VALUE si 








MTM | Rs crore) 76 
Satyam Computer Services Tech Mahindra Technology Acquisition 1,320.6 20.0 
SPV's Floated By Ashoka Buildcon IDFC Project Equity Infrastructure Private Equity 252.7 49.00 
l CMS Group Bb Aegis (Essar Group) Technology Acquisition 184.3 100 
Great Offshore Bharati Shipyard Logistics Investment 174.2 14.9 

| f Navis Capital Partners Education Private Equity 151.6 NA. 
nologies Sees -Pangea Capital Solar energy Private Equity | 151.0 N.A. 
Global. -Tech iron ore mine — Spectacle Industries Mining & Metals Acquisition 120.0 100 
Pantaloon Retail in SUE x Dharmyug Investments Consumer Products Private Equity 75.0 24 
.. (arm of BCCL) & Retail 
.. Spectacle Industries Mining & Metals Acquisition 75.0 100 
manganese ore mine - 
GMT: ue Ae a ; 
‘Bhartiya Samruddhi Finance Multiple Investors Financial Services Private Equity 50.0 N.A. 
 Metalite Coke & Coal & Spectacle Industries Mining & Metals Acquisition 40.0 100 

Mangal Steels 
HBL Power Systems Reliance Capital Industrial products Investment 30.3 7.1 
AU Financiers Motilal Oswal Venture Financial Services Private Equity 20.0 N.A. 

Capital Advisors 

Spice Mobiles Spice Televentures Telecommunications Acquisition 16.3 20.0 

Brand Calculus Helion Venture Partners Consumer Products Private Equity 16.0 N.A. 
& Retail 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, itis based on media reports, company announcements and other 
secondary research, Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 


undertake any responsibility in regard to any such decision. 


Includes only M&A, private equity and brand Sale transactions 


*As on May 18, '09 Not a complete list 
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TODAY AT MRIU, 







ENGINEERING PROGRAMMES 

B.TECH. COURSES 

Aeronautical Engineering 

Automobile Engineering 

Bio Technology 

Computer Science and Engineering * 
ectronics anc unication Engineering 

Electrical and Electronics Engineering 


Information Technology = 


Mechanical Engineering * 


*Lateral Entry option for Diploma-holders. 


INTEGRATED B.TECH. COURSES 
for 10" Passouts 
(With exit option after 3 years with Diploma) 


Automobile En ineering 

GRA Engineering — 

Computer Engineerin 

Bon cal En ku ring 
Electronics & Communication Engineerin 
Manan. 0 om me 


M.TECH. COURSES 


Biotechnology 
Computer Science an e 
Electronics and Communication Engineerin 


Manufacturing. neering 





THERAPIES AND HEALTH SCIENCE PROGRAMMES 


Bachelor of Physiotherapies 
Masters Sogo a 


Bachelor of Science - Nugimon & Dietetics 





Bachelor of Science - Sports 


Masters of Science - Sports = = = 


Bachelor of Science - Medical Lab Technology 


Manav Rachna Educational Institutions (MREI), founded in 1997, 
is India's foremost educational entity, and has a reputation for outstanding teaching, 
as a centre of research and excellence. 

MREI Campuses are now sprawling over an area of 75 acres of land, admist 
lush green surroundings in NCR. Catering to 20,000 students on roll and alumni base of 5000 contributing towards national 
building in all walks of life. 

Manav Rachna International University (MRIU), a deemed-to-be university and a worthy 
successor of the same heritage carries forward the mantle of excellence and professionalism with the philosophy of 
Manav Rachna “Vidyantariksha". 

Now, MRIU announces admission to the following programmes. 


TOMMORROW YOU MAY GO PLACES 










MANAGEMENT PROGRAMMES 


Hat of Science- Borie Mana ement 






- Generi 
Bachelor of Business Administration (BBA) 
- MM sided Management 





- International Bosiness 
Bacheior of Business Do laa all 





- eona] Business 
Masters of Business Aeninistration 





- intemistional Business 
Masters of Business Administration 
- Financial Services Mana ' ement 






- “Hospitality Managemen 


COMPUTER APPLICATION PROGRAMMES 
Bachelor of Computer Applications (BCA) 


aster of Co r Applications 
Bachelor of Computer Application (Global) 


MEDIA & DESIGN PROGRAMMES 
bachor of Arts “diia ee 








Further details are given in Departmental Brochure 
which can be downloaded from official 
website www. mriu.edu.in 





Administrative Hearlauarters: SFILA RP NIT Faridahad Phone: 0129,41982500 (30 lines) Fav: 0129. 4! 98666 MRFI Aray 


A MANA VRACHI 


www.mriu.edu.in 


Declared as deemed-to-be university under section 3 of the UGC Act. 1956 eio] 


ALE OF ADMISSION 
ROCHURE-CUM- APPLICATION FORM : 
8TH MAY 2009 ONWARDS. 















AST DATE FOR SUBMITTING 
PPLICATION FORM : 
DTH JUNE 2009 UPTO 5:00 P.M. 
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Economics of IPL-2 


Will the foreign venue and costs associated with it and increased rates for 
advertisers dent the earnings of various stakeholders in IPL's second season? 


BT finds out. SHAMNI PANDE 


S FAR AS HIGH DRAMA IS CONCERNED, THE 

second edition of the Indian Premier League 

(IPL) definitely scored over DLF IPL-1. Whether 

it was the excitement over renegotiated TV 

rights for a record $1.6 billion (Rs 8,200 crore) by Sony 

or the uncertainty over DLF IPL-2 taking place at all due to 

security issues and subsequent shifting of the venue to 

South Africa, or the audacity of telecaster Sony Max 

which raised the asking price for 10-second advertising 

spots from Rs 2.25 lakh to Rs 3.5 lakh, the run-up had its 

share of extremes. But, will iPL-2 replicate this showing in 

business terms as well? By Business Today's calculation, 

the game is expected to end on a financially good note for 
many of those involved. Here's how: 

According to AdEx India, a division of TAM Media 


RAJASTHAN ROYALS 


owner: Emerging Media Group 
FRANCHISE FEE: $67 million 


SPONSORS: HDFC Standard Life, Boost, Puma, Kingfisher, Wrigleys, 
TCS, 7Up, Tata Africa, UltraTech Cement 





Revenues (Year 2) Expenses 

BROADCASTING RIGHTS 

Set Max 28 Franchise fees 27 

Central sponsorship 13 Team 13 

Team sponsors 12.5 Promotion + Admin 11 
(Rs 13.4 crore last year) (12-10) 

Gate Receipts 4.8 

Total 58.3 Total 51 


NET PROFIT Rs 7.3 crore 


. NET PROFIT Rs 80 lakh 





Research, average television ratings for DLF IPL-2 till May 
18 stood at 4.2 per cent, compared to 4.73 per cent last 
year. But says Nandini Dias, Coo, Lodestar Universal, 
"Considering that iP moved out of the country, it has 
held out very well. In terms of television rating points 
(TRPS), the numbers may look marginally lower than last 
year. But, this is not indicative of the actual number of 
people watching it, which is significantly higher." 

A study, conducted by Lintas Media Group, across 
15 cities puts IPL viewership at 82 million in the first 20 
days this year—it was 71 million in 2008 in 20 days. 
The study also reveals that viewership in a city swings 
when a home team is playing—suggesting that turf 
loyalties are building up. The swing was highest in 
Bangalore when Royal Challengers were playing. 


KOLKATA KNIGHT RIDERS 
owner: Red Chillies Entertainment 
FRANCHISE FEE: $75.1 million 


SPONSORS: Sprite, Nokia, Reebok, Anandabazar Patrika, Belmonte, 
Tag Heuer, BILT, Star Plus, Gitanjali 





Revenues (Year 2) Expenses 

BROADCASTING RIGHTS 

Set Max 28 Franchise fees 31 

Central sponsorship 13 Team 25 

Team sponsors Promotion + Admin 12 
(Rs 28 crore last year) (2+10) 

Gate Receipts 4.8 

Total 68.8 Total 68 
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This means gains for Sony Max. 
According to media estimates, the 
telecaster stands to earn Rs 480 
crore—which should make it com- 
fortable, though the exact contours 
of the renegotiated terms are not 
available at this stage. 

As for franchisee revenues and 
costs, some changes were expected 
this year. According to Balu Nayar, 
former Managing Director, IMG, 
which helped BCCI put together IPL, 
franchisee revenues would increase 
by at least 60 per cent due to the re- 
negotiated broadcaster deal. “On 
the cost front, the big change will be 
the amount spent by various teams 
based on their individual decisions,” 
he says. But the net impact relative to 
IPL-1 is definitely positive, he feels. “It 
will move most teams on an accel- 
erated path to profitability relative to 
earlier business plans,” he adds. 
However, BT, for its analysis, which 
has been put together with the help 
of GroupM ESP (Entertainment, 
Sports and Partnership unit of wep), 


has assumed the same level of 


expenditure as last year’s. 


The teams also managed to rack up a decent num- 





BILLION-DOLLAR BABY 
he overall value of Indian 


dy 
worth $2.01 billion, accorc 
UK-based brand valuatic 
tancy Brand Finance, which has 
put the IPL's brand valuation at 
over $311.94 million. At $42.1 
million, Kolkata Knight Riders 
(KKR) is the most valued team, 
followed by Mumbai Indians 
($41.6 million), Rajasthan Royals 
($39.5 million), Chennai Super 
Kings ($39.4 million), Delhi 
Challengers ($37.4 million), King 
XI Punjab ($36.3 million) and 
Deccan Chargers ($34.8 million) 
at the bottom. “IPL will create 
etc mie gy 








choose to list,” A 
Krishnan, MD, Brand Finance. 


in travel bills and hotel stays. 
Besides, most teams have sought to 
cut down on their promotional 
costs. Delhi Daredevils, for in- 
stance, did not renew its contract 
with actor Akshay Kumar, and 
Royal Challengers went slow on 
the celeb quotient along with oth- 
ers. Only the team owners and 
players themselves, such as Shah 
Rukh Khan, Shilpa Shetty and M.S. 
Dhoni, among others, were seen 
doing the work. 

Gate receipts are expected to 
be decent given the fairly reasonable 
turnout at the matches in South 
Africa. “One can expect each team 
to earn a nominal level of shared 
gate receipt of $1 million each. But 
the negative is that the dollar has 
hardened and the estimates were 
initially made on a lower value," 
says Hiren Pandit, Managing 
Partner, GroupM ESP. 

Though dollar appreciation is 
expected to increase the fixed cost 
of franchises, according to 
Dushyant Singh, Director- 


Advisory, KPMG, the renegotiation of the media rights 


will provide a significant boost to their earnings. 


ber of sponsors (see charts). Then, the Board of “Profitability position of most of these franchisees will 


Control for Cricket in India (BCCI) has apparently 
stated that it will compensate the teams for the increase 


ROYAL CHALLENGERS 


owner: UB Group 
FRANCHISE FEE: $111.6 million 


SPONSORS: Reebok & United Spirits Brands 





not be very different from last year,” 
The tax googly might also end up pinching the 


DECCAN CHARGERS 
owner: Deccan Chronicle 
FRANCHISE FEE: $107.01 million 
SPONSORS: Wrigleys, Pepsi, Kingfisher, Puma, Odyssey, 


he says. 





Rachnoutsav Events, McDowell's, Big 92.7, Deccan Chronicle 


Revenues (Year 2) Expenses Revenues (Year 2) Expenses 

BROADCASTING RIGHTS BROADCASTING RIGHTS 

Set Max 28 Franchise fees 48 | SetMax 28 Franchise fees 45 

Central sponsorship 13 ream 22 Central sponsorship 13 Team 24 

Team sponsors 1.5 Promotion + Admin 11 Team sponsors Promotion + Admin 11 
(Rs 1.4 crore last year) (14-10) (Rs 17 crore last year) (1410) 

Gate Receipts 4.8 Gate Receipts 4.8 

Total 47.3 Total 81 | Total 48.8 Total 80 


NET Loss Rs 33.7 crore 


"m" 


u T 
E n A JI. 
u 3 à 


NET LOSS Rs 31.2 crore 
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CHENNAI SUPER KINGS 
owner: India Cements 
FRANCHISE FEE: $91 million 


SPONSORS: Aircel, 7Up, Nivaran 90, Cloud9, Wrigleys, J&J 
(Bandaid), Nivea For Men, Peter England, Big Bazaar, Lays, Reebok, 
Star Vijay, Hello, Coromandel King, Sonata 





Revenues (Year 2) Expenses 

BROADCASTING RIGHTS 

Set Max 28 Franchise fees 36 

Central sponsorship 13 ream 24 

Team sponsors 17 Promotion + Admin 12 
(Rs 14 crore last year) (2-10) 

Gate Receipts 4.8 

Total 62.8 Total 72 


NET Loss Rs 9.2 crore 


KINGS XI PUNJAB 

owner: Preity Zinta, Ness Wadia, 
Karan Paul & Mohit Burman 
FRANCHISE FEE: $76 million 


SPONSORS: Nimbooz, Gulf Oil, Reebok, Emirates, Netlink Blue, 
Royal Challenge, Dabur, Glucon-D, Wrigleys, Springbook Int. 








Revenues (Year 2) Expenses 

BROADCASTING RIGHTS 

Set Max 28 | Franchise fees 30.4 

Central sponsorship 13 | Team 25 

Team sponsors 14 Promotion Admin 11 
(Rs 14 crore last year) | (14-10) 

Gate Receipts 4.8 

Total 59.8 Total 66.4 





franchisees. “It would mean added potential direct tax 
consequences for the BCCI, franchisees and the players and 
indirect tax consequences in the form of VAT for BCCI and 
franchisees in South Africa, in addition to the Indian tax 
consequences,” says Rakesh Jariwala, Associate Director, 
Media & Entertainment Tax Practice, Ernst & Young. 
“The immediate impact on earnings of players and 
teams could be 10-25 per cent, depending on the cir- 
cumstances,” he adds. Though later, this might get 
sorted out, as there is the Double Tax Avoidance 
Agreement that essentially seeks to determine taxing 
rights between contracting countries and provides tax re- 
lief to entertainers, sports persons and artists. 

So, which franchise would gain the most? It looks 
like Rajasthan Royals, which has made good on its per- 


100% 
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DELHI DAREDEVILS 
owner: GMR Holdings 
FRANCHISE FEE: $84 million 


SPONSORS: Coke, Royal Challenge, TOI & HT, Wrigleys, Virgin 
Mobile, Fever 104, Big Adda, Gupshup, Hero Honda, Adidas, 
Kingfisher Airlines 





Revenues (Year 2) Expenses 

BROADCASTING RIGHTS 

Set Max 28 Franchise fees 34 

Central sponsorship 13 Team 23 

Team sponsors 20.7 Promotion + Admin 11 
(Rs 19.8 crore last year) (1+10) 

Gate Receipts 48 

Total 66.5 Total 68 


NET Loss 1.5 crore 


MUMBAI INDIANS 
owner: Reliance Industries 
FRANCHISE FEE: $111.9 million 


SPONSORS: Wrigleys, Pepsi, Idea, Zandu, Kingfisher, Royal Stag, 
Luminous, Adidas, MasterCard, Gitanjali Jewels, Red FM 





Revenues (Year 2) Expenses 
BROADCASTING RIGHTS 
Set Max 28 Franchise fees 45 
Central sponsorship 13 | Team 20 
Team sponsors Promotion + Admin 13 

(Rs 11 crore last year) (3 + 10) 
Gate Receipts 48 

65.8 Tota 78 






formance last season. It has already got in new in- 
vestors in actor Shilpa Shetty along with UK-based 
entrepreneur Raj Kundra, who have taken a 12 per 
cent stake, valuing it at $140 million. Kolkata Knight 
Riders, too, has made good ground. Yet, both these 
teams will have tougher positions next year due to the 
reversals suffered in their actual performance this 
year. Chennai Super Kings and Delhi Daredevils, 
who have largely stayed the course, are likely to see 
huge improvements next year, as also Deccan 
Chargers, whose performance has inched up. But it 
won't be surprising if Deccan Chargers’ owner T. 
Venkattram Reddy; Kings X1’s Ness Wadia and Mohit 
Burman and Kolkata Knight Rider’s Shah Rukh Khan 
seek to divest their stake, at least in part. 8 













“98% uptime on service 
gives me peace of mind.” 


Samir Barve 
Vice-President, HDFC ERGO 
General Insurance Co. Ltd. 

















io wonder, leaders choose Canon when it comes 
o streamlining Document Management Processes 
ind Controlling costs. 





arge volume data printing consistently demands high 
egree of reliability and service. Canon Multi-function 
evices come packed with state-of-the-art technology, 
aking it highly reliable and obsolescence proof. So go 
head, get a Canon Multi-function .device and give your 


rganization the ultimate performer. 


IRC 3080i IRC 2550i 


iR 3245 


Research & IDC Jan-Dec 2008 report in the A3 Digital Copier category 


Gartner 


IRC 3180i, iRC 2550i, iRC 3080i, IRC 3580i, IRC 4080i, IRC 4580i, IRC 5185i, iR 2116J, iR 2018N, 
iR 2018i, iR 2022N, iR 2030, iR 2230, iR 3530, iR 3225, iR 3235, iR 3245, iR 5055, iR 5065, iR 5075. 


Business be simple | 
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Telecom to Life 


IRTEL NOT ONLY WANTS TO GET TO THE NEXT 100 But will mobile con 
million customers in three years, it hopes to MANOJ: | consider 
cease being a telecom company—only. KUSHAN behind that we w 
MITRA speaks to Bharti Airtel CEO MANOJ KOHLI and Our portfolio is 1 
Deputy CEO SANJAY KAPOOR to figure out the telecom — in the Us. And th: 
giant’s future plans. isfy the 
Ind 






































You've crossed a 100 million. What next? 
MANOJ: Well, the journey of the next 100 
million will be very different. It will be 
far bigger, and far more enriching 
too. First, the next 100 million 
subscribers have to be added within 
the next three years. Secondly, we 
want our wallet share with our 
existing 100 million subscribers to 
increase dramatically. 


"The next 100 
million customers 
will come primarily 
from rural and 


semi-urban areas" 


MANOJ KOHLI 
CEO, Airtel 





You want subscribers like me to spend 
more? 

MANOJ: Obviously, yes (laughs). But the idea is 
that if you have 2,000 rupees in your 
wallet for telecom, broadband, tele- 
vision and music, why am I getting 
half of that wallet share? I deserve to 
get all of it if I make you, the sub- 
scriber, happy and have a trustwor- 
thy relationship with you. I want to 


] 


cust 


be the provider of all three screens— fe 
In 
mobile, computer and tv. 
1001 


So you can get me to spend 
more money on Airtel? 
MANO]: Not quite, I want 
the subscriber to spend 
more money on the 
product portfolio of 
Airtel. That money you 
could be spending on 
some other brand. 











So if | have Direct-To-Home 
(DTH) today from another 
provider, you want to get that 
business? 

MANO]: Yes, and also offer a 
better quality service and 
maybe at a better price. 





AWARDED... 


(For IPM Delhi. At 125, it’s international placements figure stood ahead of all the IIMs and ISB for the class of 08) 
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While others were discussing the slowdown... 
At |IPM, we were working on how to beat it!! 
For the class of ‘09... 


2000+ Already Placed! 
45+ Placed Internationally! 





VIM-A — 61IM-I 
21M-B — 7IIM-L 
3HM-C  8IIFT 
4 XLRI 


5FMS-Del 101IM-K 


Ranked 9th in Placements amongst all B-Schools in India! 
But we place more students than the other 9 B-Schools from 
(Zee Business B-School Rankings 2008) 


the top 10 B-Schools put together! 


THERE IS 


~NO OTHER B-SCHOOL 


IN INDIA THAT GIVES 


PLACEMENT 


TO MORE STUDENTS! 


ac. 
THE TIMES OF INDIA 


Companies Snap Up 


Non-lIM B-School Grads 


21st March, ‘09: BANGALORE: While the final placement 
season at the IIMs was grim this year, other B-schools based 
in Bangalore are celebrating... “.. So far, 1,500-plus IPM 
students across the country have been placed, with 44 
bagging international offers and over 450 companies 
coming to the campus...” 


ls ©: Sami |IPM SET TO BEAT 
Economic Slowdown! 


13th March, ‘09: EXPRESS NEWS SERVICE: After setting 
new benchmarks in Bschool placements last year, the 
Indian Institute of Planning and Management (IIPM) has 
innovated to re-establish its superiority in placements in the 
current period of reduced growth. Data shows that 1,500- 
plus students at IIPM have already been placed on campus... 


Modules 
Introduced To 
Combat Recession 


1500 FROM IIPM GET JOBS 


10th March, ‘09: Mumbai: While graduates from IIMs are 
Settling for jobs in PSUs, 1500 out of the 2600 students 
of IIPM have already been placed on campus... the key 
recruiters this year were ADAG - Reliance Life Insurance, 
American Express, Axis Bank, Deutsche Bank, HDFC 
Bank, Hindustan, Unilever Ltd., Wipro KPO, Yamaha 
Motors, India Bulls Securities... 


‘THe Economic TIMES 


7th March, ‘09: New Delhi: IIPM has managed to place 
1442 students from its campuses across the country in 400 
companies... last year , of the 2600 students, 1600 had got 
offers by this time... In 2008 , while IPM had the second 
highest international placements (165) among the 
B-Schools in India, its Delhi campus boasted of the 
highest (125) no. of International placements as a 
single institute... 





100% of students who undergo IIPM' flagship Programme in Planning and Entrepreneurship 
go for a Global Orientation Programme to USA/EUROPE etc. They further spend a week in one 
of the Top B-Schools of the world like HAAS, DARDEN, JUDGE, McCOMBS etc. 


leading to CERTIFICATION IN GLOBAL 
MANAGEMENT from the same! 
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Berkeley 
THERE IS 


NO OTHER B-SCHOOL 


IN INDIA THAT GIVES BETTER 


GLOBAL EXPOSURE 


TO ITs STUDENTS! 





McCOMBS ARR E 
Ease (ume) ppt 





Ranked No.1 in Global Exposure! Ranked No.7 in India Overall! 
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knows in two years it can be 80 per cent. They have to 
be as viable as the first 100 million—that means our cost 
structures have to be leaner, our productivity better, so 
that we can give a similar or even better quality service 
at a lower cost. 


How much more can you cut? 

MANOJ: We think there is still a large scope for cost ef- 
ficiency and productivity. We haven’t yet garnered all the 
economies of scale for our hundred million customers. 
As we move from 100 to 150 and eventually 200 million, 
economies of scale will continue to grow. We have to be 
more viable as we move to the lower strata of society. 


And what else? 
MANOJ: In the first 100 million we were an acquisition- 
led company and that too primarily in mobile. Now we 
will be an “integrated” company which will look at the 
customer lifecycle from end to end. We're also talking 
of a product portfolio, which customers can pick up one 
by one according to their need. We're talking of huge 
content that we need to give the customer, especially the 
youth and the rural customer. Rural and language 
content, for example. So now we need different 
capabilities. Media capability, retention capability, 3G 
capability, more wireless broadband 
capability. I feel that we are playing 
a new game. We have changed 
the game for the others. 











You guys are very confident of there 
being another 100 million more 
subscribers for yourselves. How? 

SANJAY: Because I still feel there 
are large parts of the 
country that are still 
under-penetrated. In 







"The onset of 
3G will open up 
other avenues such 
as video and gaming, 
which are under- 
tapped in India" 


SANJAY KAPOOR 
Deputy CEO, Airtel 


rural areas, penetration is only 13 per cent. Look at the 
number of young people—over 560 million. This is 
massive and I really do believe that there is still a lot of 
headroom to grow. In nearby countries— Pakistan, Sri 
Lanka, Thailand, Malaysia—penetration levels are 
already in excess of 50 per cent. India is a prosperous 
country, I’m pretty sure we can keep on growing. 


What about the "share of wallet"? 

SANJAY: Our first experience with the share of wallet con 
cept has been with music sales. Today, we are the 
largest “organised” retailer of music tracks. In the future, 
we will have stake in financial services, entertainment and 
retail. The onset of 3G, which will be Hspa (High Speed 
Packet Access) for us, will open up other avenues such as 
videos and gaming, which are under-tapped in India. 


But handset vendors such as Nokia and Apple are also mak- 
ing a play as are third-party providers. How will you stand out? 
And how will you get consumers to pay, with rampant piracy? 
SANJAY: Well, with technology moving from current 2.5G 
networks to a future 3.5G HSPA network things will 
also change, because music will move towards full 
downloads instead of ring tones and ring-back tones. 
Music videos can be downloaded as well. But ad- 
dressing the larger question, like what happens to us 
with Nokia, Google and Apple also coming in, clearly 
the operators are not going to be dumb pipes. Bharti has 
been investing into capabilities that add value to the end 
customer. While some operators chose to become 
pipes we invested heavily in a service delivery platform 
The relationship with the customer belongs to me. 


Will you tie-up with them in certain cases? 

SANJAY: We work with all of them—we sold iPhones. 
Google is a partner as well, and Nokia for all practical 
purposes is a strategic partner. 


So, services will play a greater role in the future? 

SANJAY: Services have always played a big role, but 
the nature of these Services, given the condi- 
tions and nature of India, will undergo a 
dramatic change. 














Particularly with higher speed networks? 
SANJAY: Higher speed is just a part 
of the issue. You don't need highe: 
speeds for mobile commerce. The 
fact that India still has 85 per cent 
of its population not accessing banks 
and if they were to be banked, if 
financial inclusion was to be a key 
agenda for the government, then the 
mobile phone will play a key role. ai 
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Relics in 
Boardrooms? 


Has the debate on the role of independent 
directors begun to echo in company 
boardrooms or is there a case for 
scrapping the idea of them as 
protectors of minority shareholders? 


SHALINI S. DAGAR 


S THE FOURTH QUARTER 

results keep coming in 

and the annual general 

meetings (AGMs) follow 
in the coming months, the question 
of what role should an independent 
director (ID) play in the conduct 
of the meetings remains alive— 
what with the perception having 
gained ground in the wake of the 
Satyam fraud that IDs did not do 
their jobs properly. 

The key question then is: Have 
things changed in the boardrooms? 
Companies are certainly waiting a 
few days extra to put out the au- 
dited results. But has the relation- 
ship between the management and 
the ips changed? “Absolutely not,” 
says Deepak Satwalekar, former 
MD of HDFC Standard Life and now 
independent director on the boards 
of six companies including Infosys 
and Tata Power. “But then my 
views may be biased, because I am 
as independent as I want to be.” 
The point here is that the compa- 
nies in which the IDs get the free- 
dom to work independently are 
the ones which are, in any case, 
well-governed. 

However, well-functioning 
boards are more the exception than 
the norm, as the spate of resigna- 
tions by IDs in the wake of the 
Satyam episode as also the Nimesh 
Kampani case go to show. 

But should ips take all the 
blame? Former cabinet secretary 
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DIRE 
TYPES 


A Prime Database study 
classifies independent | 
directors in four broad types: 


15% - 


HOME DIRECTORS: These are persons 
known personally to promoters 
—telatives, friends etc. Several 
loopholes exist in the Companies 
Act, which allow their induction 


and ambassador to the us Naresh 
Chandra, who chaired a commit- 
tee on corporate governance a few 
years ago, believes that as an over- 
reaction to Satyam there has been 
an unfair witch-hunt of sorts. "If 
someone thinks that an ID is a de- 
tective inspector with a spy glass 
and can prevent fraud then that 






15% - 


VALUE DIRECTORS: People that 
either bring knowledge and 
expertise to the company— 
lawyers, technocrats etc—or 
provide it with a strong network 


person should have his head exam- 
ined,” says Chandra. Satwalekar, 
too, believes that forensic skills 
are certainly not essential quali- 
ties for IDs. “Good corporate gov- 
ernance is not possible if the CEO 
of a company does not want it," 
he puts it bluntly. 

As per law, regulation enforced 





I 


| 
" 


5% 

PSU DIRECTORS: Typically appointed 
by the political high command 
or minister concerned, most are 


either politicians or bureaucrats 


A 


Source: Prime Database 


5% - 

CELEBRITY DIRECTORS: Inducted to 
add an aura of respectability 
and news value to the company. 
This category includes film stars, 


lyricists, sportsmen, etc 


through Clause 49 of the Listing 
Agreement makes it mandatory for 
listed companies to have at least a 
third of their boards made up of 
IDs. They are expected to function in 
a fiduciary capacity protecting the 
rights and interests of the minority 
shareholders. But according to 
Prithvi Haldea, Managing Director 


of Prime Database, the adherence to 
Clause 49 is mostly in form and 
not in spirit. Mostly, the IDs are 
neither independent nor are they 
competent to actually keep a check 
(See Director Types). 

Yet, what should the ips be 
rationally expected to do? Besides 
their regulatory role as a watchdog 
for minority shareholders, their 
oversight extends to items where 
there is a potential conflict of 
interest, especially in related party 
transactions. So, much is certainly 
expected of them. But given that 
they are appointed and paid by the 
management, is it realistic to expect 
them to bat for the mythical 
minority shareholder? “It is clear 
that the system does not deliver in 
its present form," says Bibek 
Debroy, who is on the board of 
two unlisted firms. 

That begs the question: Can we 
fix the institution of IDs to deliver 
what we expect them to do? Post- 
Satyam, there have been sugges- 
tions regarding the appointment, 
payment and mandate of IDs. Most 
are quite impractical including foist- 
ing outsiders as IDs. Says Omkar 
Goswami, who is on the board of 
seven companies including Infosys, 
IDFC, Ambuja Cement, and Godrej 
Consumer Products as ID: “Apart 
from the IDs and others who hold 


THE NUMBERS 


B 12,714 individuals are on the 
boards of 2,265 companies that 
have filed valid information 


I Of these, 9,813 hold only one 
directorship and 5,497 hold only 
independent directorships 


B Of the total, just 609 are 
women (4.8%), occupying a total 
of 756 directorships 

i 323 individuals hold 5 or more 
directorships in listed companies, 
with one holding 16 directorships 


Note: Information based on Directors 
Database as of May 17, 2009 


fiduciary responsibilities, in a well 
functioning market there should be 
dogs that bark." And those barking 
dogs could well come from institu- 
tional shareholders, financial 
media or whistle blowers from 
within the companies. 

“It has to be a collegial respon- 
sibility," agrees Chandra even as 
he adds that an efficient and fair 
investigation followed by swift pun- 
ishment would probably be a better 
deterrent for corporate fraud and 
mismanagement. "Instead of more 
regulation, a case should be built 
for better regulation." Chandra, 
however, also puts the cat among 
the pigeons by saying that the mi- 
nority shareholder probably needs 
to watch out for his own interests to 
a certain degree. ^He is a risk taker 
who invests in equity over mutual 
funds. And in a bull market, typi- 
cally he desires growth and profits 
and not compliance. Somebody 
who loses at the casino can scarcely 
argue that the dealer was shuffling.” 

Add to that the less than rigid 
benchmarks set forth by the gov- 
ernment as a majority shareholder 
and promoter. Consider this: The 
Gujarat government expects 
all profit-making public sector 
units in the state to compulsorily 
contribute up to 30 per cent of 
their annual profit before tax to 
the Gujarat Socio-Economic 
Development Society (GSEDS) set 
up by it to support the weaker 
sections. Minority shareholders in 
the national oil marketing com- 
panies, too, are never consulted 
when these firms bear the brunt of 
rising crude oil prices. 

And if the companies’ job is to 
do business and earn profits then 
they should be allowed to do so in 
as unfettered manner as possible. 
And the mechanism of IDs just pro- 
vides an expensive illusion of some 
comfort in what is essentially the 
risky world of equities. “Maybe it 
Is time to bury the concept of IDs," 
says Haldea. m 
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industry’s best chance to rid itself 

of the scourge of piracy. In what 
is being touted as the first of its 
kind in the world, the Indian Music 
Industry (M1), the entertainment in- 
dustry body in India, has launched 
Music Mobile Exchange (MMX) with 
the express purpose of directly curb- 
ing the problem of mobile chip 
piracy (illegal download of music 
content on to mobile phone chips). 
With this, mobile phone stores 
and related shopkeepers can down- 
load music legally on mobile phone 
chips by opting for a MMX licence 
from the right holders and sell 
music without violating the 
Copyright Act. 

The music industry in India has 
been losing more than Rs 300 crore 
each year only on account of mobile 
chip piracy. “With this, we have 
merged enforcement and marketing. 
The marketing team goes around 
the marketplace identifying shops in- 
volved in the business,” says Savio 
D'Souza, Secretary General, IMI. 


[^ PERHAPS THE INDIAN MUSIC 
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EE to Download 





Indian music industry comes up with a novel business 
model in a bid to stem the menace of illegal downloads 
on mobile phones. E. KUMAR SHARMA 


Music industry loses 
more than Rs 300 crore 
every year due to mobile 


chip piracy 


1 


More than 400 million 
mobile phone users in the 
country and 30 per cent 
of phones have chips 


MMX licences will 
allow shopkeepers to 
legally download music 
onto mobile chips 


Licence fee ranges from 
Rs 1,500 to Rs 5,000 per 
month/ per computer 


Punishment for piracy 
ranges from 6 months to 
3 years imprisonment 


and fines from Rs 50,000 
to Rs 2 lakh 
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"(Through MMX licence) 
we have merged enforce- 
ment and marketing" 

SAVIO D'SOUZA, Secretary General, IMI 


Those sensing a business opportu- 
nity in conducting the business 
legally would be given a licence and 
the others could attract visit by anti- 
piracy teams. 

Mobile phone penetration 
poised for growth with estimates 
that it would hit the 700-million 
mark by 2012. Growing piracy 
resulting in declining revenues is a 
major worry for the music industry. 
The IMI is a consortium of over 142 
music companies formed to pro- 
tect the interest of the music indus- 
try. The MMX has already roped in 
seven major brands: Saregama, Tips, 
Venus, Universal, Sony, EMI and 
Aditya Music. 

The MMx licence can be taken 
for a period of one to three years at 
a cost of Rs 1,500 to Rs 5,000 per 
month/per computer depending on 
the kind of shop and its location. 
The licence fees collected is shared 
with the music companies after 
deducting the operational expenses 
of the MMX. 

According to D'Souza, the IMI 
has so far registered more than 
1,000 cases against mobile chip 
piracy and if the accused are con- 
victed, then the punishment could 
range from 6 months to 3 years 
in jail with fines ranging from 
Rs 50,000 to Rs 2 lakh. 

On the reasons why the MMX 
has been first launched in 
Hyderabad, D'Souza says the key 
reason is that Andhra Pradesh has 
the largest mobile phone subscriber 
base in the country with 2.48 crore 
subscribers. 
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Jet's Low-fare Lollipop 


‘ EE Bw 


The private airline gambles with a second no-frills brand to pull itself out of R 


the woods and win back its lost market share. K.R. BALASUBRAMANYAM 


ARKET PUNDITS MAY BE SPLIT- 
M hairs over Jet’s second 
low-cost service, launched 


on May 8, but the airline seems to 
have made the right connect with 
travellers. Jet Konnect’s booking 
volumes surged 27 per cent with 
the addition of new services on May 
20, which has come as a boon for 
the Naresh Goyal-owned airline in 
the face of falling passenger vol- 
umes. With 60 Konnect flights 
daily, Jet’s one-fourth capacity now 
comes from low cost. “We are 
buoyed by this good response and 
evaluating other domestic routes 
for conversion to Konnect,” says 
Sudheer Raghavan, Chief 
Commercial Officer, Jet Airways. 

But the question that has baffled 
most is: why another low-cost brand 
when JetLite is already around? 
Apparently, Jet could not have trans- 
ferred its surplus capacity to its low- 
cost cousin without first sorting out 
regulatory hurdles. Another reason 
could be issues with the owners of 
the erstwhile Sahara, which is now 
JetLite. But Raghavan would not 
admit as much. Instead, he says: “As 
all JetLite aircraft are successfully 
deployed at the moment, it would 
not make any sense to 
redeploy them to new 
routes. Hence, we de- 
signed a flexible rap- 
idly-deployable, single- 
configuration, no-frills 
economy service using 
Jet Airways aircraft 
and crew.” 

In the 12 months 
since April 2008, Jet 
not only lost about 
2.77 lakh passengers, 
but also its leadership 
position to Vijay 
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Why Another achieved the same 
Low-cost? under its own brand 
m Jet's other low-cost 
carrier, JetLite, is a 
separate entity 

m Regulatory hurdles in 
transferring surplus 
capacity to JetLite 

Ii Possible issues with 
former owners of 
Sahara, now JetLite 


Mallya-owned Kingfisher Airlines, 
which was ahead of the Jet com- 
bine by 1.9 per cent in domestic 
market share, as of April 2009. 
When losses appeared irreversible, 
Mallya tweaked his fleet to shift 
more aircraft to Kingfisher Red to 
tap the low-cost market. Jet lacked 
such flexibility with JetLite being a 
separate entity. “Konnect is a service 
launched in response to a demand 
for a low-fare service on some 
existing Jet Airways domestic routes. 
These are routes where we have 
seen our seat factor fall by a larger 
margin than the actual fall in 
demand," says Raghavan. 

Industry experts, however, are di- 
vided in their opinion. *Konnect 
will stimulate some demand, but 
not profits because the services are 
offered within the cost structure of a 
full-service carrier," says Kapil Kaul, 
CEO, South Asia of Centre for Asia 
Pacific Aviation (CAPA), an aviation 
consultancy firm. He feels it's better 
to put more capacity on JetLite in 
view of its more competitive cost 
structure. But Mahantesh Sabarad, 
Senior Analyst with Centrum 
Broking, sees the experiment as a 
positive move to bring down cost, 
except that, as he 
says, “Jet could have 


by introducing more 
ATR in the fleet." 

But with the Jet 
management hinting 
that the new brand 
will go once the 
economy recovers, it 
is not a bad gamble 
considering that low 
fare is any day bet- 
ter than no fare. 





SHARP FALL 


Jet Airways was the 
biggest loser in market 
share in 2008-09. 
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Figures in per cent 
show change in domestic 

capacity May 2009 
vs May 2008 


Source: DGCA, CAPA 
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NO EXCUSES 
NO FETTERS 


Time starts now: Prime Minister 
Manmohan Singh 





HEN THE REWARD FOR POOR PERFOR- 
mance is as generous as it has turned 
out to be for the UPA government, a 
moment to ponder over the 
mandate is essential. This is what the 
former UPA government presided over: Massive job losses, 
across-the-board wealth erosion, continuing high food 
prices and mounting wasteful expenditure. In essence, this 


was what a voter would see as the Manmohan Singh admin- 1 0 
istration’s economic record during the Lok Sabha elections. ” 
Now that the urA is voted back to power with even Rode on high growth, 
greater numbers than before, it can draw one of two which was mostly not 
conclusions: It can sit back and replicate the past five of its own making 


years’ approach for the next five years—which will do 

very little to help the economy do better. Or it can be : i — — 

honest and admit, even if not declare, that the cause of 

its return to office was probably due to something other Almost wasted a sound 

than its own economic management—and then pledge legacy of reforms 

to do whatever it didn't during its last term. momentum and growth 
Singh, the intelligent man that he is, with his 

new-found political savvy, knows the score. Since the poll 

results came out, he has, on more than one occasion said 

the right words, demonstrated the correct body language 2 0 

and radiated confidence and self-assurance. “We have to » 

work harder and better to secure a wholesome mandate Has the opportunity and 

entirely in our favour,” he told his party’s Members of ability to make a new mark 

Parliament on May 19. “Our first priority will have to be 


to re-energise government and improve governance.” Seems willing and ready 

. It helps that Congress President Sonia Gandhi thinks to undo its past record 
the same way, for Singh is still nobody without the Can use global crisis to 
latter—not in the Congress party. At the same meeting, its advantage for selling 
Sonia Gandhi said: *We have won an election but also tough decisions 


undertaken a serious obligation.... We have an opportu- 
nity to rebuild the eroded faith in some of our political 
and public institutions, indeed in us politicians as well." 

Ultimately, the people of India have cast a decisive vote 
that proves to Manmohan Singh's detractors that he is, in 
fact, not India's weakest Prime Minister. It is now up to 
Singh to prove in his second term that he is indeed a strong 
Prime Minister. In the following pages, we present the 3-R 
formula that Singh and his UPA government needs to adopt 
to transform itself. We also suggest how its electoral trump 
card —NREGS—can be turned into a true economic force. 
Finally, we size up Rahul Gandhi's possible footprints in 
the future economic landscape. 
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THE 3- 
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FORMULA 





T WASN'T THE LACK OF ABILITY OR UNDERSTANDING. NEITHER WAS IT DUE TO WRONG 


intent. The middling performance of the UPA on economic reforms has been baf- 
fling. The dream team that happened to preside over a dream run of the econ- 
omy has so little to show as achievement. Apparently, the missing catalysts were 
the two Rs—resolve and right men. Without these two, even the most brilliant 
teams can fail—and the UPA certainly did. Added to the two Rs is another R—revenue. 
Even a resolute and right army won't march for long on an empty stomach. Here's 
how fixing the three Rs can help A UPA redeem itself as an economic administrator 





of excellence in its second term. 





F ONLY THE BHEL, NHPC, COCHIN SHIPYARD 

and Neyveli Lignite Corporation disinvestments 

had happened, the government would have 
been richer by several thousand crores. Better yet, 
these PsUs would have become more agile, 
disciplined companies. 

If only the additional 2G and the 3G telecom 
licences had been auctioned, the exchequer would 
have been richer by Rs 1,00,000 crore and the fiscal 
deficit at two-thirds of its current level. Better vet, 
fewer mobile phone calls would have dropped. 

If only the IRDA Bill had been passed by Parliament, 
the private sector insurance companies could have pen- 
etrated rural India. Better yet, thousands of young 
Indians would have gotten jobs. 

These intentions didn't translate into actions in the 
past five years—but not because of the force of resistance. 
Rather, the resolve to take them through was missing. 
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H1: Resolve 


The first two reforms mentioned above fell through 
even though they had the Left's blessings. But Prime 
Minister Manmohan Singh rolled back, with a snap, 
UPA’s 1.0's conservative disinvestment plan after a sin- 
gle call from DMK supremo M.K. Karunanidhi over 
Neyveli Lignite’s striking employee unions. He also 
couldn’t prevent former Telecom Minister A. Raja 
from handing out 2G licences in a scandalously opaque 
and arbitrary fashion. 

The impression is that Singh’s task is now easier be- 
cause the Left parties are off his back. This is being op- 
timistic. Truth is, the Left had no views on policies 
such as telecom licences and much of the financial sec- 
tor reforms, aside from FDI in banks, pension and in- 
surance companies. The Left wasn't even opposed to 
building infrastructure. Yet, roads and power are the 
most inexplicable failures of the UPA's first term. 

What Singh lacked was former Prime Minister A.B 


Vajpayee’s skill for thrashing out a negotiation. He’s not the 
seasoned politician that Vajpayee was. He is essentially a bu- 
reaucrat: a remarkable doer and follower. Now, the art of be- 
ing a sincere doer is a necessary condition for even a Prime 
Minister. But, unfortunately for him and India, it isn’t a suf- 
ficient condition. The art of getting people to do what has to 
be done is absolutely critical in a leader, 

It was his lack of resolve that not only cost the economy 
dear—the ministers of human resources, roads and highways, 
health and so many others, just didn’t perform—but created 
a schizophrenic government: the cleanest Prime Minister 
ever, heading one of the most corrupt Cabinets. 

Singh now has another chance to become a true leader, a 
leader with resolve. Having reported to P.V. Narasimha 
Rao, Singh would know that. Prime Minister Rao skilfully 
neutralised the political opposition to Finance Minister 
Singh’s historic liberalisation plan in 1991. Singh will have to 
be to his ministers, what Rao was to him. 

Happily, early signs of some resolve are already evident. 
Singh had put his foot down over non-inclusion of several 
ministers who tainted his previous government with cor- 
ruption and mismanagement. He told Congress Parliamentary 
Party’s General Body Meeting on May 19 that while the man- 
date to uPA has largely come from young voters, it is in the na- 
ture of youth to be impatient. “They will not tolerate ‘busi- 
ness as usual,” he said. He built a case for reform, stating 
clearly that inclusive growth is not possible without sustain- 
able growth—which requires creating both a stable social and 
political environment. 

Singh’s key job would be to translate the nervous energy 
produced by the size and tilt of the mandate into action. He 
told his fellow MPs on May 19: “I will ask every minister to 
set time-bound targets for implementation of our election 
promises and the various programmes and policies of each 
ministry." Which brings us to the second R—right men. 
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m Right Men 




















SIX PROPOSALS THAT 
DIDN’T TAKE OFF FOR 
LACK OF RESOLVE 

Are Back on the Table 


Bills raising the FDI cap for 
insurance companies from 26 per 
cent to 49 per cent and pension 

— reforms are pending in Parliament 


Decontrol of petroleum prices 
allowing the market prices of petrol 
and diesel to float freely within a band 


3G auction in a transparent manner 
to give more spectrum for the indus- 
try and raise funds for the exchequer 


A road map on disinvestment 
with sale of sizeable stakes in 
— profitable PSUS 


! A five-year road map for 
expansion of mass rapid transits 
in the top 20 cities 


Permission for organised 
retail with FDI in 8-10 metros 
to see how it works 
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good as his lieutenants. During UPA's first term, 

Manmohan Singh—while honest and capa- 
ble—added to his lack of resolve by appointing a 
string of suspect lieutenants to key ministries. If UPA 2.0 
has any chance of fulfilling the promises of clean and ef- 
ficient governance, he needs to make sure that he 
chooses the right man or woman for the right job. 


A GENERAL, NO MATTER HOW BRILLIANT, IS ONLY AS 


Singh can blame his allies—and the rotten eggs they 
foisted upon him—for the non-performance and cor- 
ruption that several ministries became famous for 
during his first tenure. DMK's T.R. Baalu stood out for 
helming the roads and highways ministry into one of 
its most dismal performances. A. Raja—also from 
the DMK—became notorious for the clandestine man- 
ner in which he handed out telecom licences. These 
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bt cover story TOO FEW GOOD MEN... 


«Pranab Mukherjee : The Trouble Shooter 
FM, Congress, 73 

Has good knowledge of the task at hand. 

Is a political heavyweight who is open to reforms. 
Will bring continuity to policy-making as he 
presented the interim Budget in February. 







two men brought much disrepute to Singh's 
otherwise clean image. 

That doesn't diminish the fact that several of 
Singh's own ministers performed poorly. Education, 
clubbed under Human Resource Development, lan- 
guished under veteran Congressman Arjun Singh, de- >Sharad Pawar: Mr Populist 
spite receiving fat fund disbursements. Arjun blatantly Agr Icumtur e & Food Supplies, NCP, 68 
refused to report to Singh and treated the education Owns businesses. — 
ministry as only his fiefdom. Power Minister Sushil Gave the UPA some of its biggest headaches. 


Kumar Shinde was another non-performer under Often more busy with cricket than with 


whom the creation of new power generation capacity affairs of his ministry. 
: ae da api i Slipped out of Parliament during debates on high food prices. 
consistently fell short of its target by 50 per cent, 


> ; Failed to deliver on much-needed agricultural or PDS reforms. 
year after year. Even much-favoured technocrat, out- 


going Deputy Chairperson of the Planning 
Commission, Montek Singh Ahluwalia, failed to im- 
press, The Planning Commission consistently found 
faults with states and other ministries at the Centre, 
but did hardly anything to improve the imple- 
mentation and monitoring of the centrally-sponsored Was a populist railway minister between 2000 
schemes. While the state governments found it hard AN and 2001.Aggressive and energetic but with 
to trust the suave and sophisticated Ahluwalia, he little knowledge or bent for reforms. 

too did little to work with them. 

However, it looks like Singh may well have learnt 


a thing or two from his past missteps. He seems de- AND SOME BAD ONES 


termined to find competent, veteran politicians with 

solid track records to head key ministries. “I have made FROM THE PAST 

up my mind," he said, about the selection of candi- 

dates. At the time BT went to press, he had yet to dis- >TR Baalu: The Speed Breaker 

burse any of the key infrastructure portfolios and Roads, Highways and Shipping, DMK, 68 

was still making overtures to key ally DMK, without Not one project completed on time. 

making them any offers. Changed as mariy as four chairmen of the NHAI 
Singh's call for retaining one of UPA 1.0’s best-per- and filled its board with his men. 

forming ministers, RJD’s Raghuvansh Prasad Singh, for Embarrassed PM in Parliament over favours he sought for his 

the Ministry of Rural Development, is commend- dde mc iit Kings Chemicals and King High Power. 

able. Raghuvansh Prasad had, in fact, worked tirelesdy "fewer etn NE TNNT demoralised NHAI, 


to get the National Rural Employment Guarantee We S PT 
Scheme (NREGS) going. It is largely because of him that 
56 per cent of all wages are paid through banks or 
post office accounts, which reduces leakages. 
Eventually, it was RJD strongman Lalu Prasad 
Yadav’s adamant refusal to let him go, which pre- 
vented Raghuvansh from joining Singh’s team. suspect, dubious manner. 

The choice of finance minister, especially during His resistance to auctions for 2G licences cost the 
an economic slowdown, is always a tricky one. UPA’s exchequer an estimated Rs 60,000 crore. 
Finance Minister for four years, P. Chidambaram, has LEGACY: Number portability and 3G licence auctions still pending. 
had a short but impressive recent stint as home min- 


ister. So he will have to stay put. Instead, Singh seems T UN 
to have made the right choice by appointing enc] Kumar SE : In the Dark 


experienced political heavyweight, Pranab Mukherjee, Kites 
who was also India’s Finance Minister between 1982 Couldn't deliver even half of the targeted 
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«Mamata Banerjee: Sound and Fury 
Railways, TMC, 54 


Likely to focus on West Bengal with little 
time for Rail Bhawan. 









«A Raja: The Missed Call 
Telecom & IT, DMK, 46 


Defied PM and reported only to Chennai. 
Smart and sharp but conducted policy in a 









and 1984. Can he pull India out of its current eco- wot gener poppe MER ! 
E: 7 | » > Little enthusiasm or knowledge of ministry's 
nomic mess and spur revenues? That will depend siti 
how well Mukherjee will handle the challenges in. /gaahany amma 
on how well Mukherjee will handle the challenges in LEGACY: Despite the UPA's claims of an aam admi agenda, 
attempting to fix the third R—revenue. one in two rural households still does not have 
an electricity connection. 


"Is part of the new cabinet, too. 
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Om. Revenue 





government to declare that the previous 

government had left the coffers empty. The 
new finance minister would like to shout this from 
the rooftops—but can’t. The last government was, in 
fact, his own. The contrast in the state of government 
finances between 2004 and 2009 is stark to the 
point of being scary. In 2004, when the UPA as- 
sumed power, tax revenues had grown 17 per cent, 
subsidies had barely inched up by 3.5 per cent, 
overall expenditure growth was almost stagnant at 


5.4 per cent and fiscal deficit 
had actually fallen from 4.5 per DEFICIT: SIZE 
AND CAUSE 


F OR DECADES IT WAS CUSTOMARY FOR EVERY NEW 


cent of GDP to 4 per cent. 
Here’s what awaits the UPA 
when it assumes power for the 
second time: growth in tax revenue 
has collapsed to about 4 per cent, 
subsidy bill has shot up by 45 per 
cent and total expenditure is up 
21 per cent. As a result, the fiscal 
deficit has jumped from 2.7 per 
cent to 6 per cent of GDP in just one 
year. To get an idea of how wide 
the UPA has steered off its own 
course, consider this: In July 2004, 
the then uPA Finance Minister P. 
Chidambaram had resolved to wipe 
out revenue deficit (difference be- 
tween government revenues and 
expenditure; fiscal deficit is revenue 
deficit plus borrowings) by 2009. 
But the reality in 2009 is that the 
revenue deficit has jumped to four 
times its level in 2007-08. And it’s 
not likely to come down anytime 









2.7 
2007-08 
Figures are percentage of GDP 


€ High-expense social schemes 
coupled with ballooning subsidies 
threw expenditure out of control 


€ Growth in tax revenues fell 
along with falling growth in 
industry and economy 


€ More than doubling of deficit in a 
year has money market worried 





India's case, the real issue is the quality of the deficit 
rather than the size. *A large deficit affects the funds 
available for the private sector. There would either be 
a crowding out of resources to the private sector or the 
current account deficit would have to be expanded," 
says former RBI Governor Yaga Venugopal Reddy 
(see 60 Minutes, page 62). Ultimately, populist schemes 
like NREGS and the farm loan-waiver programme may 
be fiscally imprudent, but politically most desirable— 
or so the message from the election seems to be. 
So, what could be a way out of this economic 
quagmire? Sound expenditure 
x | management is obviously crucial, 
200840 since revenue growth is linked to 
an economic upturn—something 
that is not entirely in government 
hands. One way, says Arvind 
Virmani, who completes his tenure 
as Chief Economic Advisor to the 
Finance Minister in June, is to ini- 
tiate targeted subsidies since *right 
now, there is no mechanism to 
monitor who is getting what, how 
much or anything at all from var- 
ious programmes" (see Do It the 
Smart Way, page 54). Another 
must: phasing out the adminis- 
tered price mechanism (APM) in 
the petroleum sector. Goods and 
Services Tax (GST), planned from 
April 2010 onwards, is estimated 
to generate at least $15 billion (Rs 
72,000 crore) annually. Finally, 
disinvestments of public sector 
companies will also boost revenues 
and regular reviews of economic 


* Budget estimates 


soon. “Any further stimulus meas- 
ures and the implementation of 
the remaining part of the Sixth Pay 


€ Several revenue and expenditure 
proposals being considered 
holdout hope 


performance should help keep 
performance on track. 
Both the current global eco- 


Commission hikes, the fiscal deficit 
would remain under pressure," says 
D.K. Joshi, Principal Economist, CRISIL. 

On one level, crying over the size of the deficit is 
pointless since a global economic meltdown has 
facilitated its current, lofty levels. In fact, every coun- 
try is running historically high deficits—the us’s hole 
is at 10 per cent of GDP while China's is at 3 per 
cent—a record high in six decades. However, in 
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nomic squeeze as well as India's 

fiscal mess are grim realities. 

Nevertheless, if the new government is able to get 

its 2Rs right—firm resolve as well as the right men 

for the task at hand—in addition to the third one, 

of the right kind of revenue management, it stands 

a strong chance of climbing out of the 
current economic morass. W 
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NREGS: 
THE GAME 
CHANGER 


The high-profile scheme has 
delivered on its promise—both 
politically and economically— 
but with huge costs and 
inefficiencies. Fixing these 

is both desirable and feasible. 
PUJA MEHRA 








IKE ALL SUCCESSES, THE 
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SOLID CREDENTIALS 
BUT AT WHAT COST? 


Wages paid in 2008-09: 
Rs 18,036 crore (provisional) * 


Wages paid since inception: 


- Lo 


WE T pem 
Hands down: NREGS"beriefieta esu 
voted in big numbers for the Congres: 


-— 


agendas and myriad poverty- 


UPA's victory, too, has Rs 34,616 crore eradication programmes, India still 
any fathers. Some ; ie has some 250 million people livin 
rencin o aae i ai Districts red: All 615, inre the poverty line on licle 

BC sy some taxe | covering 6 lakh villages poven] 


One of the more gen- 
uine fathers is undoubtedly the 
National Rural Employment 
Guarantee Scheme (NREGS)—a 
Rs 35,000-crore programme that 


(provisional) 


Households covered: 44 million 


Beneficiaries: 48% are women: 


education. The NREGS—which is the 
product of a legislative Act passed in 
early 2006—has a chance to make a 
difference and the upa has a chance 


99% are SC/ST 
guarantees a hundred days of em- to improve the NREGS in order to 
ployment, every year, to adult Statutory minimum wage: The realise that difference. What sets 
members of any rural household ^ average rose from Rs 65 to Rs 84 the NREGS apart from other 


willing to do manual labour at the 
minimum wage. In hindsight, the 
populist potency of the scheme 
(which is what matters for electoral 
victories) was a given. After all, it combined the power 
of the three most enduring promises ever doled out in 
Indian politics—roti, kapada aur makaan—into one. If 
you have a guaranteed job, you will get all the three. 
But the scheme, as promising as it is, is flawed and 
fixing it soon is important to ensure that political 
gains do not topple the economic foundations on 
which it rests. After all, the rural poor have been 
subjected to an elaborate hoax for much of India's 
existence. Despite decades of socialist pro-poor 
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*56 per cent through post office or bank A/cs : 
Source: Ministry of Rural Development 


I 
i 
H 
or no access to health, water and 
| 
! 


government schemes is the legal 

guarantee. For the first time, a 

person can sue the government if he 
doesn't get his entitlement. 

Here's what the scheme has accomplished: 
According to the Ministry of Rural Development 
(MRD), in 2008-2009, Rs 18,036 crore was disbursed 
across six lakh villages, and generated employment 
for 44 million poor, rural households. Forty-eight per 
cent of the beneficiaries of this scheme have been 
women, and over 50 per cent come from India's neg- 
lected scheduled castes and tribes (see Solid Credentials). 
Most significantly, the average minimum wage rate has 
jumped 30 per cent to Rs 84. Eight states increased their 










minimum wages substantially in 2007-08. 

Take these credentials with more than a pinch 
of salt. Social audits have revealed that in several 
places, estimates of wages were inflated because the 
actual wages received by workers were much less 
than what is shown in the official documents. Then 
there have been all too well-known cases of ficti- 
tious job musters and middlemen pocketing funds. 

Still, as a recent NCAER report on the scheme 
points out, the NREGS has been effective in making a 
dent in rural poverty and “helping (the poor) avoid 
hunger and migration, allowing them to send their chil- 
dren to school, and helping them cope with illness”. 
Other gains: the bargaining power of workers, es- 
pecially women, has gone up. Routing wages through 
banks and post offices in the hinterland—thanks, 
ironically, to the then Minister for Rural Development 
Raghuvansh Prasad Singh—is being seen as a giant step 
forward towards financial inclusion of the margin- 
alised. Plus, the scheme is instrumental in easing the 
pressure on urban India by “facilitating reverse mi- 
gration of workers, from urban areas to rural parts, for 
better economic opportunities,” says Trilochan Sastry, 
Professor, Indian Institute of Management (IIM) 
Bangalore, who independently monitors the scheme. 

There is clear circumstantial evidence of this 
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trend. Punjab’s gentlemen farmers are struggling to 
find migrant labourers for the sowing of the rabi 
crop this year. This is unlike previous years when 
workers—mostly from eastern Uttar Pradesh and 
Bihar—used to flood the state in search of farm 
work. The poorest districts of Andhra Pradesh had an 
annual ritual where busloads of labourers left their 
homes to work in richer parts of India. This migration, 
too, is substantially lower this year. 

Given these early gains, the UPA government is in a 
position to act swiftly to make 
the scheme more efficient and 
effective. In some ways, it is 
in a unique situation to do this. 

The first fix that needs to 
happen—and urgently so—is a 
monitoring mechanism that 
can identify and strengthen 
districts most prone to rigging 
and weak administrations. A 
large Internet-enabled data- 
base which houses numeric as 
well as photo IDs of beneficiaries is vital (Such a 
database, complete with photo ips, already exists for the 
NREGS on the MRD website, but hasn't yet been synced 
with unique ID numbers; see Do It the Smart Way, pg 
54). Andhra Pradesh is one role model to look at. 
The state has developed a tracking tool in partnership 
with Tata Consultancy Services (rcs) which handles reg- 
istration, work estimates, muster rolls and wages. This 
means payments to workers are accurate and timely and 
deposited directly into their bank accounts. 

Then, there are the scheme's existing job cards, 
which are easily manipulated by corrupt middlemen and 
too sophisticated for the rural poor. Instead, a card with 
a biometric thumb print would prevent cheating. Also, 
the "job centre" can easily be a public rr kiosk with 
touch screens that use the most understandable sign 
symbols and local language to communicate with illit- 
erate job seekers. These touch screens will also be 
able to produce documentary evidence for every single 
interaction, making independent monitoring a breeze. 
In other words, user-friendly technology—which will 
have only a one-time fixed cost and on-going mainte- 
nance costs—will eliminate the need for interface with 
potentially corrupt state officials and could bring a 
halt to rigging. Though use of technology on the scale 
that the NREGS requires will be a challenge, it's an 
attainable one and will have a huge, positive spin-off in 
terms of transparency and livelihood improvement. 
Also, the NREGS needs to set up an independent 
grievance redressal system for the wage earners. 

There is also a tremendous opportunity for the 
consolidation of the various centrally-run rural 
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employment schemes—some 200 in number ranging 
from irrigation programmes to sanitation projects— 
under the NREGS. Most of these schemes have been in 
place for over 40 years now, with little impact on 
poverty. So much so, that the Planning Commission's 
studies show that the expenditure on all of them in a 
single year would have been enough to lift the rural 
poor above the poverty line. By spreading overheads 
over larger volumes and sharing the monitoring 


Trilochan Sastry/ Professor, IIM Bangalore 


"The scheme is facilitating reverse 
migration of workers, from urban areas to 
rural parts, for better economic opportunities 


mechanisms with these related schemes, the NREGS 
can itself become an umbrella body that facilitates 
and strengthens other country-wide programmes. 
Doing so will steer India towards “comprehensive de- 
velopment and improve overall productivity of re- 
sources in rural areas," says NCAER's report. 

Various government schemes also create a huge 
demand for goods and services which can easily be sup- 
plied by the NREGS instead of private contractors. Also, 
the scheme today is solely focussed on manual labour 
as an income provider. This needs to change. An in- 
centive structure for skilled employment, where work- 
ers in rural India can be moved up the value chain 
through a legal guarantee, will not only free them 
from a future of menial work, but will also enhance 
India's per capita productivity levels. Basically, the 
NREGS can become a vehicle that enables today's man- 
ual labourers to become skilled workers in future. 
The big risk the NREGS runs is that the statutory mini- 
mum wages go the minimum support price way and be- 
come a tool for vote bank politics. Given the size of the 
programme, this could wreck the Centre's finances. 

Given the checkered performance across different 
states, there is scope to learn from the successes in 
some pockets and transfer that learning to other areas- 
whenever it is feasible. These are challenges to over- 
come, not arguments to impede the scheme's progress. 

For the NREGS to be a game changer for the rural 
poor as it has been for the UPA and include them in 
India's growth story, the NREGS needs to be close- 
ended: it cannot go on endlessly. For which, the UPA 
needs to urgently solve these many inadequacies—in 
transparency, monitoring and efficiency. Otherwise 
it will remain yet another scheme that attempted to 


bring Bharat and India closer—and failed. m 
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NEFFICIENCY IN PUBLIC SPEND- 


ing is one of the biggest and 

most persistent problems 

plaguing governance in the 

country. The solution lies in 
targeted spending, but it has proved 
difficult to accomplish so far. 
Arvind Virmani, who completes 
his tenure as Chief Economic 
Advisor to the Finance Minister 
in June, offers a way out: creation 
of a numeric ID and a web-based 
database that can be accessed by all 
and hence easily verifiable. 

The biggest irony of India’s eco- 
nomic growth has been that it has 
not reduced poverty much. The 
country continues to be home to 
the world’s largest population of 
the poor. This paradox is only 
heightened when you consider that 
many of our poverty-alleviation 
programmes have been running 
since the 1960s. And yet, two years 
ago, a story appeared of a village 
where people hadn’t received any- 
thing from the government even 
after 40 years of a programme be- 
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Wiring the poor: A database will be able to track rural workers and elimin 


ing in operation. Poverty rates are 
still high in the country and this is 
because the tens of thousands of 
crores of rupees being pumped 
every year into social programmes 
have not been reaching the 
intended beneficiaries—the 
poor people. 

Clearly, the problem is of 
targeting. Right now, there is no 
mechanism to monitor who is get- 
ting what, how much or anything at 
all from various programmes. 
Creation of a comprehensive data- 
base of the BPL (Below Poverty Line) 
programmes would make it possible 
to get all this information on com- 
puter at the click of a button. Later, 
this database can be expanded to 
include all large programmes like 
NREGS, and those in housing, 
education and healthcare. 

The idea for a comprehensive 
information system came to me in 
2005 during a study of 2-3 of the 
largest anti-poverty programmes, 
which showed that the total amount 
that had been spent on those pro- 
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ate fraud 


grammes was enough to eliminate 
poverty. Handing money to the 
people directly seemed an ideal and 
the most efficient way of eliminating 
poverty. And one way of doing this 
was using a smart card system that 
delivers cash/subsidies to people as 
per their entitlements. In fact, I had 
proposed the introduction of smart 
cards in the Tenth Plan document as 
a replacement for the effete Public 
Distribution System (PDS) for plug- 
ging the enormous leakages and 
high administrative costs. But they 
never really took off because of 
lack of cooperation by the states 
for various reasons. 

The idea of a smart card-based 
integrated information database got 
a major push from the last UPA gov- 
ernment. A Planning Commission 
committee set up for the purpose, of 
which I was a part, proposed a nu- 
meric Unique Identification Data 
(UID) that can identify everyone 
through a number, and laid out the 
complete roadmap for its imple- 
mentation. This included the num- 








bering system to be adopted, its roll- 
out in different parts of the country, 
and the kind of regulatory authority 
it would need. The ura Cabinet 
approved the plan just before elect- 
ions. The process of selecting mem- 
bers for the UID Authority has got- 
ten underway. The blueprint for 
the information system is with the 
Planning Commission and they 
should get going as soon as the 
new government comes. However, 
database creation is going to take 
some time, as the Registrar-General 
would like to do it with the Census, 
which is expected to take place in 
2010 or 2011. 


Advantages of UID 


If every programme starts using 
the same numeric UID or smart 
cards, then the database also starts 
building up. For instance, if the 
Indira Awas Yojana uses the UID, 
then the database should show all 
the people who have been given 
houses under the programme, 
which can be put up on a web- 


information system. Then, anyone 
can cross verify if those people are 
real and if they have got those 
houses. Eligible families who miss 
out on the allocations will simi- 
larly become identifiable. Since the 
UID will be a web-based information 
system, it will allow for its easy 
monitoring by all. But the biggest 
advantage of UID will be the em- 
powerment of the poor, in whose 
hands it will work like a govern- 
ment-issued credit card. They can, 
for instance, enroll their children in 
a government school and pay for it 
through the smart card. The school 
can collect the money from the 
government. This will plug leak- 
ages and ensure to the poor easy 
access to government services and 
benefits from the poverty allevia- 










UID’S USP 
, Wt will be a database of every 
Indian with a numeric ID 


| W Rollout plan was approved by 
the UPA Cabinet 


, Wit will make social programmes 
leak-proof and cost-effective 


|, I The web-based database will 
enable easy monitoring by all 


| Œ The Delhi government has 
issued UIDs to majority of its 
vulnerable people 


- Andhra Pradesh and Karnataka 
are already using smart cards 
for specific schemes 





tion schemes. In addition, the UID 
can be used by financial service 
providers for fixing the identity 
of new customers. 

The uip also provides for a self- 
correcting mechanism: people 
should be able to post their resp- 
onses on the web-based system and 
draw attention to any wrongdoing 


and thus influence the outcome of a 
particular programme. But these 
may take time and effort to achieve. 
A major advantage of UID is that it 
can enrich the database through 
continuous research, such as a data- 
base of people who don’t receive 
anything or those who seem to be 
getting too much or even fraudulent 
beneficiaries of government schemes. 
The possibilities are enormous. 


Problems of Implementation 
Like all big changes, implementation 
of smart cards will not be easy and 
may require building a constituency 
for it first. Political will holds the 
key. Proposal for smart cards for PDS 
never got off the ground because 
none of the state governments 
agreed to undertake the experi- 
ment, even though funds had been 
allocated in the Tenth Plan for its 
introduction in sample areas. But 
more than people, it’s political will 
that will be needed to push it, 
especially in the second stage, when 
the need for digitization of all 
existing database would arise to 
create a comprehensive database. 


Transfer via Bank Accounts 
Direct transfer of cash to the poor 
people is also possible through 
banks. But there are some obvious 
bottlenecks with the banking system. 
For one, everyone would need to 
have a bank account. Second, since 
bank branches are not available 
everywhere, a lot of people would 
not be able to access them. Hop- 
efully, that may be possible in future 
with the advancement in telephone 
banking technology. 

For now, however, the smart 
card remains the best option as it 
empowers you wherever vou are. 
All a person needs to do is to get his 
entitlement charged to his card once 
a year. It's like a debit card. You 
have the power to use the money 
from the government account. 8i 


As told to Puja Mehra 





Rahul Gandhi’s influence on economic policies will grow in UPA’s second 
term. Here's what it means to the economy and business. puja meres 


URE, IT SEEMS LIKE A PREMATURE QUESTION TO 
ask: What is Rahul Gandhi’s role in India’s 
economic policy? After all, Rahul hasn’t even 
once spoken on economic policy and hasn’t 
even been a minister. But as the UPA starts its 
second term, this question acquires some immediacy. 
Here’s an anecdote to prove it: In the second half of 
2007, a debate was on within the UPA government 
and outside on what to do with the NREGSs. The scheme 
was then applicable in only 330 districts. There were 
mixed reports on its efficacy. Those concerned over in- 
efficiency of public spending—former Finance Minister 
P. Chidambaram amongst them—were opposed to 
expanding the scheme till a better assessment of costs 
and benefits could be had. Others wanted its immedi- 
ate extension. Rahul Gandhi met the Prime Minister 
with a delegation in September 2007 to appeal for 
implementing the NREGS all over the country. In less than 
50 hours, that’s exactly what the government did. 
This was the UPA's biggest item of social spending with 
far-reaching implications on fiscal management. 

Call it intervention of a Youth Congress leader, or 
a well-meaning submission of a fourth generation 
Gandhi who was only applying his understanding of 
development economics that he studied at Cambridge. 
Whatever may be the reason for Rahul’s interven- 
tion, the fact that it impacted the future of the NREGS 
and fortunes of the government's finances demonstrates 
the influence that he has—and can have—on eco- 
nomic management. Yet, there is no reason to start 
imagining his invisible hand in the key economic de- 
cisions of the UPA. Not as yet, anyway. A more subtle 
and sporadic influence is more likely. And that will be 
guided by practical, on-the-ground considerations than 
any rigid economic ideology. That's not a bad prospect 
for an economy reeling from the hangover of an over- 
dose of the Left's ideological interferences. Rahul as an 
influencer with an open mind and pragmatic approach 
would be a welcome break. 

Rahul—or RG as he is now called—is a patient 
worker. He doesn't want to spin the same old wheels. 
For instance, he rarely asked questions in Parliament 
because unlike most questions asked he only likes to ask 
a question that leads to action. 

Yet, in some ways he is a disruptor, too. He wants 
things transformed. Including the system he's an out- 
come of—the sychophancy-ridden Congress party's de- 
ficiency of democracy. And in the past six years, he 
worked on it one step at a time. Ashok Tanwar, 





President of the Indian Youth Congress (rYc), had 
told Br before the polls: “First, he started with a mem- 
bership drive for the ryc. Next, he kicked off its 
democratisation with elections for office-bearers. 
Congressmen older than 35 years old are now feeling the 
pinch as many more youngsters will win elections." 

Thankfully, at least so far, he doesn't believe in 
making tall promises—a very un-politician-like conduct. 
A few young MPs who have interacted with him closely 
say he advised them not be to a demagogue. *Rahul 
Gandhi doesn't allow us to offer lofty promises to the 
electorate," says Manicka Tagore, a first-time MP 
from Virudhunagar, Tamil Nadu. He would like to 
give participatory development a try—each village 
should solve its own problems. He promises to work 
with the people on getting the problem solved. 

Basically, what Rahul—an M. Phil in Development 
Economics from Trinity College, Cambridge 
University—is toying with is the decentralisation of 
decision making and self-governance by the people, 
with the role of politici- 
ans and bureaucracy con- 
fined to facilitation. 

If he does believe in 
removing middlemen and 
empowering people, he 
must trust market forces, 
too. At a press confer- 
ence, he did say that 
Bharat cannot be taken 
care of unless India grows 
—and grows fast. This 
goes back to the debate 
India’s development 
economists have had 
since the days of Jawaharlal Nehru. Should we grow 
fast or should we grow equally—albeit slowly? For 
much of Congress’s history, proponents of equal 
growth have had an upper hand over those advocating 
faster and more efficient growth. 

By supporting the NREGS, Rahul has demonstrated 
that he is on the side of equality. But that doesn’t 
mean he is anti-growth. Unlike the previous three gen- 
erations of the Gandhis, Rahul has stepped into politics 
in a starkly different economy. Today, it is easier to be— 
and to be seen as—pro-poor without being anti-rich. In 
being so Rahul has the chance of redefining Nehruvian 
socialism to modern-day needs. He has taken the first 
and firm steps in that direction. B 





Rahul doesn’t 
want to spin 
the same old 
wheels... 

In some 

ways he is a 
disruptor, too. 
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BULLS BACK 
THE RIGHT HORSE 








The initial relief of electing a stable government rapidly 

converts into great expectations from the UPA government. 
Can the two—the market rally and big-bang reform—move 
in tandem in the days ahead? viRENDRA VERMA 


Monday, May 17, 2004: The BSE 
Sensex ends the day down 11.13 


per cent, after hitting the lower 


circuit limit twice in the day. The 
outcome of the General Elections 
has clearly caught market players 
by surprise; instead of the NDA 
government coming to power, the 
UPA will form the government, with 
plenty of help from the Left parties. 


Monday, May 18, 2009: The Bs! 
Sensex closes 17.33 per cent higher, 
with the index hitting upper circuit 
limits twice in the day. The UPA 
will form the new government 
without the support of the Left 


parties. That’s beyond most investors’ 


wildest dreams. 


OLTS FROM THE BLUE ARE 
welcome when they’re 
positive ones. But the 
element of surprise is by 
nature momentary. So 
when the stock markets reacted to 
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the sweeping victory 
of the Congress and 
its allies at the hus- 
tings last fortnight 
with a record-break- 
ing 2,11 1-point rally 
in a single day, the 
surprise factor was 
clearly kicking in, in 
grand style. Over the 
next few days, the 
expectations piled 
up—disinvestment in 
public sector under- 
takings, investment 
in infrastructure, a 
reduction in the fiscal 
deficit...the list is 
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long, and formidable. As 
days passed, the markets 
sputtered, perhaps 
weighed down by the 
weight of such lofty hopes. 

But then there’s no 
better time than now to 
think big. Markets point 
that the time is ripe to start 
planning for a 9 per cent 
growth in the gross 
domestic product (GDP). 
And there’s plenty that can 
be done to get a move on. 
“The fiscal deficit can 
be controlled through 
disinvestment and by 
selling 3G licences,” says 
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Motilal Oswal 
Chairman, Motilal Oswal Financial Services 


“We have built expectations, and 
anything below (these expectations) will 
be treated negatively by the market” 
sensex TARGET: 12,000-17 000 by March 2010 





Krishnamurthy Vijayan, Executive 
Chairman, JPMorgan Asset 
Management in India. He estimates 
that these two measures alone can 
reduce the fiscal deficit by 
Rs 50,000-60,000 crore. Shankar 
Sharma, Vice Chairman and Joint 
Managing Director, First Global, 
too, expects disinvestment to rake 
in huge money for the government 
over the next couple of years. 
“Disinvestment alone can raise 
Rs 50,000 crore in the next two 
years,” says Sharma. 


The FII Factor 


Such big-bang reform will go a long 
way in bringing back by the truck- 
load the foreign institutional in- 
vestors (Fils), who have anyway been 
tentatively buying into Indian equity 
since the beginning of the year. Till 
May, the Fil inflows stood at $1.3 
billion (Rs 6,500 crore). After the 
election results, on just one single 
day—May 19, a day after the 
2,111-point burst—a billion dol- 
lars came in. Such inflows will not 
only push up stock prices, they will 
also aid in the appreciation of the 
rupee, which in turn will yield other 
benefits. “Rupee appreciation will 
help corporate India as a weak 
rupee affected a lot of companies 
last year," says Dharmesh Mehta, 
Head of Equities, Enam Securities. 
Since April, the Indian rupee has 
appreciated by 5.4 per cent against 
the Us dollar. Many companies 
went into the red in the year ended 
March 2009 due to the provisions 
they had to make for currency fluc- 
tuations for the funds raised through 
foreign currency convertible bonds. 
That trend could now get reversed. 


60 BUSINESS TODAY JUNE 14 2009 


Just after the election results, 
most of the broking houses that were 
negative on India have turned bullish. 
For instance, Christopher Wood, 
Strategist at Hong Kong-based bro- 
kerage and investment bank CLSA, 
has doubled India's weightage to 14 
per cent. “The result will be a surge 
of portfolio capital into the Indian 
stock market since many foreign in- 
vestors had been wary of betting on 
India because of the sheer unpre- 
dictability of the electoral process," 
says Woods in his latest Greed & 
Fear report. JP Morgan's Vijayan 
says his firm was underweight on 
India before the elections and the 
country would be upgraded to neu- 
tral very soon. “With a change in 
weightage for India, foreign investors 
will have to increase exposure,” he 
adds. “The broad message is that 
there will be bolder measures and de- 
cisions: Like, for example, wider 
participation of foreign players in 
sectors like insurance and retail,” 
says Nipun Mehta, Executive 
Director & Head-India, sG Private 
Banking. The new government is 
also expected to take steps to attract 
foreign direct investment in infra- 
structure sectors like power, ports, 
airports and aviation. 

The key word to remember of 
course is “expect”. “We have built 
expectations and anything below 
(these expectations) will be treated 
negatively by the market,” says 
Motilal Oswal, Chairman, Motilal 
Oswal Financial Services. He feels 
the government should have a long- 
term plan to hit a GDP growth of 10 
per cent. When an air of expectancy 
prevails, there's no harm in dream- 
ing big and hoping for the best. as 


INVESTORS GIVE THE THUMBS UP 


Market performance before and after General 
Election results. 
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A PERFECT LAUNCH PAD 
In the last several decades, industrial production 
has picked up after a stable govt is formed. 
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"Great Lakes has completely 
changed my business perspective" 


Madura Ganesh. The structure of the 
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Post Graduate Global Executive Program in Management - PGXPM 


In my 20 years in the manufacturing industry, I've seen many things happen 
But one turning point in my life happened when | joined the PGXPM at Great Lakes 
My perspectives have changed, and | am able to look at things in many ways 


- Shailendra Salvi, Vacon Drivers & Controls 


Highlights of the Post Graduate Global Executive Program in Management (PGXPM): 


e World renowned faculty from leading US, Asian & Indian B-schools e 1500 hrs of rigourous learning over 2 Years 

e Unique program design focused on Capability Building e Optional intemational country visit in the last trimester 

e Individual Country based - vertical based dissertation e Sponsors of last batch include Caterpillar, Nokia, Google 

e Rich mix of corporate managers and Business Family members CRISIL, HOFC, Godrej & Boyce, Citicorp, HCL among others | 
| 

This program is perfect for middle managers who seek career enhancement and for members bel: g | 


Interested? - Please call us at 044-3080 9000/044-4312 3126 or email us at embaQgreatlakes.e edu in 
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City Office: New No: 19, Old No: 25, North Mada Street, Srinagar Colony, Saidapet, Chennai - 600 015 
Ph.: +91 44 43123126, 43123127 Email: emba@greatiakes.eduin Website: www.greatlakes.edu.in INSTITUTE OF MANAGEMENT, CHENNAI 
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Y.V. REDDY/ FORMER RBI GOVERNOR 


“We Have 
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to Revisit 
the Whole 
Financial 

Sector” 


I A FUNCTION TO 
launch former 
India governor Yaga 
Venugopal Reddy’s 
latest book India 
and the Global 
Financial Crisis: Managing Money 
and Finance, HDFC Chairman 
Deepak Parekh drew attention to a 
comment (carried on the book's 
cover) by Nobel Laureate Joseph E. 
Stiglitz: “...if America had a central 
bank chief like Y. V. Reddy, the us 
economy would not have been in 
such a mess.” 





Reserve Bank of 








Reddy, the 6 7-year-old 
bureaucrat-turned-banker, is cred- 
ited with making carefully calibrated 
moves to save the Indian banking 
system in the face of the global 
meltdown and ensure that it 
remained unscathed. “People can 
say I had an easy time as there were 
no scams during my tenure,” says a 
smiling Reddy, looking back on bis 
tenure which ended on September 5, 
2008. An early riser (be is often up 
as early as 4 a.m.), Reddy took time 
off from his busy book launching 
schedule to speak to Br's E. Kumar 
Sharma. Excerpts: 
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You had quite rightly imposed some 
tightening in the monetary policy but 
that is now getting liberalised, is this 
what is needed now? 

Yes, this is what counter-cyclical 
regulation and policy is about. Since 
we tightened the prudential regu- 
lation when credit was growing too 
fast, a reversal was necessary when 
the credit is not growing that fast. 


Are we seeing a bottoming out of the 
slowdown? 

It is very difficult to say. Just as no 
one really knew when the asset bub- 
bles were forming, you may not 


THE LUXURY COLLEC 
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know exactly when things are im- 
proving. As far as India is concerned, 
| would say that just as the original 
effect was mainly due to the export 
demand coming down, the early re- 
vival signs will be when we see ex- 
port demand picking up. 


What challenges do a large fiscal deficit 
—of the kind India now has—pose to 
the conduct of monetary policy? 

If the quality of fiscal deficit (the 
way the fiscal deficit is funded and 
the way money is spent) is a given, a 
large deficit affects the funds avail- 
able for the private sector. There 
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would either be a crowding out of 


resources to the private sector or 
the current account deficit would 
have to be expanded, The lesson is 
very clear from Eastern Europe and 
some Latin American countries: a 
large current account deficit over 
the medium term leads to instability. 

The monetary policy’s main ob- 
jective has to be to ensure that the 
fiscal deficit is funded without 
threatening stability. Initially, when 
the fiscal deficit increased, there 
was a pre-emption of resources. 
The government had to increase 
cash-reserve ratio (CRR) and the 
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The main objective of monetary 
policy today is to protect the 
system from adverse implications 
of large fiscal deficits 





If the government gets into 
obligations in the name of 
fiscal stimulus, a withdrawal 
becomes difficult 


Every governor faces challenges 


It wasn't easy to face the 
Asian crisis or US sanctions 
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statutory liquidity ratio (SLR) to fund 
the deficit, and to do so smoothly. 

But if there is a persistent fiscal 
deficit and you also want to open up 
markets, then increasing the SLR 
leads to another issue: a disparity be- 
tween domestic and global banks 
that renders the domestic banks un- 
competitive. 

This means before we allow 
open capital account and open 
competition, the government's 
financial institutions should be on 
an equal footing with the rest. This 
means you should reduce the SLR 
and the moment you do that, the 
fiscal deficit cannot be funded. If 





the fiscal deficit cannot be funded, 
there is a pressure on interest rates. 

Therefore, in order to finance 
the deficit but maintain stability, 
one is forced to create certain 
defence strategies that are consistent 
with market liberalisation. The 
challenge is frustrating in a way 
because the main objective of the 
monetary policy then becomes how 
to protect the system from adverse 
implications of large fiscal deficits. 


Does this apply in the current context? 
In the current context when there is 
depression in demand, some amount 
of stimulation is warranted. There 
are a few implications, of course. 
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First, one has to be sure that such a 
stimulus will ultimately be with- 
drawn. Second, how are the financial 
markets viewing the deficit and what 
is their tolerance for it? If the gov- 
ernment gets into obligations (of a 
long-term nature) in the name of 
fiscal stimulus, then a withdrawal 
becomes difficult. 


What is the key message of your book? 
First, it talks about the global fi- 
nancial crisis and the lessons learnt 
from it. It also discusses what the 
Indian experience is teaching us. 
These are both related in some 
ways. People are debating whether 
it is a state failure, a government 
failure or a market failure. The 
markets say the regulator failed 
and the regulators say markets are 
greedy and the incentive system 
was bad. Markets say the regulator 


situation where you will have 
capital inflow. 

It won't necessarily lead to very 
large inflation, but it is something 
which the policymakers have to 
carefully monitor. The key is a 
sound exit policy—a plan on how 
to get out when you go to a war. 

Sometimes vested interests are 
interested in keeping heavy liquidity 
and keeping the interest rates low 
even after the necessity to keep 
them low ceases. So, it is good that 
the problem is being flagged. 





Given your experience at RBI and in 
your current capacity as a member of 
the UN task force to examine possible 
reforms of the global financial system, 
what should be the key priority today? 
| think the edifice on which the so- 
called financial system was built is 
now being questioned. Single 


“The crisis is a failure of both the 
government and the markets” 


did not know how to manage the 
innovations and therefore there 
was a problem. The bottomline is 
that things are not that simple. | 
have raised the same questions, de- 
bating whether it is a private sector 
or a public sector failure, and if it is 
a moral failure or an intellectual 
failure. The answer to both ques- 
tions: both are equally responsi- 
ble. We have to revisit the whole 
financial sector. 


Some economists warn of a large liq- 
uidity overhang leading to high inflation 
in a year's time. Is this a valid concern? 
Again, much depends on how we 
are managing liquidity. There is 
also the component of cross-border 
liquidity. Suppose you have opened 
up the economy and in the us they 
have injected huge liquidity. Are 
you sure it will be confined to the 
US? It can spill over to other 
countries so you may end up in a 


objective, single instrument, no 
counter-cyclical regulation—all these 
issues are being revisited. | expect a 
very different framework of how 
the financial sector should be, com- 
pared to what we thought earlier. 
After the Great Depression that 
began in 1929-30, theories changed, 
institutions changed, the very frame- 
work of financial systems changed. 
Similar fundamental changes are 
likely to occur now. 


Would being the RBI governor today be 
a more challenging task? 

Every governor faces challenges. It 
wasn’t easy, for instance, to face 
the Asian crisis or the US sanctions. 
(But) in some respects people could 
say | had an easy time as there were 
no scams during my tenure. 


Do you see that as an achievement? 
I don't know whether it was an 
achievement or just plain luck! m 
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. BY SATVIK VARMA 


ITS OURCING BEYOND TAXATION 


ama’s propos 


overhaul of the US tax code may 


te Bangalore's appeal to corporate America. 





RESIDENT OBAMA'S MOST RECENT OUTBURST AGAINST 

offshore outsourcing appears to be nothing 

more than his response to the threat posed to 
American jobs being shipped to offshore destinations, 
including India. Given the state of the American econ- 
omy, Obama's desire to create more jobs in the us, and 
retain existing ones, is perhaps justified. And while 
his plan to overhaul the us tax code is criticised as be- 
ing protectionist, his intention to ensure that Us cor- 
porations avail of tax deductions or deferments, for for- 
eign expenses, only when they pay tax in the Us on their 
foreign profits, may not be entirely without merit. 

However, one must understand that outsourcing to 
third party offshore vendors does not generate profits. 
Profit is in fact generated only by captive units of us 
corporations, for example, when Dell establishes 
operations outside the Us which it owns and manages. 
Outsourcing to third party vendors, especially those in 
Bangalore, is actually an expense. Companies began to 
undertake such expense due to the lack of skilled 
professionals in Buffalo. Additionally, overseas desti- 
nations offered better cost structures. 

Hence, while the end of tax incentives to Us com- 
panies, generating jobs overseas, will impact out- 
sourcing, it is important to analyse the reasons why 
companies began to outsource, since such discussion 
will demonstrate that the offshoring model, even after 
paying taxes, may continue to remain attractive. 


Reduction in operational and labour costs: The 
a savings derived from having the same work 
done, at comparable service levels, at a much lower 
price is one of the primary reasons why corporations 
outsource. In today's economic climate, it is important 
for companies to stay competitive and any reduction 
in operating costs with marginal to little reduction in 
quality is welcome. 


Access to specialists and experts: One of the 

a greatest strengths of any service provider is 

its human capital. These providers, therefore, deploy 

large amounts of capital in developing their 

human resources. Given the shortage of skilled 

workers in Western countries, including America, 

outsourcing allows companies to engage such 

specialists, which eventually allows these companies 
to enhance their productivity. 


Redeployment of workforce: Back-end opera- 

a tions, like data warehousing, application and de- 

velopment maintenance, technical support and system 

integration, forms a bulk of what is outsourced to rr ven- 

dors. The allocation of resources from these non-core ac- 

tivities to focus on the core competencies, allows com- 
panies to better service their customer base. 


4 Risk mitigation: In today’s rapidly changing tech- 
a nical environment, companies cannot always 
keep pace with the changes or commit the financial 
investments required to stay ahead. Outsourcing ven- 
dors support their clients by almost always sharing the 
investments costs, thus helping reduce the ancillary risks 
associated with such large investments. The vendor can 
spread its own risk over multiple clients and this allows 
companies to take advantage of the service provider's 
economies of scale. 


5 Lack of internal resources: When companies 
senter new markets or are experiencing rapid 
growth, the internal resources may not be commen- 
surate with their expansion. Additionally, companies 
may not immediately want to spend on supporting such 
expansion. In such circumstances, outsourcing allows 
companies access to resources required for supporting 
such developments. 

The above brings to fore the obvious cost effi- 
ciencies in outsourcing, which, till date, have bene- 
fited Us corporations. American enterprise cannot 
afford to lose its edge to their European and Japanese 
competitors merely because such competitors are able 
to get work done cheaply. Thus, while much hue and 
cry has been raised over Obama's proposed pol- 
icy, the doomsday predictions for offshore out- 
sourcing may be premature. Industry is hopeful 
that the us Congress, before approving any change, 
will evaluate, in detail, all consequences of the 
amendments to the us tax code. Given that the fun- 
damentals of offshore outsourcing remain strong, if 
the Us Congress were to approve President Obama's 
proposed measures, they will, in the long run, affect 
the competitiveness of American corporations, which 
was never the avowed objective. m 





(The author is a lawyer currently with 
Amarchand Mangaldas. All views are personal) 


JUNE 14 2009 BUSINESS TODAY 65 


bt bpo 


Shifting 
Gears , 


Global downturn is forcing a restructuring 
in the BPO sector. Here is what will 
separate winners from losers. 


RAHUL SACHITANAND AND KUSHAN MITRA 









SATISH KAUSHIK 


“Our experience in these countries 
(The Philippines, China) proves that 
India cannot just expect work to come 
here as a natural course of action. We 
have to compete on cost and quality " 
Pramod Bhasin, Chairman, Nasscom/ CEO, Genpact 


VER THE PAST DECADE, 
India's information 
technology and busi- 
ness services industry 
has grown from $4 
billion in revenues to 
$52 billion today, 
and is expected to reach $310 bil- 
lion by 2020, according to a 
McKinsey-NASSCOM survey re- 
leased recently. (Its conservative 
forecast: $175 billion.) 

The star of the show, the busi- 
ness process outsourcing (BPO) sector, 
has been hit badly, after growing 
from around $1 billion to $12 
billion over the decade. NASSCOM 
has no separate forecast for BPOs, 
but BT, after talking to industry 





insiders, reckons the 2020 figure 
could be $45-50 billion. 

The BPO party, fuelled by lower 
labour costs, has always faced spoil- 
ers like protectionist rumbles, in- 
frastructure costs and talk of emerg- 
ing rival countries. With the unex- 
pected global downturn, Bros have 
to come up with a new, improved 
version. Should they follow the 
Infosys way of making better use of 
technology? Should they move 
more jobs to where their clients 
are? Should they look at the do- 
mestic market (see Call of the Small 
Town)? 

As Pramod Bhasin, Chairman, 
NASSCOM, and President and CEO, 
Genpact, points out: “This (the 


lower growth) will not be because of 
increased protectionism as preached 
by President Obama. This will be be- 
cause of our own failures.” 

Bhasin, who pioneered the Indian 
BPO business, and his counterpart at 
Convergys, Sukant Srivastava, ad- 
mit that the slowdown in the West is 
impacting the BPOs. But, while this 
has an upside (employee churn has 
stopped, so lowering hiring and 
training costs), the downside is that 
BPOs are feeling the pinch of costs 
they had so far accepted. 

“I also run a power company, a 
taxi service and a catering opera- 
tion,” Srivastava complains. 

Bhasin says India is still has an 
edge in costs and quality, so he does 
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"Focus has to be on realising higher 
value per employee through intensive 
use of technology and the growth of 
high value services. Indian vendors 
are beginning to make this transition" 
TJ. Singh, Research Director, Gartner 


not personally expect much to come 
out of the ‘protectionist rhetoric’. 
Yet, Genpact has been farming out 
work to The Philippines and China. 


“Our experience in these 
countries proves that 
India cannot just expect 
work to come here as a 
natural course of action. 
We have to compete on 
cost and quality” 
Echoing Bhasin, a 
Booz& Company report 
says cheaper labour con- 
tinues to be the main 
driver. On the latest pro- 
tectionist talk in the us, it 
says overall impact will be 
“marginal” because an off 


UPSIDE 


= Slowdown has 
lowered hiring needs 
and so, costs 


= Employee churn 
gone—So training 
costs are down 


= Technology can help 
improve asset and 
process use 


shore presence is not only about 
cost advantage “but also about local 
presence in fast growth markets.” 

Amitabh Chaudhary, 





“The next wave of Indian BPO is around 
the corner. This will involve a migration to 
higher revenue per employee through 
higher value services and increased 

use of technology " 
Amitabh Chaudhary, Managing Director, Infosys BPO 


Managing 


DOWNSIDE 


= Have to be seen as job 
creators and not job 
Stealers in foreign sites 


= China, The Philippines 
emerging as cheaper 
sources 


= At home, BPOs have 
to take burden of 
support services like 
power, transport, food 


Director, Infosys BPO, says: “The 
next wave of Indian BPO is around 
the corner. This will involve a mig- 
ration to higher revenue per emp 
loyee through higher value services 

and increased use of technol- 


ogy.” Infosys BPO itself has 
increased revenue per em- 
ployee by 30-35 per cent 
over the last few years. 
“We have two technol- 
ogy platforms already oper- 
ational... We want to move 
from the current people 
centric business model to a 
pay-per-transaction model. 
Then there are shared serv- 
ices centres, which save on 
people and infra 


Y 67 





“We have reached the fourth stage in India and 
companies that can't make this transition will have 


to look for other alternatives” 


Ganesh Lakshminarayanan, MD, Dell International Services, 
and Vice-President, Dell Global Consumer and Support 


structure costs,” he says. 

Ganesh Lakshminarayanan, 
Managing Director, Dell Inter- 
national Services, and vP, Dell 
Global Consumer & Support, sees 
BPOs at Phase Iv of a four-phase 
evolution that began with the cost 
arbitrage that brought work. In the 
current phase, BPOs will manage 


entire businesses from here. 

“We have reached the fourth 
stage in India and companies that 
can’t make this transition will have to 
look for other alternatives,” he con- 
tends. Lakshminarayanan has seen 
Dell’s BPO business grow 13-fold 
since 2000. He says Dell will now 
look to undertake KPO work like 


Call of the Small Town 


As BPOs catch on to the domestic market's potential, small 
towns look attractive locations. NITYA VARADARAJAN 


T KARAIKUDI TOWN IN TAMIL 

Nadu's Sivaganga district, a BPO 

operator wanted to expand 
from a 50-seater to a 200-seater. 
His first stop: Ripcord Consulting 
Guild. “We have domestic customers 
who are willing to give us orders, but 
we don’t know how to manage a 
larger BPO. Can you help us?” he 
asked Ripcord Managing Director 
Pradeep Nevatia, who had pioneered 
the small-town BPO concept through 
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Lason, a Chennai-based Ires firm 
now part of BPO HOV Services. 

Says Nevatia: “We have enqui- 
ries from an NRI wanting to set up a 
BPO in India focussing on health- 
care. Another is for a legal service 
BPO on a build-operate-transfer 
basis in a small town." 

BPOs have finally woken up to 
the potential of the domestic market: 
around $100 billion, according to 
NASSCOM. And, over the last 18 
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data analytics from its India centres. 

T.J. Singh, Research Director 
at technology research firm 
Gartner, concurs. *The focus now 
has to be on realising higher value 
per employee, both through more 
intensive use of technology and the 
growth of high value services," he 
says, but Indian vendors are just 
beginning to make this transition, 
with most focussed on the 
conventional model. 

Today, clients in the BPOs' main 
markets are leaning towards a more 
‘onshore’ based model. Bhasin points 
to Tata Consultancy Services: “Not 
many people know that they are a 
huge company in Latin America, 
and that they have achieved this by 
taking skills and jobs there.” 

Vineet Nayar, CEO, HCL 
Technologies, says: “We have to be 
seen as ‘job creators’ rather than 
‘job stealers', and I think the indus- 
try is moving in that direction.” 

Even as the financial services 
industry, the BPOs’ mainstay, con- 
tinues to struggle, industry execu- 
tives believe that BPOs have to look 
beyond their staple fare to survive. 
As all this happens, the slowdown is 
an opportunity for the industry to 
reinvent itself. ai 


months, particularly since the global 
slowdown started biting, big players 
like IBM Daksh, Tech Mahindra, 
MphasiS BFL, Genpact and HCL have 
started taking this market seriously. 

BPOs earned an estimated 
$12 billion export revenues in 
2008-09, while the domestic seg- 
ment fetched just $2.4 billion. But, 
while offshore BPO services have 
been growing at a CAGR of 37 per 
cent, their domestic counterparts 
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OUTSOURCING DRIVERS FOR DOMESTIC BPOs 
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are doing 50 per cent. 

But it's a different world out 
here. Says Neeraja Kandala, Lead 
Analyst, Legal Services, ValueNotes 
Database: “For domestic clients, 
labour arbitrage is not a key driver 
for BPO growth.” 

The first requirement is opera- 
tional efficiency. “Operational in- 
efficiencies cannot be covered in 
rupee earnings, only dollar earn- 
ings can allow this,” says Nevatia. 
“Go to the employees, don’t make 
them come to you.” 

Says Radhika Balasubramanian, 
coo, Domestic BPO Operations, 
Intelenet: “Where process require- 
ments are geography agnostic, we 
could have centres anywhere 
including in rural areas.” 

For now, BPOs like Intelenet and 
Aegis prefer to be where their cus- 
tomer wants them to be. But Partha 
De Sarkar, CEO, Hinduja Global 
Solutions, admits: “The rural strat- 
egy appears to be the next big wave. 
There is abundance of talent to 
scale up quickly, and if there is gov- 
ernment support in terms of up- 
scaling educational institutions, there 
is real value.” Hinduja Global gets 
nearly half its revenues from 
domestic clients. 

Balasubramanian looks at catch- 
ment areas where travel time is not 
more than an hour. Travel and 
other costs like eating out in town 
matter to an employee who earns 
Rs 5,000 or less a month. 
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Can you get good people in 
small towns? Sometimes clients in- 
sist they need graduates or engi- 






“Rural strategy appears to be 
the next big wave. There is 
talent to scale up quickly” 


Partha De Sarkar 
CEO, Hinduja Global Services 


“Operational inefficiencies 
cannot be covered in 


rupee earnings” 
Pradeep Nevatia, MD, Ripcord 


neers, even for rote tasks. In the 
late '90s, when he was CEO of Vettri 
Software, Indian BPOs were not well- 
known overseas, and a US courier 
firm balked when Nevatia said he 
would sub-contract its order to 
entrepreneurs. 

So Nevatia rented space and 
gave each entrepreneur a separate 
cubicle for his team. *One year 
later, the client was convinced 
(about the quality of work) and 
the entrepreneurs went back to 
their locations." 

“If overseas customers trust us 
with their orders, domestic 
customers should too," he says. 

Rural areas have another up- 
side: low attrition. “Attrition hap- 
pens mostly when women get mar- 
ried and leave town,” says Ashwanth 
Gnanavelu, Project Manager at 
Desicrew, a TeNet enterprise. 

“We have to train people slightly 
longer—but they are very capable 
and over time improve even work 
processes," he says. Desicrew has 
five centres in villages and is plan- 
ning to expand into other states 
with its non-voice model. 

Bangalore-based VGN asks some 
of its people to operate from their 
homes: it has the technology to 
catch them ‘napping’ on the job 
and this could well be adopted in 
semi-urban areas. 

As the domestic BPO market picks 
up, the small town model surely 
cannot be wished away. 8 
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The recent run-up in stock prices notwithstanding, a host 
of Indian promoters has little choice but to either sell 
assets or equity to survive the downturn. RACHNA M. KOPPIKAR 


WHO'S SELLING 
WHAT 





He who buys what he needs not, 
sells what he needs 


Ancient Japanese proverb 


HROW THAT NUGGET OF 
Oriental wisdom at the 
promoters of India Inc., 
and they might just be 
quick to retort: “We 
bought what we need, and now 
we're selling what we don't." Yet, 
if Corporate India was being patted 
on its back for its acquisitive itch a 
few years ago, these days Indian 
companies are hogging 
the limelight for the selling spree 
they have embarked upon—of 
assets and shareholding. Right . 
from India's biggest £^ 
conglomerates like the _ J 
Tatas and the Birlas, # 

to mid-sized sector 

leaders like phar- 

maceutical major . ~ 
Wockhardt and ` 

real estate major M 





THE SELL TRIGGERS 


M&A spree: Companies and 
e that Fels Bok. 
acquisitions—many prices 
EXAMPLE: Tata Steel, Tata Motors 


The FCCB curse: Conversion of 

ke M rei debt into equity not 
feasible because of lower stock prices 
EXAMPLE: Wockhardt, Suzion Energy 
High leverage: Debt taken for 
mega-buyouts or for frenetic expansions 
during the boom times 

EXAMPLE: Hindalco, DLF, Unitech 


Pledging of shares: Promoters 

who borrowed against their holding 
and who are unable to repay risk losing 
their controlling stake 

EXAMPLE: Great Offshore 


Unitech, to new-generation prom- 
oters like, Tulsi Tanti of Suzlon 
Energy, India Inc. is preparing for 
its own end-of-season garage sale. 

On offer are bits and pieces of 


y 


core operations, non-core businesses 
lock stock and barrel (anybody for 
electric insulators or animal feeds?), 
and good old shares—either in flag- 
ship companies or those that are ly- 
ing around as financial investments. 
As far as sale seasons go, it can’t 
get any bigger than this—the Tatas 
selling equity in its crown jewel 
TCS (in which Tata Sons owns a 
74 per cent stake); the A.V. Birla 
Group looking for buyers for its 
electrical insulators operations and 
a partner for its retail business. 
K.P. Singh's DLF rustling up a little 
under Rs 4,000 crore by selling 
10 per cent of the promoters hold- 
ing in the flagship realty company, 
and looking to raise Rs 5,500 crore 
more by hawking non-real estate 
assets like windmills; Wockhardt 
putting its animal feeds unit on 
the block and scouting around for 
a buyer for a mi- 
nority stake in s” 
Wockhdart P 
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Hospitals...It's a long 
list (see Who's Selling 
What) and it's an end- 
of-season sale alright, 
with many of the assets 
being offered at a sub- 
stantial discount to their 
peak values. 

The trigger for such 
hectic activity can be 
summed up with one 
four-letter word: Debt. 
Debt that was used—or 
overused—to make ac- 
quisitions big and small, 
to expand operations, 
and to flag off new ven- 
tures. Highly-leveraged 
buyouts—40 per cent of 
the $6 billion Hindalco 
paid for Novelis was in 
debt—at peak valuations 
appear totally out of 
whack today; to make 
matters worse, demand 
for these products has 
softened, making a 
mockery of the cash 
flow projections made 
at the time of acquisi- 
tion. As Frank Hancock, 
Managing Director- 
Advisory, Barclays 
Capital, points out, pro- 
moters didn't anticipate that credit 
would dry up so fast and so 
quickly. *Typically, as companies 
do big-ticket acquisitions, an in- 
dustry scenario analysis is done 
which factors in the upside and 
the downside risk. But nobody an- 
ticipated this kind of a meltdown. 
Now they are faced with a double 
whammy of restructuring the loan 
and a slowdown in their indus- 
try." Hancock had advised a few 
large corporates on acquisitions in 
his previous stint at ABN Amro. 

Still, yesterday's buyers turn- 
ing sellers today is just one factor 
that explains the divestment burst. 
The others include the rush for 
foreign currency convertible bonds 
(FCCBs) and also promoters who 
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their loan terms and agreements.” 
Another investment banker at a 
foreign investment firm believes 
that many mid-sized companies in 
financial stress today could have 
sold stakes or assets last year, when 
the going was good on Dalal Street. 
“It’s the promoters’ affinity to hold 
on to their shares or assets that 
has gone against them. Now when 
the street knows about their 
financial stress, it’s difficult to get 
any acquirer interested in the 
company,” adds the banker. 
Consider one mid-sized com- 
pany that’s in a debt trap. Aban 
Offshore, the country’s largest off- 
shore oilfield service provider, 
which acquired Norway-based 
Sinvest in 2007, is now saddled 
with debt of $3.3 billion. In the 
March-ended quarter, the com- 
pany had to write off Rs 151 crore 
on capital expenditure incurred 
on a jack-up rig which was 
returned from the lessee. The one- 
time write-off wiped out its prof- 
its for the entire quarter. Most 
analysts have given a sell call on 
the stock as they are unsure about 
the company’s ability to service 
the debt on its books. E-mails sent 
to C.P. Gopalkrishnan, Deputy 
Managing Director of Aban 
Offshore, didn’t elicit any response. 
Then, in textiles, Spentex 
Industries is another company 
whose acquisition strategy has 
gone awry. When the going was 
good, the company expanded rap- 
idly by buying cotton yarn and 
other textiles firms in foreign 
countries and managed to have a 
presence in Uzbekistan, Czech 
Republic, Germany and Turkey. In 
the quarter ended December 2008, 
Spentex approached its bankers 
for a reduction in interest rates 
and a revision of terms for loans 
and rescheduling of debt 
repayments. Its subsidiary in Czech 
Republic has filed for re-organi- 
sation of its business acti- 
vities. Analysts don’t rule out 


»pentex having to sell pieces of 


previous acquisitions. 

Another variation of the sell 
spree is promoters losing their 
stake simply because they have 
no choice. That's because such 
promoters have borrowed money 
by pledging their shares with the 
lenders and aren't in a position to 





FRANK HANCOCK 
Managing Director-Advisory, 
Barclays Capital 


"The mid-sized and smaller 
companies don't have the 
bandwidth and a portfolio of 
non-core assets which they 
can divest to raise funds" 


repay these loans. Result? They 
lose their shares, and control of 
their companies. Case in point: 
Great Offshore, where the pro- 
moter Vijay Sheth had to relin- 
quish a 14.89 per cent stake to 
Bharati Shipyard, its key vendor, 
after he failed to repay Rs 200 
crore he had borrowed from 
banks including ILFs and Motilal 
Oswal Financial Services. “The 
acquisition was done to ensure 
that we don’t lose business if the 
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MANISHA GIROTRA 
CEO, UBS India 


"Consolidation is bound to 
happen amongst mid-sized 
companies as this segment may 
not get easy access to funds" 


company gets sold to a competi- 
tor or foreigners," says P. 
Kapoor, Managing Director, 
Bharati Shipyard. Whatever the 
rationale, Kapoor acknowledges 
the transaction as an acquisition; 
such buyouts could prove an op- 
portunity for predators on the 
prowl for assets on the cheap. 
Kishore Srinivasan, Executive 
Director, Structured Finance at 
Avendus Capital, warns that there 
are many more promoters who 
could end up losing control if 
they fail to repay loans taken bs 
pledging shares. 

For consolidation to take place, 
not just sellers but buyers roo are 
needed. And that’s the silver lining 
of the sale spree: There’s no time 
like now for a bit of strategic M&A, 
when valuations are still a fair 
distance from their all-time highs. 
Those who buy now won't have to 
fear about overpaying—and 
having to later on sell something 
they may or may not need to pay 
up for the acquisition. I 
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Loses Ground | 


Mid-sized fast-moving consumer goods 
companies, riding on rural volumes, 
have stolen a march on the big guns. 
CLIFFORD ALVARES 





ARKET DYNAMICS CAN 
change rapidly in the 
fast-moving consumer 
goods (FMCG) business. 
In early 2008, con- 
sumer non-durable companies were 
grappling with a sharp increase in 
raw material prices like oil and 
packaging material. Modern 
retailers were tightening their prod- 
uct portfolios and downsizing 
existing inventory—some even 
closed shop, squeezing sales vol- 
umes of FMCG companies. 
Towards the end of 2008, raw 
material and packaging material 
prices started sliding as oil prices 
dipped. Consumer non-durable 
companies soon passed the bene- 
fits on to consumers by paring 
product prices. Now, overall vol- 
ume sales growth has perked up 
to around 30 per cent in March 
2009 as compared to a sluggish 
20 per cent last year. FMCG's 
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roller-coaster ride seems to have 
come to an end. 

Such a rapid cycle made it 
tougher for FMcG behemoth 
Hindustan Unilever Limited (HUL) 
to navigate the market conditions. 
HUL volumes dipped 4 per cent in 
the quarter ended March 2008-09. 
Says Harish Manwani, Non- 
Executive Chairman, HUL: “We have 
never seen a situation where price in- 
flation and deflation happened so 
rapidly. As our marketing pipeline is 
huge, the impact of changing prices 
may differ from those companies 
that operate only at one end of the 







IB March 2008 
March 2009 


Figures are 
market share (%) 
of HUL in each 
product category 


Source: AC Nielsen 


market.” However, lower raw ma- 
terial costs helped boost margins by 
two percentage points. 

HUL is losing some ground to 
small and mid-sized companies and 
lost market share in March 2009 in 
some key product categories. For 
instance, in soaps, market share in 
value is down to 47.5 per cent in 
March 2009 from 53.4 per cent in 
the same period last year, accord- 
ing to data from AC Nielsen. In sham- 
poos, HUL’s market share dipped to 
45.9 per cent from 47.3 per cent. In 
toothpaste and detergents, too, HUL 
has slipped. In tea, however, HUL 













from 9.2 per cent in March 
2008 to 10 per cent. Others, 
like Marico, chose not to hike 
prices aggressively and the strat- 
egy seems to have paid off. Says 
Saugata Gupta, CEO, consumer 
products, Marico: “We had higher 
costs, but we believed in retaining 
consumers. So we didn’t pass on 
the entire cost.” 
Urban markets proved 


rather than making bulk purchases, 
Says Gupta: “In the impulse cate- 
gory, there could be potential for 
lower consumption. Consumers 
don’t tend to migrate to high-value 
brands in a recession.” 

Ihe rural market, though, is 
expanding. For many companies, 
particularly the smaller ones, th« 
rural market is still unexplored and 


as they spread in India's interiors 













managed to buck the trend and 
increased its share from 22.6 per 
cent to 23 per cent. Price hikes and 
the downstocking in big retail had an 
impact on HUL’s sales. HUL has cor- 
rected its product pricing now and is 
working to regain market share in 
the coming months. Says Manwani: 
"There has been pressure at the bot- 
tom-end of the market. We changed 
the prices in the March quarter, a lot 
of which has not reached our con- 
sumers yet." 

On the other hand, small players 
are pushing sales aggressively. Many 
absorbed the higher-input costs, tak- 
ing margin hits and made gains in 
their market shares. For instance, 
Godrej Consumer's market share, 
in value terms, in soaps, increased 


For us, its business as usual on. 
growth, business unusual on costs 


Harish Manwani 
Non-Executive Chairman, HUL 


their volumes tend to get a signifi- 
cant boost. Says R.K. Sinha, Chief 
Operating Officer, Godrej Cons- 


tougher to negotiate for consu- 
mer companies. A sharp decline 
in sales and a lower stocking 
of goods at modern retailers 
hurt volume 
growth. With 
almost 9 per 
cent of its 

revenue der- 

ived from 
big retail, HUI 
took a signifi- 
cant volume 
hit. A three-day downstocking in a 
quarter can have a 3-4 per cent 
impact on HUL’s volumes. Besides, 
consumers are also changing their 
buying patterns—a fallout of the 
economic downturn. High-value 
FMCG brands that are heavily de- 
pendent on big retailers for sale, 
are seeing a slump in volumes at 
the top-end of the mar- 
ket. This is, in part, 
due to a dip in im- 
pulse buying, 
which translates 
into lower-vol- 
ume growth for 
companies. At the 
bottom-end of the 
category, con- 
sumers are buy- 
ing on a need- 
based basis 


umer Products: *Rural market is a 
faster-growing segment and is still 
under-penetrated. We are still not 
available in manv rural areas as de 
eloping distribution takes time." 
With consumer-spending power on 
the upswing in the rural areas, this 
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Saugata Gupta 
CEO, Consumer Products, Marico 


panies to gun for growth. Says 
Sunil Duggal, cro, Dabur: “Our 
overall strategy this year is to focus 
on the rural market, and with the 
government’s rural push, we see 
good potential.” FMCG giant HUI 
already has a fairly sizeable pres- 
ence in the rural market. 

Profits of mid-sized compa- 
nies grew at a faster clip than big 
competitors (see Making Inroads) 
due to their rural focus. Their 
volume growth has been robust in 
2008-09. Overall, Dabur recor- 
ded volumes in excess of 10 per 
cent for its hair oil and oral-care 
segments and nearly 15 per cent 
for its foods business. Marico 
clocked a 20 per cent volume 
growth in consumer products 
while Godrej Consumer’s soaps 
business grew 20 per cent. 

Still, the business environ- 
ment remains challenging for 
FMCG companies as the economy 
is not out of the woods. Says 
Gupta: “It’s a difficult market, 
so we are looking at retaining 
volume growth this year.” 
Companies are devising ways of 
retaining their existing consumers 
by fine-tuning their pricing and 
packaging of their products. One 
key strategy has been to intro- 
duce sachets with the right pric- 
ing in rural markets. For instance, 
the Rs 10 strategic price point 
has found favour with the price- 
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“It's a difficult market, so we are looking 
at retaining volume growth this year” 





CEO, Dabur 


sensitive rural consumers. Says 
Duggal: “There are critical price 
points in the rural market that are 
very important.” 

Meanwhile, cost control is 
again the buzzword in FMCG cir- 
cles. And, the priority is managing 
marketing networks. As 
consumers taste changes rapidly, 
companies with larger distribu- 
tion get hit harder. They have a 
disadvantage in the short-term as 
they have to unwind stock posi- 
tions. HUL has been working on 
reducing its execution cycles so as 
to better respond to marketing 
changes. It’s streamlining its distr- 
ibutor network—sticking to a 
fewer big distributors—and thro- 
ugh the use of technology, seeks to 
reduce inventory levels. As a res- 
ult, it will lead to quicker response 
to fickle consumers. Says Man- 
wani: “We are absolutely sure 
how to manage shorter execution 
cycles." Mid-sized companies, 
with smaller distribution networks, 
respond quickly to changes in the 
market, which gives a fillip to 
business volumes. 

HUL now is gearing up to 
take on competition with new 
price points and a streamlined 
distribution. Says Manwani: “For 
us, it's business as usual on 
growth and business unusual on 
costs." But, for the moment, it's 
advantage small companies. W 





"Our focus is on the rural market 
because of the government's rural push 
Sunil Duggal 
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MAKING INROADS 


Smaller companies have gained 


market share... 
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bt philanthropy 


The slowdown has forced Indian companies and international 
foundations to slash funding to NGOs in India, threatening the survival 
of some and endangering vital social programmes in the country. 





K.R. BALASUBRAMANYAM AND ANAMIKA BUTALIA 











HE AKSHAYA PATRA 
Foundation is in the 
midst of a crisis it 
never imagined possi- 
ble a few years ago. 
The Bangalore-based 
non-profit outfit was a star in the 
sector, running what is now the 
world's largest non-government 
school meal programme. The NGO 
feeds 10.08 lakh children, every 
day, for a mere Rs 1,200 per child 
per year, across seven states and 
5,700 schools. This is a mammoth 
achievement, considering the 
organisation started providing meals 
for just 1,500 children eight years 
ago. It is also a vital undertaking in 


a country that sends millions of 


undernourished children to school 
on empty stomachs. 

Today, Akshaya Patra is scram- 
bling to continue feeding all the 
schoolchildren it does. Out of its 
Rs 80-crore-a-year programme, 
Rs 40 crore comes from donations— 
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a chunk of money that is in danger 
of going up in smoke, thanks to the 
global recession. “Three metal and 
mining companies, which together 
had committed Rs 6 crore to build 
kitchens in two states, have deferred 
their contribution,” says Akshaya’s 
Vice Chairman Chanchalapathi Das. 
“Eight rr companies that had prom- 
ised 12 vehicles (of Rs 9 lakh each), 
in all, to transport food and fund 
feeding of 6,000 students have also 
put off their plans. Four automobile 
and ancillary units, who had offered 
to give about Rs 40 lakh, have 
backed off for now,” he adds. 

The global recession—as well 
as the slowdown in India—has be- 
gun to have disturbing consequences 
for non-profits like Akshaya Patra, 
which undertake programmes across 
India’s most neglected social sec- 
tors. India’s vast population of NGOs 
relies on either foreign aid or the 
domestic corporate sector for its 
survival. Declining corporate prof- 





its in the last year, bleak revenue 
forecast and cash-strapped foreign 
governments have left agencies in 
deep distress. 

In the Us, more than 25 per cent 
of 300 non-profits experienced neg- 
ative cash flow last year and many 
have had to borrow money to make 
payroll and benefits payments. The 
Boston Globe Foundation has an- 
nounced immediate suspension of 
future grants and funding applica- 
tions. According to a survey by the 
Association of Funding Professionals, 
46 per cent of non-profit organisa- 
tions in the Us reported a new low in 
fund-raising in the past eight years. 
For instance, US-based Smile Train 
Foundation, which medically sup- 
ports those who have dental or lisp 
problems, has slashed its funding 
amount by as much as 50 per cent in 
Chandigarh alone. 

“This means a collapse of the 
services NGOs have been providing to 
communities as well as the liveli- 


"»o 





Under siege: Akshaya Patra's Das (in white kurta) says that several companies have reversed funding commitments 


hoods of a million of development 
workers in the country," says Hari 
Krishna, a disaster management 
expert who was associated with 
Oxfam America's India operations. 
Oxfam itself has cut $1 million in 
grants for the next year. 


Squeezed by India Inc. 
Like Akshaya Patra, the Cancer 
Patients Aid Association (CPAA) was 
flying high on a legacy of robust 
aid, mostly from Indian corporates, 
such as Godrej, HUL, Citibank and 
the Union Bank of India. The pro- 
gramme required Rs 20 lakh a 
month for its operations but rou- 
tinely ended up with more. On its 
annual fund-raising day for cancer 
patients last year—dubbed “World 
No Tobacco Day", held on May 
31—the organisation's initial target 
was Rs 22 lakh, but it effortlessly 
netted twice that amount. 

Today, the organisation is strug- 
gling to stay above water, unable 


WAKE-UP CALL FOR NGOs 


Oxfam has cut $1 million 
in grants 





Donation to Cancer Patients 
Aids Association down 50% 





Smile Train Foundation's fund- 
ing in Chandigarh cut by 50% 


NGOs need to optimise 
spending and plan for a 
tougher future 


to attract even Rs 10 lakh a month 
for its operations. Plus, as of the 
second week of May, the agency 
had mobilised a paltry Rs 1 lakh to 
date for this year’s fund-raiser. “We 
have lost 50 per cent of donations as 
compared to last year,” says a wor- 
ried Anita Peter, Director, CPAA. 
Who knew that fewer airline 
passengers could affect the well- 


being of children, but this is exactly 
what happened when Jet Airways re- 
cently experienced a reversal of for- 
tunes due to a slowdown in airline 
traffic. For 12 years, Jet has been a 
consistent supporter of Save the 
Children (sCF)—an NGO that focusses 
on child rights, education and child 
trafficking—donating Rs 10-12 lakh 
per month collected from passenger 
donations towards the NGO’s activi- 
ties. In the last few months, this 
amount has come down by half. 
SCF India’s travails didn’t end there. 
Lehman Brothers had pledged 
Rs 50 lakh to the organisation for 
a 30-month education project. 
Then came the subprime crisis and 
the collapse of Lehman. The 
result? The Rs 50-lakh pie has 
now shrunk to Rs 10 lakh. 
Corporate donations are not the 
only thing that India Inc. is cutting 
back on. Corporate Social 
Responsibility (CSR) initiatives within 
companies are also under fire. 
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Founder-trustee Vinay Somani, of 
Mumbai-based Karmayog—an 
organisation that helps NGOs net- 
work with corporations, communi- 
ties and governments—confirms that 
not only are companies spending 
less on CSR projects but that “there 
have also been cases of closing down 
of csR cells within companies”. 
Somani declined to reveal names. 
A similar belt-tightening is oc- 


curring within the members of 


have, therefore, reviewed our pro- 
jections to reach this number by 
2010," says Fernandes. Also hit is 
the Foundation's poverty allevia- 
tion programme. 

Ultimately, it is the poor who 
suffer the most during recessions, 
warns P.V. Unnikrishnan, Emer- 
gencies & Conflicts Advisor (Asia 
& Americas), Action Aid Interna- 
tional. *Both types of support avail- 
able for poor people—government 





Happier times: CPAA is having a tough time matching funds raised last year 


Nasscom. “We are aware of the fact 
that many Nasscom members, who 
would not like to be quoted, have in- 
dicated a cut in their budgets and 
spending on CSR. This has impacted 
their programmes and scale-up 
plans," says Rufina Fernandes, CEO 
of Nasscom Foundation. The foun- 
dation is apparently well prepared to 
weather rocky periods ahead—yet 
the prevailing climate has dented 
the scalability of some of them. 

A case in point: its flagship pro- 
gramme, the Nasscom Knowledge 
Network, is in trouble. *We had 
intended to scale this programme 
to 350 centres (from 240 now), but 
due to lack of financial support we 
could not achieve this number. We 


spending and charities—are get- 
ting negatively impacted. Since the 
poor are affected, a bailout process 
should focus on supporting them 
and their small businesses," sug- 
gests Unnikrishnan. 


In Adversity Lies Opportunity 
While these are tough times for 
NGOS, many experts feel that this is 
precisely the kind of opportunity 
that NGOs need to revamp them- 
selves for the future. “This is a 
good chance for NGOs and civil 
society groups to see carefully how 
they function and work smarter 
and leaner," says Rohini Nilekani, 
Chairperson of Arghyam Foun- 
dation—an organisation that pro- 


motes access to water for the poor. 
“We have to be realistic and know 
that the future beyond our cur- 
rent grants is uncertain and we 
have to plan for this contingency,” 
adds Ashok Kamath, Chairman of 
Akshara Foundation, which spear- 
heads a primary education move- 
ment in Karnataka. 

Infosys Director, T.V. Moha- 
ndas Pai—who is on the boards of 
both Akshaya Patra and Akshara— 
has a plan for NGOs: they need to 
expand their base for funds as well 
as curtail administrative expenses, he 
says. An NGO should limit its ad- 
ministrative spend to around 8-10 
per cent of its overall budget and 
spend the rest on direct activity, he 
says. The Nasscom Foundation, 
too, believes this is the right time to 
test more innovative ways of do- 
ing things. *We are exploring some 
ideas that may not necessarily need 
loads of money," says Fernandes. 

Also, at stake is the future phi- 
losophy—and perhaps policy—on 
aid. Some industry professionals feel 
that India should not open its deve- 
lopment sector to foreign aid with- 
out checks. "It will create pockets of 
wealth, and unsustainable depend- 
ency, all of which will collapse when 
there is trouble in source countries," 
says Krishna, formerly of Oxfam 
America. To deal with any crisis 
arising out of the present situation, 
he suggests the government activate 
its district machinery and infuse 
funds so that running programmes 
don't suffer. “It is not impossible 
because the NGO investment is not 
huge and as such, most of the deve- 
lopment fund in districts is either 
unused or misused," he says. 

Once the global economy 
climbs out of its recessionary hole 
and companies begin to post 
improved results, the NGO sector is 
sure to bounce back. Till then, 
however, they would do well to 
take a page from corporate India's 
handbook and hunker down for 
the lean times ahead. 8i 


For once, you'll wish it was a longer flight. 


New York and London, non-stop. Daily, from Mumbai and Delhi 


Fly our luxurious First or Executive class on the brand-new Boeing B777 aircraft. Stretch out and unwind on our fully flat be 
while we pamper you with delectable international cuisine and the finest of wines. Stay entertained with our personal TVs, or 


you wish to catch up with work, the power insert on your seat will keep your laptop powered up. Come, try the new Air India 


& e” -— 
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COMPANIES 


Our fifth annual listing of companies that 
are hip and happening. 


HAT MAKES A COMPANY COOL? WELL, YOUTH, AS WE 
have seen in the recent elections, is one barometer of 
“coolness”. But that isn’t the only factor. This listing 
is not an “objective” one made by researchers poring 
over data. Instead, we at Business Today went to our 
reporters and asked them to nominate companies. Companies that may 
or may not have made it into our various other listings. Companies, 
that, in more ways than one—product offering, communication, 
management style—were challenging assumptions. 

And, while putting this together, we realised that you don’t have 
to be young to be cool. The Indian National Congress will be 125 
years old next year, but voters still love the party. So, we looked at 
larger, older companies, which were giving themselves a makeover as 
well. And we found some genuine surprises. 

We will not boast that our list is comprehensive or the “best”, but 
trust us, this is a cool listing made by a very cool bunch of people: Our 
reporters. So, sit back and enjoy the read! 
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®© Popularising experiential learning: JAN Ani 


Ravi Goet i 


Mal | 


T" JEU ZU. 


Pizza Mania 


K, DELIVERY BOY TO GM IS GREAT FOR ATTRACTING TALENT. BUT 
what keeps the cash flowing into Domino's is its skill at making 
pizzas an all-purpose affordable snack. *The biggest challenge for us 
is not from other chains but from roadside eateries—in a year if peo- 
ple have 60 meals outside home, pizza accounts for just about 
one,” says Ajay Kaul, CEO, Domino's Pizza, India. Kaul 
told his *food technologists" to develop a low-cost 


Pizza 


Founded in 1995 


» FOUNDERS The Indian Franchise, 
held by Jubilant Group 


MAIN BUSINESS Pizza Delivery 
REVENUE Over Rs 300 crore 


(approx.) 


pizza, and thus was born the "Pizza Mania" pizza 


starting at Rs 35. “This pizza began to draw in a 
whole new type of customer," says Kaul, narrat- 


WHY IT IS COOL 
A delivery boy can 
become GM. 
(The GM for Western 
India is one 
such man) 


ing how labourers and auto-rickshaw drivers be- 
gan dropping in. It opened 60 outlets in 2008. 
Coming up next: a Domino's in Gangtok, 


Sikkim, and many more new locations. 
KUSHAN MITRA 


E JURY 


into pizzas 4f Domino 











VuVHS 


Ecomantra 
Founded in 2001 
FOUNDERS Ravi Goel (35) 
and Mahrukh Goel (35) 


MAIN BUSINESS ‘Green’ experiential learning 
REVENUE Rs 1 crore for 2008 


Ecomantra specialises in 
experiential learning via 
activities and eco-friendly 
holidays 


Going Green 


HE JUNGLE OFFERS CITY SLICKEI 
team building ac 





everything 
tivities in a boom, salesmanship in a 
downturn. But it took Mahrukh 
and Ravi Goel to spot the pertect 
cocktail of eco-tourism, camping 
and corporate training. Shortly after 
their website Ecomantra.com went 
live in 2001 with otters of experien 
tial learning exercises and holidays. 
the duo were chased by blue chips 
keen to outsource their learning 
activities. Ecomantra manages the 
Rivertrail eco-retreat, a camp site 
along the river Kundalika that is 
Maharashtra's first and only com 
munity owned campsite. The next 
step for Ecomantra, he adds, is to 
get into sales training for compa- 
nies. "In the last decade, team 
building activities were the fad; 
now sales training will be vital." 
The duo is aiming for revenues of 
Rs 70 crore by 2015. Ravi has been 
actively involved in setting up 
Indian Sustainable Tourism 
Network for eco-friendly tourism 
agencies to come together. 

ANAMIKA 


BUTALIA 
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No-fuss Growth 


A T THE 2005 PARIS AIR SHOW, VIJAY MALLYA 
made India sit up when he ordered five 
Airbus 380s. But a yet-to-be-launched Indian 
carrier, IndiGo, stunned the world and India 
by announcing plans to order 100 Airbus 
A320s. Even journalists from India were asking, 
"Who on earth is IndiGo?" Not any more. 
What makes IndiGo so special? IndiGo goes 
about its business quietly. Recently, it inducted 
its 20th aircraft. And this, when larger players 
like Jet and Kingfisher are sending aircraft back 
to lessors. “Well, we do market 
ourselves as India's 
‘Coolest Airline’,” jokes 
Aditya Ghosh, 
President, IndiGo. His 






IndiGo 



















Founded in 2005 
FOUNDERS Rahul Bhatia and formula for successs? 
Rakesh Gangwal «e: Ce ee. ne 
MAIN BUSINESS Passenger Airline Simple "S keting, sim 
REVENUE Estimated at over Rs ple check-in, and on- 
750 crore for 2008-09 time flying.” In less 


than three years, IndiGo 
has managed to fly almost 
10 million passengers. “Listen, 94 
per cent of our flights reach on- 
time and that is possibly the biggest 
‘frill’ you can offer anyone,” Ghosh 
says. Slowdown or no slowdown, 
IndiGo plans to add destinations, is 
adding aircraft, and growing marketshare 
(from 10.5 per cent this time last year to 13.7 
per cent currently). It also has a high load factor 
of over 70 per cent. 
KUSHAN MITRA 
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fast gaining marketshare 


MONEY SHARMA 





Service with devotion 


L 


Caught Speeding! 


HESE ARE TESTING TIMES FOR US,” SAYS UDAY 

Challu, Founder & CEO, iYogi. 
The slowdown? “No, because 
we are growing faster than 






iYogi 






ever...at 15 per cent a Founded in 2005 
month,” he replies. What FOUNDERS Uday Chalu and 
Vishal 





iYogi was adding in six 


MAIN BUSINESS Technical support to 
months last year by way of 


PC users at home and in small 







capacity and customers, it is — 
now adding each month. And $1.1 million for 2008-09 







it has just acquired a Us-based 
PC concierge company. 
"The challenge is to get 
the growth right, but we 
have all good problems," 
says Challu. iYogi, which 
Challu founded with Vishal 
Dhar, President, Marketing, 
provides technical assistance to home and small 
business computer-users via phone and remote ac- 
cess. Based out of Gurgaon, iYogi’s 500 yogis 
(that's what it calls its agents) support about 
70,000 customers across the us, the UK, Canada, 
and now Australia. “We have got right what IT in- 
dustry has not," says Challu. *oEMs understand en- 
terprises, but the consumer is a different ball- 
game." This year, iYogi wants to make waves in 
India. It is currently running a beta with a telecom 
service provider to provide complete management 
of IT services of small business users. Every ex- 
change that an iYogi customer has with its staff 
ends with a “Good karma" wish for the customer. 
Seems all *good karma" is coming back to iYogi! 
SAUMYA BHATTACHARYA 


Cold Store, Hot Growth 


AYUR ABHAYA, EXECUTIVE DIRECTOR, LIFECELL, IS GUNG-HO ABOUT HIS 

company’s prospects because of his first-mover advantage in stem-cells 
storage and application, through research and clinical trials. Starting with 
cord blood banking, it has moved on to cord tissue banking and is getting 
into menstrual blood banking. While the first is useful for some congenital 
diseases, the second can be used to treat a variety of disorders such as Type 
| diabetes, stroke, osteoarthritis, Parkinson's disease and retinal nerve 
degeneration. Menstrual blood is particularly good for all kinds of tissue 
generation, including bone and other organs, owing to its intrinsic regenera- 


E 
tive abilities. For men—who don't have the benefit of stored menstrual LifeCell 
blood tissue—LifeCell has tied up with Harvest Technologies of Boston for Founded in 2004 
point-of-contact bone marrow aspirates (for clinical trials) that can inject the FOUNDER Abhaya Kumar 
: gale boc MAIN BUSINESS Stem-cell banking and 
stem cell concentrate in 15 minutes. LifeCell has its own DsIR-approved stem-cell solutions provider 
research lab and is planning to set up one more in West Asia. It runs a clini- REVENUE 


; : à; ^ ' ; Les Rs 16 crore for 2008 
cal trial centre in Ramachandra Medical College at Chennai and has joined 


the select tribe of 600 clinical trials under way in this field globally. 
NITYA VARADARAJAN A WHY ITIS COOL 
It now provides 
all the services coming 
under stem cells, thus 
| itself 
as a first mover 





Banking on stem-cells 
storage: M 1 
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Master of the cabs: Neeraj Gupta Meru Cab 


Company 
Taxiing for Takeoff 


Founded in 2006 
j Bes COMMUTERS IN CITIES LIKE MUMBAI AND DELHI USED TO HAVE 









FOUNDER Neeraj Gupta 
MAIN BUSINESS Radio taxi 
REVENUE Rs 100 crore (approx.) 
nightmares dealing with flat rates and faulty meters—till Meru 
Cab rolled out its fleet of air-conditioned taxis outfitted with 
radio communications and Gps. Meru began in Mumbai and is 
now present in Delhi, Hyderabad and Bangalore. For Meru 
Cab’s Founder Neeraj Gupta, the biggest challenge was to get the 
permits: the government had stopped issuing fresh permits in 
Mumbai. So Meru came up with its first innovation: it bought the 
permits from existing operators by paying a premium. By the first quar- 
ter of 2007, it had 50 cabs on the roads. Meru owns the cabs, while the driv- 
ers pay it a fixed Rs 700 a day and buy their own fuel. They get to keep any- 
thing extra. This way, a driver earns an average of Rs 13,000-15,000 a month, 
nearly double the earnings of a regular cabbie. Meru also earns from advertis- 
ing on the taxis. To fund the acquisition of its fleet, Meru brought in private 
equity firm India Value Fund, which owns majority stake in it. Gupta expects 
to make a profit from next year. 
VIRENDRA VERMA 
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Rocking Rock! 
yu NAIR CAN'T MAKE MUSIC, 

but has been making pots of 


money by doing what he loves 
best: Giving Indian rock music 
the same visibility as traditional 
classical instruments or 
Bollywood. Nair, Founder of 
Only Much Louder (OML), 
was a teenager when he be- 
gan by managing bands 
along with Sandeep Mittal, 
Founder of Gigpad.com, 
back in 1999, OML came 
two years later, when he 
founded it with Vishal Dadlani of 
the rock band Pentagram. They managed the 
engagements of other rock bands. In 2004, 
Girish *Bobby' Talwar joined Nair and turned 
OML into a private limited company. By 2005, 
OML was working on over 100 events in a 
year. In 2007, it set up a record label, 
Counter Culture, which has cut ten albums 
for rock bands, and Babble Fish Productions, 
a production house to shoot live shows. 
Vishal and Vijay started without any capital; 
today their annual revenue is nearly Rs 2 
crore. “We started out with zero capital and 
we've always made money,” says Nair. “It’s 
really an exciting business since | lack creativ- 
Ity...I can't even play a musical instrument." 
ANAMIKA BUTALIA 


Founded in 2000-01 


FOUNDERS Vijay Nair (25), Girish 
‘Bobby’ Talwar (29) 


MAIN BUSINESS 
Artiste management 


REVENUE Rs 1.8 crore for 
2008 






REVENUE 
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FOUNDER Namit Malhotra 


MAIN BUSINESS Integrated post-production 
and visual effects services company 


ended December 2008 


À youthful Indian multinational that 
has been built purely on talent 


é 24s F 
Ungualified 
L2] 
Genius 
ONSIDERING THAT THEY KNEW NOTHING 


C about the business of television 
post-production and visual effects when 
they launched Prime Focus in 1996, 
Namit Malhotra and four of his friends 
have done pretty well: 60 per cent of the 
Indian market. Prime Focus offers end-to- 
end services in every aspect of production 
and post-production, for film as well as 
advertising. “Imagine, a decade ago, when 
| started along with four of my friends, we 
knew nothing about this business. We did 
not have big qualifications and had never 
worked in big multinationals. But we are 
today the only Indian multinational in 
post-production and visual effects," says 
Malhotra. He takes pride in employing 
many freshers who do not have any quali- 
fications but are great creatives. Malhotra 
has another skill: taking over distressed as- 
sets abroad and turning them around, as 
Prime Focus has done with VTR in the UK 
and Frantic Films in the us. The acquisi- 
tions have given Prime Focus a chance to 
be associated with films such Spiderman 3, 
Fantastic Four and Superman Returns. A 
third of Prime is international talent. “... 
A significant amount of work can be car- 
ried out by facilities across time zones in 

a cost-efficient manner," says Malhotra. 
ANUSHA SUBRAMANIAN 





MOdVTT1VIN L33NV 






è 
J 
AY 


Post-production focus: 
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Rs 266 crore for nine months 
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NISHIKANT GAMRI 





and technology 
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GADGETS AND GIZMOS 
INDIA TODAY GADGETS AND GIZMOS MAGAZINE WITH A DIFFERENCE. 
It's never too early or too late to learn the ins and outs of your 
gadgets—whether it’s a TV or a computer, calculator or hi-fi. Cut through the 
techno-babble with G&G, a monthly magazine that simplifies the world of 
gadgetry. In simple, everyday language, we will guide you as you set out to 
buy new gadgets, ond help you get the most out of your purchases. 








To subscribe, call Toll Free no. 1800 1800 100, d) 
e mail — wecare@intoday.com or e 
Log on to www.indiatoday.in/subscribe 
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For that perfect cut and pb: (Lett do Turtle 


p A ai E Aut Dada, Nia] wal Founded in 1993 
EM. av. np MAANI EAREN an na FOUNDERS i pom igen and 
Amit Ladsaria 


e © MAN BUSINESS Branded men’s 
ashion wear: Shirts, suits 
in ja r e and trousers 
REVENUE Rs 62 crore for 2008-09 


ECESSION IS MORE IN THE MIND—IF YOUR MIND THINKS THERE IS RECESSION, 


the recession is very strong," says Amit Ladsaria, Director of Turtle WHY IT IS COOL? 
Limited, the Kolkata-based men's apparel maker. Turtle has just reported a Has posted best 
ever figures despite 


turnover of Rs 62 crore, its highest ever, in 2008-09, up from Rs 46 crore the downturn, with 
the previous year. “We did better in the second-half...this year, we plan to ` affordable high-fashion 
grow by another 30 per cent," he says, explaining why: "People will stop 
buying Louis Philippe and buy Turtle". Turtle shirts end at 
Rs 900, way below its rivals. It has implemented Oracle e-biz to connect its 
32 stores to its head office in grimy Howrah. “Our nature is not rampant 
growth," says Ladsaria, adding that Turtle stands for turtles: slow and 
steady...long life...tough exterior, soft interior... When it comes to shirts, 
Turtle is fussy: it creates its own fabric designs and gets the fabrics made to 
order. Today, it also makes suits, trousers and denims as well. Last year, it 
created a sub-brand, London Bridge, for shirts made of blends, leaving the 
pure cotton shirts for Turtle. 
SOMNATH DASGUPTA 
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GADGETS AND GIZMOS 


NDIA TODAY'S GADGETS AND GIZMOS MAGAZINE WITH A DIFFERENCE. 

t's never too early or too late to learn the ins and outs of your gadgets—whether it’s a TV 
r a computer, calculator or hi-fi. Cut through the techno-babble with G&G, a monthly 
nagazine that simplifies the world of gadgetry. In simple, everyday language, we will guide 
tou as you set out to buy new gadgets, and help you get the most out of your purchases. 
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LARGE COMPANIES 


nn, cl li 


- 
- Making the nght moves Founded in 1931 
- OS . | b x FOUNDER Thomas Bata 
2 MAIN BUSINESS Footwear 
2 A REVENUE Rs 1,008 crore 
Naughty Boys ic Ladies rino 
WHY IT IS COOL 
E SURPRISED," GOES BATA'S CAMPAIGN SLOGAN. AND SURPRISED WE ARE [iren piece dt 
at Bata India's turnaround story. For 2008, which is also Bata's a of in 
financial year, it posted its best-ever numbers: a PBT of Rs 71.84 crore, a tha eroe 
growth of 30 per cent over the figure for 2007. Bata also stepped into sector 


new territories like industrial safety shoes, built a direct marketing channel 

and expanded its retail chain. The story hasn’t always been rosy: labour trouble, bad 
decisions, competition from cheaper brands. Things started looking up in 2005, when 
old loyalist Marcelo Villagran was made MD. New collections, a tiered store structure, 
specialised manufacturing bases and stores kept time with mall culture. “We started 
focussing on concept-based designs, and paid attention to the smallest of things: keep- 
ing stores open till late and displaying all our shoes in pairs,” recalls V illagran. New 
designers and changing collections also helped. No-frills school shoes gave way to chic 
high-heeled numbers and the customers returned. Bata plans to open 70 stores this 
year and is expecting a 10 per cent increase in sales. ANUMEHA CHATURVEDI 
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Pioneering effort: (Left to right) CavinKare's C.K. 
Ranganathan, Ramesh Viswanathan and T.D. Mohan 


e ® 
Still Blazing 
e 
a Trail 
AVINKARE, THE COMPANY THAT 


C pioneered the satchet revolu- 
tion in personal care products, is 
still a pioneer in distribution, 
and remains cool. It acquired 
fame by fighting Hindustan 
Lever, but has never seen a neg- 
ative growth since inception, 
either in top line or bottom line. 
Today, it files patent claims every other 
month, and has shifted from being a 
pure-play distributor to being a manufacturer 
also *only to set a benchmark for our 
vendors in terms of quality", says C. K. 
Ranganathan, Chairman & Managing 
Director. He learnt the art of delegating and 
continued to build the company by acquiring 
new lines of business like packaged food. He 
also acquired the distributorship for Adidas, 
the men's sportswear brand, to get an entry 
into high-end retail stores and leverage this 
with premium personal care products. 





Founded in 1983 








personal care, foods 
REVENUE Rs 700 crore 
for 2008 


CavinKare also has its own beauty parlours giants T 
| “ws pR: o i hors rac 
and plans to get into the restaurant business. MAIN BUSINESS Construction 


“We plan to touch the customer every day 
some way," says Ranganathan. The turnover 
target for 2009-10 is projected to be above 
Rs 1,000 crore. 

NITYA VARADARAJAN 






CavinKare 


FOUNDER C.K. Ranganathan 
MAIN BUSINESS Retailing 












REVENUE Rs 3,572 crore for 2008-09 


Taking up complex engineering projects 
like Bandra-Worli sea link in Mumbai, 
setting up India's first man-made hill 
station Lavasa and Mumbai's biggest 
commercial complex 


The Tougher 
the Better 


N EARLY 2000, HINDUSTAN 
fosse Company (HC 
real estate survey done through 
Accenture and Indian Market 
Research Bureau to find whether there 
was scope for setting up a self- 
sustained city. The findings: no, there 
was no market for such a thing. But 
HCC Chairman & MD Ajit Gulabchand 
went ahead. His dream project is com 
ing up near Pune, as Lavasa hill sta- 
tion. The first phase is expected to be 
operational by next year; HCC sub- 
sidiary, Lavasa Corporation, has 
already reported a net profit of Rs 122 
crore on revenues of Rs 212 crore for 
the quarter to March 2009. One of the 
oldest construction firms, HCC has a 
habit of going off the beaten track: it is 
also building the hugely complex 
Bandra-Worli Sea Link in Mumbai 
and has plans for the nuclear power: 
sector. “We find large projects help us 
achieve our turnover targets with 
fewer projects that we can manage 
with fewer project management 
teams,” says Gulabchand. 

VIRENDRA VERMA 
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Leader in the pack: 5! 
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SBI 


Founded in 1921 
FOUNDER Gowt. of India 
MAIN BUSINESS Financial services 
REVENUE Rs 1,113,093 crore for 2008-09 
WHY IT IS COOL 

Introduced 8 per cent home loan when 
other banks were afraid to lend, received 
huge retail deposits after the financial 
crisis and improved profits despite 
lower lending rates 


Banking on Brand Value 


HAT FINANCIAL STORM? STATE BANK OF INDIA SEEMED to 
be saying as depositors spooked by the global bank- 
ing collapse stuffed their cash into sBi—at the rate of 

Rs 1,000 crore a day! Chairman O.P. Bhatt threw out this 
factoid while presenting the annual results for 2008-09 re- 
cently (a 35.5 per cent increase in net profit). "After the Us crisis 
and liquidity crunch, investors felt the need for a safe place to park 
their money and SBI was preferred over other banks," says Bhatt. 
When the government wanted the economy to get a fillip, it was left 
to SBI to lead the way. As the downturn bit, spi also spooked rivals by 
offering cheap car loans and home loans (8 per cent a year for the 
first year). Mind you, Bhatt says the bank is making money at even 
this 8 per cent lending rate. So, even as fearful banks put the brakes 
on retail lending, SBI expanded its loan book, growing its home loan 
portfolio by 21 per cent in 2008-09 (industry growth: 17 per cent). 
In January 2008, it had become the No. 1 bank by market cap, over- 
taking private sector giant ICICI Bank—and has maintained its posi- 
tion since then. During the year, it also raised a total of Rs 16,000 
crore via rights issues from the public and the government. 
VIRENDRA VERMA 
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Employees give the thumbs up 










Fun-and work too! 


ELL OUT TO A FOREIGN PARTNER? 
What better way to kill such 
rumours than buying another 






Madison 
World 


Tasked to 
Build 


jA 








N ENGINEERING MAJOR THAT 
loves hard-hats more than it 
does MBAs, a seniority-led com- 
pany that has been restructured 
into a cluster of virtual compa- 





nies allowing talent of any age to 
rise to the top. And the clincher: 
there is no defined "promoter" 
group or controlling faction, the 
bane of many Indian companies. 
That's Larsen & Toubro for vou. 
Why is it cool? Throw that ques- 
tion at L&T Chairman A.M. Naik 
and he says: “It’s India first, then 
the company and then the indi 
vidual at L&T. There are many 
ways of making money, but we 
choose to make money while 
building the country.” It has 
faced takeover threats in the 
recent past—trom Reliance and 
trom AV Birla Group outfit, 






Grasim. “Our motto remains cus 











agency. Last year, Sam Balsara and s — in 1988 tomer first. Even as there have 

his home-grown agency, Madison pne LM been boardroom battles with 

World, took everyone by surprise Media buying and planning Reliance and Grasim, they 

when it picked up a 51 per cent REVENUE remained and still are our biggest 
; P 3 P , ; Over Rs 2,300 crore of E 5b 

stake in WPP's media agency, media billings customers, says Naik. 





Mediacom. Today, with media 
billings in excess of Rs 2,300 
crore, Madison World is now 
second only to Group M 
agencies put together, and 
one of the fastest growing in 
India, with an annual rate of 
around 25 per cent. Its clients in- 
clude r&c Gillette, Coca-Cola, Airtel, Godrej, 
Marico, Tvs, Cadbury, GM, Levis and Indian Oil 
Corp. But while they work hard, they also have fun. 
Balsara admits that the fun thing became big ever 
since he decided to make Madison an employer of 
choice. Plus, the focus was never on growth or 
money. “All I always wanted was to do a good job 
for the clients...We look upon money and growth as 
by-products of our delivery to our existing clients,” 
he says. So, Madison is big on strategy sessions to 
discuss how to make the client’s business grow. 
None on growing Madison! 

ANUSHA SUBRAMANIAN 





SUMAN LAYAK 





AMI 






RACHIT GOSW 





Larsen & 
Toubro 








Founded in 1938 
FOUNDERS Henning Holck-Larsen Passionate about building 
and Soren Kristian Toubro India: For A.M. Naik. it 
MAIN BUSINESS 


i Í i country before the i ompan 
Engineering, infrastructure, construction 


REVENUE Rs 25,187 crore for 2008 
WHY IT IS COOL 
Widely held, professionally managed, 
open organisation with an 
India-first motto 


bt investments 
A clutch of high-profile 
bankers has quit their 
cushy jobs and set up 


Banki 
x g their own advisory 
hot-shops to woo high 
j net worth and retail 
! clients with the promise 






of personalised services 
and solid wealth 
Creation. ANAND ADHIKARI 


IG MONEY PREFERS IT SMALL. 
And perhaps simple too. 
Time was when the well- 
heeled slept well at night 
with the knowledge that 
their money managers at the private 
banks with the Wall Street mar- 
ques were taking good care of their 
hard-earned chips. Then came the 
sub-prime crisis, Bear Stearns lost 
the plot, Merrill Lynch lost its way, 
Lehman lost it all, and the likes of 
Citi, JP Morgan and Bank of 
America—the big global names in 
wealth management—quivered on 
shaky ground. Commercial and in- 
vestment banking will never be the 
same again. 

Neither will be private bank- 
ing. But then the loss of the big 
managers of big bucks may be the 
gain of the small advisor. Welcome 
to the world of boutique advisory 
firms that are run by ex-bankers 
who've turned in their pinstripes 
and cosy corner rooms to roll up 
their sleeves and work out of non- 
air-conditioned offices and often 
out of their briefcases. 





UVNUVS N3INVM 


BOUTIQUE VS BANKS 


Banks often churn clients’ Relationship managers — Investment advice is driven 
money by re-investing 3 at banks work towards ——— with the sole objective of 
instead of focussing on long-term < achieving quarterly and year-end generating high revenue by 
capital appreciation revenue targets for bonuses - Offering high-commission products 
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The boutique firms have always 
been quick to point to the flaws in 
the wealth management platforms of 
banks. Banks tend to hawk their 
own products, churn the portfolio 
twice or thrice a year, lag in terms of 
returns, have high cost structures 
and confuse clients with jargon. In 
the current climes of uncertainty, 
at a time when investors are thinking 
thrice before deploying their stash 
and when trust in the big boys of 
banking has been breached, the stage 
may just be set for boutique advisory 
firms to strut their stuff. That may be 
exactly why a clutch of high-profile 
bankers from some of the biggest 
Indian and global banks are setting 
up their own advisory outfits. They 
may be leaving behind secure jobs, 
but they’re taking their clients along 
with them. What’s more, financial 
advisory calls for capital that’s more 
of the intellectual kind—something 
these ex-bankers have in plenty. 


Custodians of Wealth 
“Banks run the advisory business 
as a revenue-generating unit rather 
than as a custodian of a client’s 
wealth; most boutique firms operate 
like the latter,” says Dinesh 
Khemlani, one of the mainstays of 
Comsol Financial Solutions Pvt Ltd. 
(Comsol, in case you're curious, 
stands for Complete Solutions.) 
Khemlani knows what he's talking 
about. Comsol was flagged off in 
2006 by his wife Neha, a Standard 
Chartered veteran of 17 years. 
Khemlani, who has done stints with 
ABN Amro and Societe Generale, 
came on board in 2007. Comsol 
has about 160-170 clients and as- 
sets under advice in the region of 
Rs 500 crore. 


Relationship managers 





| which high-end clients end up 
: having to deal with a new face 


can change, as a result of - 
- MBAs, with little experience 
: of asset cycles 





Clearly, these are ex-bankers 
who have learned the ropes and are 
now confident of going it alone. 
Consider, for instance, Saket Soni, a 
former banker with ABN Amro, who 
noticed the ‘trail commission,’ or 
retainer fee, that private banks earn 
on the financial assets under their ad- 
vice. “I decided: That's it. If I can do 
it for ABN—and before that for 
Deutsche Bank—I can definitely do 
it for myself,” says Soni, who floated 
T. V. Vijayan & Associates in 2007. 
“We offer virtually anything that a 
bank offers except current or savings 
account,” he adds. 

Madhu Menon, who operates 
out of Ahmedabad along with part- 
ner Prakash Notani, set up OxyZen 
Financial Services in 2006 because 
he saw a huge gap in advisory serv- 
ices at the middle to low end in 
the high net worth segment. 
Menon, who has worked with 
Kotak Mahindra and icici Bank, 
points out that the banks typically 
focus on high net worth individuals 


Relationship managers 
are typically young 


Anshul Khetan & Anand Gupta 
Directors/ Touchbase Capital 


“We believe the needs of 
the company and individual 
need to be addressed by 
one person who best 
understands the enterprise 
and the entrepreneur” 


(HNIS) with a minimum net worth of 
Rs 1 crore (and which can go up to 
Rs 25 crore). But there aren't too 
many that offer specialised and fo- 
cussed services in the Rs 1 crore- 
and-below-category. Such investors 
resort to brokers or chartered ac- 
countants, who are unable to give 
personalised service. 

To be sure, the opportunity is 
huge as the demand for professional 
investment advice peaks. And once 
an ex-banker kicks off his own op- 
erations, it isn't difficult to attract 
others from the banking pack. 


Boutiques have 
a flexible fee 


- Structure, as their costs 
. are lower. 
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Khemlani, for instance, has roped in 
two more top-notch profession- 
als—Ravindra Joglekar and 
Kaikhushru Dinshaw—who have a 
combined experience of close to 
40 years in foreign banks. “You can 
err on the side of profit, but you 
cannot err on the side of capital,” 
quips Khemlani. Then there’s 
Touchbase Capital Pvt Ltd, which 
has been started by more than half 
a dozen professionals, who are all 
co-promoters, directors and rela- 
tionship managers, all rolled in one. 
These firms are capable of offer- 
ing virtually every product or service 
(except a current account) that a 
bank does. The advantage of the 
boutique firms is that wealth man- 
agement is their core area of focus. 
Banks, on the other hand, have a 
number of silos, right from invest- 
ment banking to private banking. 
“Given the large number of players 
across categories, many of whom 
have their own proprietary products, 
the customer is confronted with 
innumerable options and finds it dif- 
ficult to select the most appropriate 
product and partner suitable for his 
needs,” says Raj Mahadev, Managing 
Director, Touchbase Capital. 


Looking for the Best 

Today, a client doesn’t discrimi- 
nate between a bank and a boutique 
private financial firm, say many ad- 
visors. “He is looking for the best. 
In fact, that's a given. You won't 
survive in this business if you don’t 
give the best,” says Soni. Advisors 
like him point to the advantages of 
the boutiques. Advantage #1: In a 


Mumtaz Hoosein 
Director/Moneta Consultancy Services 


“| saw an opportunity 

in advisory because banks 
were the only ones offering 
such services without 
focussing on the 

quality of advice” 
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bank, the head of the business 
would be an old hand at wealth 
management, but the relationship 
managers/advisors down the line 
aren't too experienced. This com- 
promises the quality of their advice 
and service, point out the boutique 
camp. "Banks are good at garnering 
deposits. Investing is not their cup 
of tea," says a banker-turned-advi- 
sor. “There is scope for a private 
client model that offers personali- 
sation and the right communica- 
tion," says Menon. Adds Mumtaz 
Hoosein, who founded Moneta 
Consultancy a few years ago: “I 


'. Mer, 
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IT. 
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Saket Soni 
Managing Partner/T.V. Vijayan & Associates 


"We offer virtually every 
product and service that a 
bank offers on the advisory 
side except for current and 
savings account" 


saw an opportunity in advisory bec- 
ause banks were the only ones off- 
ering such services without focussing 
on the quality of advice." 

Whilst the wealthier retail in- 
vestor is the target of most of these 
boutiques, firms like OxyZen are at- 
tempting to target enterprises as 
well—big ones and the small & 
medium variety. The goal is to tar- 
get the owner of the enterprise as 
well as its employees. This strategy 
has helped Menon attract clients— 
over 2,000 of them—and manage 
assets in excess of Rs 180 crore. 
Touchbase, too, is targeting clients 
at both the enterprise level and at 
the entrepreneur level. *We believe 
the needs of the company and in- 
dividual need to be addressed by 
one person who best understands 
the enterprise and the entrepre- 
neur," says Anand Gupta, Director, 
Touchbase Capital. Coming from an 
entrepreneur at a thriving enter- 
prise, it's difficult not to agree. m 
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Memberot STARWOOD PREFERRED GUEST" 


SMART SAVERS 


BOOK EARLY TO SAVE AND 
ENJOY BREAKFAST ON US 


Book up to 30 days in advance and save up to INR 3,470* 


Great rates are also available when you book 21, 14 or 7 days in advance. 
For bookings, please call 000 800 650 1205 or visit www.starwoodsmartsavers.com. 
(Quote ADV30DAY, ADV21DAY, ADV14DAY or ADV7DAY when booking.) 


*Terms and conditions apply. 


on THE LUXURY COLLECTION Æ MERIDIEN WESTIN 
Prices from (INR) Prices from (INR) 
Ahmedabad 5,950 Mumbai 7,500 
Bangalore 6,500 Pune 10,000 
Chennai 6,600 Sohna-Gurgaon 6,000 
Cochin 3,000 
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Turn your stays into getaways. 
FREI 3 | mo} 
S Enjoy a Free Weekend Night with every two stavs 
sitet icd » www.starwoodsmartsavers.com 


bt money 





Fixing 


investments 





Investors are now increasingly running to financial 
planners to fix their out-of-shape investment portfolios. 
BT looks at the reasons behind the trend. manu kausuik 


T'S ALMOST A YEAR-AND-HALF 
since the last bull-run in the 
stock market ended in January 
2008. And as the memory of 
those heady times recedes, so 
do investment habits spawned by 
it: undue belief in the power of 
equity to give uninterrupted returns 
as well as a general lack of prudence, 
self-restraint, circumspection and 
flexibility in making investment dec- 
isions. For most equity investors, 
the runaway increase in stock prices 
had obviated the need for financial 
planning. They were too busy look- 
ing at the stock market indices to be 
bothered about the principles of 
sound asset allocation and a bal- 
anced investment portfolio. 
However, all this is changing, 
especially since October 2008, 
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RESTORING 
BALANCE 








® Most investors, especially 
those with equity exposure, have 
incurred losses since Oct. 2008, 
® |n greater numbers than ever, 
they are now seeking the 
advice of financial planners, 

® The changed perception 


greater concern about their 
investments than in the past. 


thanks to the market crash that de- 
stroyed Rs 40 lakh crore of investor 
wealth in 2008. Many investors, 
who tried to make good their losses 
by playing on the volatility, have 
also burnt their fingers. Saddled 
with losses and unable to make sense 
of the market, these investors have 
been left with no recourse but to 
seek the help of financial planners to 
stem further losses. 

Take the case of 43-year-old 
Mumbai-based Kamal K. Shah, who 
was widowed last year. Taking ad- 
vice from brokers, she invested the 
money left by her husband equally in 
equity funds (through siPs) and gov- 
ernment savings bonds. The result: 
By the end of 2008, Shah's four 
big-payout si schemes tanked more 
than 50 per cent. “It was the second 


setback for me in one year,” says 
Shah, who then chose to consult a 
financial planner to take her out of 
the mess. The planner closed most of 
the sip schemes (including the four 
big ones) immediately to prevent 
further losses and went on to 
prepare a plan based on her risk 
appetite and monthly cash needs. 
Shah’s current portfolio is evenly 
spread out across equity funds, in- 
come funds, savings bonds and cash. 
“At present, there is less panic com- 
pared to 4-5 months ago. I am now 
in a much better position to cover up 
my losses," says Shah, who now 
spends a lot of time reading about 
the financial markets. 

It's not just greenhorn investors 
like Shah who are feeling the need to 
consult financial planners, even 
seasoned equity investors like 76- 
year-old Ramesh Bakshi are falling 
back upon expert advice. *I have 
been aggressive on equity throughout 
my life. But in the current market 
volatility, I am not sure my invest- 
ments will be able to generate 
enough future income," says Bakshi, 
adding that he needs Rs 50,000 per 
month to maintain his lifestyle. 
Bakshi is seeking advice from a 
financial planner to bring down the 
equity component (stocks and funds) 
in his portfolio from 87.5 per cent to 
62.5 per cent and increase the debt 
component accordingly by the end of 
2009. “I am not geared to handle 
this exercise single-handedly. Based 
on their analysis and some inputs 
from me, financial advisors are chalk- 
ing out plans to smoothen the 
process,” he says. 

The changed thinking among in- 
vestors like Shah and Bakshi, in turn, 
is spurring demand for personal 
finance planners, for whom the bear 
phase is proving to be a boon. Says 
Surya Bhatia, Principal Consultant, 
Asset Managers: “Today, there are 
more people who are looking at 
asset allocation as a means to in- 
vestment, a big shift from all-equity 
investments a year back. Ergo, there 


Kamal Shah 
"Indiscriminate buying of 
funds and bonds in 2008 
wiped out a substantial 
part of my portfolio. The 
financial advisor helped 
me build a balanced 
portfolio" 
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- was less conversant with systemati¢vlonge, 
term investing and invested 50:50 in equities and 
government bonds last year. As markets tanked, her 
portfolio went down considerably. The financial plan- 
ner asked her to book losses on her equity investments 
and brought in a fresh plan. 
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Ramesh Bakshi "I have 87.5 per cent of my invest- 
ments in equities. To meet lifestyle expenses (Rs 50,000 pm), 
| want 37.5 per cent in debt instruments by year-end" 


H is portfolio was skewed towards equities, so his planner 
had advised him in 2007 to shift money from equities to 
debt instruments. As the markets were bullish then, Bakshi, 
76, did not pay heed. But now, he himself wants to do so and 
has got his planner to chalk out a plan. 
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has been a momentous increase in 
the businesses of financial planners.” 
Financial planners are also get- 
ting swamped with queries from 
existing clients. “Generally, queries 
from clients are determined by the 
index levels. They react to what- 
ever they hear or see in the media. 
So, for instance, if some bad eco- 
nomic news comes along and the 
market crashes, investors immedi- 
ately call up to check if it’s time to 
exit. Similarly, if the market perks up 
the next day on good economic 
news, they become greedy and want 
to buy more,” says Hemant Rustagi, 
CEO, Wiseinvest Advisors. 
According to financial consult- 
ants, many investors have ap- 
proached them for advice after losing 
a sizeable sum, “During bullish or 
bearish market conditions, people 
invest in a sporadic fashion, without 
proper planning and objectives in 
mind. In such a situation, asset allo- 
cation often goes for a toss," ex- 





"People are looking at asset allocation as a means to 


investment, a big shift from all-equity investments a 
year back" SURYA BHATIA, Principal Consultant, Asset Managers 


plains Viraj Ghatlia, Head (Business 
Development), ASK Wealth Advisors. 
Such investors often make emotional 
decisions, which may prove costly in 
the long-run, he says. 

According to Sanjay Matai, 
Promoter, Wealth Architects, a 
financial consultancy, a lot of clients 
want their asset mix and portfolios 


"Worry is the biggest mistake for investors. You can 


time neither the bottom nor the top of the market" 
SANJAY MATAI, Promoter, Wealth Architects 
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shuffled at every rise and fall in the 
markets, and this must be avoided. 
“Worry is the biggest mistake for 
investors. It leads to individuals dis- 
continuing their investment pro- 
gramme they carefully planned out 
before. You can time neither the 
bottom nor the top of the market. 
The key is to look at periodical ad- 
justments based on changing market 
conditions and continually rebal- 
ance your portfolio back to the 
target asset mix," says Matai. 
Advisors say investors need to 
learn to rebalance between asset 
classes. For example, one might buy 
some good steel stocks along with 
diversified equity funds into a port- 
folio. But if the diversified funds 
also happen to invest significantly in 
steel stocks, then the portfolio may 
become heavily loaded with steel 


stocks. Hence, it is essential to assess 
the portfolio break-up and make 
adjustments accordingly. Also, in- 
vestors must not try to average down 
in volatile markets. “Averaging 1s 
dangerous if it's not done in a 
scientific manner. [n most cases, 
money that goes into averaging 1s 
short-term money and not meant 
for the investment purpose. So if 
the stock continues to decline, there 
will be enormous pressure to take 
out that money by booking losses," 
says Rustagi. According to him, 
when preparing an investment port- 
folio, one should define milestones 
such as child's education, marriage, 
etc., and for each milestone allocate 
funds. “If it's a long-term plan, invest 
aggressively in equities and switch to 
debt as the goal nears," he says. 

Advisors like Rustagi advise sys- 
tematic transfer plan (STP) to beat 
volatility. Assuming an investor 
wants to invest Rs 1.2 lakh in equi- 
ties, he will be told to invest the 
entire amount in liquid plus funds 
and over one year the planner will 
shift Rs 10,000 every month to eq- 
uities. So, after three months, even 
if the market goes down by 20 per 
cent, the investor will lose only 
Rs 6,000 (Rs 30,000-Rs 24,000). 
“The plan is not completely fool- 
proof, but it protects wealth by 
minimising losses in case of down- 
fall," says Rustagi. 8 
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— A Management School with a difference 





Hindustan Institute of Management (HIM) 
constituent of Hindustan University introduces 
professional degree for a career in Aviation Management. 


India requires thousands of management 
professionals in aviation & airline enterprises. The MBA 
programme is a unique and well structured programme to 
prepare Managers for a demanding and exciting career in 
the aviation industry. HIM offers expertise in aviation 
operations & air transportation backed four decades of 
research expertise in airport and aviation industries. 


Aviation Management Programme (AMP) offers 
opportunities to interact with CEO's of airport / airline 
companies on a regular basis. 


SALIENT FEATURES 


* Excellent teacher-student ratio 


è Strong National and International expertise reflected 
through the faculty 


* Academic repute and corporate exposure of teaching 
faculty 


* Comprehensive range of resources and support 
facilities 


* Innovative approaches 
/* Extensive Institute Industry Interaction 
* International Exchange Program 
¢ Industry Internship Programs 
* IT based training methodology 
* Wi-Fi Classroom and computer labs 
* Hostel facility for boys / girls 
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M t A Full time - 2 years 
. AVIATION MANAGEMENT 
* International Business 
* Marketing Management 
*Human Resources Management 


*Financial Management 
Systems Management 





Full time - 2 years 
Part time - 3 years 
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Eligibility : As per University norms 


For prospectus & application form send Rs.500/- by DD in favour of 
“Hindustan Institute of Technology & Science” payable at Chennai. 


HINDUSTAN 


INSTITUTE OF TECHNOLOGY & SCIENCI 
A University Under Section 3 of UGC Act 1956 
Hindustan University Campus 


AN Rajiv Gandhi Salai (OMR), Padur, Chennai - 603 103. 
UNIVERSITY " 











40, G.S.T. Road, St. Thomas Mount, Chennai - 600 016. 
Tel : 044-2234 2155 / 0980 / 1389 / 2508 
Fax : 044-2234 2170 / 2233 3848 Email : hetc@vsni.com 


Toll Free No.: 1800 425 44 38 l 
www.hindustanuniv.ac.in 
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Transforming India, 


Changing the World 


What does one do after building one of the world’s most respected and 
admired companies? Try and fix the country, of course. That's the agenda 
charted out by Infosys founder and ex-CEO N.R. Narayana Murthy in 

his debut book A Better India: A Better World. Distilled from speeches 
made and articles written over the years, Murthy offers understanding 
and solutions to problems that have plagued the country for decades. 
Here are five interesting anecdotes from the book. 








158459 on what the dream for the com- consternation among my 

l'ages pany should be. We started off colleagues, Finally, they got tired, 
with the dream of becoming the and asked, ‘What do you want to 

On Leadersbip software services company with do?’ I said, ‘I want this to be the 

and Vision the largest revenue. I rejected it. most respected software services 

WHAT IS THE FIRST TASK OF A LEADER The next idea was to become the company in the world.’ And I 

in energising his people? It is largest job creators in India. I said continued, ‘if you seek respect, 

creating a grand vision—a purpose ‘no’ to that as well. Then, we you will not short-change your 


which is noble, lofty and aspira- moved on to whether we should customers, you will be fair to your 
tional. It is a dream that should strive to be the software services colleagues in the company, you 
excite and energise everybody in company with the highest market will be transparent with your in- 
the community or corporation. capitalisation. When I rejected vestors, you will treat your 


The leader has to craft and 
articulate a vision in which 
everybody sees a better fu- 
ture for himself. The vi- 
sion has to be 


that too, there was considerable vendor partners with care and 
understanding, you will 
not violate the laws of the 
land in whichever country 
you operate and you will 


powerful enough to make 
every tired mind and body 
that leaves the office in the 
evening come back early 
the next morning, saying: 
“I am proud to 
belong to this company 
and I will work hard to 
make it a better company." 
When seven of us met 
in the small bedroom of 
my apartment in Bombay 
in May 1981, we had a 
four-hour-long discussion 
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live in harmony in 
whichever society you 
operate in. My conviction 
is that such a pursuit will 
bring revenues, jobs, 
profits and market 
capitalisation."... | was 
happy that all my 
colleagues accepted the 
idea. They perceived this 
vision as something larger 
than life and something 
more inspirational to 

go after... 





Pages 


On Government 
Bureaucr. 

While I see a fundamental shift 
towards openness among most 
of our senior bureaucrats, I do 
not see that shift percolating 
downwards. I will give you two 
examples to demonstrate this. 
The first is about my experience 
with Shiv Shankar Menon, our 
current Foreign Secretary. 

Mr Menon is one of the finest 
bureaucrats this country has 





produced. He is a fine gentleman, 
courteous, always willing to help 
and constantly on the move to 
improve the efficiency of his 
department. A couple of years 
ago, the government had issued a 
64-page passport, but had quickly 
stopped that practice and contin- 
ued with the usual 36-page ver- 
sion. Last year, | requested Mr 
Menon to provide a 240-page 
passport to those of us travelling 
abroad frequently, so that we 

do not have to get new passports 
every few months. This would 
also increase the validity of our 
visas since many countries require 


us to obtain new visas whenever 
we change the passport, New 
Zealand being an example of 
this policy. I told him that the 
64-page passport was not very 
convenient since the frequency 
of travel abroad was high in our 
industry, and that we would be 
happy to pay all the expenses 
needed for a 240-page passport. 
Being an extraordinarily open- 
minded leader, he readily agreed 
and promised me that we would 
have such a passport. He obvi- 
ously and rightly expected people 
in his department to handle this 


Ls 


D 


task. A few months later, I was 
informed that there would be 

a ceremony in Bangalore where 
the Minister of State for External 
Affairs would give me the first 
new jumbo passport. I was 
thrilled, but when I received 

the new passport, I found that it 
was the same old 64-page 
passport. The officials present 
explained that it was not possible 
to produce a 240-page passport 
since the ministry press did not 
have a machine which could 
stitch 240 pages! It is surprising 
that, at a time when India plans 
to land a satellite on the moon*, 


we cannot import, if not pro- 
duce, a machine that can stitch 
240 passport pages. The problem 
lies in the mindset of the people 
lower down in the Ministry 

of External Affairs. This example 
shows how an extraordinary 
leader's initiatives can be 
derailed by the outdated 

mindset of a few people 

working under the leader. 

This has to change. 


roe 121 


On Specialisation 

Let me dwell a little on this issue 
of the Brahminical mindset. 
Ancient India encouraged the 
caste system purely based on the 
belief in specialisation of succes- 
sive generations of a family in a 
given vocation or trade or activity. 
That made eminent sense at that 
time. The result was that the 
Shudra tilled the soil; the Vaisya 
engaged in commerce and the 
Kshatriya became the warrior. The 
Brahmin had the responsibility of 
connecting the rest with God and 
was also the champion of all intel- 
lectual pursuits. Since his primary 
responsibility was to think of the 
afterlife and to connect with 
higher powers, he had little or no 
interest in anything that had to do 
with the present or involved any 
physical activity. Learning for 
learning's sake was his motto, 
Using that learning to make any 
difference to society would be 
dangerous for two reasons—it 
would not be chic and he might 
be held accountable! 

This mindset is strong even 
today in India. For instance, 
when Í interview young boys 
and girls, they insist on working 
in esoteric fields that have no 
relevance to solving the problems 
that beset contemporary India. 
Their first choice would typically 
be Artificial Intelligence (An! I have 
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tried to elicit why they are inter- 
ested in Ai and their answer is usu- 
ally that it is intellectually challeng- 
ing and aspirational. They have 
no interest in real applications that 
have at least a semblance of rele- 
vance to India. You see the same 
attitude when our intellectuals 
comment on Indian companies not 
having a product focus. I tell them 
that product skills will surely be 
acquired and leveraged as Indian 
companies become more global 
and have better financial strength. 
The need of the day is to create a 
large number of high-income jobs 
for our young men and women. 
As long as we run businesses that 
solve problems of our society, cre- 
ate wealth legally and ethically, 
and provide challenging and lucra- 
tive jobs, it does not matter 
whether we are into rocket science 
or bee-keeping. 


tugs 68-70 


On Corruption 

One evening in the mid-' 80s, | 
met a friend of mine at Ashok 
Yatri Nivas in Delhi for dinner. 





He was known to be a good, 
honest and upright officer in one 
of the Central ministries. That 
day, he was very sad and it was 
clear he was facing a moral 
dilemma. Over dinner, he 
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confessed that he had taken a 
bribe for the first time in his life 
and was very confused. I asked 
him what the confusion was 
about, since it was clear that tak- 
ing a bribe was wrong. His answer 
stunned me. One part of his mind 
justified his action since he had 
seen his minister taking a bribe. 
The other part was tormenting 
him that he had done something 
terribly wrong. I have no doubt 

at all that he represented a large 
number of honest officers drawn 
into the dragnet of corruption, 
thanks to the examples set by their 
bosses. A leader must never put 
himself/herself in a situation which 
creates such moral dilemmas in 
the minds of the people. 

Let me now give you a positive 
example of how corruption was 
fought in Singapore. This incident, 
according to my Singaporean 
friends, took place in the middle 
'80s. Quick investigations on the 
corruption charges levied against 
one of the ministers showed that 
there was a prima facie case 
against him. The concerned minis- 
ter met the Prime Minister to find 
out whether he would be protected. 
The PM was very clear 
that the minister's 
career was indeed over, 
that he would be pun- 
ished and that he would 
never again be able to 
contest elections. The 
minister went home and 
put a bullet through his 
head. That sent a strong 
message to all 
Singaporean politicians 
that corruption would 
never be condoned. 

Ideally, corruption 
in government service 
delivery is eliminated when the 
state interface is removed from any 
activity. For example, when the gov- 
ernment removed licencing of 
computer imports, most of the 
corruption that was imposed on 


small entrepreneurs dealing with 
the Department of Electronics was 
removed in one shot. 
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On Discipline 

I believe that lack of discipline in 
thought, or intellectual dishonesty, 
is the second-most inhibiting 
factor to fast-paced development... 
There are many instances when 
policies propounded by a political 
party while in power are opposed 
by the same party when it is in the 
opposition. The other day, I had a 
very progressive Chief Minister 
visit me along with his Finance 
Minister. I asked him why he 
opposed the introduction of Value 
Added Tax (VAT). He could not 
give me a valid reason and left the 
argument to his Finance Minister, 
The Finance Minister first said VAT 
was not good for his state. When I 
explained the benefits of VAT to his 
state with examples, his answer 
was that his party did not like it. 
The same party, incidentally, had 
introduced VAT when it was in 
power at the Centre! 

Successful economic decisions 
require discipline of thought or 
objectivity to focus on outcomes and 
results in investments. I recall a vivid 
example of the lack of such focus in 
a presentation made on rural 
housing investments to the State 
Planning Board of Karnataka in the 
early '90s. My questions on the 
outcomes and results were dismissed 
as coming from a troublemaker. On 
the other hand, in China, the pay 
and promotion of government 
officials are strongly linked to 
growth outcomes in their respectiv 
provinces. Officials are held to 
growth targets of 7 per cent per 
annum and have to demonstrate 
progress every quarter. W 
*Chandrayaan landed on the Moon in 
November 2008. This chapter is based 
on an article written in December 2007. 
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Falling Employee Engagement 


Tough economic conditions take a toll on employee engagement, according to a study. 


NDIAN EMPLOYEES CONTINUE TO 
È among the most engaged 

workers across Asia-Pacific, but 
the downturn has taken its toll with 
employee involvement dwindling 
at the workplace—or at least this 
is what Watson Wyatt’s WorkAsia 
Survey Report for 2008-09 reveals. 

According to the study, the 
employee engagement score, meas- 
ured in terms of engagement, com- 
mitment and line of sight (clarity on 
the direction of business) has 
declined 3 per cent in India com- 
pared to the last year. “The dip in 
line of sight shows that organisations 
need to invest more in communi- 
cating the direction of business to 
employees. That’s especially true 
in the tough economic environment 
that we are in at present,” says 
Dhritiman Chakrabarti, Managing 
Director, Watson Wyatt India. 

Across Asia-Pacific, the universe 
of the survey, overall employment 
engagement is declining with a 4 
per cent dip compared to the last 
year. However, Indian employees 
along with their counterparts in the 
Philippines, top the region in work- 
place involvement. The survey was 
conducted among more than 11,500 
employees across Asia-Pacific. 

So, what is employee engage- 
ment? Explains N.S. Rajan, Partner- 
Human Capital & Global Leader-HR 


SLOWDOWN BLUES 


Engagement is declining in Asia-Pacific countries. 
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HIGH VS LOW-ENGAGED 


Why people join and leave in India. 
REASONS TO JOIN 
More engaged Less engaged 
Base pay Base pay 
Career development Career development 
opportunities opportunities 


Incentive pay opportunity Nature of work 


REASONS TO LEAVE 
Base pay Base pay 
Incentive pay Career development 
opportunity opportunities 
Stress levels Incentive pay opportunity 


Source: Watson Wyatt 


Advisory, Ernst & Young: 
“Primarily, employee engagement 
is the extent to which employees 
connect themselves to an organisa- 
tion which reflects in how they work 
and how long they stay.” 

Not just during a downturn, 
employee involvement is under stress 
in tight situations such as M&As, and 
frequent changes in an organisa- 
tional structure. 

Should organisations be worried 
about a decline in employee 
engagement? Yes, because a lower 
level of engagement means an over- 
all decline in performance, top per- 
formers becoming prone to quit- 
ting, and disengagement even at top 
levels, says Rajan. 

Though the employee attitudes 
for the report were collected from 
May to July 2008, prior to the 
financial crisis, employee engage- 
ment during this period of turmoil is 
even more tough and critical, says 
Chakrabarti. 

Is there a way to keep employees 
involved in times of salary freezes, 
and layoffs? *While in good times 
engageable moments occur at the 
time of training, performance feed- 
back and career discussions; in 
tough times, a two-way dialogue 
could get the desired result," 
Chakrabarti adds. m 
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Senior Management Jobs 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Vatech Wabag Ltd, Manager - 
Proposals, Chennai, 9 - 14 years, Job 
ID: 6513587 

Will be responsible to build market awareness 
and technical knowhow, support identifcation 
of suitable technology and more. 


CME, Software Engineer, Pune, 6 - 11 
years, Job ID: 6886531 

Engineer must have sound knowledge of 
application developed using (Java, JSP, XML, 
J2EE, Struts, Spring, Hibernate). 


NLC Nalco India Limited, Research 
& Development Head, Pune, 5 - 15 
years, Job ID: 7028167 

Must have: PhD in Chemistry or Chemical 
Engineering with min. 5 years in a 
management position. 


EDAC Engineering Limited, Site 
Manager, Chennai, 15 - 25 years, Job 
7027898 

Must have a Bachelor’s Degree in Mechanical 
Engineering with 12 + yrs exp. in project 
management and construction of thermal 
power plants. 


JN Technologies Pvt Ltd, Senior 
Advent Geneva Professional , Noida, 6 
-12 years, Job ID: 6908159 

Must have at least 2 - 3 years exp. in Advent 
Geneva (6.0 / 7.0 — RSL, RDL; good 
communication and customer facing skills. 


BMC Software, Principal Product 
Developer, Chennai, 8 - 12 years, Job 
ID: 7026846 

Responsible for providing programming 
leadership for a product/solution according 
to design specifications and more. 


Jindal Steel & Power Limited, Sr. 
Manager, Raipur, 10 - 20 years, Job ID: 
7025972 

Experience in handling coal washery, 
screening, crushing and conveying operation. 
Exposure to conceptualization of a washery, 
selection of technology & experience in 
project execution and operation. 


EXFO Electro Optical Engineering 
India Pvt Ltd, Architect - Firmware, 
Bangalore, Pune, 9 - 15 years, Job ID: 
6926738 

Must have in-depth C++ design & 
development experience in RTOS & 
Embedded Linux. Excellent design & 
architectural skills. 


Tech Mahindra Limited, VAS Lead 
Architect, Bangalore, 8 - 12 years, Job 
ID: 7012933 

Person must have 8+ years of GSM / COMA 
/ WCDMA and wireless technologies 
experience. Expertise in designing end to end 
VAS solutions. 


Virtusa (India) Pvt Limited, 
Intervowen Architect, Hyderabad, 8 - 
15 years, Job ID: 7024749 

Must be an expert in Interwoven TeamSite 
6.7.1, Opendeploy 6.1, datadeploy, workflows, 
Templates, Unix, Perl. Strong content 
management concepts, 


Accenture, Senior Manager - Solution 
Architect, Bangalore, 7 - 12 years, Job 
ID: 7024255 

Experienced in AO solution architecting, 
preferably certified. Experience in pre-sales, 
AO delivery experience, good understanding 
of commercial terms. 


Sony India Software Center, Project 
Manager-Java, Bangalore, 10 - 20 
years, Job ID: 7024243 

Manager must have experience of having 
worked as project manager for a min of two 
projects through complete project life cycle 
and managed a team of 25-30 developers. 


Everest Industries Ltd, St 
Manager\DGM - Projects (Zonz 
Head), Bangalore, Kolkata, 12 - 1 
years, Job ID: 7023199 

Tasks: Erection of pre-engineered stet 
buildings. Leading a team of project engineer 
for efficient planning, scheduling of project 
for timely completion in the zone. 


C-Drive Hr Services Pvt Ltd, Deput 
General Manager - HR, Hyderabad, | 
- 18 years, Job ID: 7000179 
Responsibilities in the following function: 
areas: departmental development, employe 
relations, training and development, benefit 
compensation, organizational developmer 
and employment. 


Global eProcure, Technical Manage: 
Mumbai, 10 - 12 years, Job ID: 7023857 
Incumbent must be an expert in design an 
architecture of multi-tier web application 
coupled with a exposure to Web 2. 
technologies. 


Farmax Retail India Limited, Genera 
Manager, Hyderabad, 15 - 20 years 
Job ID: 7023517 

Person with relevent product experienc: 
purely in FMCG marketing, 


Avantha Power & Infrastructur 
Limited, DGM Finance, Gurgaon, 7 
12 years, Job ID: 7022361 

Ability to deal independently with banks / FI 
for fund raising, managing banks, FIs an 
other lenders. Project financing —raisin 
structured debt for green field projects. 


First Select (P) Ltd, Distributio: 
Director, Gurgaon, 10 - 20 years, Jol 
ID: 7025068 

Responsible for the P&L of fashion concept 
- Apparel (menswear, womenswear, kidsweat 
and other non apparel categories lik 
cosmetics, perfumes, watches, sunglasses an: 
more, 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


IP Soft India Pvt Ltd, Senior Oracle 
DBA, Bangalore, 3 - 13 years, Job ID: 
5239373 

Experience in production support RAC, data 
guard, RMAN. Exp. in the US is a plus. Exp. in 
MySQL /SQL Server 2005/DB2/10gS will be 
an advantage. 


Rockwell Collins, System Engineers, 
Hyderabad, 5 - 10 years, Job ID: 
6975125 

Avionics architecture or Net centric 
technologies (specifically with experience in 
wireless communication technologies), DO- 
178B, DoD-STD-2167A or MIL-STD-498 
and more. 


Saba Software India Pvt Ltd, Test 
Architect, Pune, 7 - 12 years, Job ID: 
5768640 

The test architect will create/ maintain test 
infrastructures using framework for white box 
testing (API, DB) and write detailed test plans, 
test specifications, designs and more. 


AMR Infotech India Pvt. Ltd., Flex 
Developer, Bangalore, 7 - 12 years, Job 
ID: 7029088 

Developer must have knowledge of action 
script 2.0 or action script 3.0. Good knowledge 
of design pattern. (MVC, Pure MVC, 
Cairngorm etc). 


Patni Computer Systems Ltd, Team 
Leader/ Technical Leader, Mumbai, 4 
-13years, Job ID: 7028902 

Candidates should have capability in coding, 
publish subscribe/ request reply models. 
Knowledge of correlating messages using 
correlation id. 


Cybernet-SlashSupport, MySql DBA, 
Chennai, 3-7 years, Job ID: 7028606 
Must have 5+ yrs overall database 
. administration experience. 4+ yrs DBA skills 
with Oracle and MS SQL Server experience on 
large systems. 


Sysbiz Technologies Pvt Ltd, Project 
Manager - J2ee, Chennai, 7 - 12 years, 
Job ID: 6589061 

Should have in the last 2-3 years led a team of 
programmers and be well versed with ]2ee and 
related frameworks / Technologies. 


A3Logics, Web Development Team 
Lead, Jaipur, 5 - 7 years, Job ID: 
7005957 

Expert in PHP, Open Sources (Drupal, 
Joomla, OS Commerce, Majento). Must have 
good knowledge in designing and web layouts. 


Atrenta India Pvt Ltd, Senior 
Technical Writer, Noida, 3 - 7 years, 
Job ID: 6710909 

Should have 3-7 yrs exp. in technical writing 
for high-tech software. Good communication 
and interpersonal skills. Ability to understand 
and work on complex software. 


ASM Technologies Limited, Oracle 
DBA, Hyderabad, 2 - 3 years, Job ID: 
7027236 

Candidate should be proficient with blocking 
sessions, high CPU, CPU runaway and 
tablespace full. 


Oracle, Software Engineer/ 
Programmer, Bangalore, Hyderabad, 
5-10 years, Job ID: 7027186 

Responsible for ensuring that a quality, 
integrated software solution is delivered in a 
timely manner, to our client's satisfaction. 


Supreme NetSoft Pvt Ltd, AS/400 
Developer, Chennai, 3 - 5 years, Job 
ID: 7026993 

Developer must have AS400 RPG ILE, DB2, 
Visual Basic, XML, C£. Integration with third 
party products and interfaces related 
experience. 


DSS Systems & Software 
Technologies Ltd, Oracle Apps 
Technical Consultant, Pune, 5 - 11 
years, Job ID: 7026948 

Candidate should have worked on Oracle 
Apps (Finacials or HRMS module) for more 
than 4 years. Should be able to lead a team and 
support the project manager on complex 
issues. 


Cognizant Technology Solutions Pvt 
Ltd, Software Engineer/ 
Programmer, Bangalore, Chennai, 3 - 
8 years, Job ID: 6973009 

Any science graduate (regular). Ability to work 
independently and in a team. Good 
communication skills. Experienced in 
production support. 


Global eProcure, SQL Database 
Administration, Mumbai, 8 - 12 year, 
Job ID: 7026768 

Provide installation, administration and 
maintenance support primarily for SQL 
database systems and related products in a fast 
paced production environment. 


TalentPro India HR Pvt Ltd, Business 
Analyst, Hyderabad, 3 - 8 year, Job ID: 
6652635 

Business analyst mainly into .Net 
environment. Good experience & stability in 
current organization preferred. 


IP Soft India Pvt Ltd, Senior Unix 
Administrator, Bangalore, 3 - 9 years, 
Job ID: 5224672 

Exp in managing enterprise class production 
critical Linux/Unix server and storage 
environments. 


Akken Technologies Pvt Ltd, MYSQL 
DBA" /"Consultant, Hyderabad, 5 - 
12 years, Job ID: 6888732 

Experience in configuration, replication 
backups, database performance, database 
capacity and usage. Fine-tune the performance 
of queries, relational database design and oper 


source. 





To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Hi-Tech Audio systems Pvt Ltd, Sales 
Representative, Delhi, Jaipur, 1 - 3 
years, Job ID:7028866 

Candidate should have relevant sales 
experience. 


Spurthi Group, Sales Manager, 
Bangalore, Chennai, 5 - 15 year, Job 
ID: 7028791 

Person will be responsible to manage and 
develop Chennai sales and marketing efforts. 
Mandatory technical skills: Project costing, 
process engineering and more. 


Litex Electricals Pvt. Ltd., Sales 
Executive, Pune, 0 - 2 years, Job ID: 
7025824 

MBA/DBM in Marketing / Sales from a 
reputed institute with at least 2 years 
experience and having exposure to new 
product language. 


The Shappers, Sales Executive, Delhi, 
1-10 years, Job ID: 5828774 

Execution of sales strategy — increase market 
reach and penetration. through market 
segmentation. 


Earthsellers Hitech Homes Ltd, Sales 
Executive, Mumbai, 1-3 years, Job ID: 
6317609 

Should be a graduate / MBA. Good 
knowledge of the real estate market. Good 
communication skills. Inter personal skills for 
understanding the clients requirements. 


Dhanvi Informatics Solutions Pvt 
Ltd, Marketing Manager, 
Ahmedabad, 2 - 5 years, Job ID: 
7024666 

Looking for a candidate who has served the 
telecom market for 2 - 5 years in the sales grid. 
Key role would be channel sales & corporate 
sales. 





Idhasoft Limited, Sr. SAP Sales 
Manager, Mumbai, 5 - 10 years, Job ID: 
7023813 

Responsible for complete sales cycle from 
qualifying a prospect to collections. Collecting, 
analyzing and verifying leads passed by the 
marketing executives. 


Zicom Electronics Security Systems 
Ltd., Assistant Manager Sales, Delhi, 
Mumbai, 4 - 7 years, Job ID: 7023374 
Ensure achievement of individual sales target, 
support operations team for receivables 
collection, customer satisfaction. 


Team GAAP, Head Sales Manager, 
Chandigarh, 5 - 7 years, Job ID: 
6934203 

The incumbent will be responsible for 
identifying and tapping potential leads in the 
market for business development and 
successful conversion of sales. 


Biogenex Life Sciences Private 
Limited, Manager - International 
Marketing , Hyderabad, 5 - 10 years, 
Job ID: 6870904 

Applicant must have 2-3 years of prior 
experience in international marketing/ 


business development in Europe, Asia Pacific 
and Middle East. 


Accutech Infosystems Private 
Limited, Sales Representative, Pune, 1 
- 6 year, Job ID: 7019246 

Responsible for driving sales and meeting sales 
numbers through aggressive customer 
acquisition, client servicing and relationship 
building initiatives. 


Sars Plastic Wires Private Limited, 
Sales Executive, Delhi, 2 - 10 years, Job 
ID: 7019851 

Candidate must have worked as salesman in 
PET Resin and Polymers Market. Should have 
strong communication skills. 


To know how to apply for these jobs, go to finance jobs listing page. 


Citizen Scale India Private Limitec 
Sales Engineer, Bangalore, Mumbai, 
-2years, Job ID: 7019380 

Diploma holder (Civil, Mechanica 
Electronics) with a thrust for sales | 
marketing. Experience with electroni 
weighing machines would be plus. 


Oriental Trading Company, Sale 
Engineer, Bangalore, 3 - 5 years, Jol 
ID: 7020025 

Will be responsible for promoting é 
marketing products to potential customer: 
consultants, projects & high profile customer: 


Ankur Jewellers, Sales Executive 
Meerut, 0 -2years, Job ID: 6935827 
Looking for a presentable and energetic sale: 
girl with 0 -1 year experience for a jeweller 
showroom. Strong interpersonal an« 
communication skills. 


Ascend Software Solutions Pvt Ltd 
Marketing Executive, Chennai, 1 - 2 
year, Job ID: 7021276 

Responsible for marketing of domain specific 
retail software Ascend. To meet prospects 
generate leads, give a demo of the software 
and handle road shows. 


Starline Home Depot, Sales 
Executives, Bangalore, 1 - 2 years, Job 
ID: 7021454 

Should be capable of expanding our horizon 
& generating new customer & business. He 
should meet set targets. 


Synacc Management Services Pvt Ltd 
Product Sales Manager, Bangalore, 6 
10 years, Job ID: 6953685 

Responsible for driving the vision and strateg 
of product sales for software products in th 
polymer processing industry, includin; 
analyzing customer needs and more. 
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Finance jobs 


_ Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Innovasource Search Solutions Private 
Limited, Account Executive, Pune, 2 - 3 
years, Job ID: 7028202 

Maintain balance sheet, handle BRS, finalize 
balance sheet, accounting work; must have 
knowledge of tally. Good communication 


skills. 


Credit Suisse Services India Private 
Limited, Financial Accountant, Pune, 3 
- 5 years, Job ID: 7026174 
Responsible for ensuring high quality and 
timely reporting of the monthly derivatives 
financials in the legal books. 


Zenta Group, Manager - Finance, Delhi, 
Chennai, 4 - 6 years, Job ID: 6354393 
Must be strong in capital budgeting & 
planning; preparation of annual and quarterly 
budgets for the Corporate; strong in MIS 
reporting. 


BMC Software, Mgr - Finance, 
Chennai, 7 -9 year, Job ID: 7026221 
Must have extensive experience in developing 
and managing accounting and financial 
groups. Proven ability to manage and lead a 
team of financial system professionals. 


M & S International, CA, Delhi, 5 - 8 
years, Job ID: 7021124 
Corporate finance, preparing financials for 
projects, liasioning & follow up with banks 
relating to term loans, MIS, balance sheet 
finalisation, TDS and morc. 


Ellaar Infotech Solutions Pvt Ltd, 
Accountant, Chennai, 5 - 9 years, Job 
ID: 7020634 

Candidate should have expertise in: All 
statutory compliance, finance planning, budget 
and forecasting, follow up with banks for loan 


processes. 


Jobseekers - To apply for above jobs 






I. Logon to www.monster.com 


homepage 
3. Click the "Go" button 


Login & access your Monster account through your GPRS 


2. Type the Job ID in the "Search Jobs" box on the 


Basar Exports Pvt Ltd, Accountant, 
Mumbai, 0 - 2 years, Job ID: 7020621 
Aspirant should have knowledge of Tally 6.3, 
fluent in English, should have knowledge of 
MS Office applications. 


Syntel Inc, Assistant Manager - 
Internal Audit, Mumbai, 4 - 7 years, Job 
ID: 7019895 

He should have worked on internal audit 
assignments. Good analytical, auditing skills, 
good communication and must be a team 
player. 


Ontime Travel Planners, Travel - 
Accountant, Mumbai, 3 - 6 years, Job 
ID: 7019328 

Good knowledge of travel packages (satnam 
/excel /easy ). Person should be capable of 
handling all office routine works of accounts 
with exp. of at least 3-4 years in the same line . 


Walmik Engineers, Account assistant, 
Pune, 3-4 years, Job ID: 7017298 
Handled 9 Tally, should know sales tax, VAT 
returns, excise returns, bank reconcilation, etc. 


RM Education Solutions India Pvt 
Ltd, Accountant, Tiruvananthapuram, 
2-4 years, Job ID: 7024190 

Preparation of monthly project billing 
information, effective tracking/reconciliation 
of rechargeable expenses and recharging the 
same to respective departments. 


Idhasoft Limited, Manager Accounts, 
Mumbai, 0 - 5 years, Job ID: 7018887 
Should be recently qualified/ICWI, having 
minimum 0-5yrs experience with good 
English communication skills. 











or 


enabled mobile 


Employers - To buy Monster products and services 


email us at sales 


Cybage Software Pvt. Ltd., Finance 
Controller, Pune, 8 - 12 years, Job ID 
6983684 

Person must have experience in budgeting anc 
planning, supervision of accounts, preparatior 
of MIS, funds management, cost analysis 
taxation etc, 


Cable and Wireless India Pvt Ltd 
Finance Analyst, Bangalore, 2 - 3 years 
Job ID: 7022275 

Develop and maintain financial plans anc 
forecasts. Monthly monitoring and reportin 
of financial performance vs. forecasts anc 
budgets. 


Indo Western Tradelinks Ltd, Senio 
Accountant, Mumbai, 5 - 10 years, Jol 
ID: 7020490 

Accountant must be able to independenti 
complete books of accounts till finalizatior 
Preparation and filing Income Tax/TDS/FB' 
returns and issuing form 16A etc. 


Ignify Software Pvt Ltd, Account 
Payable Clerk, Pune, 1 - 2 years, Jol 
ID: 6697862 

Verify that invoices comply with financi; 
procedures. Match invoices to vendo 
contracts or purchase orders for accuracy. Dail 
entry of vendor invoices Application o 
vendor discount terms. 


Consolidated Hoists Pvt Ltd, Manage 
- Accounts Finance, Pune, 8 - 12 year: 
Job ID: 7022692 

Must be an MBA in finance/M.Com/P( 
diploma in finance and must have relevar 
experience in accounts, finance, audits, ta 
balance sheet upto finalization, statutor 
compliances . 


Call us at 1800-419-6666 
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Healing a troubled mind: 
Dr Ali Khwaja in Bangalore 


THE P 
SHRINK 
ISIN 


Lost jobs, troubled economy, and 
shaky stock markets drive Indian 
workforce to therapists of all kinds. 





35-YEAR-OLD SEN- 
lor IT executive 
walked into the 
office of Dr Ali 
Khwaja, a noted 
counsellor in Bangalore. His office, 
on à quiet street in Rabindranath 
lagore Nagar, a mainly residential 
locality in North Bangalore, is no 
stranger to harried executives look- 
ing for some help. But to Dr Khwaja, 
this case appeared to be different 
from other executives in stress. 

After initial probing, it turned 
out that the executive had lost his 
job, but had not told his family 
about it. Every day was pretense. He 
would get dressed for work and 
leave home apparently for his office. 
Then he would walk the streets and 
idle away his day before heading 
back home after *a hard day at 
work’. “It took some intensive coun- 
selling for him to face the truth," 
says Dr Khwaja, the founder of 
Banjara Academy, a counselling and 
career guidance centre. This sen- 
ior IT pro finally came clean with his 
family and even got another, albeit 
lower paying, job. 

Over the last 12 months, Dr 
Khwaja and shrinks across the 
metropolises of India have seen a 
rapidly expanding stream of stressed 
executives queuing up to get coun- 
selled on stress reduction and their 
careers. “I have seen a 500 per cent 
increase in referrals over the past 
12 months," says Dr Khwaja. 

You could call them the Anxious 
Inc. They come from a cross-section 
of men and women at various stages 
of planning, improving or chang- 
ing their careers. They include 
managers, professionals and young 
graduates and an increasing 
number of the unemployed, self- 


employed, and in the times of 


dwindling jobs, mis-employed. And 
yes, they are all battling the phantom 
of psychosomatic disorders. 


According to Dr Rachna Singh, 
Lifestyle Management Expert, 
Artemis Health Institute, Gurgaon: 
“In India, the society sees non- 
performance as the prime cause for 
layoffs, so there’s social stigma 
attached to it. Unemployment can 
start a vicious cycle of depression, 
loss of personal control, decreased 
emotional functioning and poorer 
physical health.” 

Little surprise then, the spurt 
in individuals seeking professional 
help to get over depression and 
stress has been the worst since the 
Harshad Mehta downfall or the 
Ketan Parekh scandal in 2001, 
according to Dr Harish Shetty, 
Psychiatrist at Dr L.H. Hiranandani 
Hospital in Mumbai. 


Young and Troubled 


The young workforce of India never 
had it so good: soaring salaries 
amidst a war for talent and the world 
at their feet till the tsunami of slow- 
down swept away their careers and 
handed a ruthless reality check in 
2008. Never before were the young- 
sters mollycoddled like they were 
in IT and ITES industries. Sure enough, 
the same industries account for a 
high number of “slowdown victims”. 

Dr V. Karpagam, 29, a psychia- 
trist in Chennai’s IT corridor, is 
increasingly being consulted by 
youngsters and freshers mostly in 
the IT profession. “I see a 10-15 
per cent increase in the number of 
freshers and single professionals in 
the age group of 25-30—the kind 
of people who joined at high salaries 
and are suddenly facing the 


“Most seeking help are first-time 
patients. Companies are not doing 
much to help their employees” 


DR ANJALI CHHABRIA/ Consultant and Psychiatrist, Mumbai 


More and more professionals 


are taking recourse to 
alternative therapies such 
as Art of Living. 


possibility of a layoff,” she says. 
According to her, not only are 
depression symptoms increasing, 
more people have severe anxiety 
leading to insomnia, palpitations, 
increased smoking and drinking. 

Recently, a patient of hers with 
all of two-and-a-half years of 
experience attempted suicide 
because he felt that in his appraisal 
he had not been ‘recognised’ and 
only ‘criticised’ despite good effort. 
He was fortunately saved and 
Karpagam advised him to look at life 
beyond the present work environ- 
ment. His treatment involved drugs 
to combat depression, breathing 
techniques and sleep hygiene meas- 
ures followed by counselling. 

The intangible fears of the slow- 
down have turned the family lives of 





these young couples on their head. 
Dr Sabyasachi Mitra, a Consultant 
Neuro-Psychiatrist in Kolkata who 
also runs his own Mind and Mood 
Clinic, cites the case of a young Cou- 
ple working in Salt Lake's rr belt, 
earning between them Rs 2.5 lakh a 
month. They worked hard—and 
played hard. Dining out, pubbing 
and partying every weekend, 
designer clothes and an upscale 
apartment in New Alipur. 

Then, the slowdown struck. First, 
the husband heard talk of 
redundancies in his company and 
shifted job to a lower-paying one. A 
few months later, the wife lost her 
job. Married for barely six or seven 
months and unable to pay the rent, 
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they were forced to let go of the 
flat. The wife went back to her par- 
ents, the husband to his. Each of 
them faced immense criticism from 
their respective families. The hus- 
band began suffering from anxiety 
and had attacks of palpitation. Dr 
Mitra sent them to marriage coun- 
sellors and clinical psv chologists. 
But things became worse and they 
ended up going to separate coun- 
sellors and finally filed for divorce. 

Dr Mitra has seen a 20 per cent 
rise in cases in recent months. “The 
pi sitive aspect of this is that it is 
reality testing. These people are re- 
alising that anything that goes up has 
to come down. This generation will 
emerge much tougher and resilient.” 


Midlife Crisis 

In addition to these youngsters, 
scores of mid-level executives are 
arguably the worst victims of the 
slowdown. A. Vishwanathan (name 
changed), an IIT-lIM graduate, mar- 
ried with two children, worked with 
a foreign bank in Mumbai for 20 
years. A few months ago, he was 
laid off. What followed was terrible 
depression, immense anger and a 
feeling of helplessness. 

Says Dr Anjali Chhabria, a 
Consultant and Psychiatrist, who 
helped him regain his confidence: 
“Most individuals seeking help are in 
the age group of 30 years to 50 
years. Most are first-time patients 
and are approaching the therapist on 
their own. Companies are not doing 
much to help their employees.” 

At the peak of their Career, 
executives like Vishwanathan are 
mere bystanders as economic slump 
sends their careers and family lives 
into a terrifying tizzy. 


“For the retired, the shock is 
over seeing their retirement 
planning go haywire” 


SHARMISTHA MUKHERJEE/ Clinical Psychologist, Kolkata sÀ 


SHARMA 





“Usually people who are 
going through tough times 
are in denial mode" 


ARCHNA SHUKLA / Tarot Reader, Gurgaon 


Kolkata-based clinical psychol- 
ogist Sharmistha Mukherjee 
believes the most-affected are those 
in their late-40s and mid-50s, and 
those who have retired and hung 
up their boots. Those in their 40s- 
50s are at the peak of their career, 
but they are inflexible, have a set 
way of thinking. Their biggest 
worry is adjusting to the new envi- 


ronment, to the new standard of 


living if they are laid off. “For the 
retired, the shock is over seeing 
their retirement planning go hay- 
wire,” Mukherjee adds. 


Back in 1994, when the UK was 
in the middle of a recession, a term 
had been coined—recession 
fatigue—to depict the mass effect of 
high stress and social insecurity. 
Are we seeing something akin in 
the present slowdown? “The most 
common cases | am getting relate to 
anxiety and anger. Anger is then 
replaced by a sense of helpless- 
ness—when you can’t do anything. 
This helplessness is associated to 
frustration. Subsequently, there is 





depression and then, very high levels 
of depression,” says Mukherjee. 

Not just layoffs, the chronic 
stress of the slowdown itself is 
debilitating mindsets across work- 
places. In Mumbai, Dr Shetty came 
across a senior executive who had to 
sack more than 50 people from his 
outfit. He suffered from excessive 
guilt as each one of them was his 
friend. Their spouses made strong 
pleas to take them back, causing 
more anxiety to him. His 
creative energies appeared 
dead as he was paralyzed 
emotionally. Though his 
family and friends were very 
helpful, the feelings of “help- 
lessness” and “hopelessness” 
kept haunting him. 

Dr E .S. Krishnamoorthy, 
Chennai-based psychiatrist 
with clients from diverse in- 
dustries, is vociferous about 
the mismatch between ex- 
pectations and reality among 
patients. The most common 
complaint his patients have is 
the ‘Pink Slip anxiety’. One 
executive complained his 
boss had become a ‘different’ 
man suddenly and he was 
unable to cope with the pressure. Yet 
another said, he was slow at pro- 
cessing information compared to 
his peers and all attempts to scale up 
performance were leading to 
botched results. 

Krishnamoorthy helps such 
people find the ‘locus of control’ 
within—removing fears, teaching 
them through counselling, proper 
communication management, 
time management, and the art of 
making themselves important to 
the organisation. 


DEBASISH PAUL 


Alternative Healers 

Besides turning to shrinks, execu- 
tives are cosying up to alternative 
healers. “We have seen enrolments 
increase from 2,500 last year to 
over 4,000 already this year,” says 
Ramesh Raman, CEO of Apex, the 


corporate initiative from Art of 
Living. The outfit, which counts 
Tata Capital, L&T, Google and 
Shell India, among others, as its 
clients, says it will double its 
turnover this year and even take 
its programmes global. 

After working for 22 years, 
S. Swaminathan, Senior vp, Legal, for 
HDFC Standard Life, has seen his 
fair share of slowdowns, but he says 
the current one is perhaps the worst 





“The positive aspect of this is that 
it is reality testing. This generation 


Personally, he’s looking forward to 
taking a few days off sometime 
soon to recharge his batteries. 

Not just therapists, Gurgaon- 
based tarot card reader Archna 
Shukla has seen a sharp surge in 
her clientele coming to her with 
downturn-related queries in the 
last six months. “Half the problem 
gets solved once people want to 
talk about it. Usually, people going 
through tough times are in a denial 
mode,” says Shukla, who 
claims to have an accuracy 
rate of over 60 per cent. 

Alternative therapies 
like ayurveda are equally 
sought-after. Says Dr 
Krishnavarma, MD, 
Chennai-based Shree Varma 
Health & Spirituality 
Foundation: “We find a 15 
per cent increase in patients, 
who invariably come with 
stress-induced diabetes and 
hypertension.” The foun- 
dation runs a ‘spa’ like in- 
stitute complete with 
ayurvedic medicines, yoga, 
varma (a form of acupres- 


will emerge more resilient” 


DR SABYASACHI MITRA/ Consultant Neuro-Psychiatrist, Kolkata 


he has had to work through. “There 
is stress at every level in the 
organisation," he admits, “You have 
to learn to manage it and not get 
bogged down." His recipe for coping 
is seven or eight programmes 
organised by Apex and the Art of 
Living Foundation and using 
learnings from these programmes 
to try to balance out some of the 
stress he experiences. 

^| have tried to encourage more 
people, especially those in high- 
stress areas such as sales to more 
proactively manage stress," he says. 


sure), meditation, and panchkarma. 

By all accounts, healing in the 
midst of the downturn has taken on 
a multi-dimensional meaning with 
executives seeking solace in shrinks, 
therapists of all hues, spirituality 
and religion. Whether that helps 
them slowdown-proof their lives 
will depend largely on how fast 
the economy itself heals. m 
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Hotmail Is Hot Again 





Hotmail is working better than ever, though Gmail has its loyal band of followers. 
The battle for the soul of the Internet just got more interesting. KUSHAN MITRA 





Google and’ Windows Live are heading into battle and e-mail is their weapon 1 


Y VERY FIRST E-MAIL ADDRESS IS 
still active, but, to be honest, 
I had been using the Hotmail 


e-mail only-imtermittently in the last 
five years. The kushanmitra@hot- 
mail.com address will be celebrating its 
13th birthday later this year, dating 
back to a time when Sabeer Bhatia 
still ran the company and Internet acc- 
ess at 14.4 kbps cost Rs 15,000 for 500 
hours (I pay less annually for an unl- 
imited 384 kbps connection from Airtel 
today). But recently, despite my love 
affair with Google Chrome, I was per- 
suaded back to the new and improved 
Hotmail when I started to give 
Microsoft's Internet Explorer 8 a spin. 

Like so many others, I liked 
Hotmail once upon a time. Frankly, 
there wasn't much to choose from 
back in those days. And so, just as 
everyone considers Gmail a default 
official e-mail ID today, in the late 
1990s, Hotmail was it. 

However, by the time I stopped 
using Hotmail regularly, the spam fil- 
ters on the service were abysmal and 
every second mail was an offer to 
check out porn. Worse still, the inter- 
face was bad and the amount of space 
on offer had barely increased from 
the two megabytes that the service 
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had started with. Gmail was like a 
breath of fresh air: Lots of space and a 
whole host of features that generally 
blew the competition away. 

So, has the hot new Hotmail lured 
me back to the loving arms of an ex- 
girlfriend? Not quite. To be fair, I gen- 
uinely like the new Hotmail and the 
interface has been given a dramatic 
facelift. However, the spam filters can 
do with some work because I’m still 
inundated by advertising from matri- 
monial sites (how do they know?). 
That said, most spam is still friends 
falling for *free laptop" e-mails. While 
the homepage could do with some 
work to catch up with the iGoogle 
page, MSN has far better integration of 
certain services such as MSN SkyDrive. 
Google only scores because it has serv- 
ices like Latitude and Google Calendar. 

Which one would I choose? I'll 
probably keep both ips and in any 
case, e-mail isn't the only way I keep in 
touch on the Internet, what with social 
networking sites and Twitter. But bet- 
ween them, Hotmail and Gmail offer 
enough to make me keep coming back. 
Both can easily be configured for 
BlackBerry Connect and Nokia 
Messaging Service. The only loser I 
can possibly see here is Yahoo! mail. ai 


IEB—WORTH IT? 


HAVE NOT USED INTERNET 

Explorer (IE) regularly 
since | first checked out 
a beta build of Mozilla 
Firefox in 2004. Since 
then, I've moved to Google 
Chrome, but | decided to 
give IEB a whirl. And guess 
what? It has improved enor- 
mously and is, by far, the 
best iteration of the browser 
to date. The coloured “asso- 
ciated” tabs feature is a 
godsend for people who 
open 15 tabs in no time and 
the “web slices” feature is 
pretty interesting as well. 
According to benchmark 
tests conducted by 





Microsoft, IE8 keeps pace 
with Chrome and beats 
Firefox. 

In real life, though, unl- 
ess you have a pathetically 
slow connection, load-time 
comparisons make little dif- 
ference. And if you have a 
slow, old computer, then 
neither of these three 
browsers would work well. 
Opera outperforms them all. 
So, unless sparing 20 
megabytes is really an issue 
for you (if it is, buy a 
hard-disk, they're not that 
expensive) give this a whirl, 
and if you are using older 
versions of IE, switch to 
IE8 fast for security 
reasons above all else. 
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F THE 


FEW THOUSAND-ODD 

e-mails and letters that 

Men’s Health receives every 
month, a sizeable number have little 
to do with health and fitness, nutri- 
tion, sex or any other core topic 
that the magazine talks about. 
Instead, they’re questions on 
resolve, motivation and on how to 
keep going when the will just isn’t 
strong enough. Glaring examples 
of failed fortitude are everywhere, 
most of all in membership registers 
of gyms that make their money from 
people whose enthusiasm dies out 
after a brief spell. To ensure you 
don’t add to the casualty count, here 
are 14 of MH's choicest tips that 
will keep you going on and on and 
on... gender no bar! 


1. Blackmail Yourself 

Take a picture of your shirtless self 
(or in a torso-revealing top if you're 
female, or just shy) and e-mail it to a 
trusted friend with a note saying: 
“If I don't send you a new picture 
that shows serious improvement in 
12 weeks, post this photo on 
Facebook and tag me for everyone 
to see. It's nasty, but highly effective. 


2. Pre-pack Your Gym Bag 
Getting your stuff ready the night 
before will make you more likely to 
use it. If you head to the gym in the 
evening, change into your work- 
out clothes before you unwind with 
your evening cup of green tea. 
You're not likely to change back 
until you've sweated it out. 


3. Make a Workout Playlist 
Studies found people who do their 
workout to music do so for longer 
and at a higher intensity than those 
who exercise in silence. 


4. Pick Favourites 
On days when you don't feel like 
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working out, perform a single set 
of your favourite exercise. It's likely 
that once you've started, you'll finish! 


5. Buy a Year's Worth of Proteins 
Whenever you remember what 
you've spent on the stuff, you'll 
want to work out to reap the full 
benefits. 


6. Squat First 

Start your workouts with the 
exercises you dread and finish with 
the exercises you like. 





People who work out to music see 
faster results 


7. Never Go Alone 

If you hate going to the gym alone 
then go at the same time and on the 
same days. You'll soon find others 
who share your routine and can 
help achieve your goals. 


8. Do a Daily Gut Check 

Put your fingers on your belly and 
inhale deeply so that it expands. 
As you exhale, pull your abs and 


Jamal Shaikh is Editor, Men's Health. You may write in to him at jamal.shaikh@intoday.com 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers should exercise 
caution and consult a physician before attempting to follow any of these. 


14 Ways to Stay Motivated... 


push your fingertips against them. 
Now pinch. What you're holding is 
pure fat between your fingers! Do 
this 30 minutes before you workout 
and you'll find you'll rarely skip it. 


9. Go Public 

Firm up your commitment by 
broadcasting vour goals. Telling 
everybody about your plans will 
keep you going... if only to ensure 
you don't lose face. 


10. Set Small Challenges 

For instance, if vou take 20 mins to 
run 2.5 kms on the treadmill, try to 
touch 3 in 10 days time. Small ac- 
complishments lead to bigger gains. 


11. Do a Body-fat Test 

Most gyms now offer this analy- 
sis, and having an idea of where 
you stand can be a great motivator. 


12. Make a "Friendly" Bet 
Challenge a nemesis to a fitness 
contest. Just make sure it's someone 
you don't particularly like. 


13. Tie Exercise to Health 
Check your cholesterol. Then set a 
goal of lowering your LDL choles- 
terol by 20 points and increasing 
your HDL by 5 points. As a bonus, 
you'll also greatly reduce your risk 
of heart disease. 


14. Write Up Your Results 

Your deterimination can wilt if your 
appearance doesn’t reflect your 
efforts. Take your measurements 
every week, write them down and 
rejoice at even the slightest change. 


Just don't overcelebrate with an 


extra pint of Heineken! 


JAMAL SHAIKH 
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Nita Ambani at 
IPL season-l 





Ambani Bahus on the Go 


IHE AMBANI BAHUS WERE ON THE MOVE LAST FORTNIGHT — 
Mumbai Indian team-owner NITA AMBANI in South Africa and 
TINA AMBANI back home as the Chairperson of Kokilaben Hospital. 
At the Indian Premier League II, Nita, 45, could not quite be- 
come the lucky mascot for Tendulkar’s team, but made her mark by 
being in the dugout with her players, wearing the team jersey and 
choosing her team over her kids’ exams even when it was clear that 
Mumbai Indians were not getting into the semis. On her IPL-2 
toray, Nita says: “We lost momentum in crucial moments of the 
tournament. However, it’s part of any sport and one has to keep 
learning... | just wanted to be out there with the team, to encourage 
them.” Back in India, Tina Ambani, 52, is busy nursing her health- 
care endeavour. She is advocating a new radiation 
technology for cancer treatment called Trilogy at 
Kokilaben Hospital that is trying to emerge as a 
super-specialty hospital with six areas of medical 
care in focus. Cancer care or oncology is one of 
them and the new technology Trilogy helps 
save the healthy tissue during treatment. *Our 
aim is to introduce newer technologies in 
medical care that will help reduce costs, improve 
patient care and outcomes. And Kokilaben 
Hospital in Mumbai is just the first step, there 
will be more to come that would help patients 
across India,” says Tina. The Ambani bahus 

are surely game for more. 
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Tina Ambani 
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Talk in the Skies! 


COME SEPTEMBER, AND THE PARAMOUNT 
Airways aircraft crew will, in all 
probability, request you to keep your 
handset on and use it to your heart’s 
content while flying. While big carriers 
are struggling to save their revenue 
from fares, Chennai-based Paramount's 
effusive MD M. THIAGARAJAN, 32, is 
eyeing income from services passengers 
would keenly lap up. Though on-board 
mobile services will come at a cost, 
users are unlikely to demur. 
Innovation is not new to Thiagarajan; 
he started his aviation venture in 
October 2005 with panache when 
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he introduced new generation 
Embraer jets equipped with Cart-Il 
low visibility auto land in India's 
domestic market. *We believe in 
pampering our customers with cutting 
-edge technologies and enhancing 
their pleasure of travelling on board 
Paramount Airways," says Thiagara- 
jan. His aircraft come with satcom 
technology; activating which, how- 
ever, requires regulatory approvals. 
"By September, we will be able to 
provide mobile connectivity in all 
our aircraft," he says. If he succeeds, 
then it will surely make other air- 
lines shed their smugness. 







Colors of Alarm 


ONE OF THE MORI 
encouraging signals 
of your perform- 
ance in the market 
is when a com- 










petitor concedes 
that you are 
messing around 
with his business. 
The grudgingly- 
acknowledging head 
honcho in this case is 
none other than RUPERT 
MURDOCH, CEO, News Corp., 


Telecom’s New Sheriff of which broadcaster STAR India is a part. Thi 


recipient of praise—albeit slightly back-handed- 
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FOR BELEAGUERED CELLULAR PHONE SERVICE SUBSCRIBERS, is the less than one-year-young general 
who have been plagued by indifferent to downright hos- entertainment channel Colors, which is giving 
tile consumer service at the hands of cellular operators, STAR India's flagship channel STAR Plus a serious 
there just might be some hope. *Apart from looking at run for its money. [n a conference call with ana 
issues related to the telecom industry's growth, a key pri- lysts in the first week of May, Murdoch, 78, 
ority will be looking at consumer interest concerns," revealed that it's been a difficult year for STAR. 
states J.S. SARMA, 60, the newly-appointed Chairperson "Basically the difficulties have been in India. 
of the Telecom Regulatory Authority of India (TRA). We've got a new competitor there (Colors), 
The postgraduate geologist from Andhra Pradesh, | partially financed by Viacom. They're going on the 
who was plucked from his earlier posting as Member, air in primetime with no advertising night after 
Telecom Disputes Settlement and Appellate Tribunal night. And that is affecting us," shrugs Murdoch. 
(TDSAT), feels that while both roles are vastly different, He added that the advertising market in India was 
the experience gained will serve him well. *There (at “down very heavily" and that he was waiting 
TDSAT), the role was more akin to a post-mortem after for the results of the elections for prospects to im- 
the deed is done, but yes, it has provided me with prove. That might just happen. But if things do 
insights into the problems in this field which will be use- turn around, there’s a fair chance Colors 

ful as far as regulation is concerned,” he observes. could well be going on air in primetime 

For the next three years, Sarma will have plenty of with some advertising night after night. : 
chances to put that theory into practice. What happens then Mr Murdoch? 












Training Sights on India 


WHAT WAS PHIL HARKINS, EXECUTIVE COACH AND CEO, LINKAGE INC., A LEADERSHIP AND 
organisational development company, doing in India recently? Coaching Indian cxos? 
No, not yet, but that's what he intends to do in the coming months with Linkage 
rolling out its India operations in May. Harkins, 65, is an expert in the fields 
of organisational development, leadership and communications and has au- 
thored numerous books on the role of leadership. Why launch at a 
time when training budgets across India Inc. are frozen or at 
least have seen a downward revision? "The role of a leader 
assumes utmost significance in tough times and that works 
perfectly for us," he says. That is if India Inc. warms up 
to his coaching acumen. 8i 
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O Captain My Captain! 


“Our culture has been one where we have very, very talented people 
who have to subordinate a certain amount of their ego to become part 
of a team... People can be perfectly successful, but if they can't do that, 
they won't necessarily be successful at Goldman Sachs" 
Lloyd Craig Blankfein, Chairman & CEO, Goldman Sachs, e» Adam Gilchrist 
in Business Today dated December 2, 2007. AGE: 37 
Deccan Chargers 
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ALL STREET BANKS AND CRICKETING ELEVENS ARE AS LIKELY TO 

be spoken of in the same breath as Glass-Steagall and 

Duckworth & Lewis. But at the end of the day, it's still about 
teams—and leading them. Or, as the eight teams in the Indian 
Premier League (IPL), 2009, demonstrated over 37 days of frenzied 
cricket, it's about teams stacked with stars—and the enviable task 
of leading each of these motley crews, most boasting of at least a 
couple of superstars and former captains. The PL was doubtless 
good entertainment, but it also threw up its fair share of lessons 
in leadership. 










Å M.S. Dhoni 
AGE: 27 
Chennai SuperKings 
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Lesson 1: All superstars don’t make good captains. Sachin Tendulkar 

and Yuvraj Singh will agree. You may argue that three hours of 
adrenaline-charged play offers little room for planning, but dictating 
strategy in the midst of such furious action is precisely the challenge. 
Tendulkar failed, particularly when a reshuffle in the batting order in 
one game backfired badly. Singh couldn’t—to paraphrase Blankfein— 
subordinate much of his own ego to string together a well-knit team. 


— " . .. Anil Kumble 
Lesson 2: Experience matters. They may not be poster-boys in pajamas AGE: 38 
any more, but the acumen built over the years stood them in good stead. Royal Challengers (RCB 


Bangalore Royal Challengers’ fortunes turned around almost miraculously 
when its $1.55-million captain Kevin Pietersen returned home to don 
national colours, paving the way for Anil Kumble to take over. Another 
retired cricketer Adam Gilchrist did things the old-fashioned way for the 
Deccan Chargers by letting his bat do most of the talking. 


Lesson 3: Promoters and captains need to be in sync. It’s a bit like the 
relationship between a company promoter and his cEo—the former 
needs to have faith in the latter's abilities, and the latter needs to trust Brendon McCullum 
the former's motives. Okay, cricket teams also have a coach—like a AGE 27 — 
hands-off CEo—to complicate matters, but when an involved promoter Knight Riders 

leaves it to the hands-off CEO to decide who will be the hands-on cto, 
it can hurt the team. Look no further than the Knight Riders. 





Lesson 4: Communication is key. We're back to our favourite man here 
(so what if he didn't make it to the semis). When Rajasthan Royals 
captain Shane Warne was goading a raw pace bowler from Azamgarh 
to bowl what eventually proved a match-winning final over, even 
the most skilled lip readers in the world would have been hard- Ce Yuvraj Singh 
pressed to figure out what he was saying. But Kamran Khan understood. AGE: 27 
A lot has been made about the problems in communication between Kings XI Punjab 
foreigners and local guys—particularly those from “rural” areas. Buton oo»  TUTTTTnn 
the field it’s more about body language, less about talk. ai 

BRIAN CARVALHO 
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Discover a new feature almost every time you get into the new Skoda Laura. Call 24 Hr. Helpline No. 0240 2475999. 
Experience the sheer power of the TSI and TDI PD engines. Enjoy the convenience | SMS ‘LAURA’ to 56677. 

afforded by the 6 Speed Automatic DSG. Gaze at the redesigned Skoda grille, | visit www.skodalaura.co.in 
elegantly shaped headlamps and the remodelled opulent interiors. Add to that, 

countless impressive features and the Skoda obsession with quality that make 

every drive in the new Skoda Laura a 10/10 Drive. 


Available in 1.8 TSI (Petrol), 1.9 and 2.0 TDI PD (Diesel). Available in Manual and Automatic Transmissions. 
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Conversations tor a Smarter Planet #3 in a Senes 





Safer citizens of a smarter planet. 


Arguably, the first duty of a state is to protect its citizens. The 
question is, how do we achieve that in an urbanizing world that is 
becoming more fast-paced and unpredictable every day? 


Significant strides have been made by applying innovative, 
community-based approaches and new technologies to help 
reduce urban crime and improve emergency response. Yet, the 
challenges to public safety continue to grow 


Fortunately, new capabilities are now at our disposal to help make 
urban public safety systems not just more connected and efficient, 
but smarter 


Progressive leaders, for instance, are now able to analyze, 
anticipate and prevent crimes and emergencies 
respond to them after they occur. They are doing so with smart 


rather than 


systems that capture data from multiple resources and then apply 
intelligence to this welter of information to detect patterns and react 
on them in real time. 


We see it happening today in New York, where police commanders 
are using analytics and visualization tools to see crime patterns, 
even as they form. The city's Real Time Crime Center system can 
quickly query millions of pieces of information to uncover previously 
unknown data relationships and points of connection. Integrated 


crime information analysis, delivered in real time, has helped 


n are trademarks of Internator 


IBM, the IBM logo and ibr 


New York see a 27% drop in crime since 2001, making it the safest 
large city inthe U.S 


We see it happening in Madrid. Following the terrorist attacks of 
March 2004, the city developed a new Emergency Response 
Center. So today, when a citizen witnesses an accident and places 
an emergency call, the system simultaneously alerts the police, the 
ambulance service and, if needed, the fire brigade. The smart 
system can recognize if alerts from several different sources relate 
to a single or multiple incidents, and assign the right resources 
based on the requirements coming from the ground 


We now see it happening in India too. DLF, a leading real estate 
company, has initiated a proactive security solution that integrates 
security sub-systems like access control and CCTVs. The solution, 
tested at a DLF premises, has been shown to enhance monitoring 
capabilities and help resolve potentia! security situations in real time 


For all cities and regions competing in the global marketplace for 
work, investment and talent, safety and security are crucial factors in 
determining overall quality of life. Which is why smarter public safety 
systems are not just a responsibility of the state, but also a priority for 
the success of businesses, communities and civil society at large 


Let's build a smarter planet. Join us and see what others are thinking 
at ibm.com/smarterplanet/in/publicsafety 
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HP recommends Windows Vista* Business. 


Protect. 
Manage. 


Whatever your answer may be, the fact is only the fittest survives in business. Just like the business-rugged 
HP FliteBook 8530w Mobile Workstation powered by Intel® Centrino® 2 with vPro™ technology. 
Designed to offer ultimate durability, this notebook passes many of the MIL-STD 810F based tests. It offers 
an incredible hard disk protection with HP DuraCase and HP 3-D DriveGuard. The motion-sensor in 
3.D DriveGuard, detects sudden change in movements and immediately parks the hard drive to prevent damage 


The HP EliteBook is built tough. But then that's expected from the notebook that rules the corporate world 
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A whole new species 
of television. 


Presenting Samsung LED TV. 


Meet Razor Slim Samsung LED TVs. Meet images clearer than ever before. Meet brighter 
colors, deeper blacks and sharper images. Meet a whole new species of television. 


Razor Slimness Bue... Claritu Eco-friendly 
2.99 cm slimmest silhouette / ue-to-life Full HD images ^ Saves up to 40% power. 
with built-in TV tuner (all-in-one) „7 with Mega Contrast. Mercury and lead-free. 


p 
Introductory Offer Corporate Office: 7° & c IFCI Tower, 61 Nehru Place 
ount Free Ultra Slim Wall Mount worth Rs. 9,900/- New Delhi 110019. Visit www.samsung.com/n 
SAMSUNG =a i i 
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2.99 cm slim 
with built-in TV tuner (all-in-one) 


Introductory Price 


4687000 - MRP 1,80,000 
46B6000 - MRP 1,50,000 
4087000 - MRP 1,40,000 
40B6000 - MRP 1,25,000 
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NIS. 





LETTER FROM THE EDITOR-IN-CHIEF 


e all know how speed and connectivity are 
transforming the business environment. The same 
forces are also driving change in the need for business 
information. Business Today has been providing you insights 
into this change for the past 18 years. The fact that we have 
been the leading business magazine of the country for over a 
decade, and that too with a big margin, means we 
must be doing our job well. But we have not been 
resting on our laurels. As anyone in business knows, 
smugness is the kiss of death. In that spirit, we had 
decided several months ago to rethink the magazine's 
design and approach. We reviewed the relevance of 
magazine in the age of information overload—when 
you are inundated with information from multiple 
platforms of mobile phone, television and computer. 
In this clutter of information, you need clarity, 
understanding and insight into what is happening. That's what a 
magazine's role is. The keyword which applies to all businesses 
applies to us too: value-add. The challenge is to provide value-added 
information with clarity. Our revamp has been done with this in mind. A E 
As you read the magazine, you will notice change in every single page. 
Though the core offering is still the same—most relevant business stories 
of the day presented in the most engaging fashion—the new Business Today 
is like a 3-course meal. The starter consists of short stories that provide 
context to the most newsy events in an interactive format. Wit and wisdom 
go hand-in-hand in this section. As we whet your appetite for longer, 
in-depth articles, vou will move to feature stories on a range of topical « = indias Mosi 
issues. Each of these features fulfils the India Today Group's promise of Valuable 
simplifying the complicated through good writing, research and visuals. 3 Companies 
I also draw your attention to our case studies and Harvard Business Review 
(HBR) exclusives. Unlike most other case studies, ours are based on the EST 
experience of real entrepreneurs. The third and final course of our offering Ai ES 
is in the form of utility pages, which has advisories on topics ranging from 
investing to developing solt skills to leadership lessons from the who's who 
of India Inc. Don't forget to take the BiQ—Business I.Q.—test in this section. 
In bringing these changes to you. we were guided by the fact that 
magazines are not our only competitors. Business Today competes with 
every medium that tells business stories and tells them well. The medium most 
actively debated right now is the Internet. We are, of course, available on the Net. 
In fact, more than one section of the new BT will be based on direct and multiple 
interactions with our readers on the Net. The online-oflline convergence will only 
become better with time. In print, 87 has been your most trusted guide for business 
news. I hope it will always remain so. And you like our new avatar. 
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Opportunity for Reforms 
Your cover story (BT, June 14, 2009) has 
done well to draw the right comparisons 
between the newly elected UPA govern- 
ment and its previous avatar. The 
performance of the earlier UPA govern- 
ment left a lot to be desired, in areas like 
internal security. infrastructure and 
reforms in the financial sector. Now that 
the vra has a comfortable majority in 
the Lok Sabha, one expects a firmer 
resolve from the new government in 
pushing through liberal policies, espe- 
cially in the financial sector. 

Srinivasan Umashankar, through e-mail 


Small is Big and Cool 

Thanks for coming out with your special 
feature on Cool Companies (BT, June 14). 
Reading about many of the star performers 
in your listing, one could not miss the fact 
that companies like Domino's Pizza, 
Ecomantra, Meru Cab are all small in size and 
have barely been a few years in the business. 
Yet, they have managed to strike it big and 
rich. It goes to prove that small companies, 
if they are smart and dynamic, can build a 
business edge that can more than make up 
for the advantages of size and scale. 

Kavita Jayaram, through e-mail 





Time For Action 

The previous government's 
policies and decisions were 
often hostage to the pulls and 
pressure from various regional 
allies and coalition partners. But 
this time around there's no such 
excuse for the UPA leadership 
to drop the ball on economic 
reforms and initiatives. 


Ramesh Bhojwani. through e-mail 


BT Scrapbook 
> React to articles in BT 


>Suaggest story ideas 

Share your experience as consumer or SME 
See what others have to say on our stories 
On scrapbook at www.businesstoday.in 








Corrigendum 

In the report on the sixth s7-Cirrus study of India's biggest newsmakers in 
2008-09 (ar. May 31), the Quality of Exposure (QE) score of Cognizant was 
inadvertently mentioned as 149. The correct QE score for Cognizant is 194. 
The Total Image Score for Cognizant should be read as 219,833 (and not 
168,976 as published). Cognizant's overall rank in 2008-09 should 
therefore be 32 (and not 44 as published). 

In the list for rr sector, Cognizant's overall rank should be six (and not 
seven as published). 
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RAMEN SARKAR 


€- 


The QIP Windfall 


As stock markets soar, India Inc. has found a slick way to raise capital on the double. 
But a few dodgy promoters may join the party. 





s 37,000 crore and counting. As a new-look Business The cue: The stock market's buoyancy, with the benchmark 
Today went to press, that was the amount a swarm index up 24 per cent since the results of the General 
of Indian companies was gearing up to raise via Elections were announced. 
qualified institutional placements (QiPs). A QIP is a capital- So, why are promoters gravitating towards ores, and not 
r raising instrument that allows companies to place securities more conventional means of financing like initial public 
(other than equity shares they could also be debentures that offerings (IPOs) or rights issues? Very simply, otPs are a 
are fully or partly-convertible into equity) with institutions. quick way of raising funds, relatively hassle-free and in 
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HOW TO EARN MONEY 


WAPTRICK 
YAHOOMAIL 
REDIF FMAIL 


Keying in ‘how to earn 
money’ or ‘Katrina Kaif’ on 
any popular search engine, 
could expose a computer to 
hackers. A report by security 
firm McAfee identifies over 
2,600 such popular key- 
words which risk exposing a 
computer to malware. 
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the most disliked. Watch this 
Qe Space for more jargon bust- 


volves fewer regulatory requirements. 
For instance, such placements do not 
call for pre-issue filings with the mar- 
ket regulator, as is the case with IPOs 
and rights issues. “QIP gets you money 
faster.” avers Parvez Umrigar. 
Managing Director, Gammon 
Infrastructure Projects. “Political sta- 
bility has enthused the market and 
helps companies to raise funds,” he 
adds. The Mumbai-headquartered 
project developer hopes to get a good 
price, now that his stock is up 207.5 
per cent from its March low. 

The ore window, which opened up 
in 2006, is, indeed, manna from 
heaven for liquidity-starved promoters 
of India Inc. A clutch of companies, 
mainly from the reeling real estate 
sector, wants to use the fresh funds 
to retire their high-cost debt. Others 
aim to use funds raised to expand their 
operations and grab opportunities as 
asset prices fall. 

Even companies that evidently 
don't need cash in a hurry are using the 
opportunity to fill up the war chests. 
Anant Raj Industries, a real estate 
player, says it does not need any money 
now—which is rare for a realty com- 
pany—but is putting in place an en- 
abling resolution. "We have cash of Rs 
800 crore. But prices have fallen in the 
property market and one gets this kind 
of opportunity only once or twice in a 
decade," says Amit Sarin, Executive 
Director, Anant Raj Industries . 

Market experts point out that QrPs 
are a win-win proposition, benefitting 
institutions as well. which stand to get 
more shares of a company at a better 
price. "Institutional investors get rea- 
sonable quantity of shares at reasonable 
valuation," says Prithvi Haldea, 
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Managing Director, Prime Database, an 
independent primary market monitor. 

Haldea, who is also on the primary 
markets committee of the Securities 
& Exchange Board of India, says 
another attraction is that such shares 
do not have any lock-in clause so the 
investor can sell immediately after list- 
ing. Haldea, however, cautions that 
the absence of a lock-in period can 
prompt dubious promoters to make 
some money via front companies that 
sell immediately after allotment. 

Of course, ores make sense only in 
a rising market, and not a falling one. 


Amount Being Raised 
9400 
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GMR Infrastructure 
JSW Steel 
Housing Development & Infra. 


2 500 Parsvnath Developers 
2,500 GVK Power 
0.900 Lanco Infratech 
2.000 Anant Raj Industries 


Hindustan Construction Company 


1,500 
1,500 


Figures in Rs crore 


Adani Enterprises 
Source: BSE 


In the last financial year’s tumble, 
there were just two issues, raising a 
total of Rs 189 crore. In the bull run of 
the year before that, the money raised 
was Rs 25,709 crore. 

For the moment, though, all fund- 
raising ambitions seem to have stopped 
at ops. But if the bull run persists 
beyond the Union Budget, a string of 
IPOs could also hit the market. And 
then, there might just be a disinvest- 
ment party to look forward to. Over to 
the Finance Minister. 
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Hiring a DJ to play film 
(3 songs for a wedding, with- 
out a licence could spell trouble 


-Series aggressive moves in pro- 
T tecting its intellectual property (IP) 

have opened a can of worms for 
consumers and companies alike. The 
latest one to be embroiled in a legal tan- 
gle is social networking site ibibo (a MIH 
& TenCent company) that currently 
has an online talent hunt called iSinger 
where people are invited to "sing lat- 
est, popular peppy numbers" and upload 
them. The matter is pending in Delhi 
High Court after T-Series sued ibibo. 

The objection in this case appears 
to be similar to the ones Super 
Cassettes Industries (that owns 
T-Series brand) has raised in the past 
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Uploading film music on your 
(3 social networking site could 
mean a violation of laws in India 


with social sites such as YouTube, 
Yahoo Video and MySpace: that these 
sites cannot shrug off responsibility 
for infringing copyright on grounds 
of user generated content (UGC). 

In the US, these sites have faced the 
ire of copyright owners but have pro- 
tection in the ‘Safe Harbor’ argument 
under the Digital Millenium Copyright 
Act. This provision grants immunity to 
interfaces if they respond to a legal 
notice by immediately removing the 
concerned material from the site. In 
India though, copyright laws currently 
do not allow such an argument. 
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Jet Loses to Gain 


aving given up the largest domestic carrier MARKET SHARE: APRIL 2009 
H status to Kingfisher, Jet Airways Chairman — Kingfisher 
Naresh Goyal is breathing a tad easier. 26 Of 
Even though Jet's annual losses were Rs 961 0 
crore, a Rs 53-crore profit in the last quarter J 
has saved Goyal the ignominy of a Rs 1,000-crore * 4 10/2 one 
mcm | d loss for the year. By leasing out some of its 24 1 Yo 
Serre eT aircraft, it has managed to keep high overhead (Source: DGCA, CAPA) 
PAS, costs off its books. It has reduced flights in the — "7" 
SHIME A LIGHT domestic market as well REVENUES 
a With an operating margin of 20.8 per cent 04 profit of 
and lower fuel costs expected in the Jet Airways: 
A 
M 
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coming year, things might just be looking up for RS 52.99 crore 
Jet. Analysts, however, still have misgivings, not DUDEN) Be 

least because of Jet Konnect, Jet's latest “low-cost” Q3 loss of 

initiative which, they feel, will burden the brand. Kingfisher Airlines: 
The only solace for Jet: Kingfisher is in a bigger 413.39 crore 





hole, with aircraft parked at airports all over (Source: NSE) 
India. Things are so bad that Mallya’s airline is 

FILM FEST TO yet to declare Q4 results. 

BAIL OUT PLEXES | KUSHAN MITRA 


* 52 films by global film 
makers to be screened, a 
new one each week, 


PTT TTI Lal 


* Inox and Fun Cinemas to 
show the films 


PTT TTT 


* Films will be screened in 
Mumbai, Pune, Hyderabad, 
Bangalore, Goa, Chennai 





and Kolkata — 
8 Fi ; 
deere : appen IF 560 billion The approximate market value expected 
(tickets to all the films and BH ARTI to be created by the merged entity 
15 free DVDs of choice) AIRTEL 520 billion Estimated revenues of combined entity 
* Multiplexes hope to make 200 million Combined subscriber base 
from increased AND MTN | 
Stak clos uem M ARRY 400 million India's mobile subscribers 
eee "M . . 
m unión wit Africa's mobile subscribers 
TOW Up Some #4 Global ranking of merged entity 
ie Mns pl ES based on subscriber base 


22 Number of countries in Asia, Africa and 
West Asia that the merged entity 
will have subscribers in 
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FOCUS-POLICY 


SALARY & SECURITY 
2007 


If you had negotiated your 
Salary and designation to 
unreasonable labels, you 
are the worst victim of this 
reversal in the job market. 
Lesson: It pays to be a 

bit underpaid. 
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What's on the FM's Plate 


Here is a sample of the demands that Finance 
Minister Pranab Mukherjee faces from 
some of his colleagues as he prepares 
for UPA 2's first Budget. 





GET THE PLANNING COMMISSION OFF OUR BACK: 
To speed up the economic recovery with acceler- 
ated road construction, Ministry of Roads & 
Highways wants the limiting conditions that 
Planning Commission has thrust on private road 
contracts to go. This has become necessary to get 
banks to agree to lend for the projects. Roads Secretary 
Brahm Dutt says the Commission's new system for tolls that is based on 
traffic congestion has cast uncertainty on the viability of road projects. 


DON'T CONFUSE US WITH TAX COLLECTORS: The 
Department of Disinvestment doesn't want to be 

pressurised into generating revenues in a hurry 

just to be able to plug the gaping fiscal deficit. 







Selling government stake—whether to the 
public or strategic investors—takes at least 6-8 
months. Disinvestment secretary Rahul Khullar 
= wants a clear mandate from the government on its 
policy for selling stakes in psus, in the form of an 
agenda that will not be allowed to go awry over an odd case of 
disinvestment having to be called off. 


CALL OFF INDIA INC.'S BLUFF: The Department of 
Revenue would want to resist the clamour for 
indirect tax breaks for the industry to beat the 
slowdown. Revenue Secretary P.V. Bhide, who 
reports to Mukherjee, has delivered an 8 per cent 
growth in income tax collections (personal and 
corporate), but the relaxations given in the govern- 
ment's stimulus packages, on top of the existing exemp- 
tions, have hit the indirect mop-up. Most industries are gladly 
pocketing the tax savings instead of passing them on to the consumer. 






HV3HVS NAWVY SNOLLVULSOTII 








wants more funds for state police budgets under 
the Central Plan. It would also like housing for 
the forces since only 25 per cent of the 2.2 
million central and state police force employees 
get homes now. Home Minister and Mukherjee's 
predecessor P Chidambaram's proposal on the 
police housing spend could also hasten the 
economic recovery. PUJA MEHRA 
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FOCUS-GLOBAL BUSINESS 


TO BANKRUPTCY 
AND BACK 


All is not lost for the economically 
bankrupt as some legendary businessmen 
have proved in the past. Sometimes, it's 
simply the beginning of a new journey. 


This maverick 
businessman with his 
extravagant lifestyle 
filed for bankruptcy 
for his casino business 
twice-in 1992 and 
2004. At one point, 
his personal debt was 
around $900 million. By 2008, though, 
Forbes pegged his wealth at $3 billion. 









wm The German-American 
» whose business 

of grated horseradish 
went bankrupt in 

1975 due to an over 
production of the 

crop- launched a 

new company within 
months-with several new products, 
including the now famous tomato ketchup. 






The father of animation 
filed for bankruptcy in 
1920 after one of his 
>. main clients went bust. 
=) Apparently, those dark 
days helped him create 
one of his most enduring 
4 characters-Scrooge McDuck! 
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A Closed Chapter? 


Since September 2008, several of United States’ 
biggest firms have filed for bankruptcy under 
Chapter 11. Here are the five biggest. 


Lehman Brothers 


PRE-BANKRUPTCY ASSETS: 





The bank filed for bankruptcy under Chapter 11 

on September 15, 2008 but changed the filing to 
Chapter 7 bankruptcy following an exodus of 
employees and clients and devaluation of its assets. 
It is the largest bankruptcy in U.S. history till date. 


Washington Mutual 


PRE-BANKRUPTCY ASSETS: 


On September 26, 2008 the US financial 
crisis deepened with the 19-year-old banking 
institution Washington Mutual filing for 
bankruptcy protection after selling its 
banking operations to JPMorgan Chase. 


Chrysler 


PRE-BANKRUPTCY ASSETS: 


USA's third-largest car maker Chrysler succumbed 
to bankruptcy on April 30, 2009, pinning its future 
on a complete reorganisation and plans to build 
cars in an alliance with Italian automaker Fiat. 





General Motors 


PRE-BANKRUPTCY ASSETS: 


General Motors filed for Chapter 11 bankruptcy 
protection on June 1, 2009 as part of the Obama 
administration's plan to shrink the automaker to 
a sustainable size and give a majority ownership 
Stake to the federal government. 


i 
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Thornburg Mortgage 


PRE-BANKRUPTCY ASSETS: 





Thornburg Mortgage Inc., a US provider of "jumbo" mortgage 

loans, filed for Chapter 11 bankruptcy protection on May 1, 2009 

in Maryland, announcing plans to wind down and sell off key units. 
DHIMAN CHATTOPADHYAY 
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FOCUS- CORPORATE 





‘108 
Set to Save 
More Lives 


O n May 26, GVK group 
chairman G.V. Krishna 
Reddy took over controls of the 
Hyderabad headquartered 
Emergency Management 
Research Institute (EMRI) from 
Satyam, giving the 108' 
emergency service a new 

lease of life. 

The system operates 
across nine states with 1,867 
ambulances. “We want to 
change the way people react to 
emergencies,” says Venkat 
Changavalli, CEO, EMRI. 





EMRI FACTSHEET 


SEED CAPITAL: Rs 34 crore 
PLANS: By 2015, it plans to have 
15,000 ambulances 


CURRENT FUND REQUIREMENT: 
Rs 75-100 crore from private 
player 

ANNUAL BUDGET: 

Rs 600 crore from the 
government and Rs 20-30 
crore from the private sector 


E. KUMAR SHARMA 
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TRIL is A further 
working on Rs 5,000 
three SEZs crore has 

in Chennai, been allocated 
Ahmedabad for infrastruc- 
and Pune ture projects 


ata Realty and Infrastructure 
[iirc (TRIL) is literally building 

India, with several new infra- 
structure projects in its hands. 
TRIL'S new MD and ckEo, former IAS 
officer Sanjay Ubale can claim some 
credit for this. 

Already in the realty sector, TRIL 
has begun work on three sgzs—the 
25-acre, Rs 3,800-crore Ramanujan 
it Park project outside Chennai, 
Garima Park in Ahmedabad and 
another at Hinjewadi in Pune. The 
three sezs together will accommodate 
over 40,000 rr professionals, a hotel 
and retail opportunities. 

"We have realty investments of 
Rs 11,000 crore and a further 
Rs 5,000 crore for infrastructure, 
planned," says Ubale. In fact, TR has 


AMT! 


Tatas on a Building Spree 


; 
Mi 


The company Itis 

is also developing 
workingona the Mumbai- 
Rs 550-crore, Hyderabad 
seven-acre highway as well 
retail project 

in Amritsar 


acquired a crucial project—a fork 
intersection of three national high- 
ways. Work is about to begin on a 
110-km road project (including a by- 
pass) that connects Pune to Solapur on 
NH 9, Another project, the Mumbai- 
Hyderabad highway, will have four- 
lanes and cost Rs 1,385 crore. 

Ubale also wants to implement his 
vision of transforming Mumbai into a 
world-class city. TRIL is considering 
bidding for Mumbai's third metro line 
and monorail projects, as well as to 
develop three airports in Maharashtra. 
“In partnerships with Changi Airports 
India, Atlanta S.p.A., and Grandi 
Stazioni, TRIL aims to create value of 
Rs 10,000 crore over the next three 
years," he says. 

ANAMIKA BUTALIA 
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Turn your stays into getaways. 
WEEKENDS Enjoy a Free Weekend Night with every two stays 
i | www.starwoodsmartsavers.com 
through 31 July, 2009. No limits. No catch 


FOCUS-WELL SAID 


“In my new innings, we will provide 
world-class infrastructure both on 
ground and air. Issues of air safety, 
congestion in the skies will get priority. 
FDI in the sector may happen eventually. 
Airlines should exercise caution and 

not overstretch themselves" 


Civil Aviation Minister, to News Agencies 


"I have far less 
than what people 
think, but far 





"The effort that people are Sw more than I need” 
willing to expend and the 
anger and anxiety that they 
suffer are shaped by the 
difference between what they 
expect and what they get" 





Professor, Stanford University, in an article ‘How to Be a Good 
Boss in a Bad Economy’, in Harvard Business Review 


"Well fix it all” 


Finance Minister, in Mint 
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“Tm in this job because I believe I earned it through 

hard work and high performance. Did I get some 

opportunities early in my career because of 
my race and gender? Probably... and then 
the rest was really up to me" 


CEO-designate of Xerox, the first African American woman to lead a major US 
Corporation, on being asked if she was ambitious, in BusinessWeek 
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FOCUS-FLASHBACK 


A CHRONOLOGY OF | BTRETRO 


Pictorial Warnings Against Smoking tue poctor’s 
Sc CHOICE 
All cigarette packets sold in India will now carry a JUNE 20, 2004 


pictorial warning about its ill-effects, joining an 
increasing league of nations who have similar laws. 








Supreme Court bans 
smoking in all public places. 


Government notifies the 
Prohibition of Smoking in 
Public Places Rules 2008. 
Rules challenged in court. 


The Supreme Court refuses to 
stay the government 
notification seeking to impose 
a ban on smoking in public 
places from October 2. 


The Prohibition of Smoking in 
Public Places Rules 2008 
comes into effect. Law has 
stiff fines for offenders. 





Canada implemented 
graphic health warnings 
on cigarette packs. 


Cigarettes sold in Singapore 

sou - started displaying health 
warning messages 
covering at least 50 
per cent of the 
cigarette package 
front and back. 
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A law banning tobacco 
advertising, sponsorship 

of sports and cultural 
events by tobacco 
companies, smoking in 
public places and sale of 
tobacco products to people 
younger than 18 years 
comes into force. 


SMOKING KILLS 


Tobacco 
causes 
cancer 


All cigarettes manufactured 
in India after June 1 must 
carry specified illustration 
of diseased lungs on front 
of pack. 


In Australia, most 
manufactured and imported 
tobacco products require 
the packets to sport graphic 
health warning labels 

with images and warning 
messages. 


UK became the first 

nation in EU to introduce 
graphic picture warnings on 
cigarette packets. 

The deadline for 


30, 2009. 


/ 
compliance = / DEBE 
is September / 4 7 S 








irca 2004, Singh 
C is politician first, 

economist later. His 
government is a coalition 
of 15 parties, and dependant 
on the support of the 
Communist Party of India, 
CPI, and Communist Party 
of India (Marxist), CPI (M). 
With Congress President 
Sonia Gandhi, who refused 
the PM's post, Singh will 
have to manage the coalition 
and keep the communist 
parties happy. The United 
Progressive Alliance's 
Common Minimum 
Programme (CMP) is more 
an exercise in balance than 
a vision statement of 
governance. Its economic 
message is a garbled mix 
of free-market imperatives 
and welfare-state ideals. 


POST SCRIPT 

Our cover story turned out 

to be prophetic with Singh 
spending most of 2004-09 
trying to keep the Left happy. 
But he emerged from it as a 
smarter politician. 


Fly the No. 1 European airline in India. With our 
partner SWISS, we offer a choice of 63 flights 
from 7 metros in India to Europe and beyond 
via our hubs in Frankfurt, Munich and Zurich 
For more details, call toll free 1800-102-5838 or 
lan ^n to lufthansa.com 


Experience homecoming at the speed of thought. 


NI for this one moment. 


There’s no better way to fly. 





Connecting India to the world for 50 years. 
Providing the largest network to Europe and USA from 7 metros. 


&© Lufthans 





FOCUS 


NUMBERS 
OF NOTE 


11 Million 


The number of people who 
watched the IPL semi- 
final between Chennai 
Super Kings and Royal 
Challengers on SET Max 


#3 


India's position in a global 
survey by Servcorp 
International on the best 
places to survive the 
economic crisis 


$23 Billion 


The value of the 49 per 
cent stake that Bharti will 
acquire in South Africa's 
MTN telecom, in a cash- 
cum-stock swap 





The percentage of 
companies in Asia 

still facing a mid- and 
top-level talent crunch, 
according to consultancy 
firm Manpower Inc. 
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AHMEDABAD 


LI 
Rs 1,785 crore 
Heritage Route 


eventy-nine years after 
S Mahatma Gandhi and fellow 

satyagrahis marched from 
Ahmedabad to Dandi in Gujarat to 
protest the British Raj's decision to 
impose a salt tax in India, the Centre 
has set in motion a mammoth project 
to create a first-of-its-kind "heritage 
route" of 386 km connecting the 
state capital to the village. 

A proposal is now with the 
Planning Commission to allocate Rs 
1,785 crore for the balance period of 
the 11th Plan for "Dandi Heritage 
Road". This is based on preliminary 
cost estimates submitted by the NHAI, 

The stretch, which in parts is just 
muddy tracks, was declared a 
National Highway (no: 228) in June 
2006. Development work now would 
be taken up in two phases. In the first 
phase, improvement of the riding 
surface and widening of carriageway 
will be taken up and in Phase-II, 
upgradation of the road to two-lanes 
and construction of bridges (parts of 
the stretch run through marshlands) 
have been proposed 

In April 2005, the "Dandi 
Yatra" was re-enacted with Sonia 
and Rahul Gandhi, among others, 
walking to Dandi. Prime Minister 
Manmohan Singh had announced 
then in Dandi, that all the places 
where Gandhiji and his 
followers had halted during the 
26-day march would be converted 
into memorials. 

PUJA MEHRA 


1930; The Griginal march 











The 386 km stretch, 
which has muddy tracks 
in parts, was declared a 
national highway in 2006. 





Development of 

ns on the 
route, where Gandhiji 
halted, on the cards 


@ ANKLESHWAR 


@ surat 


Work is going on in 19 
areas with Rs 167.38 
* DANDI crore sanctioned so far 


e | 4 reenacted march 
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FOCUS-GRAPHITI 


Rs 42,54/ crore 


Is the estimated amount lost 
by Indian firms annually due to 
power cuts 


Manufacturing is the worst hit, losing 


Rs 15,466 crore 


annually 






HOW 
POWER 
SHORTAGE 
HITS INDIA 
INC. 


Most businesses such as IT, 
banks, telecom networks and 
manufacturing processes require 
24x7 “uptime” or uninterrupted 
power supply. Over 40 per cent 
of over 800 Indian companies 
surveyed in a recent 
Emerson-MAIT study say they 
face power cuts at least once or 
twice a day and that the average 
restoration time is a staggering 
T1 minutes. Here's how badly 
Indian industry is being affected. 











Survey based on interviews with managers 
across 800-plus small, medium and large 
organisations from 7 major cities in India 


WHAT IS NEEDED 


A contingency plan to 
minimise losses in industries 


SECTOR: Manufacturing 
Loss: Rs 15,466 cr 


Share in loss 


SECTOR: SMES 
Loss: Rs 7,008 cr 


Share in loss 


SECTOR: Hotels/Hospitals: 
Loss: Rs 5,514 cr 
Share in loss 


SECTOR: Retail 
Loss: Rs 5,244 cr 


Share in loss 


SECTOR: Retail Estate/Infrastructure 
Loss: Rs 4,043 cr 
Share in loss 


SECTOR: Others 
Loss: Rs 5,272 cr 


Share in loss 


Quality audit to identify 
improvement opportunities 





RAMEN SARKAR 


IMPACT 
OF DOWNTIME: 
cost per hour 


30.2% 
of companies lose 
<Rs 10,000 


32.9% lose 
Rs 10,000-25,000 


17.2% lose 
Rs 25,000-50,000 


13.2% lose 
Rs 50,000-1,00,000 


6.5% lose 
Rs 1,00,000> 


With power providers 
taking over an hour to 
restore supply, 37 per cent 
of those surveyed admitted 
to losses in between 


RS 25,000 
AND RS1LAKH 
PER HOUR 


Growing focus on energy 
efficiency & energy saving 





January 2009, but subsequently moved out of the top 10. Bhatt was the 
centre of media attention following SBI’s announcements of several rate 
cuts. The bank's strong financial performance also helped and he was posi- 
tioned as an industry thought leader by most leading publications tracked. 


^ The last few weeks saw the market on an upswing following the UPA victory and 
the mood of India Inc. becoming distinctly happier. Some of the biggest names 
from the industry such as Anand Mahindra, Vineet Nayyar, Anil Ambani and 
KC. Chakrabarty made it to the top 10 written-about CEOs for the first time. 
The leading CEO for the month, O.P. Bhatt of SBI is the first PSU head 
to make it to the top of the list. He was ranked the 9th leading CEO in 

< 


Most Written-about Indian CEOs 





TOP 10 INDIAN CEOs HOW THE MEDIA TREATED THEM 
ORBIS. 55S: ee PUDPRIEUEGENE SMS OP. Bhatt 100 
C. Kochhar 100 
S. Gopalakrishnan 100 
A. Mahindra 100 
D. Parekh 100 
O.P. Bhatt bia 100 
A. Ambani 100 
A.M. Naik 100 
S. Ramadorai E8 92 





KC. Chakrabarty 100 
y Figures are no. of appearances Figures are in per cent Favourable Neutral @Unfavourable 
TOP 10 GLOBAL CEOs HOW THE MEDIA TREATED THEM 
S. Marchionne 5 95 
K.D. Lewis 97 3l 





Anand Mahindra F. Henderson 100 
W. Buffett 100 
W. Wiedeking 100 
E. Liddy 100 
R. Nardelli 97 34 
J Dimon 100 
V. Pandit $3 97 
| PS. Otellini 100 
Figures are no. of appearances Figures are in per cent favourable Neutral @Unfavourable 
/ Source: CARMA International 
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OPINION 


ARVIND PANAGARIYA 


PROFESSOR OF ECONOMICS AND INDIAN POLITICAL ECONOMY, COLUMBIA UNIVERSITY 


The Desirable and 





here are several low-hanging fruits that the 

| United Progressive Alliance (UPA) can har- 
vest in its second term in office—most of 

them within 100 days. They include deregulation 
of petroleum prices, hike in the foreign investment 
cap in insurance to 49 per cent from the cur- 
rent level of 26 per cent. the legislation to set up 
a statutory pension fund regulation and devel- 
opment authority, cut in the minimum public sec- 
tor ownership in banks to 30 per cent from the 
current level of 51 per cent and establishment of 
a uniform goods and services tax. These reforms 
had the approval of the ura earlier, but were 
held back by the opposition from the Communists. 

Going beyond the UPA agenda, if I were asked 
my wish list, the top item on it would be the 
restoration of the right of firms to terminate 
workers under appropriate conditions. This right 
is currently denied to all manufacturing firms 
with 100 or more employees. A good beginning 
will be to exempt all firms with 
1,000 employees or less from the 
regulation. There is also a need to 
relax the current onerous condi- 
tions governing the right of a firm 
to reassign workers from one task 
to another. 

The second item on my list 
would be a proper exit policy. The 
current Board for Industrial and 
Financial Reconstruction (BIFR) exit procedure 
under the antiquated Sick Industrial Companies 
Act of 1985 must be replaced by something 
equivalent to Chapter 11 of the vs Bankruptcy 
Code. The National Democratic Alliance (NDA) 
had attempted this reform through the Companies 
(Second Amendment) Act of 2002 but challenges 
in the Supreme Court blocked its implementa- 
tion. The ura never followed up on this reform. 
Good business environment requires not just 
smooth entry of firms but also smooth exit. 
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the Doable 





The third important area of reform is higher 
education. The reform of primary education is im- 
portant but setting aside some issues, such as 
vouchers to the poor to access private schools, this 
reform is more or less on course. But when it 
comes to higher education, the University Grants 
Commission (UGC) is a big obstacle to reforms, 
zealously guarding its monopoly rights. The gov- 
ernment must break this monopoly and open 
proper entry channels for private universities, 
both domestic and foreign, and give full autonomy 
to all universities and colleges in all areas, in- 
cluding curriculum, degrees, employee salaries 
and tuition fees. Just opening more UGC-con- 
trolled public universities cannot pass for a reform. 

Closely related, the ura had earlier committed 
to raising the expenditure on health to three per 
cent of the cpp from one per cent. But it has given 
no thought to expand the supply of qualified doc- 
tors and nurses. The highly corrupt and inefficient 
Medical Council of India guards 
its monopoly over the system. 
putting roadblocks in the way of 
rapid expansion of medical col- 
leges. Responding to the resulting 
shortage of doctors, service 
providers with no formal med- 
ical education whatsoever have 
proliferated. In rural areas, they 
are the only private providers 
and provide 80 per cent of the outpatient care. 

Two final areas on my list would be: infra- 
structure and public institutions. Priority items 
in the infrastructure include rural roads and 
rural electrification, power and highways. Two 
crucial items in public-institutions reforms are the 
judiciary and police. We need rapid expansion of 
judiciary to clear the vast backlog of cases. 
Judicial delays retard India's productivity. And 
reforms that restore public faith in the police 
would greatly increase its welfare. 





Prime Minister 
Manmohan 
Singh can 
harvest several 
low-hanging 
fruits in his 
second term— 
most of them 
in the first 
three months 


the centre um attention | 
need not be far away. 


A (superbly 
fitted three 
piece suit, 
combined with 
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The fabric is 
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a delight 

to touch. 


Presenting ‘The Lineage 
Line' collection from 
Raymond. A range of 
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from Super 160's Wool 
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incomparably soft and 
comfortable feel. 
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OPINION 


MEERA SANYAL 


COUNTRY EXECUTIVE, ABN AMRO BANK INDIA 


Lessons from My 
Political Odyssey 





y political journey was in large part a 
M result of the 26/11 terrorist attacks on 

Mumbai. I felt the time had come to 
stop criticising the system and try and make a 
positive contribution instead—especially in 
trying to bring the same standards of disci- 
pline and accountability to public governance 
that we have in the corporate sector. So, I 
threw my hat in the ring and participated in the 
2009 Lok Sabha elections as a candidate from 
South Mumbai. Without a political background, 
I had to draw upon my experiences in the 
corporate world to stitch together an effective 
election campaign. 

I interacted with many groups of people, 
scoured several expert reports 
and researched the issues that I 
felt needed the most attention. 
Prioritisation and focus are 
essential for companies to achieve 
results. I applied the same lessons 
in politics. I chose a five-point 
agenda for Mumbai, which laid 
emphasis on more investment in 
Mumbai's infrastructure, a radical 
overhaul of the public transport 
system, a more effective internal security mech- 
anism, empowerment of citizens at the neigh- 
bourhood level and the need for a fully 
empowered and directly elected mayor. 

Just as companies take great pains to market 
their product, we also realised the importance of 
ensuring visibility to our campaign. Instead of 
going through the traditional marketing routes 
of large paid advertisements in the papers or on 
television, we harnessed technology to provide us 
interactive, quick and cost-effective communi- 
cation through a website, an invigorating 
Facebook space and sMs alerts. 

While I may not have won, my campaign 
made a big impact. Many of my opponents soon 
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adopted my agenda. All tl 
before the electorate by my tea 
also accepted by other candid 

Now that I'm back in the sc 
I feel my experience of runnir 
will stand me in good stead in 
well. | have returned with seve 
which would not only impr: 
Mumbaikars but also be viabl 
sitions for corporate India. Let 
couple of examples with speci 
banking industry. 

I now realise that it's c 
rate India to encourage the 
sector. It can make a mass 
India, and dur 
the campaign, 
social entrepr 
working hard t 
of the poor. : 
association wi 
in the bank, I 
with business 
enterprise and 
our urban slun 
finance will rer 
for my bank in the future. 

I have also seen at close 
financial nerve centre of India i 
basic amenities to its denizens. 
challenges is providing affor 
the urban poor who live in ap 
of slums without adequate bas 
piped water and sanitation. I 
and housing finance instituti 
role here. So far, only the uppt 
have had access to mortg 
believe it can be extended ti 
groups as well. The key wou 
affordable finance, which 
demand for affordable housir 


AWARDED... 


(For IPM Delhi. At 125, it's international placements figure stood ahead of all the IIMs and ISB for the class of 08) 





While others were discussing the slowdown... 
At IIPM, we were working on how to beat it!! 
For the class of ‘09... 


2150+ Already Placed! 
45+ Placed Internationally! 





1HM-A — 6IM-I 
2lM-B — 7IIM-L 
3HM-C — BIIFT 
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EI 
SFMS-Del 101IM-K 


| Ranked 9th in Placements amongst all B-Schools in India! 


But we place more students than the other 9 B-Schools from 
(Zee Business B-School Rankings 2008) 


the top 10 B-Schools put together! 


THERE IS 


NO OTHER B-SCHOOL 


IN INDIA THAT GIVES 


PLACEMENT 


TO MORE STUDENTS! 


PER DNA: 
fm | introduced 10 
THE TIMES OF INDIA ) m Combat Recession 


Companies Snap Up 


Non-IIM B-School Grads 


21st March, ‘09: BANGALORE: While the final placement 
season at the IIMs was grim this year, other B-schools based 


students across the country have been placed, with 44 
bagging international offers and over 450 companies 
coming to the campus...” 


13. C. m 1PM SET TO BEAT 
Economic Slowdown! 


13th March, ‘09: EXPRESS NEWS SERVICE: After setting 
^ new benchmarks in Bschool placements last year, the 
Indian Institute of Planning and Management (IIPM) has 
innovated to re-establish its superiority in placements in the 
current period of reduced growth. Data shows that 1,500- 
plus students at IIPM have already been placed on campus... 


1500 FROM IIPM GET JOBS 


10th March, ‘09: Mumbai: While graduates from IIMs are 
settling for jobs in PSUs, 1500 out of the 2600 students 
of IPM have already been placed on campus... the key 
recruiters this year were ADAG - Reliance Life Insurance, 
American Express, Axis Bank, Deutsche Bank, HDFC 
Bank, Hindustan, Unilever Ltd., Wipro KPO, Yamaha 
Motors, India Bulls Securities... 


THE Economic TIMES 


7th March, ‘09: New Delhi: IPM has managed to place 
1442 students from its campuses across the country in 400 
companies... last year , of the 2600 students, 1600 had got 
offers by this time... In 2008 , while IPM had the second 
highest international placements (165) among the 
B-Schools in India, its Delhi campus boasted of the 
highest (125) no. of International placements as a 
single institute... 





IIPM. Real Education. Real Placements. 


100% of students who undergo IIPM' flagship Programme in Planning and Entrepreneurship | 
go for a Global Orientation Programme to USA/EUROPE etc. They further spend a week in one 
of the Top B-Schools of the world like HAAS, DARDEN, JUDGE, McCOMBS etc. 
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OPINION 


PRADIP BALJAL 


FORMER DISINVESTMENT SECRETARY 





How to Raise up to 





Rs 50 Lakh Crore 


he economic meltdown, a high fiscal 

deficit and election expenditure comm- 

itments are bound to put enormous pres- 
sure on the finances of Government of India. 
The government has to examine various options 
to raise resources. The options are deficit 
financing, higher taxation or disinvestment. 
To my mind, disinvestment, with the right 
policy approach, may be the best recourse for 
the uPA administration. 

The previous experiences with disinvest- 
ment have been encouraging. During the two 
earlier phases, the privatisation or disinvest- 
ment process was gradual. 
But despite this, almost $12 
billion was raised from 5 per 
cent equity sale in 250 com- 
panies in India. This is much 
more than the receipts of $8 
billion each from much 
larger percentage sale in big 
public sector units in China 
and Russia. 

The government will now 
have to decide the mode of 
disinvestment for the future. 
Of course, there can be mi- 
nority disinvestment in com- 
panies where the psu is being 
listed in the stock exchange for the first time or 
in sectors/companies where the government 
does not want private management for valid 
and transparent policy reasons. Otherwise, we 
should privatise to get the maximum price. It 
would not be advisable to earn small amounts 
from minority disinvestment—particularly 
when we are trying to deal with huge fiscal 
deficits and expenditure commitments. 

The example of the sale of Maruti is inter- 
esting. It was first disinvested up to 50 per cent 
and each share (Rs 5) yielded about Rs 13. 





Later, it was disinvested beyond 50 per cent, 
thus privatising the company and these shares 
were sold at Rs 115 per share. The govern- 


Rs 1,000 crore. After the completion of the 
privatisation process, the same shares were 
sold by the government at Rs 678. An assur- 
ance of a smooth privatisation, thus, gives à 
huge premium to the government. 

Can disinvestment/privatisation bridge the 
fiscal deficit? Sale of less than 5 per cent 
equity has garnered more than Rs 50,000 crore. 
There is no economic rationale of not privatising 
the entire public sector in areas 
where private investment is 
allowed now. If that is done, 
the recoveries should be about 
Rs 10 lakh crore. The earlier 
sales were done when BSE 
Sensex was around 3,000. At 
15,000 levels, the recoveries 
should be of the order of Rs 50 
lakh crore and even a part sale 
could cover more than the 
fiscal deficit. 

That's not all. The revenue 
inflow to the government could 
be even higher due to higher 
tax mop-up from privatised 
companies. Expenditure of the government for 
turning around ailing psus, which has been very 
high during the last few years, would also be 
pruned drastically if an aggressive privatisation 
programme is launched. 

Putting disinvestment on the front burner, 
then, would give the government freedom to 
allocate more funds for infrastructure, education 
and heath programmes in India. This could only 
be good news for the Indian economy. It could 
mean that the annual Gp» growth rate could 
actually then exceed 10 per cent.© 
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Maruti's first 
disinvestment 
ment also received a control premium of Was at Rs 13 a 


share. When 

we disinvested 
beyond 50 

per cent, 
government got 
Rs 115 per 
share. After 
privatisation, we 
realised Rs 678 
for each share 
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OPINION 


RAKESH JHUNJHUNWALA 


INVESTOR 


A Long-term Bull Run 


he last three months have seen markets 

rebound wordwide. India has also joined 

the party. The election results have further 
fuelled the rally and raised expectations of reform 
and change in India. It has reaffirmed faith in 
India's democracy and political system. 

The rise in India has been accompanied by 
tremendous breadth and volumes. Going by tech- 
nical factors, in the short term, we are most likely 
headed higher. I think the rally will also be driven 
by the rise in the risk appetite worldwide as is 
demonstrated by the weakness in the us dollar. In 
the medium term, what happens in the market 
will depend, in a large measure, upon the per- 
formance of the international markets and the 
extent to which the new Indian government 
meets expectations. In the long term, 
I'm of the firm opinion that the 
Indian bull market is very much 
alive and kicking. I think the triggers 
for the market going ahead can be 
broadly classified into domestic and 
international factors. 

Domestically, the most impor- 
tant aspect is government policy, 
mainly the thrust on reforms. I will 
first discuss reforms which, to my 
mind, are most important for India 
and its economy and, by extension, our stock 
markets over the longer term. Top of my list is a 
comprehensive review of the subsidy regime in 
India. In my opinion, all subsidies should be 
relooked at with an open mind. One possible 
alternative could be to give cash compensation 
every month to a lady in each needy household. 
This will put an end to the misuse of the sub- 
sidy regime and will allow for free pricing and 
competition in many sectors. Agriculture, too, | 
feel, requires special attention. We have to work 
towards a second green revolution as I feel there 
will be a surge in demand globally for agricultural 
products. Then, we need to frame policies which 
facilitate investment and economic activity. We 
need to do away with the hurdles in land acqui- 


36 BUSINESS TODAY June 28 2009 





sition for vital projects by having an effective 
legislation. It should be ensured that environ- 
mental policies do not become unnecessary 
impediments to projects. We must speedily review 
some of our archaic laws like the Indian Telegraph 
Act, 1884. Then, technology can be used to cut 
through the bureaucratic red tape. 

In the short to medium term, the triggers for 
the market would be a change in rbi laws in 
insurance and banking, psu disinvestment, 
labour law reforms and introduction of Gsr by 
April 1, 2010 as planned. Markets are also hoping 
for a review in the guidelines for foreign investment 
in stock markets. We need to allow any foreign 
entity, including individuals, to invest in our 
stock markets with a simple declaration certified 
by a qualified banker's "know your 
client” rules. 

International events, too, would 
influence the market. India’s rela- 
tionships with its unstable neigh- 
bours, the stability of the interna- 
tional financial system and the value 
of the dollar, the pace and the quan- 
tum of economic recovery world- 
wide, especially in the developed 
world, would all be reflected in the 
gyrations of the Sensex and the Nifty. 

In the end, let me point out that in the last 
6-7 years, Indian stock market has outper- 
formed the markets across the world. I feel this 
will continue over the long term as India will 
remain one of the fastest-growing economies in 
the world. Also, India has one of the highest 
saving rates in the world coupled with a very 
well organised and regulated stock market. 
Very little of this savings today comes into the 
stock markets. With the development of telecom- 
munications, spread of television and growth in 
literacy, more of these savings will find their 
way into the equity markets. I think most ana- 
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lysts are vastly underestimating the effect of 


this mountain of savings entering the stock 
market over a longer term horizon. © 





More of India’s 
high savings 
will find their 
way into the 
equity markets. 
Most analysts 
are vastly 
underestimating 
the effect of 
this mountain 
of savings 
entering the 
stock market 
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POLITICAL ECONOMY 








To Go From 


Zero To Ten 


At the close of the UPA's last term in April, B7 rated its top economic ministers. Our 
conclusion: the good, the not-so-good and the bad individual performances collec- 
tively drew a zero. Still, voters handed it another-stronger-mandate. Here's where 
the new ministers stand for earning a 10 for UPA's second tenure. PUJA MEHRA 
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RAILWAYS 
Mamata Banerji 


EXPERIENCE & KNOWLEDGE: 
MODERATE. She presided over 
Rail Bhawan for a year-and-a 
halfin the NDA government. The 
tenure was lacklustre. 


OPENNESS TO REFORM: LOW. 

She assumed office unconven- 
tionally in Sealdah, West 
Bengal and on an overtly 
populist note promised freebies. 
CIRCUMSTANCES: TOUGH. 

The slowdown has hit freight, 
while passenger trains are 
chock-a-block. Lalu's now- 


famous restructuring lifted the 


Railways' finances, but pas- 
senger experience is pathetic. 


SCOPE: IMMENSE: New 
routes, private participation. 
freight corridors, safety 
several heads need focussed 
attention. 








COMMERCE 
& INDUSTRY 
Anand Sharma 


EXPERIENCE & KNOWLEDGE: 

GOOD. He will draw from the 
network of Indian missions and 
his relationship with Finance 
Minister Pranab Mukherjee— 
his former senior in the ministry 
of external affairs. 


OPENNESS TO REFORM: HIGH. He 
wants exporters to be more 
competitive than their Chinese 
rivals, but, unlike his predec- 
essor, not through mindless 
lobbying for tax incentives. 


CIRCUMSTANCES: TOUGH. He 
doesn't expect the rate of 
growth of exports 
Lo reverse its 
downward 
trend before 
September. 


SCOPE: 
MODERATE. 
Global 
demand is 
shrinking. the 

developed world is 
still in recession. He has said 
he won't let exports fall below 
last year's $64 billion. 





RURAL DEVELOPMENT 
& PANCHAYATI RAJ 
C P Joshi 


EXPERIENCE & KNOWLEDGE: 
MODERATE. He handled the 
same portfolio in Rajasthan and 
is a doer with a feel for the rural, 
but his short fuse could be a 
spoiling factor. Will have to 
show an ability to conceive 
delivery mechanisms and move 
from a state-level perspective 

to a national view. 


OPENNESS TO REFORM: GOOD. 
Is unlikely to be excessively 
populist. 


CIRCUMSTANCES: FAIR. The 
sector is already on a growth 
trajectory after the UPA's 
big-buck rural push. His 
upright, tireless predecessor 
Raghuvansh Prasad Singh left 
a tough performance bench- 
mark to emulate. 


SCOPE: VER Y HIGH. Since even 
after decades of relentless 

social spend, India's poor 
remain impoverished. He can 
choose from programme 
restructuring, leak-proof delivery, 
stringent monitoring and real 
empowerment of the people. 





PROBABILITY PROBABILITY PROBABILITY 
OF SUCCESS OF SUCCESS OF SUCCESS 
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ROADS & 
HIGHWAYS 
Kamal Nath 


EXPERIENCE & KNOWLEDGE: 
GOOD. As Commerce Minister 
of UPA 1, the five-time Cabinet 
minister extracied concessions 
from the Finance Ministry. His 
SEZ experience will come in 
handy in getting states to speed 
up land acquisitions for roads. 


OPENNESS TO REFORM: HIGH, 
though he can be fairly 
populist too, 


CIRCUMSTANCES: FAIR. PM has 
put roads on high priority so 
mustering support, incentives 
and resources will be easy. 


SCOPE: IMMENSE. 


PROBABILITY 
OF SUCCESS 


PETROLEUM 
& NATURAL 
GAS 

Murli Deora 


EXPERIENCE & KNOWLEDGE: 
GOOD owing to his last stint and 
his effective corporate network. 


SCOPE: IMMENSE. Critical 
decisions are pending: 
Decontrol of petrol and diesel 
prices (at least within band); 
pricing norms for gas, target- 
ing of subsidies on kerosene 
and LPG, tax concessions for 
gas exploration, national 

gas highways and taking 
LPG to rural India. 

OPENNESS TO REFORM: HIGH. He 
wanted to decontrol petrol 


prices when global crude hit a 
low in March ‘09. 


CIRCUMSTANCES: FAVOURABLE 
since the Left is gone and PM 
is open to oil-sector reforms. 


PROBABILITY 
OF SUCCESS 









ENVIRONMENT 
Jairam Ramesh 


EXPERIENCE & KNOWLEDGE: 
EXCELLENT. He is hardwork- 
ing and bright and understands 
the requirements of the port- 
folio. He worked with the PMO 
on behalf of the Congress party 
for thrashing out a policy 
agenda for this government. 


OPENNESS TO REFORM: VERY 
HIGH. PM chose him as 
delays in environment 
clearances impede 
infrastructure projects. 


CIRCUMSTANCES: 
CHALLENGING. Among 
businessmen, this ministry 

is known more for burea- 
ucratic delays than for 
environmental protection. 
He will have to tread his way 
through the years of pending 
cases of environment clear- 
ances. This is essential to 
help his colleagues in infra- 
structure ministries 

and private 
players to 
push projects 
through. 
India’s posi- 
tion on the 
global warm- 
ing and envi- 
ronment-related 

issues still do not enjoy 
much support. 


SCOPE: 

IMMENSE. Scores of roads 
and power projects are 
pending due to delay in 
environment clearances. 
The critical subject of 
climate change is also very 
close to the PM's heart. 


PROBABLITY 
OF SUCCESS 





IT & COMMUNCATIONS 
A Raja 


EXPERIENCE & 
KNOWLEDGE: 
DEPLORABLE. 
As the 
Telecom 
Minister in 
the UPA's last 
stint, he cost the 
exchequer about 
Rs 50.000 crore with his 
dubious handling of the sale ol 
new 2G licences. More than once 
hedefied the PM and the finance 
ministry's advice on it. His 
dilly-dallying also put India far 
behind the rest of the world on 
3G telecom services. He's likely 
to be more sensitive to the DMK 
party's politics in Tamil Nadu 
than policy making in 
Electronics Bhawan. 


OPENNESS TO REFORM: LOW. 
Instead of finding ways ol 
auctioning the 2G licences 
and the spectrum that went 
with them, he used all sorts 
of excuses—from an outdated 
NDA-prescribed guideline 

to non-existing recommenda- 
tions from TRAI—for being 
arbitrary. 

CIRCUMSTANCES: NOT SO BAD. 
Mainly as telecom is a success 
story of the private enterprise. 
SCOPE: IMMENSE as number 
portability, rural penetration 
of broadband, privatisation ol 
BSNL and MTNL and 3G 
services are all on the agenda. 





PROBABILITY 
OF SUCCESS 
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CITIES. 


LIFE AT WORK 
RANKS 





Changing work culture, 
transformed lifestyles 
and rise of the services 
industry make 'Life after 
Work' about as important 
as ‘Life at Work’. 
Chronicling this trend for 
the first time, BT's 
ranking of best cities 
shows some big changes: 
Big cities are ceding 
ground to smaller ones. 
TEJEESH N.S. BEHL 
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Gurgaon 


Noida 
Chandigarh 
Surat 
Bangalore 
Chennai 
Hyderabad 
Mumbai 

Pune 

Delhi 
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LIFE AFTER WORK 
RANKS 


1 Chandigarh 


2 Chennai 

3 Ahmedabad 
4 Kochi 

5 Kolkata 

6 Vadodara 

7 Mumbai 

8 Nagpur 

9 Pune 

10 Hyderabad 








COMPOSITE INDEX 
RANKS 


1 Gurgaon 


Chandigarh 
Chennai 
Hyderabad 
Mumbai 
Noida 
Bangalore 
Pune 

Surat 


10 Ahmedabad 
11 Vadodara 
12 Coimbatore 
13 Delhi 

14 Nashik 

15 Faridabad 
16 Kolkata 

17 Nagpur 

18 Visakhapatnam 
19 Kochi 

20 Jamshedpur 
21 Jaipur 

22 Indore 

23 Thane 

24 Lucknow 

25 Ludhiana 

26 Guwahati 

27 Howrah 

28 Ghaziabad 
29 Patna 

30 Kanpur 
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hat makes a city a destination 
of choice for today's urban 
worker? Most people living. 
working and playing in 
today's fast-paced corporate 
environment are desperate for a sound business infra- 
structure that includes good opportunities for jobs, quick 
and efficient ways to travel to work and good credit for 
entrepreneurial opportunities. But when the sun sets, and 
it's time to unwind, today's worker also craves decent 
watering holes, multiplexes to watch the latest Bond 
movie, and for the overly energetic, a club to dance the 
night away. That's not all though. Today's urban worker 
expects a safe civic environment—especially for women— 
good hospitals, schools and parks, and the one thing that 
Indians constantly pray for—but seldom get namely, 
regular power supply. 

Which is why, this year, Business Today's Best Cities 
survey divvies up cities on the basis of how they stack up 
in ‘Life at Work’ as well as ‘Life after Work’. Often. cities 
scoring high in one index have fared rather averagely on 
the other. A case in point is Gurgaon, which is not just the 
top ranked city in the 'Life at Work' category but also the 
overall best city to live and work in. Yet, it scores a 
distant 1 1'^ in the ‘Life after Work’ index—not because 
of a lack of malls, restaurants or movie theatres of which 
it has plenty—but because of its shoddy roads and 
inconsistent power supply. 

This year's survey, besides having a larger base of 
respondents—6,000 spread across 50 cities—has ranked 
cities relative to each other rather than in absolute terms 
which is a more fair assessment of how cities size up 
against each other across different variables. So, while 
Delhi's improved infrastructure should see it jumping 
ranks vis-à-vis last year, the fact that other cities have 
evolved on other parameters at a faster pace means that 
India's political power centre has actually seen its ranking 
drop. Ditto for Mumbai, which, if one goes by popular 
perception of its passenger-bursting local trains and traf- 
fic-choked roads, should probably be a candidate for the 
worst city, but because of its sheer strength in terms of 





wealth creation, job opportunities, per capita income and 
safety, especially of women, is ranked higher than Delhi. 


Rise of Suburbia 


Gurgaon's top ranking, of course, is indicative of a new 
trend —the rise of the suburb and tier II cities. Mumbai. in 
fact, is the only mega-city to feature in the top five, and that 
too barely. “The driver for the overall shift was the real es- 
tate cost, which spiralled exponentially in the metros, 
necessitating the development of the suburbs where asset 


“Availability of good accommodation and office space counts in 
favour of secondary cities” wakut ANAND, Divisional Chief Executive. Hotels, ITC 
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prices were still under control,” says Anshul Jain, CEO, 
prz International Property Advisers, by way of explanation. 
He should know. prz itself moved out from Delhi's Nehru 
Place commercial centre to Gurgaon citing proximity to 
clients. In fact, high real estate costs fuel inflationary 
trends in the other major company expense, namely 
human resources, as a higher cost of living demands 
higher compensation packages. 

Sure, Gurgaon’s infrastructure doesn't quite live up to 
the city's global aspirations as anyone caught in its traffic 
pile-up will vouch for. And yet, the city's employment 


BETWEEN THE LINES 


Cities have been ranked 
relative to a universe of 50 
only. Gurgaon may be #1, 
but it's not necessarily the 
ideal city for you. 


Just because your city has 
only 10 murders doesn't 
mean it's safe. If the resident 
population is 100, you'd 
better run and hide. 


A high per capita income 
may not represent a city's 
wealth generating capacity. 
Legacies of inherited 
wealth, like Chandigarh, 
could pump up those 
numbers. 


A majority of respondents 
in each city except Patna 
feel that their city gives 
them similar or better job 
opportunities. 


MONEY SHARMA 


growth rate is second only to Noida’s—another Delhi 


suburb—while it boasts of the third highest per capita 


"What counts in favour of the secondary cities is the 
availability of good accommodation and office space, daih 
conveniences and a support system for working profes 
sionals—4or instance, availability of domestic help,” points 
out Nakul Anand, Divisional Chief Executive, Hotels, rre, 
headquartered in Gurgaon. He adds though, that much ol 
the comparison between cities is relative to a specific ref 
erence in time, having lived in Bangalore during its pre-ri 


"Suburbs are becoming spend-magnets while parent cities 
become earn-magnets” uanisH BIJOOR, CEO, Harish Bijoor Consults 
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boom period as well as Chennai. 

The ascent of second tier cities to the top of the heap is 
also prompting India Inc to re-engineer its growth 
strategies. “When we did our feasibility study, we found 
that infrastructure in the tier I cities was growing faster 
than the metropolitan cities, for which foreign funding was 
also easier to obtain. Additionally, the colleges in the 
cities serve our HR requirements readily as most people like 
to work closer to home,” informs Ashok Khanna, 
Managing Director, ing Hospitality, promoters of Ananda 
Spas. IHHR's recent venture, Ista, a chain of five-star hotels, 
is targeting secondary cities like Amritsar, Pune, 
Ahmedabad and Coimbatore, after initially opening in 
Bangalore and Hyderabad. 

Sure, average room revenues would take a knock 
compared to what it could earn in a tier | city, admits 
Khanna—but the difference, he says, is hardly more 
than 10 per cent. It's also pure business economics that 
has made Chandigarh-based software firm Safaltek 
Software focus its energies on tier II urban centres. 
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"Compared to a metropolitan or a tier I city, our costs for 


running an operation in a tier II city such as Ahmedabad 
or Jaipur are 30-40 per cent lower—which allows us a lot 
of leeway in margin play,” discloses Rohit Garg, Director, 
Safaltek Software. In fact, the company. which has just 
bought over a small R&D unit in Delhi, says its per seat cost 
in the national capital is 20 per cent higher when com- 
pared to Chandigarh. 


Metros Down, But 
Not Discounted 


It's all very well to tout the achievements of suburbia, but 
would a Rajarhat survive without a Kolkata, a Navi 
Mumbai without Mumbai, Whitefield and Electronics City 
without Bangalore or Gurgaon and Noida without Delhi: 








Bangalore is no longer one of + 
the best places after work 


"In the present shape and form, the answer is no— the 
suburbs can't exist without the parent city," observes Jain 
ol prz. Harish Bijoor, cro, Harish Bijoor Consults. says the 
brand equity of the mega-cities has been centuries in the 
making. “These cities can't be discounted simply due to the 
kind of wealth they are able to generate. It's not just about 
the geography but also the history and si ciology that sus- 
tain a city’s importance as a brand," says Bijoor. 

Each of the mega-cities, he adds, has a traditional 
equity that has come to define the city. "Mumbai, for 
instance, is all about the stock markets and the world of 
linance while Delhi immediately conjures up the image of 
being a centre of real estate and the country's power- 


) HSHIHMIOD 


brokers and bureaucrats,” he elaborates. | indings from the 
survey corroborate Jain and Bijoor's views. Despite thi 
pressures of a groaning infrastructure, Mumbai, Bangalon 
and Chennai still manage to figure in the top 10 cities to liv 
and work, though Delhi has slipped to 1 3 

According to Bijoor, newer cities and suburbia call 
lor greater spending, thus becoming spend magnets whil 
the parent cities assume the role of earn-magnets. "Mega 
cities need a separate governance structure—a Mumbai 
currently is part of Maharashtra and as such mav not 
get the kind of priority it deserves. Making it a Union 
Territory would probably help." he advises 

However, noted architect Gautam Bhatia strikes a tar 
gentially discordant note. “As the suburbs are growing 


faster, they will attain independence and become auto 
nomous, thus minimising the importance of thi 
parent city. Still, I don't foresee these suburban centres 


and tier II cities developing a character of their own." he 
says. Bhatia goes a step further, advocating a complet: 
overhaul of a city's zoning concepts to make them more 
livable. "We need to rethink our zoning parameters ol 
keeping the residential, commercial and recreational 
areas segregated from each other by huge distances—the 
best quality of life is enjoyed in those places where 
dwellers can walk to work, shop and entertain from 


their place of residence." he savs. 


Yes, There is 
Life After Work 


"With the amount of time we hoteliers spend on thi 
job. all we want to do after work is to catch up with 
lamily and sleep." quips Anand of rrc Hotels, whosi 
average working day could see him spending ovei 
hours on the job. But while Anand mav jocularlv dismiss 
the concept and priority of life after work as a determinant 
in choosing a work place, others, especially people who 
have just started their corporate Journev, are nol quite as 
domesticated. In fact, companies readily admit that 
recruiting outstation talent is easier if there are clear 
avenues lor letting your hair down after slaving away at 
the office all day. 

“Agreed, it's probabh easier Eo convince someone to 
shift to Mumbai, Delhi or Bangalore than to Kolkata but 
things have certainly improved over the last five vears and 
the new suburbs like Rajarhat are attracting talent.” assert 


“I don't foresee suburban centres and tier II cities developing 
a character of their own” GAUTAM BHATIA, Architect 
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Kolkata-based Sanjiv Goenka, Vice Chairman, RPG Group. 
Besides. he adds, the city is usually seen as a posting for a 
few years before people move on to other pastures. 

At a senior managerial level, says Goenka, after 
work hours are usually spent with family with the 
occasional outing to a club—of which there are plenty 
in the city—or to a restaurant. Both Anand and Goenka 
say that in their years of experience of recruiting talent. 
they have rarely come across a candidate who evaluated 
a job posting on the basis of options available for life 
after work—which could be more of a reflection of the 
industries they work in rather than the cities. 


Of course. it is well documented that the entire idea of 


there actually being life beyond work originated when 
there was a need to cater to the demands of the nerd force 
which fuelled India's tech boom. Bangalore, India's 
wannabe version of Silicon Valley, became a pub crawler's 
paradise. Ditto for the hordes working at Gurgaon s BPOS, 
whose presence prompted the opening of several bars lor 
the voung and restless. "It's a no-brainer that the young. 
especially the upwardly mobile, want to enjoy their money 
after work. That also led to creation of the weekend getaway 
concept as many of these people worked a five-day week 
rather than a six-day, as was the norm about 10-15 years 
back.” observes Jain of DTZ. 


But it's not just entertainment options that make a city 
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Technology allows for a seamless 
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blending oi work and play 


a great place for life after work. Parameters such as a 
livability quotient—which includes a support system for 
working professionals, a clean environment, a low crime rate, 
good education and a high literacy rate—are increasingly 
asserting their weightage in city rankings. This has in turn 
prompted talent to evaluate work-place options which may 
be far from one’s place of birth. “We get applications from peo- 
ple from as far down south as Bangalore who are willing to 
relocate to Chandigarh for not just work but to settle down 
here.” reveals Puneet Vatsayan, Co-Founder, Mobera 
Systems, a boutique software firm in Chandigarh. In fact, 
Vatsayan says that having benchmarked their salaries to the 
compensation levels in Delhi and Bangalore, he has 
ensured that attrition is almost nil at his company. That, as 
Vatsayan jests, is a double edged sword. “I pray some people 
leave. so that fresh blood can come in, but these guys just stick 
on," he remarks, half in jest. 

Ultimately, for a city to make it on to a list such as 
ours, it increasingly needs to have world class business 
facilities and infrastructure. It also needs to cater to the 
after work desires of a population that is getting younger 
by the day. The city that is able to do both best- and there 
are a few on our list—will be the city that will continue 
to grow and prosper, attracting the best of companies and 
the brightest of talent. 

COMMENTS & FEEDBACK AT btfeedback@intoday.com 
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Here's a peek at 

what separates these 
cities from the rest 

of the pack. 
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LIFE AT WORK (rank? 


World-class feel: Gurgaon has 


attracted yuppies and MNCs E. 
by the droves 5 ~ 


—€— 


RANK 


A: little as two decades ago, 
Gurgaon took its first baby steps 


All Grown Up 


drivers—and you will soon pass a 


Per Capita Income: clutch of glittering buildings that are 
Rs 122,212 p.a. (3rd highest) from a sleepy little hamlet in Haryana home to some of the biggest corpo- 
Employment Growth Rate: to becoming a bustling township, rations in the world. What's Gurgaon 
1% snapping up Delhi's corporate gentry got that Delhi doesn't? "I would say 
Credit Growth Rate: as its tenants. Today. the new kid on its got the feel of an international 
25% (2nd highest) the block is attracting hordes of multi- city—barring some potholes of weak 


AFTER WORK (rank n) 


nationals, bringing in their wake 
swish restaurants and hotels. 

Hard to believe, but take a drive 
down the recently constructed five- 


infrastructure,” says real estate 
consultant Anshuman Magazine, 
Chairman and mb, cB Richard Ellis 


South Asia. 


59% have income between ae 
Rs 3 and 10 lakh (highest) lane, world-class expressway to This world class feel first came 

Gurgaon 29 km away—make sure about in the '90s when the Haryana 
43 malls (3rd highest) vou stay well behind manic tempos. government initiated a favourable tax 
100% of households have suvs and motorcycles weaving across policy to lure companies. Private firms 
electricity (highest) lanes like deranged Formula 1 began constructing top notch build- 


2009 
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ICA / of residents polled said that public transportation was 
“7 -/ ( ) much worse than other cities 


= 


ings. Proximity to Delhi's airport was 
a bonus. Soon, Gurgaon became the 
world's outsourcing hub—Pioneer Gr 
Capital International Services (GECIS) set 


up shop in 1997 and a tsunami of 


other Bro companies followed. Today, 
many of India's private airlines such as 
IndiGo and SpiceJet call the city home. 

There's more to Gurgaon than 


just its tax policies. In the wake of 


this corporate migration, the city 
has attracted thousands of young 
professionals who find that living. 
working and playing in Gurgaon is 
cheaper, more convenient and fun 
than Delhi. "There appears to be a vi- 





of residents said Gurgaon provided them with much better 
jobs that matched their skills compared to other cities 


brant cultural takeoff here,” says 
Manoj Madhusudanan, vP- Business 
Research, Evalueserve. Ajay Bijli, for 
instance, debuted his bowling alley 
BluO here rather than Delhi. Terroir, 
perhaps India's finest French restau- 
rant, is notin Delhi, but Gurgaon. 
Gurgaon is also India's ‘mall’ cap- 
ital, selling Versace and Gucci in 
places where buffaloes once roamed. 
But malls bring traffic—lots of it— 
and Gurgaon's roads are in bad shape 
and public transportation, a mess. 
That hasn't stopped people and 
industry from flocking here. 
SHAMNI PANDI 


AIHSIIVM HSILVS 


| MIT KUMAN 


Chandigarh 


“iw A A nx "os 
( Ci Vione 


"T4 
- B 


= T 


B E £x " 
RA NK f \ I f >] à J =, F * ^ 4^ 
]? ww Qu V V L. ' \ A } i " 


hat on earth is going on ii 

Chandigarh: It has the highest 
per capita income in India ol 
Rs 1,41.863 and the highest percent 
age of people in any city (22 per cent) 
earning above 10 lakh a year. Before 
you rush off to pack your bags to move 
there in the hope of striking gold. it's 
worth noting that much of this wealth 
comes from rich farmers and property 


owners extracting lat rental incomes 


LIFE AT WORK RANK 3) 
Per Capita Income: 
Rs 1,41,863 p.a. (highest) 


22% had an annual income 
greater than Rs 10 lakh 
(ranked first) 


Employment Growth Rate: 
2% 


AFTER WORK Rank » 


Crimes Against Women: 
224 reported 


Number of Murders: 
19 reported 


Comfort zone: Chandigarh scores 
on power supply and commuting 
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Employment growth, for instance, 
was a paltry 2 per cent. 

This is not to say that wealth 
generation is dead. “Chandigarh 
always had an entrepreneurial spirit 
but a large part of it had shifted out 
over the years. Now however, a 
large number of educated middle 
class people are willing to jump in 
and start their own business,” 


observes long time city resident 
traffic was much better 


of 
45 0 than other cities 
id that 
52% Ce te ge 
than 1 hour a day 


Anupama Arya, 41, who co- 
founded Mobera Systems with 
husband Puneet Vatsayan in 2003 
after returning from Silicon Valley. 
“Today, unlike in the early 1990s, a 
young guy has the opportunity to 
not only work but also make an 
aspirational living as the city's brand 
equity is increasing," Vatsavan 
points out. 

Famous lor being a Le Corbuisier- 
designed city but little else, today 
Chandigarh is being noticed for its 
low crime rate, safety for women, 
regular power supply and verdant 
avenues and thoroughfares. 
Commuting time for Vatsayan, 41, 
—who resides in Panchkula, a 
Chandigarh suburb, about 14 km 
from his office—during peak office 
hours is just 25 minutes. 

Much of the credit for making 
the Union Territory a hub for bou- 
tique rr and rres companies lies with 
its bureaucratic administrators. "Not 
being owned by any one political 
party—it's in neither Punjab nor 
Haryana—has ensured that initia- 
tives are implemented faster," says 
Partap Aggarwal, 50, Chairman, 
ar Chandigarh and Mb, ips Infotech. 

Something other cities should 
take note of. 


of residents said 


TEJEESH N.S. BEHL 
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e. Chennai 


æ Best of Both Worlds 


w- eee, See A 
dps 


ex pn: 
Danean 


f Mumbai can be likened to a 

vacuous diva, and Delhi an 
aggressive businessman, Chennai is 
probably an industrious irr aspirant 
with thick-rimmed glasses and a 
passion for quizzes. So, it’s 
not surprising that this low-key, 
high-performing city attracted Rs 
26,000 crore in investments in the 
last three years. Big names such as 
Renault, Nissan, sw, Diamler, Ford, 
Hyundai, and Nokia have made 
Chennai their home. "Chennai's 
biggest strength is its mature ecosys- 
tem for manufacturing which also 
happens to be very cost competi- 
tive," says M. Velmurugan, Vice- 
Chairman, Tamil Nadu Industrial 
Guidance Bureau. 





LIFE AT WORK (rank6) 
Per Capita Income : 
Rs 87,446 p.a. (Bth highest) 


Credit Growth Rate: 16% 
Number of ATMs: 469 (4th highest) 


AFTER WORK rank 2) 


Ranked first in Education 
on our list 


Literacy | Rate: 92% 


42% have income between 
Rs 3 and 10 lakh (4th highest) - 


However, only 62% own 
a house (3rd lowest) 


Pe ee ee ee : " LA T n pen " 


, However, Chennai is not just all 
work and no play. Its youth can often 
be found drinking beer on Elliot's 
beach and rocking out to cult clas- 
sics from Jethro Tull or Uriah Heep. 
While Chennai ranks 6th on our Life 


at Work Index, it comes in 3rd in our 
Life After Work category. Says Ranjini 
Manian, Founder-ceo, Global 
Adjustments—a firm involved in re- 
locating expatriates to India. “In the 
14 years that I have been involved 
helping expatriates, the common re- 
frain I hear is that warmth of people in 
Chennai is overwhelming." Chennai 
is also #1 on our education list and 
"has some of the best schools in the 
country," adds Manian 

N. MADHAVAN 





On track: Infrastructure is 
Keeping pace in the city 


Hyderabad 


A. PRABHAKAR RAO 


Survivin 


he year 2009 hasn't been a 

good one for Hyderabad. 
One of its favourite sons— 
B. Ramalinga Raju—brought 
much ill-repute on himself and cor- 
porate India as a whole thanks to 
the massive scam at Satyam 
Computer Services. 


Yet, Hyderabad remains one of 


the nerve centers for much of the 
country's rr activities, boasting state- 
of-the-art facilities unrivalled by 
most cities in India and attracting 
droves of pedigreed Indian software 
firms and reputed multinationals 
such as Google and Amazon. 
Microsoft has set up its biggest R&D 
facility outside the us there. It has a 
world class international airport 
that is the envy of other Indian 
cities and an outstanding business 
school (Indian School of Business). 

Kiran Karnik, : 
Chairman, who has been a regular 


Satyam’ s new 


visitor to Hyderabad of late, says 
that “this is a city where current 
and future infrastructure projects 
are keeping pace with the growth 
of the city.” It has the top notch 
colleges and universities like in 
Chennai and Bangalore, which 
allows it to feed many of the 
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LIFE AT WORK (ran 


Per Capita Income: Rs 69,493 p.a. 
(lags behind Thane and Vadodara) 


Job Ads with minimum 0-1 year 
experience: 3,279 (lags behind 
Faridabad, Noida and Gurgaon) 


Employment Growth 
Rate: 10% (#3) 


AFTER WORK (rank 10 


Registered Hospitals: 185 
(ranked 7th) 


Only 71% own a house (4th lowest ) 
Literacy Rate: 83% 


companies with skilled and 
qualified workers. 

So what's missing? The city lacks 
a fast and efficient public transport 
system. Massive power cuts have 
become a nightmarish reality 
Partygoers will be disappointed by 
the dearth of quality nightspots, a 
stark contrast to its fellow silico 
city Bangalore. 

Still, as far as ease of doing 
business is concerned, Hyderabad's 
a hard act to beat. 


| KUMAR SHARMA 
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RANK 


M umbai should be #1 on this list. The 
city is India's financial mecca, home 
to one of the world's largest film industries, 
the country's best restaurants, bars, clubs. 
You name it and Mumbai's got it. Except for 
that #1 slot. So what's gone wrong? 

Possibly the most read words in the 
city today are: 'Kindly bear with us for a 
better tomorrow.’ Mumbai has been a 
work-in-progress project for several years 
now and disgruntled citizens are now ask- 
ing when that promised ‘tomorrow’ is 
likely to arrive. 

Mumbai, better known as Asia's slum 
capital, has far exceeded its carrying 
capacity. Dense populations reside in tiny 
apartments and make do with facilities 
that are now far behind other Indian cities. 
"We need open spaces—there is not a sin- 


gle green zone in the centre of the city. If 


Mumbai is India's Manhattan, then where 
is Central Park?" asks Shyam Chainani, 
honorary secretary of Bombay Environment 
Action Group (BEAG). 

Civic authorities in Mumbai have grand 
plans of becoming the next Shanghai. They 
plan on building 53 skywalks, three metro 
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Bandra-Worli Sealink: Being built for a decade 





lines, monorails and several flyovers. 

That's laughable considering that 
today Mumbai's roads are choked with 
traffic, power cuts are frequent and 
lengthy, buildings ramshackle, public 
services minimal and the poor left to fend 
for themselves amidst unimaginable filth 
and degradation. For the swish set who live 
in leafy south Mumbai or Bandra, life is 
peachy. For much of the rest it can often be 
a living nightmare. 

Commissioner of the Municipal 
Corporation of Greater Mumbai (McGM) 
Jairaj Phatak is uninterested in questions 
about Mumbai's infrastructure. "All we're 
focussing on is our economic progress, 
and when it comes to all else, people can 
say what they want to," he adds. Does he 
know that Mumbai had a close to zero 
per cent job growth last year: 

Despite promises from the governing au- 
thorities, public trust is eroding fast. Neera 
Punj, founder of Nco Citispace which 
attempts to save the city's open spaces 
says, “I am surprised that Mumbai was on 
top of the list at all." 

ANAMIKA BUTALIA 


3HIN VD .LNVMIHSIN 


Maximum Headaches 


LIFE AT WORK (rank 8) 
Per Capita Income: Rs 1,25,749 
paa. (2nd highest) — — 


Job Ads with Minimum 0-1 
Year Experience: 19,281 


AFTER WORK (rank 7) 


Number of Registered 
Hospitals: 559 (highest) 


Number of Malls: 81 


Access to Toilet Facilities: 
49% (2nd lowest along with 
Jaipur, after Patna) 





Helping prevent heart disease with Siemens comprehensive 
cardiology solutions. 


Cardiovascular disease is one of the major causes of mortality in the world today. Early risk assessment and ray 
diagnosis are vital in the battle against cardiovascular diseases. Siemens offers a comprehensive portfolio a 
the entire cardiovascular care continuum, from prevention, acute care to follow-up treatment 


siemens.com/answers SIEMENS 


THE 
NEXT 


These cities aren't 
far behind the top 
5, beating them 
hollow in certain 
categories. 
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Noida 





RANK 


T welve years ago, Adobe India's head Naresh Gupta lived three days each in 
Gurgaon and Noida to pick the right place to headquarter the global software 
giant. For Gupta, Noida beat Gurgaon because of one main reason: easy availability 
of affordable, skilled manpower. "Gurgaon is good for well-off manpower, but Noida 
offers a larger average middle class to hire from," says Gupta. Bonuses: better pub- 
lic transport, ample lower-rent housing and schools. Along with Gupta, are 
flocks of rr companies who have set up their operations in this satellite town of Delhi. 
Today, 70 per cent of Adobe's 1,000-plus-manpower lives within 10 minutes 
driving distance of its campus—convenient, since Adobe 's operations are 24x7. 
Sure, Noida isn't as posh as Gurgaon but it outstrips its neighbourhood rival in the 
generation of jobs, registering 14 per cent employment growth versus 1 1 per cent 
in Gurgaon, thanks to a fountain of small scale units mushrooming every year. 
Noida's power situation is pathetic. Nearly 50 per cent of residents polled men- 
tioned power cuts lasting 2-4 hours. Noida also has the reputation of being the crime 
capital of India with a whole slew of high profile murders, kidnappings and car jack- 
ing. If Noida gets these essentials right, it may just best Gurgaon in next year's list. 
PUJA MEHRA 


LIFE AT WORK maN«2 AFTER WORK (RANK 22) 


Per Capita Income: 95% owned houses, fourth 
Rs 85, 519 p.a (ranked 9th) highest on our list 


Employment Growth Rate Only 77% had electricity, third 
of 14% lowest on the list 





Bangalore 
Wanted: Law & Order 


Lis not unreasonable to expect Bangalore to outrank both Gurgaon and 

Noida for starters, never mind Mumbai. After all, Bangalore is home to 
Kingfisher beer, has a lovely climate and is home to a large assortment of pubs 
and restaurants that easily outdo both Chennai and Hyderabad. It has some 
outstanding educational institutions and is India's most hyped Silicon City. Still, 
over the last year, the good times have failed to roll. One factor that has tarnished 
the city despite its many attractions is the spate of ugly, violent attacks on women 
who were emerging from the city's nightspots—the very people that continue 
to fuel Bangalore's high-octane growth and its thriving night life. These attacks 


LIFE AT WORK maNk 5) 


Per Capita Income: 
Rs 88,991 p.a. (6th) 


Credit Growth Rate of 29% - 


AFTER WORK rank) 


#1 in seats available for MBA 
medical, engineering degrees 


Total IPC Crimes Reported: 
27,049 (3rd highest) 


show that the city is unable to protect its 
population from thugs. 

Another problem: The current regula- 
tions require bars and pubs to be shut at 1 1 
p.m. This has two effects. It antagonises 
Bangalore's youth who are in the majority 
and it puts the brakes on business. “We need 
to look at the needs of youngsters. There is a 
case for extending the present deadline....It's 
somebody s livelihood that we have deprived. 
If the concern is one of law and order, then we 
must step up policing. not curtail nightlife," 
says Kiran Mazumdar-Shaw, cmp of Biocon. 

K. R. BALASUBRAMANYAM 





Liberal no more: Clampdown on pubs and bars has taken the sheen off Bangalore 
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Heavy influx: Population has rocketed 
Pune 

Long Way 
to Go 


late starter, Pune has worked 

assiduously to become another 
top Indian tech city. Companies like 
Wipro, 6M, Dell, Whirlpool and Coca 
Cola enjoy world-class infrastructure 
and ambience on their campuses. 
Their only plight is their surround 
ings. Chaotic, with badly-managed 
traffic, poor road connectivity and 
frequent power cuts, Pune has some 
work cut out for itself. 

Pune—which began as a can- 
tonment town—took to centrestage 
when it became the country's edu- 
cational hub. From English Literature 
to Engineering. the city became a 
haven for students. The 1,700 com- 
panies that set up base in the city in 
the mid-2000s swelled the city's pop- 
ulation considerably. The city is now 
home to 54 lakh people, up by 10 
lakhs since 2005. That has spelt big 
trouble for little Pune. 

Mahesh Zagade, Commissioner, 
Pune Municipal Corporation (PMC) 
says that the pmc is working hard to 
improve infrastructure. "Several 
projects are being executed ....we are 
building tunnels, bypasses, flyovers 
we are not ignorant to the city's 
needs." Let's hope they do a better 
job than their brethren in Mumbai 

ANAMIKA BUTALIA 
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Mf BEST CITIES 


S On this list? Absolutely. That's not all. Surat is 
ahead of both Delhi and Kolkata, both of which didn't 
make it to the top ten. What makes Surat so special: 

For starters, there's not a single patch in the 324 sq. km 
medieval city of over 40 lakh people—better known as the 
diamond polishing capital of India—which doesn't have 
drainage, potable water, street lights and excellent roads. 
The water system here is computerised and so will the drainage 
system in coming days. Surat's water treatment plant is one 
of the best in the country. 

Synthetic textile manufacturing and diamond processing 
are Surat's driving forces with a combined turnover of around 
Rs 6,000 crore, directly employing 12 lakh people and sup- 
porting 75 per cent of the city's 40 lakh citizens. Surat's synthetic 
textiles beat even China's in variety and quality. 

Surat's sanitation model is awe-inspiring. Throwing a cig- 
arette butt on a road will get you a Rs 100 fine. Surat's 
sanitation workers dressed in black and blue instill more fear 
amongst the locals than policemen. Surat also boasts of six 
swimming pools of global standards and an air-conditioned 
indoor stadium second only to Delhi's Talkatora. Mumbai, 
are you listening: 

UDAY MAHURKAR 
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Civic punch: Even tossing a cigarette butt will attract Rs 100 fine 


LIFE AT WORK ranka) AFTER WORK ean 
Per Capita Income: Literacy Rate: 86% 
Rs 80,355 p.a. (outstrips 

General Maintenance of the 
Delhi, Kolkata & Hyderabad) city (roads, cleanliness, 
Employment Growth: etc.): Ranks 3rd 
6% 
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All lit up: Malls are big in Anmedabad 


Ahmedabad 


Gujarat's Pride 


ANK 


AU is not quite the model city that its 
other Gujarati counterpart, Surat, is—it still 
has its fair share of slums and chawls. However, it is 
one of India's most affluent cities: 45 per cent of 
households had an annual income of Rs 3-10 lakh, 
the 2nd highest on our list. 

One of Ahmed- 
abad's big draws: 


LIFE AT WORK rank 12) 


Per Capita Income: 
Rs 80,374 p.a. (ranked Tith) 


Employment Growth: -2% 


housing that is cheaper 
than most other cities 
on this list, at Rs 1,800 
per sq. ft. Coveted areas 
to live are the rapidly 
developing posh locales 
like Vastrapur, which 


AFTER WORK maN«3 


Percentage of households 
with income Rs 3-10 lakh: 


is right next to the city's 
consistently top ranked 
iM, and on sG Road. 
Surprisingly, Ahmed- 


: 45% (2nd highest ) 
abad ranks 4th in our 
Life After Work cate- Crimes Reported Against 
gory—this despite the Women: 3rd highest at 1,526 


ban on alcohol in the 
city. Either the city's citizens don't really crave a 
tipple, or the ones that do, according to residents, 
are able to source it easily from the city's bootleg- 
gers. Malls are big in Ahmedabad and dot even the 
poorest areas , thus adding to the lifestyle quotient. 
Ahmedabad's biggest strength, however, is its 
infrastructure development—which has been efficient 
and on-track. It has an assured water supply, thanks 
to the Narmada. It's power supply is amongst the best 
in the country—7 3 per cent of residents said they ex- 
perienced no power cuts, the highest on our survey. 
UDAY MAHURKAR 
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Post Graduate Global Executive Program in Management - PGXPM 


Whether you are a first generation entrepreneur or the scion * World renowned faculty from leading US, Asian & Indian B-schools 
of a powerful business house, the pains of growth and the * Unique program design focused on Capability Building 


skill sets required are distinct but the same. PGXPM is * Individual Country-based/vertical based dissertation 


specifically designed to equip you in these - perspectives, * 1500 hrs of rigourous learning over 2 years 


* Optional international country visit in the last trimester 
concepts, strategic frameworks, methodologies from a P y 


! | * Sponsors of last batch includes Caterpillar, Nokia, Citicorp, 
global set of faculties, with a compelling bias towards Google, HDFC, Godrej & Boyce, HCL among others 


assimilation and application. * Rich mix of corporate managers and Business Family members 


The PGXPM is perfect for members of business families and for middle managers seeking career enhancement 
| Interested? — Contact Archana at 9380534886 or email us at emba@greatlakes.edu.in 
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444. BEST CITIES 


The Methodology 


his is a two-pronged study 

incorporating the results from 

secondary as well as primary 
data. Primary data was collected by 
way of an online survey. The sec- 
ondary component was primarily 
used to create indices. This is done 
in the following manner: 

Overall, about 40 measures are 
collected to generate a precise 
quantification of conditions across 
each city. Cities are then ranked 
across these different measures. The 
availability of data depends on 
whether the same set of data is avail- 
able for all cities as well as the 


frequency of updating datasets. 
Generally, most of this data is relevant 
for 2009, 

In order to ensure comparability 
across cities irrespective of size or 
population of a city, the data is 
normalised with the appropriate 
variable (in some cases it may be 
area, in others population). The nor- 
malisation variable differs across dif- 
ferent data. Rating for each of the 
categories mentioned above is 
derived from an equal weighting for- 
mula. A ranking exercise is then con- 
ducted based on the ratings calcu- 
lated above. 





The Indicus team: (From left) 
Peeyush Bajpai, Devika S. Tewari 
and Komal Tannan 


In addition, an online survey is 
conducted in top 30 cities. The para- 
meters are captured in the survey to 
calculate the people's perceptions 
about their living conditions, earning 
and business opportunities in their 
respective cities. 


UYWAN LIWY 


LIST OF PARAMETERS CONSIDERED FOR INDICES 


LIFE 
AT WORK 


Employment Growth: 
m No. of job ads with minimum 
0-1 year experience (per capita) 


m Employment growth rate 
m Worker per enterprise 


Small Business Growth: 
m Total scheduled commercial 
banks credit (utilised by 
different sectors) growth rate 


m No. of SSIs (small scale 
industries) availing credit 
(growth) 

Per Capita Income: 

m Annual per capita income of 
urban households 


Financial Infrastructure: 

m Number of ATMs (per capita) 
m Proportion of organised 
enterprises in total enterprises 


Business Environment: 

m Incidence of counterfeiting 
and cheating 

m General attitude of people 
in the city 

m Traffic during work hours 


m Availability of career 
opportunities matching 
individuals’ skills set 

m Opportunities in building a 
business/ professional career 


Highlighted sub-categories are from the online survey 


LIFE 
AFTER WORK — 


Entertainment: 
m Per capita availability of 
restaurants & hotels 


m Per capita availability of malls 
m l'ourist places to visit 


m Adequacy of malls, movies 
halls and other places of 
entertainment 


m Adequacy of parks 
Housing. 
m Population density per sq. km. 


m Percentage of owned 
households 

m Consumer Price Index for 
housing” 

m Growth in Consumer Price 
Index for housing* 

m House rentals* 


Education: 

m Percent total literate 
Population (Age 7*) 

m No. of AICTE-approved 
seats in M.B.A, Engineering, 
Medical etc. (per capita) 

m Number of UGC-approved 
universities (per capita) 

m Number of college 
courses (per capita) 

m Quality of schools 


*inverse considered 
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Safety. 

m Total IPC crime (per capita) 
m Percentage of theft in 

total crime 

m Percentage of murder 

in total crime 

m Percentage of crime against 
women in total crime 

m Percentage of riots 

in total crime 

m General safety of women 

m General responsiveness 

of the police 

Standard of Living: 

m Percentage of urban 
households with annual 
income greater than Rs 10 lakh 


m Percentage of urban 
households with annual income 
between Rs 3-10 lakh 


Environment" 

m RSPM levels in residential areas 
m NO, levels in residential areas 
m Varialion in temperature 

m Pollution levels 

Health: 

m Percentage of children age 


12-35 months who received 
full immunization 


m Number of hospitals offering 
cashless services 


JAM OC" a ere 





c». 


m Percentage of mothers who 
had at least 3 ante-natal care 
visits during the last pregnancy 


m Percentage of mothers who 
got at least one TT injection 
when they were pregnant 


m Contraceptive prevalance rate 
m No. of registered hospitals 
(per capita) 

m Adequacy of good quality 
hospitals 


Public Facilities: 

m Percentage of households 
using piped drinking water 
m Percentage of households 
electrified 


m Percentage of households 
having access to toilet facility 


m Average duration of power 
cuts in a day 

m Average frequency of 
water supply in a day 


m General maintenance of the 
city (roads, cleanliness, etc.) 


m Delay in construction projects 
m Availability of parking spaces 
m Adequacy of public transport 
m Adequacy of hospitals 

m Till what time are groceries 
available 


For the full list of data sources log onto www.businesstoday.in 
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CITIES 
IN NUMBERS 





PER CAPITA INCOME 








. — > Chandigarh's citizens 
A selection of indicators and survey results showing the are desig ii dà 
best and the worst of Life at Work and Life after Work. with a per capita income 
of Rs 1,41,863 for 
urban households. 
Mumbai residents are 
next at Rs 1,225,749 p.a. 
: api es 7 Ahmedabad and Surat 
» an 
: | € bred of x both have higher per 
2 Eng : ng per cap capita incomes than 
2 are in Noida, but it also has one Delhi, Kolkata and 
3 of the worst literacy rates. Hyderabad. 
7 Respondents ranked Vadodara a 
= highest in the quality of schools, rade oe 
z while Delhi's schools fare poorly lowest on per capita 
` income, at #15 
-E -o ie oo Sets Poe te el Pare 
SAFETY OF WOMEN 
Patna, surprisingly, is ranked at O 
#4 for having amongst the lowest O 
crimes against women but then EMPLOYMENT 
again, in terms of general safety GROWTH 


of women, it is ranked at 
#22 implying that most crimes 
aren't reported in the city 


belongs to Noida, the 
leader in the pack. 
Gurgaon follows at 11% 





Residents’ rating of their city Municipal Corporation in terms | 
of maintenance of roads, water logging, cleanliness, etc ES 


gece” SOV scr 36% 


CONTRACEPTIVE PREVALENCE 

Use of contraceptives is vital for a city's well-being, considering India 
has one of the fastest growing HIV infection rates globally. 78% of 
Visakhapatnam residents used contraceptives, the highest in India, 
while only 43% of Guwahati's residents used them. Mumbai (59%), 
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Kolkata (69%) and Delhi (65%) weren't too impressive dim poorly (#23) in 
— Ly) eT ATE Ct EEO EID EE UE LLL c E LE P Lr employment growth 
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Residents’ perception of adequacy of public 
transport vis-a-vis other cities 










Much Worse say Much Better say 
in Gurgaon in Mumbai | z: = 
TRAFFIC F. 
: Respondents in these cities 
z In India, water is often a privilege, rather than a only yt a a worse 
; necessity. Barely half (5196) of the respondents in | 
- Bangalore and 6096 in Hyderabad say that they 


= get municipal water supply at least once a day, K anpi ir 
compared to 81% in Chennai and 96% in Mumbai. | s e 
Delhi 


Can these silicon cities be truly world class? 





10232325 





POWER CUTS dic 
Residents who reported 

DC SENT QUSS PEAK HOUR TRAFFIC 
Ahmedabad 73% . 4596 of Chandigarh's residents 


thought that traffic in their city 
was much better than others. 
3096 in Ludhiana thought that 
theirs was much worse 


Surat 6996 ^ 


Mumbai 62% 
Vadodara 49% 
Chandigarh 136% 











Jaipur 3075 58% in Kanpur say 
Not a day goes by without pollution levels in their city 
a power cut in Noida and are extremely high. 4396 
Ghaziabad, say residents. in 
It's not much better Ludhiana also say that 
elsewhere in the NCR their air is toxic 
Per capita 
availability of malls 
The boom in Bangalore, Chennai Nashik, Nagpur and Ahmedabad 
and Hyderabad has meant that have higher per capita 
few can afford to buy a house availability of malis than either 
ms. amidst soaring real estate prices. Mumbai, Delhi or Bangalore 
L - Thethreecities were at the 
4, bottom of the heap for cities with = capita — 
the most owned houses. Jaipur, o restauran S 
Howrah and Noida topped the Gurgaon and Noida have the 
category of cities with most owned houses. Gurgaon jene i yer anaes of 
i . restaurants, beating Kolkata, 
Noida and Mumbai had the least affordable rentals Delhi ahd Channal which are 

a TUI ToO gi VITIS Ces 78S R, POU next in the category 
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AGAINST 
TIME 





Commonwealth 
Games could 
transform Delhi. But 
the city is not making 
the most of the 
opportunity 


SHALINI S. DAGAR 


elhi's infrastructure will 
get an overhaul. There 
will be better roads, 
power and water sup- 





ply. The legacy value of 


the city, too, will get a fillip,” asserts 
Rakesh Mehta, Chief Secretary, Delhi 
government. He is counting the ben- 
efits to citizens, courtesy the 
Commonwealth Games, which are 
to be held from October 3-14. 2010. 

Mehta is sitting in his cavernous 
office, in what is known as the Players 
Building. The structure was meant 
to house the athletes who participated 
in the 1982 Asiad Games in Delhi. 
but wasn't finished in time. It rem- 
ained abandoned till the Sheila Dixit 
government moved the Secretariat 
here. As Mehta and his team gear up 
for Delhi's next tryst with another 
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project is up against a tight.deadline 


mega sporting event, concerns abound 
whether the city would have the 
infrastructure required in place well in 
time. Mehta, however, is quick to 
assure that the mammoth plans and 
preparations are on as scheduled. 
On paper, huge allocations have 
been made to give Delhi a facelift. The 
Delhi government's budget over the 
last few vears has seen an increase 
of Rs 1,000 crore per annum due to 
the Games. It estimates projects to 





the tune of Rs 46,000 crore are 
directly related to the Games. Various 
Central government ministries, rang- 
ing from Sports. Tourism. Housing 
to Urban Development, too, are 
involved in the exercise. The Centre 
expects to spend nearly Rs 9,800 crore 
on the Games, including a soft loan. 

Globally, mega events like the 
Olympics or the Commonwealth 
Games go a long way in giving a 
makeover to the host cities—basic 





aes eee 
e T itd 


- 
Ra 
| 


infrastructure of the city is completely 
revamped and raises its global profile. 
Consider the international visibility to 
Beijing during the 2008 Olympic 
Games. Ajay S. Shriram, Chairman 
and Senior Managing Director, DCM 
Shriram Consolidated, who has been 
staying in Delhi since 1982, says: "A 
world-class event like this is a booster 
dose for infrastructure." He expects 
better roads, the Metro expansion and 
the airport modernisation to enhance 





Delhi's appeal among global investors. 

While many of these projects would 
have been undertaken in any case as 
Delhi expands, vet the aggressive time 
lines were made possible by the Games 
alone. “None of the projects would have 
become viable because of the Games, 


but the Games led to a compression of 


deadlines. No other city in the country 
is getting this sort of an infrastructure 
push,” says Sanjay Verma, Executive MD 
(South Asia & Australia), Cushman 
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GAMES BOUNTY 
FOR DELHI 


ROADS 





PROJECTS RS CRORE 
Flyovers and bridges 5,700 
Road over/under bridges — 520 
Widening of roads 100 
Street lighting 650 
Street scaping 905 
Improved road signages 100 
TRANSPORT 
High-capacity bus system — 1,518 
Augmentation of DTC fleet — 1,800 
Construction of bus depot — 900 
Metro connectivity 16,887 
Parking facilities 

covering the drains 400 


OTHER 
INFRASTRUCTURE 


Airport* 8,950 
Stadia 650 
Power plants _ 15,000 
Water supply | 950 
Health — 50 
Communication and IT 200 
Total 


29,200 


*Not part of Delhi government expenditure 
Source: Delhi government; Delhi International Airport 
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Wakefield, a real estate consultancy. 

However, a few months ago, a 
parliamentary panel headed by 
Sitaram Yechury raised serious con- 
cerns about the tardy progress on 
most projects. Government officials, 
however, are confident of meeting the 


deadlines. Mehta says 40 per cent of 


over 100 Games-related projects are 
likely to be finished by September 
2009. He points out that much of the 
sports infrastructure is already in place. 
Work on city infrastructure, including 
the airport modernisation and the 
metro, too, is proceeding apace. 

Hospitality, though, is a cause for 
worry. According to government 
estimates, Delhi and the surround- 
ing regions need 30,000 more hotel 
rooms to cope with the tourist influx 
during the Games. A hospitality district 
was supposed to come up next to the 
airport, but got caught in a regula- 
tory maze with the Airports Authority 
of India. The Delhi Development 
Authority is now likely to make its 
ready apartments available to the rpc 
to run them as hotel rooms. Here, the 
multiplicity of authorities in Delhi is 
acting as a spoiler. 

Inadequate planning and the con- 


sequent last-minute completion of 


projects has also led to concerns about 
the quality of the infrastructure being 
built. The moot point is whether funds 
are being used optimally in giving 
Delhi world-class facilities. "The req- 
uirements for the Games will be tech- 
nically met, but can we say that we 
have managed to make the Games a 
way of raising the infrastructure in 
Delhi to the next level? | am not sure 
whether we are getting the maxi- 
mum bang for the buck spent," says 
Manav Thadani, Mb, Hvs International 
India, a hospitality consultancy. 
Government authorities have 
almost 15 months to quell these 
doubts. Let us hope, in typical Indian 
fashion, the last minute springs a 
happy and pleasant surprise. 


COMMENTS & FEEDBACK AT 
btfeedback@intoday.com 
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“Delhi has Economic Opportunities” 


Delhi Chief Minister Sheila Dixit believes 
that most preparations for the 
Commonwealth Games 2010 are on 
track. She met BT's Shalini S. Dagar 

for a freewheeling chat. Excerpts: 


Has the Commonwealth deadline 
helped Delhi's infrastructure ramp- 
up, financially and otherwise? 

Oh yes. People have understood. 
Financially and even in clearances. The 
Prime Minister himself has been very 
cooperative and understanding. 


UYWAN LINV 


What is on top of your priority list 
for Delhi in the backdrop of the Games? 
There was a feeling that the stadia and the Games village may not be ready on 
time. | think we are on track there. The basics of water and power supply have 
all been worked out. We would have had an addition of 2,000-3,000 MW of 
power before the Games. Airport project is making steady progress. | do not 
expect anybody to be not ready by April or so next year. Hotels was another 
area of concern, but the DDA has got 5,000 apartments, which can be used as 
places to stay. So, | don't think there will be anything to panic about. 


There have been quite a few glitches along the way what 

with multiple agencies in charge... 

| must tell you very frankly, the enormous multiplicity of authorities in Delhi 
is time-consuming and it delays everything. So, everything is difficult and we 
come across hitches all the time. But, | don't want to sound intimidated or to 
feel that these are excuses that we can make to the people. 


How has the emergence of the suburban centres like Gurgaon 
and Noida relieved some of the pressure off Delhi? 

No, not very much, because Delhi is such an attractive economic opportunity 
city, you see. Whenever there is scarcity anywhere, everybody comes to Delhi. 
We have no problems with that because it is everybody's capital. 


Has the coordination with the surrounding states of the National 
Capital Region (NCR) improved? And what are the possible solu- 
tions here? 

| am afraid the NCR Planning Board has been a great disappointment. The 
Board comprises four states. When one agrees, the other doesn't. These 
are inter- state problems. The only solution is that whatever decisions are 
taken, they have to be implemented. To my mind, the NCR Planning Board is 
a non-starter. 


For the full version, log on to www.businesstoday.in 
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Most kirana and mom-and-pop stores have been able to hold their own against 
the might of India Inc's giant retail formats. Can they survive in the long run? 
Business Today walks into five such stores in the metros to gauge the pulse 


of unorganised retailing. The verdict: Don't write them off, yet. 


Mumbai 
The Door-to-Door Edge 


F or Prem Patel, having a grocery store in an upmarket 
township in Thane, on Mumbai's outskirts, seemed a 
great business opportunity back in 2001. The potential was 
clear-cut at that time: 5,000 families, and not a single 
grocery store. Patel and his brothers put up Neelkanth 
General Stores over 350 sq. feet and rode the gravy train for 
the next three years. Then came the rumble in retail. 
Reliance Fresh. Spencer's, Spinach, Godrej's Nature Basket 
invaded the area by setting up large-format stores within 
a 500-metre radius of Patel's humble store. 

For the Kutchi-Gujarati trader, the options were to either 
get steamrolled or to counter the threat. He chose the latter. 
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Patel couldn't compete on space, variety and ambience. 
Where he could score over the organised players, though, 
was on the service front. "We started focussing on 
customer attention and timely door-to-door service," says 
Patel. For instance, he made sure that the customers calling 
in got their groceries—even if it was just a loaf of bread— 
within 30 minutes. Such home delivery is available 
between 8 am and 10 pm. Unsurprisingly, Patel spends 
more time on the phone taking orders than dealing with 
walk-ins. That the township has its own mini-telephone ex- 
change encourages residents to call as many times as they 
want as the calls aren't charged for. Patel isn't complaining. 





Neelkanth General Over the last many 
Stores years, the display of the 
LOCATION: Township in Thane, shop hasn't changed; 
on Mumbai's outskirts and Patel is in no mood 


» ". - NH ~ j ; ur 
COMPETITION FROM BIG RETAIL: to encourage credit card 


Godrej's Nature Basket, Spinach, "Sage. Not that he didn't 
Spencer’s, Reliance Fresh want to innovate. For 
SURVIVAL STRATEGY: instance, aller years of 
Focus on timely delivery stocking just items like 
wheat, pulses, spices and 
other food items, in 2006 he started a small vegetable 
counter at the entrance of the shop. That didn’t work for 
too long, as the builders asked him to get rid of it. 
Such setbacks notwithstanding, Patel is unwaveringly 
focussed on delivery. Discounts are a no-no. “People 
are more bothered about timely delivery of goods than the 
discount they get.” he quips. He clams that despite the 
presence of four organised retailers, his business and 
margins haven't been hit. If that's true, it's doubtless a 
leather in Patel's cap, considering he gets a credit period 
of just four days—as against 10-15 days for organised 
retail—and profit margins offered by distributors are 
lower than those doled out to the large-format stores. Patel 
for his part prefers to focus on what he has that the big 
boys don't enjoy—tower overheads. VIRENDRA VERMA 


IINVATSOD .LIHOVM 





Bangalore 
Tamarind from 
Tumkur, Anybody? 


hoppers at B.N. Srikantiah & Sons, a 42-vear-old kirana 

store in Jayanagar—the upscale commercial hotspot ol 
south Bangalore—often rub shoulders with celebrities 
Film stars of yesteryears, poster-boy techies and politicians 
in power occasionally drop in. 

There is actually little need to visit this shop, whose brand 
value is hugely disproportionate to its 600-sq. feet size. Just a 
request over the phi me brings orders to customers’ do steps 

Home delivery can mean a distance of anything from 
| km to 15 km. “We do care about costs, but we care 
about customer loyalty more. Many have been oui 
customers lor three generations now. My grandfather 
B.N. Srikantiah started the first shop in Gandhibazar in 
1928, on an investment of Rs 200," says B.N. Shankar, 38 
an engineering graduate in telecommunication. whi 
opted to run the family business along with his younger 
brother B.N. Ramesh. 34. The shop has 14 emplovees 

The brothers are unperturbed by the big retailers 
Spencer's, More, Food World 
et ai—in the neighbourhood. i . 

“Our business has been grow- Eo. SnKantiah 

ing at a steady 8-10 per cent 

every year, We did see a fall in ION: Jayanagar in south 
2005 after retail chains set — Bangalore 

shop but that was only for a MI | | 

brief period. Those customers Spencer's, More, Food World 
who temporarily migrated /IVAL STRATEG) 
returned, realising that we Build personal relationships 
gave them a superior product, — with customers 


TT Made 
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service and experience,” Shankar says. 

As this writer talks to the brothers, a customer drops in, 
asking for some medicines. After clarifying that his shop is 
not a pharmacy, Shankar points out that kirana shops in 
general, and his own shop in particular, have changed 
so much over the years that they are often mistaken for a 
medical shop. They have turned so organised and clean. 

So, what is it about this shop that ensures it's still rele- 
vant—and therefore viable? S.N. Murthy, 58, a senior ad- 
vocate and a second-generation customer at B.N. Srikantiah, 
provides a consumer perspective. "We have been buying 
food articles from them for the last 40 years. They are so clean 
and pure that they can be straightaway cooked without a sec- 
ond look. These are not soaps or shampoos that you can buy 
from anywhere." Murthy adds that he doesn't even check the 
shop's bill. Shankar adds: "We maintain a personal rela- 
tionship with customers, respond to their needs, educate 


Kolkata 
No AC, No MRP. Just VFM 


rrey, they live on stunts,” sneers grocer Rakhal Chandra 

Dey, about Big Retail. “They will say ‘MRP Rs 70, our 
price is Rs 60", but the best part is that we are already selling 
at Rs 60! We don't talk of MRP (maximum retail price).” 

Grocers in Kolkata have been affected by the entry of Big 
Retail. and most of them don't have the financial strength 
or even the ideas to fight back. Dey, 50, who owns a grocery 
in the famed Gariahat market in south Kolkata. is a case in 
point. His first problem: The design of the "modern" build- 
ing owned by the Kolkata Municipal Corporation in which 
the shopkeepers were relocated. Gone are the cool interiors 
of the high-ceiling British-era buildings. 
Welcome to stuffy interiors sans air- 
conditioning or even air circulation. 

Less than 10 minutes from Gariahat market 
is a sprawling Spencer's of Sanjiv Goenka, that 
opened in mid-2008 after a prolonged standoff 
with local hawkers and politicians. Goenka's 
position is that his customers are from a different 
strata, with different needs, and that Spencer's 
is not out to trash the small store. 

Today, Dey claims he has lost 35-40 per cent of his busi- 
ness and that he has had to reduce his staff from six to four. 
"Retail chains have had a huge effect. Many of us have 
closed down, the rest has cut staff,” says Dey. "What 
can we do if customers prefer retail chains? We don't 
have the money to buy advertisements on Tv or to buy 


Spencer's 


come back 
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SURVIVAL STRATEGY: Sitting and 
waiting for old customers to 


them about new products and encourage them to try them." 

To be sure, B.N. Srikantiah & Sons goes the whole hog 
to please customers by sourcing items from far-off places 
jaggery from Kolhapur in Maharashtra and tamarind 
from Tumkur, Karnataka, being just two examples. Small 
wonder then that the proprietor reveals that Infosys 
Founder N.R. Narayana Murthy's family buys some 
varieties of flour from this shop. 

The display of products in the shop is quite contem- 
porary, but Shankar knows that his unique offerings— 
something the big retailers can't match—are his food 
articles, like raw rice rava, chilli powder and condiment 
flour. So, he keeps adding them, all home-made. "We sell 
these products only after my mother Vimala approves." 
says Shankar. Such quality control would doubtless be the 
envy of Big Retail. 





K.R. BALASUBRAMANYAM 





Rakhal Chandra Dey 


LOCATION: Gariahat Market in 
south Kolkata 


COMPETITION FROM BIG RETAIL 


goods at big discounts or even give away 
items free,” he adds. 

However, Dey says he is getting back 
customers, who realise that prices at 
Big Retail are not always what they are 
made out to be. There is nothing new 
that he can offer, beyond his trust. “We 
always had home delivery for those 
who wanted it.” He claims some of his old customers re- 
located to the extreme north, but come all the way to him 
for their monthly purchases. “We will stay and sur- 
vive...India is not about five Pantaloons or six 
Spencer's..it'S about the crores of small 
businessmen like us.” SOMNATH DASGUPTA 
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Chennai 


Mom & Pop (& Daughter 


. Mammusa (63) opened  Farida's 

Farida's in 1966 at Dr LOCATION: Dr Rangachari 
Rangachari Road, Mylapore. Road, Mylapore 
The shop was around 500 sq. COMPETITION FROM BIG RETAIL: 
leet, had an asbestos sheet and — Spencer's Nilgiris 
had to be cleaned every two SURVIVAL STRATEGY 
hours. There were no other Avoid bulk sourcing; store 
shops in the vicinity and very not more than a week's 
lew houses, but Farida's had inventory 


the advantage of being located 

bang in front of the residence 

of the physician of former Tamil Nadu Chief Minister 
M.G. Ramachandran. 

After some years, Mammusa took the space next door, 
using it initially as a godown to store extra provisions. The 
total area now spanned 1,000 sq. feet. The shop was in line 
with the times. A few dusty shelves were lined with provi- 
sions and hired hands used to scramble on stools searching 
for goods to be served. "It was dirty, messy and inconven- 
ient," admits Mammusa, but he knew no other way. 

In 1996, when the first Food World store was set up just 
half a kilometre down the road, Mammusa was worried. To 
compound his woes, he was in danger of losing his shop— 
the plot owner planned to sell it to an apartment builder. 
Mammusa mustered Rs 9 lakh by way of a bank loan and 
assistance from the Tamilnadu Foodgrains Merchants 
Association and acquired the property. The loan was paid 
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off in a few years, giving him a rent-free establishment. 
Farida's was then completely knocked down and redesigned 
to look modern and convenient. By 1997, the shop had a 
pleasing interior, much like Food World (now Spencer's), 
but without the air-conditioning and shopping carts. 
"We had to struggle to retain our customers," shrugs 
Mammusa. Goods worth just a few rupees were delivered 
at home, customers could opt for packages of different 
weights (compared to fewer options at organised retail 
stores), they had the option to return items (something 
that's difficult at Big Retail, thanks to the billing software). 
monthly credit facilities were offered, and a credit card 
usage facility installed. The struggle has been worth it. 
Today, along with Spencer's there's also a Nilgiris store in 
the vicinity, but Mammusa isn't fazed. "In December 
(2008) there were Spencer's managers asking me how | 
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Delhi 
Creative Outlet 


t's called Mediways Chemist but, along with medicine 

and cosmetics, this outlet in Mavur Vihar in East Delhi, also 
sells groceries, both branded and unbranded. Over the past 
two years, Mediways has been hemmed in by some serious 
competition—Reliance Retail is just 200 metres away 
whilst Spencer's, Subhiksha (which is shut for the time be- 
ing) and 6Ten (from the house of one of north India's lead- 
ing basmati rice exporters) are within a kilometre's radius. 
“I remember when there was a flurry of new store openings 
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managed my inventory." he grins. Mammusa keeps goods 
that will last for a week and no more. 

Big Retail's biggest mistake, says Mammusa, is in 
sourcing, as they lap up anything extra the manufacturer 
offers for the same price. This results in stagnating inven- 
tories and contamination of stocks, which add to costs. 
"They need at least Rs 2 lakh to Rs 3-lakh sales per day per 
store to make good profits," he estimates. "A store like 
Farida's makes do with sales of Rs 25,000-30,000 and 
150 customers per day. 

With help from his eldest daughter Meherunissa who 
has been closely involved in running the shop for 12 years, 
Mammusa intends redesigning and improving his shop. A 
separate cosmetic section for women has already been 
introduced while air-conditioning is on the cards. 

NITYA VARADARAJAN 


Mediways Chemist by big retail chains, many of our 
LOCATION: Mayur Vihar regular customers got lured by 
these stores and temporarily 
COMPETITION FROMBIGRETAI: =. id fineina f hann? 
Spencer's, Reliance Super started buying from them, 
Ao Sii points out Sanjeev Singhal, who 
SURVIVAL STRATEGY: i had flagged off the departmental 
Word-of-mouth publicity 


store 1 2 years ago. 

The operative word in 
Singhal’s statement is of course 
"temporarily," as the prodigal customers who went away are 
back once again. After an initial slide in sales following the 
opening of Big Retail, Singhal wasted little time. He 
embarked on a renovation spree, added more racks to display 
his products and stocked up on more goods in order to give 
discount offers. “Today, we bring in discount and freebie 
schemes regularly on both branded and non-branded items. 
As the margins on products get squeezed in discount of- 
fers, selling in large volumes helps us maintain the same lev- 
els of profits,” Singhal explains. His discount and treebie 
schemes have gone down well with the people in the local- 
itv. “Via word of mouth, people come and ask specifically 
about discount offers,” he says. 

In the last few months, Singhal has also upped his 
employee headcount from eight to 10. “We have become 
more flexible with our home-delivery services. Earlier, no or- 
ders for less than Rs 100 were entertained. But now we are 
giving free home delivery for orders as low as Rs 40-50. 
What also makes us stand out vis-a-vis the big retailers is the 
superior quality of our products," says Singhal who recently 
got his shop's name printed on the carry bags. "I think these 
big retailers will gradually vanish. So, all I have to do is to keep 
up with our current services and meet customer's satisfaction,” 
he says. You don't have to believe him, but you've got to 
admire his confidence! MANU KAUSHIK 
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DEFENCE 


read 
"Fire 


A clutch of Indian conglomerates 





is keen to grab a piece of the Indian 
defence pie. So, what's stopping them? 


SUMAN LAYAK 


amal K. Singh is spoilt 
lor choice. The 
Chairman of the Rolta 
Group holds licences 


from the defence min- 





istry to make night vis- 
ion equipment, electronic warfare 
and communication equipment. 
French defence major Thales is the 
technology partner. Now. Singh can 
torm a new joint venture (JV) where 
l'hales would hold 26 per cent: foreign 
direct investment (rbi) in defence man- 
ufacturing is capped at that level. Plan 
) is to pare Thales’ 49 per cent stake in 
an existing Jv called Rolta Thales, 
which provides technology solutions 
to the defence ministry. but is not a 
manulacturing company. 


There's also a Plan C. A Parliam- 
entary Standing Committee had rec- 
ommended in late-2008 that the FDI 
cap be eased to 49 per cent. If the new 
government takes that step— and 
Defence Minister A.K. Antony has 
been making noises about speedy 
modernisation—Rolta Thales can pro- 
duce the defence equipment without 
changes in shareholder stakes. Singh 
hopes to decide which road to take 
within the next two board meetings. 

The posers before Rolta capture 
Indian private sector's dalliance with 
delence. Baby steps are being taken 
and handholding—by global 
majors—would be crucial. Already, 
structural changes in late-2008 have 
spurred the Indian private sector to 


“Only defence manufacturing coupled with 
economic might can make India a superpower” 
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A.M. Naik, CEO, Larsen & Toubro 
















ALL GUNS BLAZING 


A number of cross-border joint 

ventures have been announced 

in the recent past. 

@ L&T and EADS ink JV for 
building defence systems 
for electronic warfare 


€ Rolta India renews part- 
nership with Intergraph 
Corp. in defence security 


* Three joint ventures by 
different Tata companies 
E with foreign majors 


2 € European naval systems 
E major DCNS announces 
iv Indian venture 


€ Vectra Group forms JV 
with Russian truckmaker 
Kamaz 





i 
orge alliances 


capital spending | } 
bit player relati 

and publi 
Hindustan Aeronauti | 
Electronics. All that 
Larsen & Toubro 

is emerging as a ma 
tributing to missil 
BrahMos and Dhanush. amon 
ers, KRecenti\ 
European defence ma 
ironic warlare., Sai 
LA mily defence 
coupled with econom 


maki India l IDCT] 


Banking on Offsets 
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DEFENCE 


So, who are the early movers from 
the Indian private sector? Surely the 
Tatas, who have formed at least four 
ivs in the last eight months, the 
Mahindras, L&r and the Godrej group. 
The Mahindras have offset arrange- 
ments with Lockheed Martin. They 
will also build armoured cars at 
Faridabad and hope to build heavy 
artillery through their jv with BAI 
Systems, says Khutub Hai, CEO. 
Mahindra Defence Systems. The Tatas 
have got a toehold in a host of sec- 
tors like missiles and other defence 
systems, components lor aerospace 
and defence, and infotech applica- 
tions. Even smaller groups like Samtel 
and Rolta have formed jvs with the 
likes of Thales. 


The FDI Imperative 

The likes of Hai believe that if the $10 
billion magic figure has to materialise, 
hiking the rbi limit to 49 per cent is an 
imperative. "There is no regulatory 
difference between 26 per cent and 
49 per cent. However, the higher stake 
allows the foreigner greater incentive 
to bring in latest technology to India." 


A CLEARER PICTURE 
Why action has intensified in defence. 


€ Offset policy amended in 2008 
to allow greater autonomy to 
Indian firms 


€ India's defence budget went 
up 34 per cent with Rs 54,824 
crore for capital expenditure 


€ A parliamentary standing 
committee favoured 
increasing FDI cap in defence 


€ Area commanders allowed to 
place orders without 
clearance from headquarters 


€ Global slowdown forced busi- 
nesses to look more seriously 
at the opportunity in defence 


he says. While some companies like 
French naval major DcNs have 
declared that they would love to hold 
a higher stake when they form their 
Indian jv, others like EADS aren't 
unhappy with the current playing 
field. Theodor Benien, spokesperson, 
EADS, in an e-mail to BY, says that his jy 


“There is no regulatory difference between 
26 per cent and 49 per cent" 


Khutub Hai, CEO, Mahindra Defence Systems 
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with L&T will follow Indian rules and 
regulations, perhaps hoping that the rbi 
restriction will be eased by the time 
the venture gets going in a year. 

Not everybody believes that FDI is 
the magic elixir that the Indian defence 
sector needs. Amit Mitra, Secretary 
General, Federation of Indian 
Chambers of Commerce & Industry 
(ricci), thinks the cap should remain at 
26 per cent for strategic concerns; 
higher investment should be allowed 
only for projects of ‘special signifi- 
cance'. However, that argument 
seems to have few takers. Says Kuljeet 
Singh, Head (Defence Advisory), Ernst 
& Young: "The foreign vendors are 
not comfortable with transferring pro- 
prietary technology to a company 
with barely 26 per cent ownership. 
They need to have incentives and 
assurances to mitigate risks. Also, 
given the scale of private companies in 
India, cap of 26 per cent prevents 
large investments in the sector. The 
ministry needs to allow 49 per cent in 
some areas of defence.” 

That may just be the way to go. 
There's also a third way of doing 
things. Says Richard G. Kirkland, 
President (South Asia), Lockheed 
Martin: "Our fundamental belief is 
that partnerships (no equity involved) 
work better than jvs or minority own- 
erships. We have 360 active part- 
nerships globally." Adds Puneet 
Kaura, Director, Samtel Group: "A 
foreign company ultimately looks for 
an alternative supply chain and cost 
competitiveness. The Indian partner 
must have a product or capabilities to 
interest the foreign partner." Clearly, 
there's plenty that India Inc. can do in 
the defence sector, with more than a 
little help from foreign partners. As 
Charles Pybus, Head (Defence 
Advisory), KPMG, puts it: "With the 
world's fourth-largest Army and the 
third-largest Air Force, surely the 
Indian industry should be more active 
in defence." Over to Antony. © 
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A new initiative of the 
Ministry of Environment and 
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DR. MANMOHAN SINGH 


Hon'ble Prime Minister Forests for cleaning the Ganga 


Environment (Protection) Act, 1986. The objective is to have river basin as the 


To meet the formidable challenge of unit of planning and to have a comprehensive response covering water quality 

^! cleaning the Ganga river, the Central and flow, sustainable access, environment management, prevention and control 
i XA of pollution and food and energy security, in the form of a national mission 

Government has launched a new initiative The Authority is chaired by the Prime Minister and has as its members, the Chief 

and established the National Ganga River Ministers of the States through which Ganga flows, viz., Uttarakhand, Uttar 

: : : f : Pradesh, Bihar, Jharkhand and West Bengal. The Union Ministers of Environment 

Basin Authority. The river basin will now be & Forests, Finance, Urban Development, Water Resources, Power, Science & 


. . . e Technology, Deputy Chairman, Planning Commission are also members of the 
the unit of planning. The emphasis will Authority. 5 experts in the fields of environmental engineering, hydrology, nver 


henceforth be on ensuring minimum conservation and social mobilization will also be co-opted 


ecological flows in addition to pollution =... 
g p The Authority has both regulatory and developmental functions. The Authority will 


abatement. take measures for effective abatement of pollution and conservation of the river 
Ganga in keeping with sustainable development needs. These include 
GANGA : A Unique River 


The Ganga basin represents 26 percent of the Indian landmass. The uniqueness 
of the Ganga gives it a standing not ascribed to any other river in the country. The 
national importance of the Ganga comes from reasons that are geographical, 
historical, socio-culture and economic. 


= The ever increasing threat to the river is due to rapid industrialisation and 
urbanisation leading to an unrelenting discharge of untreated wastewater into the 
river. The problem is compounded by inadequate flows. The launching of the 
Ganga Action Plan as a centrally funded scheme in 1985 was the beginning of the 


river cleaning program. — — | ! 
The need for revamping the Ganga cleaning program was being widely "eese EE DE ! i -— T 
recognised. Accordingly, the Central Government has given Ganga the status of a i w initiative of the Government i 4 
‘National River and has constituted a ‘National Ganga River Basin Authority’ This " 
(NGRBA) on 20.02.2009. expected to rejuvenate the collective efforts of 


The NGRBA is an empowered planning, financing, monitoring and coordinating 
authority for the Ganga River. It has been set up under Section 3(3) of the 


the Centre and States for cleaning the rivei 
| - iu 
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Rs.7564 Crore 
32 9^ 
Up 
1. 
2. 
Turnover ; 
c 
s) 
Rs.6648 Crore : 
34 % 
Up : 
7 
8. 
PBT d 
11. 
12. 
13 
Rs.4372 Crore 14. 
34 % ^ 
Up 
17. 
PAT 
18. 
a) 
Rs.876 Crore 
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vers once again 


jalled results 


Audited Financial Results for the quarter ended 


31 - March - 2009 


(Rs. in Crore) 








Three months ended Year to date 





Net sales / income from operations 
Expenditure 


Increase (-)/decrease(+) in stock in trade 
Consumption of Stores & spares 


Employees cost 
Selling Exps incl. freight out 
Depreciation & DRE 


TOTAL 

Profit from operations before interest & 
exceptional items (1-2) : 

Other income 


Profit before interest & exceptional items (3*4) : 
Interest 
C M MEUS UH daa ES 


activities after tax (9-10) 
items (net of tax expense) 


Extraordinary 
. Net Profit for the period Siting 


- Percentage of shares (as a % of the total share 
holding of promoter and promoter group) 

- Percentage of shares (as a % of the total share 
capital of the company) 

Non Encumbered 

- Number of Shares 

- Percentage of shares (as a% of the total share 
holding of promoter and promoter ) 

- Percentage of shares (as a% of the total share 
capital of the company) 


1,936.06 1,894.51 
-46.28 -25.91 
77.54 61.74 
143.12 182.50 
265.04 174.92 
24.32 15.39 
135.78 102.56 
599.52 511.20 
1,336.54 1,383.31 
225.69 174.74 
1,562.23 1,558.05 
1.562.23 1,558.05 
1,562.23 1,558.05 
541.04 541.08 
1,021.19 1,016 il 
1,021.19 1,016.97 
396.47 132.16 
Re 1/- Rs 10/- 
2.58 7.69 
2.58 2.56 

( Not Annualized ) 


7,564.03 5,711.31 
-127.39 -30.17 
213.52 175.33 
421.10 355.62 
854.18 518.56 
77.02 63.46 
361.41 351.57 
1,799.84 1,434.37 
5,764.19 4,276.94 
884.04 670.53 
6,648.23 4,947.47 
6,648.23 4,947.47 
6,648.23 4,947.47 
2.275.85 1,696.49 
4,372.38 3,250.98 
4,372.38 3,250.98 
396.47 132.16 
Re 1/- Rs 10/- 
11,240.44 8,157.49 
11.03 24.60 
11.03 8.20 

( Annualized ) 
6405462 2135154 
1.62 1.62 


March-09 | 31-March-08 | 31-March-09 | 31-March-08 


1. The Hon'ble Supreme Court has revoked the suspension of the activities of Panna Diamond Project, subject to complying with certain conditions. The 
unitis yet to commence production. There is no change in the status of UPFO plant, which is under 'care & maintenance’ 

2. lthasbeen decided to lease / sell the plant and machinery of Lalapur Silica Project, Lalapur and action has been initiated accordingly 

3. TheCompany has received 3 complaints from investors and all of them were disposed off; therefore, complaints lying unresolved at the quarter ended 


31 - MAR - 2009 be treated as "NIL". 


4. Theaboveresults have been reviewed by the Audit Committee at its meeting held on 28 - MAY - 2009 at Bangalore and approved by the Board of y 
Directors at its meeting held on 29 - MAY - 2009 at New Delhi 
5. The Board of Directors has recommended a final dividend of Re 1.18 per share of Re 1/-, in addition to the interim dividend of Rs1.03 (paid in Feb' 2009) 


per share of Re 1/- for the year 2008-09 


6. Theabove financial results are subject to audit under Sec 619(4) of the Companies Act, 1956 by the Comptroller and Auditor General of India 
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Segment-wise Revenue, Results and Capital Employed 


Under Clause 41 of the Listing Agreement 





iRs. in Crore) 


Three months ended Year to date 
31-March-09 | 31-March-08 | 31-March-09 





1. Segment Revenue 

(net sale / income from each segment) 
a) ron Ore 1,932.91 1,893.56 7,559.11 5,705.32 
b) Other Minerals & Services 3.15 0.74 4.92 5.99 
TOTAL 1,936.06 1,894.30 7,564.03 5,711.31 
Less : Inter revenue = i d 
Net sales / income from operations 1,936.06 1,894.30 7,564.03 5,711.31 
2. Segment Results 

CHA ME 
a) iron Ore 1,333.30 1,493.11 5,941.27 4,490.09 
b) Other Minerals & Services -10.29 -8.72 -22.13 -24.36 
TOTAL 1,323.01 1,484.39 5,919.14 4,465.73 
Less : interest z : > * 
Add : Other un-allocable income net off 239.22 73.66 729.09 481.74 
Mas Profit before Tax 1,562.23 1,558.05 6,648.23 4,947.47 

( ent assets - Segment Liabilities) 
a) tron Ore 1,766.58 935.10 
b) Other Minerals and Services 58.52 -7.12 
c) Other reconciliation items 9,527.80 7,148.02 
TOTAL 11,352.90 8,076.00 


For and on behalf of 


NMDC Limited 

Place : New Delhi 
Sd/- 
Date : 29-May-2009. (Rana Som) 


Chairman-cum-Managing Director 


NMDC Limited 


(A Government of India Enterprise) 
n Office: “Khanij Bhavan”, 10-3-311/A, 


Castle Hills, Masab Tank, Hyderabad - 500 173. 









www.nmdc.co.in 
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Foaming with 


India's beer market is ready to boom despite a slew of 
irrational governmental policies and restrictions. kusnan mitra 


Q 


n Europe, Danish brewer 

Carlsberg is a formidable 

giant, watering the continent's 

beer-crazy population with its 

distinctive German-styled 

pilsner. It is also the fourth- 
largest beer maker in the world. In 
India, it is a tiny upstart to both Indian 
giant United Breweries (UB), maker of 
the ubiquitous Kingfisher. as well as 
sAB Miller. which sells the popular 
Haywards beer brands amongst 
others. Both these behemoths together 
have a vice-like grip over the market 
with an SO per cent share. 

This hasn't deterred Carlsberg's 
India plans one bit. The Gurgaon-based 
company launched its India campaign 
by taking over an established brew- 
erv in Ponta Sahib, Himachal Pradesh 
in early 2007, and then quickly ex- 
panded operations to Alwar, Rajasthan 
and Aurangabad, Maharashtra last 
vear. A fourth Carlsberg brewery is 
about to go online next month near 
Kolkata. which Pradeep Gidwani., 
Managing Director. Carlsberg India. 
says will tap the under-exploited east- 
ern and north-eastern markets. “We 
can't seem to brew enough beer." savs 
Gidwani. Most significantly, Carlsberg 
is getting ready to storm the prized 
beer bastion in South India—an area 
that boasts maximum beer consump- 
tion in India and is a UB stronghold—by 
building a brewery there as well. 





On the surface of it, India’s beer 
market may not seem so hot. Despite 
possessing possibly the world's most 
ideal climate for beer consumption 
thanks to the intense heat of the Indian 
summer, India has among the least 
per capita consumption of beer in a 
large (non-Islamic) country. "Indians 
consume around 1.4 litres of beer per 
capita, and that number has hardly 
grown from the start of the century, 
when we consumed on average around 
one litre of beer," says Gidwani. The 
irony is that Indians consume over 
one litre of spirits (Indian Made Foreign 
Liquor—MEPL) per capita every year. A 
2004 World Health Organisation report 
ranks India at 160th in the world in 
“pure” (undiluted) alcohol consumption 
at 0.82 litres per capita per annum 
(this includes country liquor). 

India today, however, is not the 
India of 10 or 20 years ago. Roughly 
60 per cent of the population is now un- 
der 30, many of whom are living, 
working and spending their hard- 
earned bucks partying it up in urban 
towns. Rather than knocking back a 
lew pegs of whisky after work, like their 
parents might have decades ago, these 
youths are increasingly gravitating 
towards beer and wine—and this is 
the market that beer makers are eyeing 
hungrily. Also, with incomes rising. 
thanks to a high-growth economy. 
India has become one of the top three 
markets in Asia. Since 2007-08, the 
beer market here has been growing 
at 10 per cent a year, with consump- 
tion touching 1 70-174 million cases in 
2008-09, up from 157 million cases in 
FY 2008. "Carlsberg has tasted suc- 
cess in China and the management 
feels that India is ripe for a beer explo- 
sion," says Gidwani. 

For companies like Carlsberg, India 
is the next El Dorado. Sure, competition 
is stiff, but new entrants have also prob- 
ably watched, with great interest, the 
gigantic success that sAp-Miller, one 
of the world's largest brewers, has had 
in the country. Over the past decade, the 
company has cornered an impressive 


35 per cent of the Indian market by 
scarfing up independent brewers and 
and the beer division of Shaw Wallace 
& Co. Other foreign brewers who have 
entered India with high expectations 
are Hacke-Beck, Strohs and Cobra 
but they haven't exactly set the mar- 
ket on fire. Budweiser's Indian joint 
venture is now operated through 
Belgian's InBev and Heineken is being 
distributed by UB. 


What Ales Beer? 


Despite these promising developments, 
beer consumption in India has been 
hobbled considerably by draconian 
regulations governing beer sales. Every 
State has a separate tax rate for beer. 
Tamil Nadu insists that only beer 
brewed locally can be sold there. Also, 
strong and light beers are taxed at 
the same rate and licensing hurdles 
(and the associated bribes) have 
crippled the spread of liquor outlets. 
with brewers having to pamper 
local distribution monopolies. It's à 
wonder that beer gets sold at all. 

For instance, Greater Mumbai. 


HOW THEY STACK UP 


The majors are well-entrenched but newcome 
like Carlsberg have big plans ahead 


BREWER 
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United Breweries 

MAIN BRANDS Kingfisher Strong 
Kingfisher Premium, London Pilsner 
Zingaro, Sand Piper, Kalyani, Black Label 


SAB-Miller 
MAIN BRANDS Haywards 5000, Haywards 
2000, Fosters, Royal Challenge 


Mohan Meakins 
MAIN BRANDS Golden Eaale 


Mount Shivalik 
MAIN BRANDS Thunderbolt 


N hà à 


Carlsberg 
MAIN BRANDS Carlsberg, Tuborg, Palone 


Crown AB 
MAIN BRANDS Budweiser 





“We can't seem to brew enough beer” 
Pradeep Gidwani, MD, Carlsberg India 
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India’s largest urban conglomera- 
tion, has around 2,500 outlets for 
alcohol. By contrast, Shanghai, the 
Chinese financial centre that Mumbai 
wants to emulate, has 18,000 
despite a similar population base. 
Across India, alcohol is available at 
55,000-odd outlets—including shops, 
bars and restaurants—or one outlet 
lor every 20,000 residents. The global 
average is one for every 250, In 
China, it is one for every 300. 

Beer just doesn't seem to get any 
breaks here. “Beer is taxed at the same 
level, in fact, even higher than hard 
spirits in some states,” says Shekhar 
Ramamurthy, Deputy President, 
United Breweries. He points out that a 
quart of Bagpiper Whisky (made by 
UB's sister firm United Spirits) delivers 


much more punch than a bottle of 


Kingfisher Strong, but, in Mumbai, 
where beer prices are among the high- 
est in India. the diflerence between a 


bottle of strong beer and a quart of 


whisky is under ten rupees. 

It gets worse. Indians have a par- 
ticular appetite for "strong" beers or 
those with over seven per cent alco- 


hol by volume (A8v)—70 per cent of 
India's beer industry is made up of 


these higher-octane beverages. But 
thev pay the same tax for "light" beers. 
"Beer is taxed not by alcohol volume 
but as ‘one’ commodity, so there is no 
significant diflerence between strong 
and mild beers in terms of price,” says 
Sundeep Kumar, Director, Corporate 
Affairs, saBp-Miller India. And don't 
even try to sell beer made in one state 
across the country. "It's crazy." says 
Ramamurthy, "there are export 
duties on beer from one state to 
another. Imagine, vou are penalised 
lor 'exporting' a product!" As a result, 
India's largest breweries have a 
capacity of around 1 million hectolitres, 
while the world's single-largest brew- 
ery. built by Mexico's Grupo Modelo, 


makers of Corona, has a capacity of 


60 million hectolitres. That's three 
times India's annual consumption. 
Beer distribution is another 
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"Beer is taxed at the same level, in fact, even 


higher than hard spirits in some states" 
Shekhar Ramamurthy, Deputy President, United Breweries 


headache. Even though India has a 
limited number of outlets, local 
distribution monopolies exist in some 
states. "I spend around 15-20 days 
every month travelling. talking to 
distribution guys. It is quite a chal- 
lenge", says Gidwani. 


The Case for Beer 

Considering these Olympian hurdles, 
it is impressive that a new entrant 
like Carlsberg can't keep up with 
demand, according to Gidwani, pro- 
ducing around 50,000-60,000 
hectolitres every month between its 
three operational breweries. In Delhi, 
Carlsberg and its upscale brand 


Tuborg are almost regularly out of 


stock in major retail outlets. "The 











high-worth market is admittedly 
growing very fast today,” says Kumar, 
who is also Vice-President of the 
Indian Brewers Association. 

The Indian beer industry feels that 
if unshackled, it can actually not just 
contribute to government coffers but 
can also reduce alcoholism. "You can't 
stop or legislate against drinking. What 
you can do as governments in China 
and Russia have done is to encourage 
people to consume lighter alcoholic 
beverages and this is where beer slots 
in," argues Kumar. Beer consumption 
has climbed significantly in states like 
Andhra Pradesh that have outlawed 
country liquor. Andhra Pradesh is 
India's top beer-consuming state. 

"If rules are relaxed and beer is 
not treated as a pariah, farmers would 
also benefit," savs Ramamurthy. 
Today, Indian barley, used to make 
malt, does not come up to global 

standards. "We import all the 
malt used to make Carlsberg,” 
Gidwani says. Both sAB-Miller 
and UB have pilot projects for 
barley farmers in northern 
Indian states. "I am not say- 
ing make beer as freely avail- 
able as soft drinks, but we 
need the government to 
realise that beer isn't bad," 
argues Kumar. 
Is anyone out there listening? © 
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B.K. Modi (C) with 
his son Dilip and 
daughter Divya 





UMESH GOSWAMI 





The patriarch, who once doggedly pursued joint ventures 
with global majors, now wants his son and daughter to build 
their own tech-savvy next-gen brand. suman Layak 
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ostling for a piece of the 

family silver is something 

B.K. Modi has been privy 

to on several occasions— 

from extremely close 

quarters. In the '80s—at 
a time when the unified family ranked 
amongst India's top 10 business 
groups—the group was laboriously 
carved up amongst the eight sons of 
the two founding patriarchs, Gujar 
Mal and Kedar Nath. More recently, 
B.K. had little choice but to opt out of 
Modi Rubber after his brother V.K. 
wrested control. B.K. went on to severe 
all links with the family, and erased all 
crossholdings between his companies 
and those of the group. 

So when Modi turned 60 in 
January this year, one of his top pri- 
orities would have been to ensure 
that his kids don’t have to push 
around for a piece of the business pie. 
Son Dilip, who, at 35, is a veteran of 
sorts in the B.K. Modi Group, and 
daughter Divya, 25, have been app- 
ortioned equity in Indian and 
Singapore-based holding companies, 
although Bk himself will continue to 
hold enough to still be controlling the 
business. Elder daughter Ritika has 
chosen to, in B.K.’s own words, “do 
her own thing”, along with husband 
Nikhil Rungta. The couple own and 
manage Plus Paper, which manu- 
factures paper cups for fast food ret- 
ailers like McDonald's. 

Modi has chosen to dovetail the 
initial elements of a succession plan 
with yet another restructuring exercise 
at his group. Flush with funds after 
selling his 40.8 per cent stake in his 
mobile telephony operations, Spice 
Communications, to the A.V. Birla 
Group in June 2008 for Rs 2.720 
crore, Modi finds himself in a rather 
quaint position of being an old hand at 
business, but with few physical 
assets—other than 600 telecom retail 
outlets and Spice Mobile's cell phone 
manufacturing unit in Uttar Pradesh 
—1o show for his efforts. Unsurp- 
risingly, Modi is now talking about 


investing in technology and knowl- 
edge spaces, in businesses that will 
be spearheaded by Dilip and Divya. 

The telecom venture under the 
umbrella of Spice Televentures will 
garner scale primarily from the 
retail operations. Dilip, the Chairman 
of the company, says the plan is to 
have 5,000 stores, with each store 
contributing Rs 1-1.5 crore annually. 
That business itself should be in a po- 
sition to yield a top line of 
Rs 5,000-7,500 crore. Yet another 
lucrative pie he is eyeing is the 
Rs 4,500 crore market for technologies 
for value-added services that will be 
targeted at mobile carriers. Another big 
play is the entertainment business 
that's headed by Modi himself. Group 
entity Buddha Films is producing an 
international film on Gautam Buddha 
directed by Ashutosh Gowarikar. 
Virgin territories for Modi are finance 
(asset management) and education 
(digital rather than classroom). 

So, what is Modi attempting? Is 
he trying to create a sound launch 
pad for his children or is he trying to 
gainfully deploy the sale proceeds of 
the telecom operation in more con- 
temporary businesses? The answer 
could well be that he is trying to do 
both. Analysts don't fault the areas 
identified: what they worry about is 
the lack of management bandwidth of 
the group. which has few profession- 
als of note. The Modis reply that a 
clutch of seasoned professionals is 
expected to come on board, particu- 
larly in the finance vertical. 

Modi, who is, perhaps. as well 
known for the hat he wears as he is 
known for his flirtations with global 
foreign majors in a string of joint ven- 
tures, is no stranger to makeover. In 
2004, he changed the name of his 
holding company to MCorp Global 
after shifting base to New York. This 
time around, he's changed the name 
to Spice Global and has made 
Singapore—where he's purchased a 
penthouse worth $10 million (Rs 48 
crore)—his station. "I want to work 
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THE NEW STRUCTURE 


Spice Televentures 
Spice Mobiles, Spice BPO, Spice 


Retail, Spice Digital, Spice Labs 
Chairman: Dilip Modi 

Spice Enfotainment 
Spice Films, Spice World, 


Spice Cinema, Spice Circles 
Chairman: B.K. Modi 











Spice Finance 

Spice Bulls, AMC 

Chairman: B.K. Modi 

Executive Director: Divya Modi 





Spice Innovative 
Technology 
Digital Education, Spice Net 
Chairman: B.K. Modi 


Spice Foundation 
Health, Schools, Art 
Chairman: B.K. Modi 
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with businesses that my children will 
be interested in running. Therefore, I 
am exiting all businesses that I had 
created and am letting my children 
create new businesses,” declares Modi. 

Modi likes to point out that the 
restructuring taking place is, perhaps, 
the first instance of a daughter getting 
almost the same share as a son in a 
Marwari business—Dilip owns 
25 per cent and Divya 24 per cent in 
the group. While Dilip has been work- 
ing with him for 12 years, Divya is 
relatively wet behind the ears. Is Modi 
preparing the ground for her to run 
her own ship in the years to come? “It 
all depends on how well she performs. 
She could do well or she could get 
frustrated and leave the group. But 
if she does well, she will eventually 
take over," says B.K. 

In a far cry from the Modi busi- 
nesses of the past, the current structure 
is service-oriented, with Modi seeming 
visibly enamoured of technology and 
the new generation. And he's ready to 
put his money where his mouth is— 
Rs 300 crore in entertainment, 
Rs 200 crore in telecom and in finance 
where the group will be a ‘special-sit- 
uation’ investor, Rs 500 crore has 
been set aside as the initial corpus. - 

For the special-situation fund— 
which will operate more or less like a 
private equity player—Modi has 
sealed a joint venture asset manage- 
ment firm with Three Degree Asset 
Management of Singapore. “We are 
starting as a proprietary fund, but 
we will have third party investors 
soon. Also, we have a lot of arrange- 
ments in place with banks, which 
will step in with funds for specific 
investment opportunities that they 
may like; they can hold shares directly 
in these companies along with us,” 
explains Divya. A non-banking 
finance company called Spice Bulls 
has also been flagged off. 

On the telecom front, Dilip has 
been a part of the Modi telecom 
sojourn ever since Modi Telstra bagged 
the Kolkata metro licence in an auc- 


THE MODI JOURNEY 


33. Gujar Mal and Kedar 
Nath Modi found the family 
business; in mid '80s, it was 
the seventh-largest family 
business in India 


$989 Group is divided 


amongst the five sons of 
Gujar Mal and three sons of 
Kedar Nath 


1996. B.K. Modi flags off his 
group, which has ModiCorp 
as the flagship 7 


2000. B.K. Modi becomes an 
NRI, based in New York 


2004. Restructures ModiCorp 
to MCorp Global to reflect 
the group's global ambitions 


2007. Resigns from Modi 
Rubber as brother V.K. Modi 
wrests control. B.K. severs 
all business links with the 
rest of Modi family 


2008. Sells Spice Telecom to 
AY. Birla Group 


2009. Flags off Spice Global 
and offloads stakes to son 
and daughter; B.K. will now 
be based in Singapore 





THE JV JAUNT 
But none of them was built to last. 


YEAR JOINT VENTURE LASTED TILL 


1986 Modi Xerox 2004 
(Xerox bought out balance 20% stake) 


1986 Modi Olivetti 1999 
(Bought out Olivetti) | 

1992 Modi Telstra 2000 
(Sold to Bharti Airtel) 

1992 Modi Alcatel 1999 
(sold stake to Alcatel) 

2006 Spice 2008 

Communications 


(JV Partner TM International) 


tion in 1994; the group also had the 
honour of connecting the first mobile 
phone call in India between then West 
Bengal Chief Minister [voti Basu 
and then Union Minister for 
Telecommunications Sukh Ram in 
1995. It had also set up the first mobile 
telephony equipment manufacturing 
unit with Alcatel. Along with tele- 
com retail, Dilip is looking to back 
innovations by start-ups. "Spice Labs 
will work on new technologies and 
I-Cube will fund innovations. In fact, 
I-Cube, which has a core team in 
place, is evaluating four business plans 
right now," says Dilip. 

The Modis are not one to lose out 
on à bullish spell. They are keen to 
list Spice Televentures on the stock 
markets. The company is hoping to 
ride on a Rs 2,000 crore top line, and 
garner an attractive valuation. Will 
investors bite? Says V.K. Sharma. 
Head (Research), Anagram 
Stockbroking: "The market is now 
ripe for iPOs. The recent upward move- 
ment has created space for iPos. 
However, the perception of the 
investing community about this group 
is nothing great." 

Will Modi stick to the current 
framework? A recent attempt at 
opportunistic inorganic growth, to 
acquire Satyam, didn't work out; nei- 
ther did a bid for vsu. when it was 
thrown up for disinvestment in the 
early 2000s. Modi doesn't rule out 
more such attempts as long as they fit 
in the current scheme of things. He 
also has something he didn't for a 
long time—his own brand, called S. 
"Earlier, we didn't focus on creating 
our own brands (with reference to 
joint ventures like Modi Xerox, Modi 
Olivetti and Modi Telstra). We now 
have a digital brand that we can even 
take abroad and localise. It's like a 
window (to the world)," points out 
Modi. It's up to Dilip and Divya to 
ensure that window stays open for 
some time to come. © 
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Berkshire Hathaway's 
AGM, with Munger and 
Buffett on a giant screen 


Business Today catches up with four pilgrims who made the long 
trip to Omaha to hear the Oracle speak at Berkshire Hathaway's 
annual general meeting. RACHNA m. KoPPIKAR 





) 


Warren Buffett is sleeping on a mattress in the Nebraska ll he day is May 2, 2009. The venue is the Qwest 


Furniture Mart, ostensibly checking product qual lity. He's Centre Omaha. which has some 35,000 
rudely awoken by a store manager, who tells him to get on with investors in and around it. An adjoining hall 


his job of selling mattresses. Buffett's new job is thanks to accommodates those who aren't lucky enough 





the steep fall in the shares of his flagship Berkshire Hathaway to get a seat in the main arena. They have to 


(which also owns Nebraska Furniture); the Board of Directors make do with the 79-year-old Buffett and the 85-year- 
has apparently suggested that he find something better to do. old Charlie Munger—Buffett is the Chairman of Berkshire 
Buffett succeeds in selling a mattress called the Nervous Nellie and Munger. its Vice Chairman—on giant screens. No 
to a customer. What makes this mattress special is the pockets one's a sai 

it has to store money. 's the annual general meeting of Berkshire 


86 BUSINESS TODAY Juri 


Hathaway; the event that is to capitalists what Woodstock 
was to the flower children—or what the Kumbh Mela is 
to pilgrims back home. The skit with Buffett lampooning 
himself as a furniture salesman is just one of the many 
segments of an ‘annual movie’ that leads up to a 
marathon question and answer session. This year, along 
with questions from the audience, Buffett and Munger 
take e-mailed questions from shareholders that are read 
out by journalists. Along with 
the tens of thousands in the aud- 
ience, is a sprinkling of investors 
from India. 

For Shiv Puri, Managing 
Director at the Mumbai-based 
Voyager Capital Advisors, the 
long trip is worth every rupee spent. “You have to be 
there to understand what difference it makes,” says 
the visibly awestruck Puri. Each shareholder is entitled 
to four entry passes; Puri got one from a shareholder 
friend in the us. 

Another first-timer from Mumbai, Vivek Shah, 
a 25-year-old investor, landed in Omaha three days 
before the AGM. He even persuaded his shareholder rel- 
atives settled in the us to attend the meet. For Shah, it's 
not just about attending the AGM. A day before the meet, 





ð ON LEARNING 





learning that is most wrong?’ 


he saw a very approachable Buffett plaving bridge with 
Bill Gates and others at the Borsheims jewellery show- 
room. Borsheims is a company owned by Buffett and 
at every shareholder meet, the showroom becomes a 
carnival place. 

Two other first-timers from India are Tarbir Shahpuri, 
an equity analyst with Edelweiss Capital, and Chetan 
Shah, a portfolio manager at Religare Securities. Both 
lined up at the Owest Centre at 6 in the morning. That's 
how they managed to get a seat in the first 10-15 rows 
from the centre stage. Buffett's relentless and consis- 
tent replies when it came to dealing with queries on 
stock-picking or whether valuations are attractive 
and there were countless such queries—are still etched 
in Shah's mind. These include classic gems such as: 
"We don't have an opinion about stocks prices. We 
don't pick bottoms"; "If it's a wonderful business you hold 
it forever” or "We don't worry if something is up or 
down, we focus on value". Munger's pocker-faced one- 
liners, too, are something Shah won't forget in a hurry. 


r 








The best question | have been asked in 
my meetings with students was: ‘What are we 


"He (Buffett) is tactfully suggesting vou adopt a different 
way of thinking." is just one ofthe many quips. "When 
there is so much of an information overload around us. 
(Buffett's advice) helps us see things through the clutter 
and with clarity," explains Shah. 

A senior portfolio manager at an international firm 
in Mumbai, who attended the meeting for the second time. 
feels listening to Buffet reaffirms the belief in long-term inv- 


ON SUCCESSION 
If we name somebody now, it might disrupt the 
others. | see no advantage to having a crown prince. 


esting principles. "When there is so much pressure to pick 
up stocks that are flavour of the season, listening to 
Buffett at the AGM brings you back to the ground. This is 
the time to listen to the man," he adds. In the past. 
seasoned value investors like Raamdeo Agrawal (Director. 
Motilal Oswal Securities), Bharat Shah (ceo, Ask 
Investment Managers) and Chetan Parikh (Director, 
Jeetay Investments) have been part of the congregation 
in Omaha. 

The Q&A is infotainment at its best. Questions on inf- 
lation, investment decisions-gone-wrong, 
government policies, derivates, the sub- 
prime crisis are all tackled in a witty man- 
ner. The humour is often of self-deprecat- 
ing—that's, perhaps. unavoidable given 
that Berkshire has had its share of pain in 
the market meltdown. It plunged into the 
red with a loss of $1.53 billion 
(Rs 7,650 crore) in the first quarter of 
2009, and shareholders are poorer by 
31 per cent over a year. Berkshire lost 
big money on credit default swaps (CDS). 
a complex derivative instrument that 
bets on the credit risk of a company. As 
companies went bankrupt in the us, 
Berkshire booked a loss of around $1 billion 
(Rs 4,800) in cps in two quarters. 
Shareholders were curious to get 
answers from the man, who only a few 
vears ago had derided derivatives as 
"weapons of mass financial des- 
truction”. What was the 
high priest of inv- 
esting doing 
playing with fire? 
Voyager Capital Advisors’ 


Shiv Puri: The long trip to 
attend the AGM was worth it 
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Edelweiss Capital's Tarbir Shahpuri (L) and Religare Securities’ Chetan Shah: Impressed not just with Buffett, but his books, too 


Buffett admits he made a wrong call. "Last year, I thought 
we will make money from cos, but the reality is we will lose 
money on it." 

Shareholders—some 300 of them—wanted to 
know why Berkshire was investing in Moody Investor 
Services when the credit rating agencies were being 
blamed for understating the risk that eventually snow- 
balled into the subprime crisis. Buffett's retort is that 
he doesn't tell his companies what to do or what not to 
do and doesn't rely on outsourcing his investment 
decision to the rating agen- 
cies. Munger puts it in his 


world; that the Chinese electric carmaker makes all the 
parts, but for the glass and rubber; and that it has a 
remarkable aggregation of human talent (which includes 
some 70,000 engineers). The audience was convinced 
Investors duly lapped up the stock listed on Hong Kong 
Stock Exchange, sending it 14 per cent higher in on: 
trading session, a day after the Berkshire AGCM. 

At the end of the meeting, Buffett obliged autograph 
hunters with his signature on books, diaries and post- 


cards. At earlier acms, one could take as many books and 


own inimitable way. “They Amo! ON BUYING STOCK 

(the credit raters) are good Neap we don't have an opinion NOI i+ sTc `K nr j oS | 

, : "y are (mz i T m CAU E SAREE vow oos chi ift for rauen 
at math... they are too smart don't pick bottoms... But | bought some stuff for mys 
lor their own good. For a in Octo [ D ar It' S when yo 18 see go yd Value Yr ry ne 


man with a hammer, every- 
thing looks like a nail.” 

The questions—whether they were from a Chinese 
investor or from an | 1-year -old kid on inflation—were 
often predictable. But the answers invariably were insightful 
and in-depth. Shahpuri of Edelweiss was surprised to see 
how the duo responded to queries on their investment 
in Chinese company BYD Auto—no mention of price-earn- 
ings multiples or earnings growth forecasts or all the 
other numbers that analysts revel in. Munger prefers 
hard facts to cold numbers. For instance, he points out that 
BYD is the main manufacturer of lithium-ion batteries in the 


other pieces for autographs, but this time around, just one 
piece of paper or a book was allowed. For attendees, the few 
seconds spent with the sage of Omaha are the culmination 
ol a fantasy come true. Puri considers himself lucky—he was 
the last one in the queue and got a chance to steal a 

extra moments with Buffett. He used the opportunity to sell 
"Don t 


India story, and threw in a not-too-subtle hint 


count us out.” Can India throw up its own BYD Auto in th 
vears ahead? © 
COMMENTS & FEEDBACK AT btfeedback@inti 
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IPL 





Boost for 
India Inc. 





The just- concluded IPL 2 looks set to usher 
in a vigorous engagement between Indian 
and South African businesses. eowin namu 


s the curtains came 
down on the DHI 
Indian Premier Lea- 
gue (IPL) cricket carni- 





val in Johannesburg, 
South Africa, on May 25, President 
Jacob Zuma, in his closing ceremonv 
speech at the glittering Wanderers, 
summed up the impact of the 39-day 
extravaganza on his country and peo- 
ple. “A few months ago, only a hand- 
ful of South Africans had heard of the 
Kolkata Knight Riders, the Deccan 
Chargers or the Delhi Daredevils. 
Today, they are household names 
across the country. In little more than 
a month, the Twenty20 cricket series 


has worked its way into the hearts of 


South Africans and become a firm 
favourite," he said. 

Coming to the brass-tacks, he 
acknowledged the benefits that had 
accrued to South Africa from the 
extravaganza. “The IPL has revitalised 
our economy with over Rand 1 billion 
(Rs 600 crore) being spent, Our coun- 
try has benefitted from the advertising 
spend, the tourism potential and global 
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exposure that the tournament has 
brought. We would not be amiss to 
hosting the tournament again should 
the need arise...," said the President. 

While prospects of another IPL in 
South Africa appear bleak, the 
engagement between Indian and 
South African businesses looks set to 
prosper in its aftermath. Indeed, many 
Indian businesses are now considering 
how much more aggressively they 
could tap into South Africa's vast 





"IPL showed South Africans that there were 
innovative Indian businessmen with sound ideas” 


Raman Dhawan, CEO, Tata Africa 


potential, building on the friendship 
generated by the PL and the historical 
links between India and South Africa's 
ruling party dating back to the 
beginning of apartheid in 19458. 
Indian business leaders agree that 
the country's wonderful climate, 
infrastructure and ability to success- 


fully stage a tournament of the mag- 
nitude of iP. could be a springboard to 
more business. Raman Dhawan, CEO, 


Tata Africa. and Chairman. Indian 


Business Forum, says the tpt has 
helped Brand India to take shape in 
South Africa. "It showed South 
Africans that there were innovative 


South Africa's President Jacob Zuma (fifth from left) with the cel 
Chargers. He said the IPL had infused Rs 600 crore into the South 


Indian businessmen with sound ideas 
and that they had the ability to put on 
a show of the magnitude we have 
seen. South Africans are very 
enlightened about India already... but 
the spin-offs from the iri. are that it 


will change their mindset in terms of 


how they react to India," he says. 

In fact, many Indian business 
leaders, who had flocked to South 
Africa for the IPL, according to 
Dhawan, took time off cricket to talk 
business on the golf course with their 
South African counterparts. “There 


will be opportunities from South 
Africans to take their skills to India in 
building of hotels, for example, and 
plenty of other opportunities for joint 
ventures,” says Dhawan. 
However, for now, as India's 
Consul General in Johannesburg 
Navdeep Suri says, the iP. has had 
spin-olls for South Africa, rather than 
India. "The ad spend on marketing 
the tournament amounted to Rand 
140 million (Rs 84 crore), while the 
total benefit, according to President 
Zuma, was in the region of Rand 1.2 





billion (Rs 720 crore). It can be likened 
to a fiscal stimulus package,” he says 
adding: "Certainly, it rubs off posi 
tively as far as doing business with 
India is concerned, but trade was 
booming before and will continue to 
do so. Given the size of some of the 
Indian companies, such as Reliance, | 
don't think IPL is a watershed, it is a 
catalyst, a boost.” 

Clearly, the potential for more is 
there, and especially after the rr! 
According to Atul Gupta, Chairman 


and Managing Director, Sahara 
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Computers, while on the one hand 
the PL has enhanced “the brand value 
(of India), instilling high awareness 
among customers" about not just the 
cricketing teams but also their spon- 
sors such as DLF, India Cement, GMR 
and others, it has dropped the barriers 
(if any) in dealing with Indians and 
created a platform for interaction 
between companies of the two coun- 
tries on the other. 

Business has been growing 
between India and South Africa over 
the past few years. Exports to South 
Africa have grown from $352 mil- 
lion (Rs 1,690 crore) in 2001-02 to 
over $2.66 billion (Rs 10,374 crore) 
in 2007-08, and includes mineral 
fuels, automobiles, iron & steel, 
machinery and instruments, organic 
and inorganic chemicals, drugs and 
pharmaceuticals, cotton yarn and 
fabrics and rice and other cereals. 
Project exports are also picking up. 
with software firms like Tcs and 
Satyam, and those in the power sector 
like Kec and Jyoti Structures, winning 
sizeable contracts. India's imports 
(gold, aluminium, copper, organic 
chemicals, diamonds, among others) 
from sa have also grown from $1.44 
billion (Rs 6,912 crore) in 2001-02 to 
almost $ 3.61 billion (Rs 14,079 crore) 
in 2007-08. Besides, there are already 
significant investments in South Africa 
by big Indian businesses such as the 
Tatas, Mahindras, Ranbaxy, Cipla, 
among a host of others. 


tertainment with entrepreneurship: IPL enhanced 
awareness of Indiafi Brands in South Africa 


set up shop in South Africa. Many 
of them are eyeing South Africa as a 
place to do good business, and espe- 
cially a great country to base their 
African operations.” 

South Africa's attractions are 
obvious: a stable and developed econ- 
omy with excellent infrastructure, a 
highly skilled workforce and a business 
friendly bureaucracy. "Besides, South 
Africa has a long-established Indian 


"IPL has created a platform for interaction 


between companies of the two countries" 
Atul Gupta, Chairman and Managing Director, Sahara Computers 


But now, there is an upsurge of 


interest in South Africa among all 
sizes of Indian businesses. Jardine 
Omar, Economic Counsellor, South 
African High Commission in New 
Delhi, told sr: "We are inundated with 
requests from small- and medium- 
sized Indian businesses to help them 


diaspora, which makes Indian busi- 
nesses comfortable at a level. Africa is 
the continent that holds the biggest 
economic promise in the coming years 
and Indian companies are well-poised 
to take advantage," says Omar. 
Indeed, while the investment sce- 
nario in South Africa has remained 





conducive ior long there has been 
huge change in perception of India: 
businesses about doing business then 
as well as the receptivity of Sout! 
Africans towards Indians. Say 
Sundru Pillai, a Durban busine 
man who owns a travel agency: “The 
IPL has brought greater respect in 
South Africa for Indians, showing 
them to be astute businessmen 
already involved in major industries 
in this country. | was privileged t 
be in the Presidential Box at some ol 
the games and can tell you that ther: 
were some serious deals being tied 
up. While watching cricket, plenty 
of business was discussed. " 

Now that the IPL is over, we ma 
see some of those discussions trans 
late into real action. Pillai ha 
already made a beginning 
he is planning to host a busines 
event for 25 Indian properti 
developers soon. (9 
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SUBHIKSHA 


YEAR OF FOUNDING: 1997 


FOUNDER: 

R. Subramanian, 
IIT Madras and 
IIM Ahmedabad 


BUSINESS: 

Discounted retail 

FUNDING: R. Subramanian, 
ICICI Venture (equity); 
consortium of banks (debt). ^ 


EMPÉOYEES: 14,000... RES 
» (by end of 2008) Sage 
"REVENUE: TISSUE 


Rs 2,305 crore (2007-08 


aa 
THE FLAMEOUT TN a ae 
Year No. of Stores 


r ai 
rf ; 
K PF . 
One 
M4" v +4 $ 


Mar. 2007................ 670 
Mar. 2008 1,320 
Sept. 2008 1,650 
Feb. 2009............. 0 


KEY PROBLEM: 
‘RAPID DEBT 
FUNDED 
EXPANSION 

AND CASH FLOW 
‘MISMANAGEMENT’ 


"Between 2006-07 and 2007-08 we doubled 
our stores, tripled our revenues and almost 
quadrupled our profits”— R. Subramanian 








REAL BUSINESS, REAL PROBLEMS, REAL SOLUTIONS 


Pushing the 
Accelerator 
Instead of 

Brakes 


Focussing on growth when it should have 
been working on consolidation cost 
Subhiksha its business. Can it make a 
comeback? n. MADHAVAN 





ver the last nine months, R. Subramanian has 
aged much beyond his 43 years. The Managing 
Director of Subhiksha Trading Services—which 
pioneered the discounted retail format in India— 
has been struggling to get his brainchild opera- 
tional again after it collapsed in February following a cash 
cycle squeeze. In fact, the change in Subhiksha's fortunes 
has been as dramatic as its rapid rise from being just a re- 
gional player to a national one. "We were a darling company 
that could do no wrong till September 2008 and suddenly 
we were in trouble," rues a dishevelled Subramanian, as he 
looked back at Subhiksha's early days—clearly successful— 
and the recent crisis—without doubt an avoidable tragedy. 
It was in 1996 that the idea of Subhiksha (prosperity in 
Sanskrit) came to his mind. Organised retail. in India, was 
non-existent. Subramanian, an irr Madras and IIM 
Ahmedabad alumnus, was then into the financial services 
business of asset securitisation. Research revealed that 
grocery was one of the largest categories of spending for the 
average customer, that they were extremely price sensitive 
on groceries and that discount stores were the largest 
growing format. But unlike in the West, people in India pre- 
ferred to shop groceries close by. The model slowly fell 
into place—a large number of small stores with easy 
accessibility offering products at a discount. 
“We opened our first shop in Chennai in March 1997 





with funds from the financial services business, a team of 


passionate youngsters with little retail experience and a 
plan to set up a Chennai-centric retail business with low 
prices and high level of neighbourhood focus as the usp,” 
recalls Subramanian. In the first year 10 stores were opened 
and the count rose to 19 by March 1999, By then Subhiksha 


CASE STUDY 


Vendor payments were detauited and she! 
, 


ves ran empty 





was breaking even, volumes were picking up and customers 
were responding. Problems did arise initially though, as its 
unique discounting model enraged the retail trade in Chennai, 
which accused it of unfairly undercutting their business 

By 2000 Subhiksha grew to nearly 50 shops in Chennai 
retailing groceries and medicines. icici Venture's decision 
then to pick up a 10 per cent stake in Subhiksha for Rs 15 
crore gave the retailer enhanced credibility in the market 
This money was used to expand outside Chennai, into the 
rest of Tamil Nadu. By 2002-03, Subhiksha had 140 
stores across 30 towns in Tamil Nadu. Sales grew steadily. 
Cash flows were reasonable and debt, at Rs 1 5 crore against 
the net worth of Rs 23 crore, was comfortable. 


Expanded Too Fast Too Soon 
In 2004, the retail sector was seeing an enhanced level ol 
activity. In what proved to be a watershed decision later in 
its brief history, Subhiksha decided to expand nationally and 
more so, scale up at a rapid pace. "We realised that we had 
done our bit in Tamil Nadu and it was time to go national. 
The question we faced was do we expand sequentially 
(one state at a time) or parallely (many states simultane- 
ously)? We opted for the latter," reveals Subramanian. 
Between late 2004 and early 2007, Rs 160 crore 
worth of equity was raised. That apart, a debt of Rs 220 crore 
and a bridge loan of Rs 1 25 crore (pending raising of equity 
from capital markets) was arranged to fund the national roll- 
out. On an average. 60 to 70 stores were added in a month. 
The pace of rollout is evident from the fact that till September 
2006, Subhiksha had a store count of just 160, but by 
March 2007 it had shot up to 670 and by March 2008 to 
1,320. By September 2008, it was 1.650—in all 1.500 
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SOLUTION=1 | 
Junk Brand Subhiksha. 
Start Afresh’ 





BY GEOFF HISCOCK, 
Author, /ndia's Store Wars 


| n March 2008, the Boston Consulting Group 
named Subhiksha one of the world's top 50 "local 
dynamos". Less than a year later, the Subhiksha 
brand was in tatters, proving once again that in 
business, timing is everything. Launch or expand at 
the right time and a rising tide lifts even the slowest 
of ships. Likewise, the most brilliant idea and the 
best execution can come unstuck if the business 
mood swings to negative, as it most certainly did in 
the second-half of 2008. Once the credit shutters 
go up, only cash will save the day. With a business 
strategy running on breakneck debt-funded 
expansion, this is when Subhiksha Founder 


"Subhiksha proves once again that in 
business timing is everything. The most 


brilliant idea can come unstuck if the 
business mood swings to negative" 


R. Subramanian hit trouble. Subramanian's early 
business life included working through a turnaround 
and restructuring of the troubled Enfield motor- 
cycle company between 1989 and 1993. With that 
experience, he should have anticipated the need 

for a bigger buffer to handle a downturn. He had an 
opportunity in 2007 and early 2008 to raise money 
through a private placement or an initial public 
offer, but the timing didn't suit and by July 2008 
the chance was gone. Last August, as credit 
everywhere started to tighten up, | got a glimpse of 
what might be ahead for Subhiksha when | ducked 
into one of its Bangalore stores. The shop was in 
unexpected disarray; the shelves already were 
understocked and the staff seemed unmotivated. 
Most disturbing of all was the distinct lack of 
customers, despite the thrum of retail activity else- 
where along the street. India's modern retail boom 
still has a long way to run, and Subramanian may 
yet pull off a corporate debt restructuring. But the 
Subhiksha brand, like its stores, has been trashed 
since February. It is now not worth reviving. If he 
wants to stay in retail, Subramanian might be better 
off using his skills to prepare a fresh iteration of the 
low-cost supermarket model under a new name. 
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stores were added in just 24 months. 

"Business was growing like mad. Despite the cost 
pressures in 2006 after Reliance, the Birlas and others 
announced plans to enter retail, between 2006-07 and 
2007-08 we doubled our stores (from 670 to 1,320), 
tripled our revenues (from Rs 833 crore to Rs 2,305 crore) 
and almost quadrupled our profits (from Rs 11 crore to Rs 
39 crore),” says Subramanian. By then Subhiksha had 
become the country's largest mobile phone retailer with an 
annual turnover of Rs 1,000 crore. Buoyed by its per- 
formance, Wipro Chairman Azim Premji, in March 2008, 
picked up the 10 per cent stake in Subhiksha that was of- 
floaded by icict Venture for Rs 230 crore, pegging the com- 
pany's valuation at Rs 2,300 crore. 


Chose Debt Over Equity to Fund Expansion 
It was clearly the highest point in the retailer's history 
(and, in a way, beginning of its decline too). The company, 
which had been contemplating and postponing initial 
public offering (P0) since 2007, failed to capitalise on 
Premji's investment and the goodwill it created to raise 
money from the market. 

"We kept thinking: why dilute equity for sharehold- 
ers? We wanted to keep equity low and raise more debt. This 
strategy will return better money for shareholders as stock 
market is booming. But we should have raised equity in 
March 2008. There was a lot of investor interest in Subhiksha. 
Not doing it then was a mistake," concedes Subramanian. 

Subhiksha entered 2008-09 with a Rs 1,000-crore 
investment plan for increasing the store count to 2,200 
(from 1.320 as of March 2008) and add a new line of 
business—consumer durables information technology 
(Cbrr) products retailing. It was to be funded by Rs 400 
crore equity and Rs 600 crore debt. In June 2008, it 
announced a merger plan with Blue Green Construction Ltd, 
a company listed on the Madras Stock Exchange, and 
which had done some research on the cprr business. 

By then the stock markets had begun to weaken. "A 
weak market, we thought, would at best lower our valuation 
by 10 per cent or so. There was nothing to tell us that we 
were in for a complete collapse of the equity markets," 
explains Subramanian. The banks were getting worried too. 
The bridge loan of Rs 125 crore was coming up for 
repayment in September 2008 and there was no sign of 
equity. They were finding it difficult to lend. 


Used Working Capital for Expansion 

"By July 2008, we were finding it difficult to borrow. But we 
kept the expansion going as we were confident of raising 
equity. In fact, in September we had some good offers for 
equity but before we could grab it Lehman Brothers collapsed 
and the markets fell off." reveals Subramanian. In the absence 
of borrowings, Subhiksha made the cardinal mistake of 





diverting working capital to fund expansion. Consequently 
vendor payments were defaulted. They stopped supplies 
and the shelves ran empty. Salaries and other statutory 
dues were not paid. Security staff deserted their jobs and over 
600 stores were vandalised in November-December 2008. 

“We desperately worked with various stakeholders 
to put something together to prevent a collapse. All we 
needed then was Rs 125 crore to be back in shape. Between 
September and November 2008, we had four meetings of 
the collective financial stakeholders. But unfortunately it 
was a period when liquidity was tight. Investors, too, 
could not do much as the markets were crazy,” rues 
Subhiksha's founder, adding, “In a way we got into trouble 


SUBHIKSHA MADE THE CARDINAL 
MISTAKE OF DIVERTING WORKING 
CAPITAL TO FUND EXPANSION 


at the wrong time.” 

By end-February 2009 operations came to a stand- 
still. Says Subramanian, "At this stage, everybody's reaction 
was emotional. There were people who said we should 
have been more careful in managing our money, which is 
perfectly right, and that we did not have a plan B." 
Independent directors quit, relations with icict Venture 
soured (it withdrew its nominees from the board and 
reportedly sought government investigation into the affairs 
of Subhiksha). Premji and icici Venture objected to the 
merger of Subhikhsa with Blue Green Construction Ltd. 


Cash Flow Mismanagement 


Subramanian is now banking on the much-delayed 
corporate debt restructuring (CDR) process (involving 13 
banks with cumulative exposure of over Rs 800 crore) to 
bring Subhiksha back to life. "I don't see ourselves get- 
ting back to 1.650 stores. We will probably restart about 
1,200 stores once the cbr process is through. We should 
clearly be back in business in the second quarter of the cur- 
rent fiscal," claims Subramanian. He adds: "Regaining 
the credibility of vendors, lenders, investors and the em- 
ployees will be the toughest challenge for us." 

Has the discounted retail model failed? His response is 
quick: "Subhiksha's problem was cash flow mismanage- 
ment. We ran a profitable business. We were completely 
overconfident when it came to raising equity. If anybody 
wants to be a serious grocery player in India, they have to 
follow our path. The model is eminently successful." © 


Need help? if you run a successful business but have a nagging 
Q doubt or problems relating to marketing, finance, HR, strategy, 
leadership-or just any aspect of your business—ar’s panel of experts 
can help. Write to us at com with your contact details 
and a brief description of your business or log on to www.businesstoday in 
and click on BTADVISER 





"Successful Model Turned Into 


BY ARVIND SINGHAL 
Chairman, Technopak 


hy did Subhiksha apparently succeed in the first 
place, and why did the business unravel so 

quickly? More importantly, is there any way the business 
can be resurrected or even salvaged partially? 

Subhiksha's early success was due to the fact that 
the big opportunity for Indian retail lay (and still lies) 
in a no-frills/ deep-discount business model. Other 
than Future Group's Big Bazaar to some extent, and 
another South-based regional player (Trinethra in 
Andhra Pradesh), no other entrant in the retail sector 
acknowledged this fact. Subhiksha made no bones 
about reaching out to the relatively lower income 
strata families, and cut costs everywhere, as in store 
locations, fit-outs and in-store service and experience. 
It also operated on very low backend and corporate 
overhead costs. As long as it remained focussed 
on this core group, and operated within a small 
geography, the model worked. 

However, as its ambitions grew, the focus of its 
promoter and other investors also apparently shifted 
from delivering value to its customers to creating 


"The focus of its promoter and investors 


shifted from delivering value to customers 
to creating valuation for themselves" 


valuation for themselves. Reckless expansion across 
disconnected geographies required a reckless increase 
in debt. The humungous quantum of money raised was 
spent largely on store expansion (without caring about 
store-by-store viability) and not on strengthening the 
backend including supply chain, distribution and 
replenishment logistics or improving customer 
experience or even building employee capabilities. 
Sadly, once the business started to unravel, all 
these flaws began to surface: Angry suppliers and F 
other vendors, dissatisfied customers, agitated | 
employees and worried lenders. All these led to a 
sudden seizure of the operations. Revival, even in a 
truncated form, at this stage looks nearly impossible. 
While the original premise for the business 
(no frills/deep-discount retailing) remains powerfully 
intact, it is unfortunate that this once promising 
business itself is poised to become history. 
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Harvard Business Review Exclusive 


A pick of articles from HBR in every alternate issue of Business Today 


HBR's Annual 
Snapshot of the 

emerging shape e as 
of business 


aught between two elemental forces—one called Calamity 
and the other called Change—we launch our latest edition of 
breakthrough articles into the teeth of a gale. A new admin- 
istration has taken charge in the United States at a time of 
major challenges on many fronts. The world economy staggers 
toward stabilisation and whatever comes next. Business soldiers 
on, controlling what it can and coping with what it can't. 

This year's HBR List includes ideas that we think are more useful than fanciful, 
more immediately practicable than speculative. Although we began compiling 
and winnowing contenders many months ago, we nonetheless did our best to 
anticipate the context in which you now read them. Thus some of the articles 
you ll find here comment directly on the economic crisis, but most of them 
address other matters that business leaders must contend with: strategic decision 
making, tapping new markets, finding and keeping top talent, harnessing 
network effects, dealing with disruptive technologies and business models. 











Reproduced excerpts from Harvard Business Review, February 2009. www.hbr.org 
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Should You Outsource 
Your Brain? 


t wasn't easy, but over the past 

two decades business embraced 

the offshore outsourcing of var- 
ious functions, including laborious 
back-office tasks, call-centre activ- 
ities, and routine business processes. 
Now a more cerebral function— 
decision making—is being added 
to the offshore services menu, as 
third-party providers structure 
decision alternatives, analyse data, 
and recommend or even take 
courses of action. 

Are businesses really ready to 
outsource their thinking? The an- 
swer may depend on how much con- 
fidence-building experience they have 
had with analytics generally, since 
third-party decision making is an 
analytics-intensive undertaking. 

The trend began quietly in the 
mid- 1990s, at General Electric's cap- 
tive offshore centre in India. Though 
the centre was set up to do back-office 
work, managers realised that 
employees there could also help with 
decision algorithms. Soon the opera- 
tion had become the primary provider 
of decision tools for credit and risk 
analysis. When ct sold a stake in its 


offshore unit in 2004, the resulting 
company, Genpact, began to take on 
decision analysis for other clients. 

Today several other offshore 
firms—Mu Sigma, MarketRX (ac- 
quired by Cognizant in 2007). and 
Inductis—also specialise in decision 
analysis; their clients include some of 
the largest U.s.-based firms. They're 
helping a major retailer to decide 
where to build new stores, a large 
auto insurance company to set rates 
for different customer subsets, a 
pharmaceutical giant to decide how 
to deploy its salespeople, and a lead- 
ing office products retailer to decide 
which promotions and products to 
offer to which customers. Even 
large offshore vendors that previ- 
ously specialised in ir, such as 
Cognizant, tcs, and Infosys, are be- 
ginning to develop an expertise in 
decision making. 

l Companies that outsource deci- 
sion making report improvements 
in their decision processes and re- 
sults. But how did they get comfort- 
able with the idea of turning impor- 
tant business decisions over to third 
parties? Some say that the project 


structure was critical. The office 
products retailer, for example, rec- 
ommends “41 1": four offshore an- 
alytics consultants, one consultant 
at the client site, and one well-con- 
nected client employee on the team. 
The onshore consultant is responsi- 
ble for communication and coordi- 
nation between the offshore team 
and the client. The employee's job is 
to ensure that the analysis is con- 
sistent with the decisions the or- 
ganisation wants to make, and to 
communicate the outcome to the 
appropriate executives. The result 
of a decision analysis is useful only if 
it's implemented, and offshore ana- 
lysts can't easily influence execu- 
tives to adopt a recommended ac- 
tion. It’s also important that con- 
sultants on the vendor's team have 
deep domain expertise. 

With a shortage of analytic skills 
in the United States and Western 
Europe and a ready supply in India, 
Eastern Europe. and China, it's per- 
haps not surprising that organisa- 
tions are now outsourcing these more 
cerebral functions. 

THOMAS H. DAVENPORT AND BALA IYER 
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How Social Networks 


Network Best 


he humble bee has much to 
teach us about the flow of in- 
formation in our own organi- 
sations. Bees, like human beings, are 
social animals, and evolution has 
provided them with elegant ap- 
proaches to group decision making. 
One of the most important group 
decisions made by a bee colony is 
where to locate the hive. Bees use a 
kind of “idea market” to guide their 
discovery: The colony sends out a 
small number of scouts to survey the 
environment. Returning scouts that 
have found promising sites signal 
their discoveries with a vigorous 
dance, thus recruiting more scouts to 
the better sites. The cycle of explo- 
ration and signalling 
continues until so 
many scouts 
are signalling 
in favour of 
the best site 
that a tip- 
ping point is 
reached, 
The bees’ de- 
cision making high- 
lights both information discovery 
and information integration, two 
processes that are crucial to every 
organisation but that have different 
requirements. A centralised struc- 
ture works well for discovery, be- 
cause the individual's role is to find 
information and report it back. In 
contrast, a richly connected network 
works best for integration and deci- 
sion making, because it allows the in- 
dividual to hear everyone else's opin- 
ion about the expected return from 
each of the alternatives. The bees’ 
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process suggests that organisations 
that alternate as needed between the 
centralised structure and the richly 
connected network can shape infor- 
mation flow to optimize both dis- 
covery and integration. 

Recent studies at mir reveal that 
this sort of oscillation may be 
characteristic of creative 
teams. One intrigu- 
ing study tracked 
employees in the 
marketing division 
of a German bank 
by having them 
wear small sensors 
called sociometers for one 
month. Sociometers record data 
about face-to-face interactions such 
as participants' identities and the 
location and duration of the inter- 
action. Analysis of the data showed 
that teams charged with creating 
new marketing campaigns oscil- 
lated between the centralised com- 
munication associated with dis- 
covery and densely interconnected 
conversations that were mostly with 
other team members. In contrast, 
the members of implementation 
groups showed little oscillation, 
speaking almost exclusively to other 
team members. 

A second study demonstrated 
not only that creative teams had 
especially nimble social- 
communication net- 
works, but also that 
the amount of oscil- 
lation correlated with 
how productive the 
creative group judged 
itself to be. In this study 












Face-to-face communication, 
as bees well know, best 
supports information 

int t 


almost 40 per cent of the 
variation in creative pro- 
ductivity could be attributed 
to an oscillating pattern of com- 
munication strategies for discovery 
and integration. 

Delving deeper into the commu- - 
nication networks of several organi- 
sations illuminated the links between 
productivity and information flow 
even more. A recent Mit study found 
that in one organisation the em- 
ployees with the most extensive per- 
sonal digital networks were 7 per 
cent more productive than their col- 
leagues— so Wikis and Web 2.0 tools 
may indeed improve productivity. In 
the same organisation, however, the 
employees with the most cohesive 
face-to-face networks were 30 per 
cent more productive. Electronic tools 

may well be suited to information 
discovery, but face-to-face 


EN communication, an oft- 


neglected part of the 
management process, 
best supports infor- 
mation integration— 
as bees already know. 
ALEX PENTLAND 





What You Need to Know 
About the Semantic Web 


quiet technology revolution 

—one that will radically 

change the way the internet 
works—is likely to catch much of the 
world off guard. It involves the "se- 
mantic web"—a way of organising 
and presenting web content not as 
documents but as items of data that 
are linked by both meaning and rela- 
tionship. A shockingly high percent- 
age of businesspeople have never 
even heard of the semantic web, 
which bodes ill for their ability to 
position their organisations to cope 
with its implications or exploit its 
opportunities. 

The semantic web was envisioned 
nearly 15 years ago by Sir Tim 
Berners-Lee, inventor of the World 
Wide Web, and is being developed 
within the World Wide Web 
Consortium (W 3C), which Berners- 
Lee directs. Indeed, some 2 3 billion 
data relationships have been coded 
since 2000 (more than half of them in 
the past year alone) using a proto- 
col known as Resource Description 


Framework (RDF). 

The pieces of data that make up a 
present-day HTML-based document 
are not, for lack of a better term, 
aware of their relationships with the 
document's other pieces of data (or 
data in other documents). The se- 
mantic web, however, is built on 
standards and protocols that clearly 
define the relationship of each data 


A semantic web query could 
assemble data from 
thousands of documents in 
one convenient collection. 


item to others—not just within the 
document but wherever those other 
data may be on the entire web. At 
present, people must wade through 
and make sense of search results. The 
semantic web would enable com- 
puters to interact with other com- 
puters to assemble data items that 
are precisely responsive to highly spe- 
cific queries. 
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Suppose you re interested in 
Shakespeare's many references to 
adultery. Whereas a conventional 
search would return thousands of 
separate documents, which vou 
would then have to ransack for the 
exact material you want, a semantic 
web query would extract data from 
those thousands of documents and as 
semble a single, convenient colle 
tion of all the relevant references 

l'his means, among other things, 
that today's search engines (and the 
business models they sustain) would 
have to be retooled or replaced in or 
der to work in a semantic web. In 
the retooled world, users could easih 
replicate the full functionality and 
flexibility of Facebook. MySpace, oi 
LinkedIn using an open, standards- 
based RDF approach. Thus the se 
mantic web would cut out the inter- 
mediary and restore control of per- 
sonal information to the individuals 
who are its true owners 

Online retailers, music stores, 
travel agents, game sites, media pub- 
lishers. and myriad others need to 
absorb the implications of living in 
a rapidly emerging world of open 
linked data. Business leaders must 
first understand what is going on 
and make sure that someone in thei 
organisation is immersed in semanti 
web issues and considering their im 
plications. If vou ask your cro about 
the semantic web and he or she looks 
at you blankly, you've got a prob- 
lem. Your technology team will have 
to devise an architectural road map 
for the semantic web over the next 
three to five years and to undertake 
the difficult work of transition 

Perhaps most important, try to see 
the semantic web from your customers 
perspective. They won't care what it's 
called, only what it does. The enhanced 
customer experience resulting from 
services that draw on a global web of 
highly relevant data will render obso- 
lete many websites that are consid 
ered todav's best in class. 


IOM ILUBI 
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The IKEA Effect 
When Labour Leads to Love 


abour is not just a meaningful 
L experience—it's also a mar- 

ketable one. When instant 
cake mixes were introduced, in the 
1950s, housewives were initially re- 
sistant: The mixes were too easy, sug- 
gesting that their labour was under- 
valued. When manufacturers 
changed the recipe to require the ad- 
dition of an egg, adoption rose dra- 
matically. Ironically, increasing the 
labour involved—making the task 
more arduous—led to greater liking. 

Research conducted with my col- 
leagues Daniel Mochon, of Yale 
University, and Dan Ariely, of Duke 
University, shows that labour en- 
hances affection for its results. When 
people construct products themselves, 
from bookshelves to Build-a-Bears, 
they come to overvalue their (often 
poorly made) creations. We call 
this phenomenon the IKEA ef- 
fect, in honour of the wildly 
successful Swedish manu- 
facturer whose products typ- 
ically arrive with some as- 
sembly required. 

In one of our studies we 
asked people to fold origami 
and then to bid on their 
own creations along 
with other peo- 
ple's. They 
were consis- 
tently willing 
to pay more 
for their own 
origami. In fact, they were 
so enamoured of their amateurish 
creations that they valued them as 
highly as origami made by experts. 
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We also investigated the limits of 
the IKEA effect, showing that labour 
leads to higher valuation only when 
the labour is fruitful: When partici- 
pants failed to complete an effortful 
task, the IKEA effect dissipated. 

Our research suggests 
that consumers may 
be willing to pay a 
premium for do-it- 
yourself projects, 
but there's an im- 
portant caveat: 
Companies hoping 
to persuade their cus- 
tomers to assume 
labour costs—for exam- 
ple, by nudging them toward 
self-service through internet chan- 
nels—should be careful to create 
tasks difficult enough to lead to 
higher valuation but not 
T so difficult that customers 
can't complete them. 
Finally, the IKEA ef- 




















12x 


fect has broader implications for or- 
ganisational dynamics: It con- 
tributes to the sunk cost effect, 
whereby managers continue to dev- 
ote resources to (sometimes fail- 
ing) projects in which 
they have invested 
their labour, and 
to the not- 
invented-here 
syndrome, 
whereby they 
discount good 
ideas develo- 
ped elsewhere 
in favour of their 
(sometimes infe- 
rior) internally devel- 
oped ideas. Managers should 
keep in mind that ideas they have 
come to love because they invested 
their own labour in them may not 
be as highly valued by their cowork- 
ers—or their customers. 
MICHAEL I. NORTON 
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Just Because I'm Nice, Don't 
Assume I'm Dumb 


hen we encounter some- 

one new, we quickly seek 

answers to two questions 
rooted in the evolutionary need to 
make correct survival decisions: What 
are this person's intentions toward 
me? and Is this person capable of 
acting on those intentions: 

Because we lack the brainpower 
to weigh someone's true merits 
quickly, we seize on our sometimes 
mistaken answers to these questions 
and rate the person high or low on 
imaginary scales of intention and 
capability—or, to use simpler ter- 
minology, warmth and competence. 
Recent psychological research in- 
volving thousands of people from 
two dozen nations shows that this 
way of thinking is remarkably wide- 
spread. Moreover, a number of stud- 
ies show that warmth and compe- 
tence assessments determine 
whether and how we intend to in- 
teract with others: We like to assist 
people we view as warm and block 
those we see as cold; we desire to 
associate with people we consider 
competent and ignore those we con- 
sider incompetent. 

Inevitably, of course, we find clues 
to warmth and competence in stereo- 
types based on people's race, gender. 
or nationality. Thus many of our de- 
cisions about whom to trust, doubt, 
defend, attack, hire, or fire are based 
on faulty data. 

The warmth/competence model, 
which Susan Fiske, Peter Glick, and I 
have presented in more than a dozen 
academic articles over the past few 
years, illuminates a great deal of be- 
haviour—for example, why people 
disrespect the elderly while feeling 
positive toward them (elders are seen 
as incompetent but warm). Such at- 


People tend to see warmth 
and competence as inversely 
related. A surplus of one 
means a deficit of the other. 


titudes weren't well explained by the 
prevailing psychological view of prej- 
udice—namely, that people simply 
favour "us" and dislike "them." 
Inaccurate warmth/competence 
judgments can lead managers to trust 
untrustworthy associates or under- 
value potentially important connec- 
tions with people. They can also un- 
dermine companies’ efforts to build ef- 
fective teams, identify lucrative op- 
portunities, and retain good employ- 
ees. For example, mothers, like the 
elderly, are chronically stereotyped as 
less competent (although warmer) 
than other workers and as a result are 
often underpromoted and underpaid. 
Our and others’ research has 
yielded another important finding: 
People tend to see warmth and com- 
petence as inversely related. If there's 
an apparent surplus of one trait, they 
infer a deficit of the other. ("She's so 








sweet....She'd probably be inept in 
the boardroom.") So how can man- 
agers use the warmth/competence 
model to make better judgments? | 
recommend a two-part approach. 

Don't take shortcuts. Virtually 
everyone uses stereotypes to make 
snap judgments. But when facing 
personnel decisions, managers should 
push themselves to be aware of how 
they form impressions. They should 
avoid sizing people up on the basis 
of stereotypical perceptions of warmth 
and competence. 

Separate the two dimensions. 
It's not a zerosum game: Warmth 
and competence aren't mutually ex- 
clusive. Managers should ask them 
selves. for example, whether that 
highly competent technician also has 
social or customer skills that could 
be useful to the company. 

These simple reality checks can 
help managers see past social cate- 
gories and recognise individuals' true 
talents, thus avoiding the high cost of 
mistaken judgments. © 


AMY J.C. CUDDY 


June 28 2009 BUSINESS TODAY 103 


SINVTISVA VISVLSVNY 


JOBS 


Growin 
a New 
CROP 
OF 
TALENT 


India Inc. is increasingly 
going rural. Is it geared 
up to face the talent 
challenges? 

E. KUMAR SHARMA 





ver since January this 
year when a soft drink 
major sought 70 girls 
to be placed as “business 
developers” in seven 
districts of Andhra Pradesh, Jitendra 
Kalra, ceo, Dr Reddy's Foundation, 
has been noticing a major shift in the 
nature of demand for talent from cor- 
porate India. “This was other than 
the usual need for people in Hyderabad, 
Vizag and Vijayawada. Instead, it was 
into Nellore, Kurnool, Karimnagar, 
Prakasam, Tirupati, Warangal and 


“There is a huge mine of talent pool in rural India. However, these 


x~ 
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Customer relations and sales training at Dr Reddy's philanthropy LABS 


Guntur in Andhra Pradesh.” 

The demand that Kalra is talking 
about is for the youth trained under 
the LABS (Livelihood Advancement 
Business School). It is the flagship 
programme of Dr Reddy's Foundation 
since 1999, and promotes tailor-made 
programmes targeted at youth in the 
age group of 18-35 years from eco- 
nomically weaker sections of society. 

“Typically,” he says, “we are see- 
ing such demand coming from soft 
drink companies, water purifying 
firms, retail players, microfinance 


resources are not ready for deployment on an immediate basis" 
5. Sivakumar, Chief Executive (Agri Businesses), ITC 
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companies, auto showrooms, insur- 
ance and financial services.” 

That is good news in a slowdown 
and is coming with good reasons. Says 
S. Sivakumar, Chief Executive (Agri 
Businesses), rrc: "Per capita income 
in rural India has grown by 
50 per cent over the last 10 years, 
mainly on account of rising commodity 
prices and improved farm productivity. 
Development of basic infrastructure, 
generation of employment through 
guarantee schemes, better access to 
information and funding are also bring- 








ing prosperity to rural households.” 
While many corporates may want 
to service the rural markets, equally 
important is getting the right people 
who can connect to this customer 


OVH AUVANVHEV Ud 'V 


COUNTRY-BOUND 


ITC will leverage its e-Choupal 
infrastructure to create an 
“employment exchange- 
cum-employability 

Skill building platform” 


Dr Reddy's Livelihood 
Advancement Business 
School is building new training 
modules to bridge the skills 
gaps in rural locations 


Hiring company TMI Network 
has formed a centre that 

will work with local bodies 

in Tier Ill and Tier IV towns 
to impart training, especially 
in English and soft skills, 

to rural youth 


profile immediately. Says Sivakumar: 
"There is a huge mine of talent pool in 
rural India. However, the challenge is 
that these resources are not ready for 
deployment on an immediate basis 
in traditional corporate jobs. They do 
a great job, when you deploy them 
after giving them some relevant skills.” 

Essential skills could be "finish- 
ing" knowledge of rr, communica- 
tion or soft skills supplementing their 
formal education. But then, not all 
corporates can individually invest in 
the expensive proposition of skill build- 
ing. Therein step institutions like 


Dr Reddy's Foundation that is now 
working on evolving training modules 
in areas like rural insurance and food 
production (backend for food retail) 
sensing an opportunity 
Hyderabad-based hiring firm TMI 
Network has also formed a centre for 
employability coaching and will work 
with local bodies and colleges in Tier 
III and Tier IV towns. "We have iden 
tified few businesses that we think 
have the potential to grow over a 
)-5-vear period starting with financial 
services and retail," says T. Sreedhar 
MD, TMI Network. 

But how do employers and train 
ing institutes access the "trained" job 
seekers from rural India? To address 
this issue, rrc is working towards 
leveraging the existing physical and 
digital infrastructure of e-Choupal to 
create an "employment exchange- 
cum-employability skill building" 
platform. It will be a web-based plat- 
form through which employers. job 
seekers and trainers can engage and 
transact with each other. 

Explains Sivakumar: "It makes 
business sense to build a last mile to 
reach these resources only if any 
organisation has a large and contin 
uous requirement. But the need is 
typically sporadic; so corporates would 
like to access human resources from 
these locations as and when they need 
them." Making of a win-win foi 
corporates and talent alike? © 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Philips Electronics (India) Limited, 
Research & Development Lead 
(Medical Products), Bangalore, 13 - 18 
years, Job ID: 7058017 

Lead a team of engineers in the design of an 
ultrasound system. Work with a team of 
hardware, SW and mechanical design 
engineers. 


Castall Technologies P Ltd, Floor 
Supervisor, Hyderabad, 10 - 12 years, 
Job ID: 7054068 

Exp. of structured method of problem 
solving, mistake proofing and kaizen 


activities. Knowledge in QMS like 
ISO9000/TS 16949 is required. 


Infotech Enterprises Ltd, Wind 
Energy - Design Manager, 
Hyderabad, 7 - 15 years, Job ID: 
7023130 

Min. 7 yrs exp. in management of engineering 
projects related to design and construction of 
wind turbines. Should have worked in the 
development of mechanical and electrical 
areas, 


Surelock Plastic Pvt Ltd, Manager 
Marketing & Sales (For All India), 
Mumbai, 12 - 15 years, Job 7058849 
Development of OEM customer in electrical, 
automotive, telecom, power, packaging etc. 
Preparing sales budget. 


Larsen & Toubro Ltd, Senior position 
in Corporate Insurance Dept., 
Mumbai, 15 - 20 years, Job ID: 6551806 
Handling various engineering policies 
(onshore and offshore), fire, marine, personal 
and health related portfolios, claims 
management, risk inspection, etc. 


IT Integrated Solutions Ltd, AVP- 
Sales Domestic/International, 
Mumbai, 10 - 16 years, Job ID: 4085090 
Business planning. Drive marketing campaign, 
conduct campaigns to promote the various 
services offered by ITISL. Prospect 
engagement. 


IGES Institute of Nursing and Health 
Sciences, Vice Principal, Jammu, 10 - 
15 years, Job ID: 7057473 

Looking for a Vice Principal / Principal 
having 10-15 years of experience in running a 
Nursing institute. 


Ikas Technologies Pvt. Ltd., Principal 
Engineer - J2EE, Bangalore, 
Chennai, 8 - 12 years, Job ID: 6931092 
Should have worked in atleast 2 mid to large 
size projects and 3-4 medium size Java EE 
projects in a hands on role. 


Precision Automation And Robotics 
India Ltd, Design Leader - 
Mechanical, Pune, 13 - 15 years, Job 
ID: 7057012 

Prepare general arrangement drawings, 
layouts, concept drawings. Seek design 
approval from customer. 


William Hare India Private Limited, 
Section Manager - Detailing, 
Chennai, 12 - 17 years, Job ID: 4402772 
Candidate should be good with 
communication, team building, motivation 
and planning (scheduling of work and meeting 
the deadlines). 


Zensar, Practice Head-Siebel CRM, 
Pune, 12-17 years, Job ID: 7056682 

Exp. in Siebel CRM. Should have a team of 
atleast 100 and above as Sr. Project 
Manager Program Manager or Practice Head, 


Deutsche Bank AG, Relationship 
Manager - Vice President, Mumbai, 10 
- 15 years, Job ID: 7056471 

Proven track record in relationship 
management, reputation for creative problem 
solving and have the skills to unify diverse 
groups. 


Juniper Networks Inc., System 
Analyst/ Tech Architect, Bangalore, 
10 - 13 years, Job ID: 6995868 

BS in computer science engineering and 124 
years of exp. in developing embedded data 
communications products with at least 2 years 
in lead/architect role. 


First American Corporation, 
Operation Manager, Bangalore, 10 - 12 
years, Job ID: 7014624 

Responsible for taking the "As Is" processes, 
tie loose ends, put clarity to the processes as 
more is learnt, ramps-up production etc. 


Firstsource Solutions Limited, DGM - 
Service Quality, Chennai, 9 - 11 years, 
Job ID: 7054853 

Designs quality initiatives based on identified 
system issues and needs. Implements and 
manages initiatives to improve service quality. 


Barclays Technology Centre India 
(Pvt) Ltd, Cards Service Manager- 
Prime, Pune, 8 - 12 years, Job ID: 
6371240 

Service management experience with 
Prime/Vision plus expertise. Will be 
responsible to handle change requests/ 
projects relating to Prime 3 etc. 


Cadila Pharmaceuticals, Second Line 
Manager, Chennai, Hyderabad, 7 - 15 
years, Job ID: 6959574 

Responsible for recruiting, mentoring, 
motivating and providing training to the field 
sales team, ensuring optimum performance to 
deliver quality services. 


Educomp, Sr. VP- Procurement, 
Gurgaon, 15 - 20 years, Job ID: 7056303 
Actively lead the procurement operations. 
Responsible for end-to-end Supply Chain 
Management function for all domains. 


To know how to apply for these jobs, go to finance jobs listing page. 
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4 Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


IP Soft India Pvt Ltd, Senior 
Middleware Administrator, 
Bangalore, 2 - 12 years, Job ID: 
5349201 

Multiple skills in Weblogic, Websphere, 
Apache, HTTP, Sune One, Siteminder, LDAP, 
ATG, OAS, JBoss, MB, MQ, JACL. 


TM Systems Pvt Ltd, Software 
Support Engineer, Udaipur, 1 - 2years, 
JobID: 7056774 

Graduates having good knowledge of Oracle 
and basics in computers. Candidates should be 
willing to travel and work on field. 


E-Governments Foundation, J2ee 
Lead/Developers, Bangalore, Delhi, 3 
-10 years, Job ID: 7058741 

Experience in web based application 
development. Need strong individuals who 
can overhaul system. Frequent client 
interaction and leadership onus. 


Setu Services, Oracle Project Lead, 
Pune, 7 - 12 years, Job ID: 7058719 

PLL Apps System administrator 
responsibilities which includes user creation, 
responsibility creation, profile setups, 
concurrent requests, menus, forms, functions. 


Real Soft Inc., Team Leader/ 
Technical Leader, Bangalore, 5 - 8 
years, Job ID: 7022195 

Avaya platform exp. in implementing & 
integration of Awaya Voice Platform, CTI 
integration; able to carry out the requirement 
analysis, scoping and more. 


Craft Silicon Pvt Ltd, Trainee 
Pr er - Database, Bangalore, 0 
-1lyear, Job ID: 7058502 

Thorough knowledge of T-SQL and Writing 
Stored Procedure / Functions / Triggers; 
must have excellent inter-personal 
communication. 
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Information Technology 
Management India Pvt Ltd, Software 
Engineer/ Programmer, Chennai, 
Hyderabad, 2 - 5 years, Job ID: 
7058532 

Good communication skills; experience in 
Terracotta to Web logic integration in a 
cluster; using terracotta NAM server array and 
more. 


Cheers Interactive India Pvt. Ltd., 
Software Freelancers - Vb 6.0, 
Mumbai, 1 - 3 years, Job ID: 7058347 
Good knowledge on Visual Basic 6.0 and MS- 
SQL server 2000 (minimum experience 2 
years). 


NetHawk Networks India Pvt Ltd, 
Software Engineer(GB stack 
Developer), Bhubaneshwar, 2 - 4 
years, Job ID: 7058326 

Strong in C++; good knowledge in Aricent 
GB stack development; very good knowledge 
in Socket programming, Network 
programming. 


Lifetree Convergence Ltd, Senior 
Software Engineer, Bangalore, 2 - 5 
years, Job ID: 7058322 

Java web development experience using 
Java/JSP/Servlet and open-source 
technologies. 


Capgemini, Senior SharePoint 
Developer, Bangalore, 5 - 8 years, Job 
ID: 7058125 

Excellent problem solving, design, coding and 
debugging skills with 5+ years of professional 


web application development experience. 


Trigyn Technologies Ltd, .Net Senior 
Developer, Mumbai, 4 - 5 years, Job 
ID: 7058106 

MCSD/MCAD Certified; sound knowledge 
of classic ASP, VB.Net, SQL Server, CSS, 
HTML; good communication skills. 


For the fastest, easiest and most 
economical way to get to the 
perfect resume, call us or visit 

www.monster.com. We'll get you 

the right candidate, 
no matter what. 


Informatica Corporation, Senior 
Technical Writer, Bangalore, 5 - 10 
years, Job ID: 6135863 

BA/MA/BS/MS (humanities, social sciences, 
engineering, or journalism); experience with 
FrameMaker, Web Works Publisher and 
HTML. 


Larsen & Toubro Infotech Ltd., 
Automation Testing Specialist, 
Mumbai, Pune, 5 - 10 years, Job ID: 
6992744 

Experience in QA / Testing; good knowledge 
of Automation Testing — Tools & Techniques 


and Framework (hands-on experience in 
QTP). 


ACE Software Solutions Pvt Ltd, 
Software Engineer, Mumbai, 2 - 5 
yeat, Job ID: 7024226 

Experience in Oracle, Websphere Application 
server, MQ Series, VMware, UNIX, Windows 
and Installshield. Knowledge of Unix shell 
scripts. 


HG Technologies India Ltd, Cognos 
developer / Lead, Pune, 3 - 8 year, Job 
ID: 7058148 

Expert knowledge in Cognos 8: Report Studio; 
knowledge of Oracle 10G is a must; good 
knowledge of SQL Server 2005. 


IP Soft India Pvt Ltd, Senior Unix 
Administrator, Bangalore, 3 - 9 years, 
Job ID: 5224672 

Exp in managing enterprise class production 
critical Linux/Unix server and storage 
environments. 


CBay Systems, Lead IT Engineer, 
Bangalore, 4 - 8 years, Job ID: 7089218 
Lead designated IT/IS infrastructure activitie: 
in a complex and geographically diverse 
environment. Provide support to operations. 
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Jobs I oday 


Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 





The Shappers, Sales Manager, Delhi, 
Jaipur, 1-10 years, Job ID: 5828774 
Execution of sales strategy — increase market 
reach and penetration. through market 
segmentation. Seek new customers and 
increase sales. 


Tata Teleservices Limited, Zonal 
Head-Sr. Manager-Sales, Karnal, 9 - 
12 year, Job ID: 7054816 

Acquiring new customers-gross, net, churn. 
Increase the revenue - ARPU increase, unique 
recharge, zero depletion. 


Collabera, Sales Executive, Vadodara, 
1-4 years, Job ID: 7054821 

Manage multiple existing client relationships 
and engagements. Will be expected to farm 
existing accounts, create relationships. 


Aanjaay Software Ltd, Marketing 
Executive, Chennai, 1 - 3 years, Job ID: 
7054387 

Experience in selling software products or 
portals. Preference for executives currently 
selling customized software solutions or 
selling portals like job sites, matrimonial sites. 


Innovative Solutions, Marketing 
Engineer Sr/]r, Pune, 2 - 8 years, Job 
ID: 7053950 

Must have a firing inspiration, an eye for detail, 
efficient marketing practices and a self- 
motivated desire to produce a variety of clients 
and projects. 


Minilec India Pvt Ltd, Sales Manager 
- Agroproducts, Pune, 4 - 10 years, Job 
ID: 6737404 

Experience in agri-products marketing/ sales. 
To promote sales of organic manure & 
agriculture products. 


Aludecor Lamination (P) Ltd, Area 
Sales Manager, Chennai, 6 - 10 years, 
Job ID: 7052180 

Develop good understanding with architects, 
builders, promoters, structural consultants, 
interior designers & fabricators. 


First Select (P) Ltd, Regional 
Manager-Marketing , Pune, 8 - 15 
years, Job ID: 7051697 

Responsible for handling entire region 
independently. Setting and achieving 
individual as well as team target. 


Eurobond Industries Pvt Ltd, 
Marketing Assistant, Mumbai, 1 - 2 
years, Job ID: 7056191 

Brand communication (editing of 
communication material etc.). Assistance of 
events, Arranging business conferences and 
promotional sales activities, 


Vinayak Electro Tech, Marketing 
Executive, Hyderabad, 0 - 2 years, Job 
ID: 7055901 

Marketing executives with experience in 
electrical switches. Also looking for executives 
to go for onfield work. 


Kanchan Motors Commercial Vehicle 
Dealers, Marketing Executive, Nasik, 
0-2 year, Job ID: 7050930 

Smart, aggressive and presentable with good 
communications skills, responsible for 
consulting and interacting with companies, 
farmer, traders, transporters, market load 
operators. 


ASB Systems Pvt Ltd, Sales / 
Marketing Engineer, Mumbai, 1 - 5 
years, Job ID: 6961911 

Minimum qualification B.E in electronics, 
telecom or instrumentation having experience 
in institutional sales. Will be involved with 
sales and marketing of product line. 


monster com 
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Cleartrip.com, Assistant Manager - 
Corporate Sales, Delhi, Mumbai, 3 - 5 
years, Job ID: 7046552 

Responsible for sending proposals, closing 
deals, managing customer information, 
maintaining client relations / client retention 
etc 


Macksons Paints India (P) Ltd, 
Marketing Executive, Chennai, 2 - 3 
years, Job ID: 7047065 

Require target oriented and self motivated 
smart candidates with 2-3 years experience in 
paint industry. 


Nomus Comm-Systems, Executive 
Sales & Mktg, Hyderabad, 1 - 3 years, 
Job ID: 6082192 

Responsible for sales/ marketing of 
networking products in AP particularly in and 
around Hyderabad. Will interact with 
corporate, re-sellers, dealers & govt. 


Synacc Management Services Pvt 
Ltd, Product Sales Manager, 
Bangalore, 6 - 10 year, Job ID: 6953685 
Excellent inter-personal, negotiation, verbal 
communication, written communication, 
analytical and leadership skills. Ability to 
forecast sales, perform sales analysis. 


Thoran Technologies, Marketing 
Manager, Hyderabad, 2 - 8 years, Job 
ID: 6560018 

Good understanding of technical jobs 
specifications, skills and technologies along 
with the ability to analyze key skills which are 
vital for a closure. 


Talentpro India HR services(P) Itd, 
Product Executive, Chennai, 1 - 5 
years, Job ID: 7065721 


Exp. of 1-5 yrsin sales & product management 
of IBM P Series in the IT industry. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Financial Software & Systems Private 
Limited, Assistant VP-Business 
Finance, Chennai, 7 - 12 years, Job ID: 
7030548 

Monthly MIS, financial statements for Indian 
& US GAAP, business models for TPP 
focusing sensitivity analysis, variance analysis 
with budgets & forecasts. Implement ESOP 
plan. 


Aanjaay Software Ltd, Account 
Executive, Chennai, 1 - 5 years, Job ID: 
7054323 

Experience in managing accounts, audits, MIS 
and all statutory requirements such as sales tax, 
Central Excise and Income Tax. 


Collabera, Finance Executive, Delhi, 
Bangalore, 2 - 4 years, Job ID: 7050650 
Data entry of all vendor bills; ensuring 
completeness in documentation for all vendor 
bills; follow up with departments like 
admin/HR for bills. 


Square Solutions, Asst. Manager 
Accounts, Delhi, 3 - 7 year, Job ID: 
7051842 

Preparation of various MIS reports & 
finalization of financial statements. Person 
should be expert in Tally 9, M.S.office, 
internet, knowledge of ERP. 


Glacier Air Systems Private Limited, 
Accountant - Male / Female, Chennai, 
3-5 years, Job ID: 7050701 

Looking for a graduate with a min. exp. of 5 
years in the similar field. Tally knowledge is 
essential. 


Sysbiz Technologies Pvt Ltd, Accounts 
Executive, Chennai, 1- 2 years, Job ID: 
7028578 

Taking care of day-to-day petty cash expenses. 
Make cash/cheque payments and maintain 
vouchers. Consolidate monthly TDS payments. 


Jobseekers - To apply for above jobs 






|. Logon to www.monster.com 


homepage 
3. Click the “Go” button 


2. Type the Job ID in the “Search Jobs” box on the 


Samarpan Trading Private Limited, 
Accountant, Mumbai, 3 - 10 years, Job 
ID: 7048400 

Independent handling of accounts finalization, 
documentations, correspondences, collections, 
debtors, creditors, all tax related matters. 


Panoramic Group of Companies, 
Accounts Executive, Mumbai, 1 - 5 
years, Job ID: 6398742 

Preparation of bank summary. Writing of 
books of accounts upto finalisation. 
Preparation of accounts from incomplete 
records, 


Hays Specialist Recruitment, Senior 
Manager Finance, Mumbai, 6 - 8 years, 
Job ID: 6725432 

MIS, costing, budgeting, treasury, transfer 
pricing and taxation. Perform detailed financial 
analysis to help the management make right 
decision for any new initiatives. 


I-Pay Clearing Services Pvt Ltd, Sr. 
Manager - Finance, Mumbai, 5 - 10 
years, Job ID: 7044122 

Looking for B.Com. & CA with min 5-6 years 
post-qualification experience in industry. 
Responsible - annual accounts - scrutiny, 
finalisation, conversion to IFRS etc. 


Enercon (India) Limited, Executive / 
Asst. Manager - Accounts, Mumbai, 3 - 
6 years, Job ID: 7042935 

Finalization of P&L account & coordinating 
with statutory auditors. Assist in preparation of 
annual budget and its monitoring. 


Thomson Reuters, Manager - General 
Accounting, Hyderabad, 9 - 11 years, 
Job ID: 7049155 

Oversee General accounting services (journal 
entry, payroll accounting, intercompany 
accounting, revaluation, balance sheet 
reconciliations, etc) for Europe operations. 


or 





Login & access your Monster account through your GPRS - enabled mobile 


{DING THE RIGHT CANDIDATE STRESSING YOU OUT? 


just CALL 


Employers - To buy Monster products and services 


Targray India Private Limited, Senior 
Accountant, Gurgaon, 5 - 8 years, Job 
ID: 5900509 

Completed MBA or Mcom degree; Microsofi 
Office experience with a solid working 
knowledge of Excel and MS Outlook. 


Gitanjali Lifestyle Limited (Gitanjali 
Group), Cost Accountant, Mumbai, 5 - 
7 years, Job ID: 7041076 

Factory accounts kind of experience 
Preferably from a manufacturing background 
Must have done ICWAL, 5-7 yrs of post ICWAI 
experience. 


Dharne Systems Pvt Ltd, Account: 
Executive, Pune, 0 - 3 years, Job ID 
7037302 

Handling of daily accounting including, bu 
not limited to, all office routine tasks, pett 
cash, preparing vouchers. 


M & S International, Sr. Accountant 
Delhi, 4-8 years, Job ID: 7035852 
Finalization of balance sheet. Prepare all type 
of income tax returns. Finalize sales ta 
assessment with ETO. 


Santech Cybernetics Pvt Ltd, VP 
Finance, Bangalore, 10 - 15 years, Jo! 
ID: 7042448 

Responsible for all legal, financial and fisc; 
management aspects of company operation 
Investor management. 


INLogic Bizcom Private Limitec 
Assistant Manager Finance, Chenna 
5-8 years, Job ID: 7037833 

Excellent Communication Skills (Bot 
written and Verbal), excellent in reportin 
MIS and presentation skills. 
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Tee Financial Diagnosis 


Keeping tabs on your investments regularly is the first step to intelligent 
investing. Online trackers make your task easy. MANU KAUSHIK 





Daciano 
Muy had Powemarri ot atan i5 mete h Pus 
at De sie anaw ta n g 






Portioios Abed 


Value Research 


Tracks investments such as stocks, 
mutual funds, bonds and fixed 
deposits. 


Analyses performance of mutual 
funds over different time 
periods. 


Has an excellent user interface but 
doesn't perform cash adjustments. 


f you spend too much time keep- 
ing track of your portfolio, it's 
time to embrace the Net. Savvy 
investors have long turned to the 
Net, in particular, to the many 
online financial websites, for calcu- 
lating their returns and even working 
out tax liabilities. On the Net, online 
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Myiris 
Tracks only mutual funds and stocks. 


Performs cash adjustments and 
updates bonuses and splits. 


Allows you to open cash-enabled 
account to keep track of every 
single transaction. 


Provides option to switch between 
different portfolios. 


tools make your financial navigation 
easy and provide you the sophisti- 
cated calculation edge that was 
hitherto available only to fund man- 
agers. It can help you weed out 
non-performers and re-position your 
portfolio to capture the existing in- 
vestment environment. Even if you 
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Moneycontrol 


Keeps track of your net worth by 
assessing your total assets and 
liabilities. 

Sends out mail and SMS alerts to 
users on individual stocks/funds. 


Ideal for people looking for 
regular reminders of the value 
of their investments. 


don't want to churn your portfolio 
often, it is necessary that you should 
stay abreast of every ups and downs 
in your investments. Says Dhirendra 
Kumar, CEO, Value Research: "It 
pays to keep track of your portfo- 
lio. You know the securities that 
are doing well and those that are 


dragging your returns.” 

There are paid and free online 
sites, and each has its unique fea- 
tures. Some include a complete record 
of your investments in different asset 
classes; others offer add-ons such as 
portfolio analysis, research reports, 
customised watch-lists, stock alerts, 
retirement and tax planning, and 
even capital gains calculators. Of 
course, you have to key the basic 
data of your stock holding, their av- 
erage acquisition price, etc., to help 
the website track your performance. 

After sifting through many on- 
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Sharekhan 

Provides alerts based on your 
research, trade and price of a 
particular stock or fund. 

Helps you analyse your portfolio 
on both realised and unrealised 
gains/losses. 


Better for regular market traders 
than a lay investor. 


line financial websites, we zeroed in 
on the five most popular free portfolio 
tracking services—Sharekhan, Value 
Research, Myiris, India Infoline and 
Moneycontrol. After creating a 
dummy portfolio, we monitored their 
features, worked on the online tools 
and here's what we found out. 


Myiris 

To give a fresh start to your financial 
planning, Myiris uses trackers that 
are easy-to-use with a clean layout. 
Says S. Swaminathan, ceo, Myiris: 
"Besides all the standard features, in- 
vestors want net trackers to have 
user-friendly interface. An easy-to- 
use tracker attracts more users.” 
Myiris allows you to open multiple 
portfolios, tracks mutual funds (Mrs), 
stocks, bonds. commodities, deriva- 
tives, bullion, insurance (ULIPs) and 
fixed deposits. It also updates your 
portfolio every two minutes, but per- 





India Infoline — 


Keeps tab on your gain/loss 
and annualised rate 
of return. 


Flashes latest news on the stocks 
and mutual funds in your portfolio. 


Suited for investors who like 
simplicity over loads of 
information. 


haps, long-term investors can avoid 
such rapid monitoring. 

Another feature is a cash-enabled 
account that helps you stick to your 
financial goals irrespective of the mar- 
ket conditions. Says Swaminathan: 
“One has to enter a fixed amount as 
opening balance. The tracker then 


checks whether there's cash avail- 
able to fund the transaction. One can 
add further cash later. With this, one 
can keep a track of every single trans- 
action affecting the cash balance and 
also monitor the total cash deposited 
for investment transactions. " 

Unlike other trackers, Myiris 
alerts you when there's a corporate 
action such as bonus or rights issue, 
and also reminds you of siP pay- 
ments. The site automatically in- 
corporates the effects of any corporate 
action in your portfolio. 


Sharekhan 


This website monitors changes in the 
value of stocks and funds since the 
purchase date and "calculates" the 
overall portfolio's gains or losses. It 
allows users to create up to five virtual 
folders and manage an entire fam- 
ilv's portfolio. The best part is it allows 
to upload past transactions. too. 

Entering a new transaction is a 
time-taking process. Another draw- 
back is the use of financial jargon 
such as long position and short posi- 
tion, which can be of help to traders 
but might not easily be understood by 
first- time users. Also, fields such as 
folio number, while adding the 
mutual fund information, tend to 
make the information-keying exercise 
tedious. Says Amit Shah, Product 
Manager, Sharekhan: "If vou are not 
a trading user of Sharekhan, the sys- 
tem doesn't synchronise corporate 
action (read: bonus, rights, split) to 
your portfolio. In that case, vou have 
to key in such information." 


Value Research 

The website has a comprehensive 
portfolio-analysis page with sector 
exposures and asset-class balances. 
It doesn't automatically update in- 
puts such as corporate action but 
alerts investors instead. For example, 
the buy/sell/split/ bonus /siP/swP 
tools help vou buy more shares, sell 
existing holdings, split shares, etc., 
and calculate the average purchase 
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"Once the portfolio is created, people find it tedious to monitor and 
manage its performance. That's where online trackers come handy" 
Dhirendra Kumar, CEO, Value Research 


price based on the trade information 
you enter. In addition, users can take 
advantage of features such as notes 
for future reference. 

Another plus is the "fund perform- 
ance" feature which gives you not just 
the returns but also the rank for each Mr 
in your portfolio over different time pe- 
riods: one week, one month, one year, 
three years, five years and year-to- 
date. The tracker covers only three 
asset classes—equity. Mrs and fixed 
income instruments. 

The tracker offers two different types 
of portfolios tracking systems: Quick 
portfolio and transactional portfolio. 
Quick portfolio tells vou the current 
value of a collection of funds and stocks. 
It doesn't feature any sophisticated 


analysis but does have the advantage of 


being quick to set up. The transactional 
portfolio, on the other hand. looks at 
each historical transaction that has 
gone into your portfolio. 


India Infoline 

It is the most simple portfolio tracker in 
the list. Its no-frills service lacks fea- 
tures such as multiple portfolios, alerts, 
portfolio analysis, research reports, etc. 
The portfolio tracks stocks, Mrs, bonds, 
insurance, fixed deposits, cash and 
other assets. It also keeps tab on your 
realised gain/loss and annualised rate 
of return. In addition, the tracker pro- 
vides you with recent news about the 
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stocks and funds you are holding. 
The tool is simple and there's plenty 
of basic information on stocks. Hence, it's 
a natural choice for the occasional 
investor. Another handy aspect is the 
tracker can download your portfolio as a 
spreadsheet to your personal computer. 


Moneycontrol 

More than just portfolio management, 
Moneycontrol takes into account your 
total net worth by deducting your 
liabilities (loans and borrowings) from 
assets (property, stocks, mrs, bullion, 
insurance, cash and other assets). 

A graphical representation 
through pie charts, bar graphs helps 
to present your financial informa- 
tion better. It also has a handy tool to 
calculate your short- and long-term 
capital gains. You can create a watch 
list for stocks or funds that you have 
not purchased, but would like to 
monitor. But the site is cluttered 


with redundant links and lots of 


menu options that you may not 
need. Although, the tracker gives 
timely alerts on bonus/splits/rights, 
it does not automatically update 
the same in your portfolio. 
Moneycontrol also lets you access 
research reports, key financial data 
and expert views to help you make 
informed decisions. © 
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The Safety 
Check 


Typically, every net tracker 
gathers two types of 
information about users: 
personal, which individual 
users provide when 
registering as a member; 
and tracking information, 
which includes your 
securities in the portfolio. 
While most trackers claim 
that they use various 
advanced security technolo- 
gies and procedures to 
help protect your personal 
information from 
unauthorised access, 
security and confidentiality 
of information cannot be 
guaranteed 100 per cent. 
At times, you may be 
asked to take part in 
surveys aimed at obtaining 
general information, for 
example, your investment 
experience or your reactions 
to a particular product. 
As information obtained 
in these surveys usually 
involves a third party, 
you should opt out of them. 
But issues of security 
and confidentiality need 
not be the overriding 
reason for not using a 
portfolio tracker. Millions of 
people are now using them. 
Besides, most of the 
information that an online 
tracker asks you to submit 
is available elsewhere too- 
your demat and bank 
accounts. So, in a strict 
sense, there is no real 
confidentiality of personal 
and financial information. 
For instance, your PAN 
number is available to all 
kinds of financial-service 
providers because it's a 
mandatory requirement. So, 
submitting basic information 
shouldn't really be a worry. 
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Short-term debt funds 
have emerged as an 
attractive investment 
option for investors. 
MANU KAUSHIK 


- 


$ | J ith the stock market having 
y! | run up §2 per cent since 
s March, investing in stocks over 
the short term is fraught with risk 
due to the possibility of an imminent 
correction. When this fact is juxta- 
posed with the prospects of a flattish 
interest rate over at least six months, 
a clear case builds up in favour of 
short-term debt funds. Here's why: 

While interest rates are expected to 
remain volatile for sometime, fund 
managers believe there won't be any 
significant movement in any one 
direction at least over the short term. 
This makes it safer to invest in short- 
term debt instruments such as liquid 
plus funds, floaters and short-term 
debt funds, which according to fund 
managers are less sensitive to changes 
in interest rates. On the other hand. a 
rise in interest rates affects long-term 
bond funds the most. 

"In future, the trajectory of yield 
curve will be contingent upon three 
key developments: government's bor- 
rowing programme, economic re- 
covery and the interest rate scenario. 
While heavy government borrowing 
and bumping up of inflation may have 
a long-term impact on the bond mar- 
kets, the yields for the short-term 
period will continue to remain low,” 
says Sujoy K. Das, Head (Fixed 
Income), Bharti Axa Investment 
anagers. Lower yields on bonds 
anslate into higher net asset values 
W) of debt funds. 

Parijat Agrawal, Head (Fixed 
ime), Sst Mutual Fund, too, expects 
st rates to be flattish before going 
ain over the long run. "Rising 
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Short-term debt funds have given the best returns over the last two yea. 
2-year return 


Fund Category 
Short-term Debt Fund 


Short-term Floating Rate Fund 82. ee 
m o -89 


Liquid Plus Fund 


Short-term Gilt Fund ———— 


Balanced Fund 


l-year return 


6-month return 


82 
^48 


Figures in per cent 


T EFC 


And here are the top 5 short-term debt fund schemes. 


Schemes 


JMM Short-term — — — — 


commodity prices and higher pP 
growth could harden interest rates 
over long term. It is certain that Rei 
may not reduce rates further, but a lot 
will depend on the Budget." 

All categories of the short-term 
debt mutual funds have performed 
well in recent past. Over the past one 
year, short-term funds have given an 
average return of around 10.72 per 
cent, compared with 8.20 per cent 
return on short-term floating rate 
funds, and 2.48 per cent return on 
balanced funds category. Typically, 
short-term debt funds invest in short- 
term corporate debt, money market 
instruments and call money. Says 


year return 


ICICI Prudential Short-term — — 16. 


3-year return 6-month return 


LUPA NN 


10.56 10.36 


Figures in per cent 





Agrawal; “Short-term debt funds are 
the best bet for uncertain investors. 
While liquid funds do the job of 
insulating the investor's portfolio from 
high interest rates well enough, short- 
term debt funds do it as well and can 
even give a slightly higher return,” 

Investors could also opt for float- 
ing rate funds. Floaters, which 
invest largely in floating rate paper, 
are ideal for investors with invest- 
ment tenure of around 12 months. 
Since coupon rate is revised periodi- 
cally, the amount of risk these funds 
carry is pretty low. © 
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Curbing Mis-selling 


Your insurance agent will lose heavily if he sells you a 
policy that has a hefty first- year premium. NITYA VARADARAJAN 


Development Authority (IRDA) has 

introduced a regulation that will 
help curb the mis-selling menace. 
Agents henceforth will not be able to 
sell policies with a hefty first-year pre- 
mium and smaller subsequent premi- 
ums. An IRDA notification states that 
the premium payments from the sec- 
ond year should be not less than 75 per 
cent of the first year. In the absence of 
such a stipulation agents sold with 
huge first-year premiums and pocketed 
a hefty commission. Their selling 
mantra was that you don't need to 
pay such huge premiums subse- 
quently. In 2007, RDA allowed flexible 
premium payments from second year 
onwards as long as there was a mini- 
mum balance on an individual's uLiP 
account to cover mortality risk. 

Here's how it will work to your 
advantage. For example, if an agent 
collects a second-year premium of 50 
per cent as against the mandated 75 
per cent, the difference 25 per cent is 
clawed back from the agent's first- 
vear commission and this amount will 
be converted into a single premium 
policy. A single premium policy has a 
low agent commission of 2 per cent. 
The agent's extra commission will be 
returned to you, usually in the form of 
a single premium policy. 

This regulation favours the cus- 
tomer and ensures that the agent 
will sell authentic policies that you 
require instead of merely maximis- 
ing his commission. The first-year 
commissions are the best in most 
ULIP policies and are in many cases 
between 25 and 30 per cent or 
more depending on the product 
and company. 


To: Insurance Regulatory and 
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IRDA Gets Cracking 


How agents mis-sold and how you 
can benefit now. 


FIRST-YEAR PREMIUM 

Rs 5,00,000 

SECOND-YEAR PREMIUM 

So far Now 

Rs 50,000 Rs 3,50,000 
FIRST-YEAR COMMISSION 

So far Now 

Rs 150,000 Rs 10,000 
(30% of first- (2% of first-year 
year premium) premium) 


Amount returned to individual 
as single premium policy 


Rs 1,40,000 





The New Agents’ Code 


Insurance agents will have to 
spruce up their act. 


€ Don't sell ULIPs to maximise 
first-year premiums and commission 


€ Sell long-term insurance and follow 
up on the subsequent premium 
payments and regularise the same 


€ Explain to the customer during 
policy sale that the premium has to be 
sustainable like a traditional life policy 


€ Deploy windfall gains into other 
channels than regular ULIPs, while 
providing life cover through a pure 
term plan 






Says J Karthikeyan, a certified 
financial planner, and Director, 
Finerva Financial Soutions: “Agents 
sold polices with a sizeable upfront 
investment knowing well that the 
investor won't be able to pay a sim- 
ilar premium the second year. 
Agents give the assurance that the 
investor can pay just a fraction of 
the first-vear premium, which is 
enough to keep up the mortality 
charges going.” 

A ULIP investment works best 
when there is sustained regular pre- 
mium paid over usually 10 years. 
An investor can usually recover his 
initial costs of commissions in 
6-7 years if the market performs well. 
Says Karthikeyan: "An investor who 
pays huge sums in the first year and 
small premiums subsequently, loses 
out in the uLir because his invest- 
ment is channelled more towards 
overhead expenses. The new regu- 
lation will ensure that such mis-selling 
does not happen." 

The circular has come into effect 
for policies sold from April 1, 2009. 
Insurance companies have welcomed 
the move. Says Anil Singh, Head 
(Actuarial and Product Development), 
Bajaj Allianz Life Insurance: "We 
have ensured that all new uurs man- 
date a minimum collection of 75 per 
cent from the second year to prevent 
issues of a claw back." For individuals, 
it's a step in the right direction. © 
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ECONOMY-SNAPSHOT 





More Smiles than Frowns 





As fortunes of the household economy and the Indian economy get more intertwined, having a pulse on 
the economy is essential for everybody. This page is designed to help you do exactly that. Once every 
two weeks, after this issue come to this page to get an update on your and the country's financial health. 


INFLATION (wPi%) Ə 

Has remained below 1% for 12 straight 
weeks now. 

07 






0.6 






3 
18 April 2 May 23 May 


EXCHANGE RATE. (* *) 
Rs 47.08/ $ against 


Rs 50.5/$ in April. 


Expect the exchange rate to be less 
volatile than it has been in the past 
year. Dollar inflow may lead to more 
appreciation. 


INTEREST RATE (<2) 


Looks set to go down for both private and 
public sector banks. 


14,25 





June '08 Nov. '08 
um ICIC] floating reference rate for home loans 
um SBI prime lending rate 


SPOTLIGHT ON: GDP o 


. Macquarie Research on May 29, 2009 
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PRODUCTION C) 


THE WORST IS OVER 4.3% was the rate of growth 
2006-07 97 of the index of the six core 
2007-08 9 industries in April, the highest 
2008-09 6.7 since July 2008. 

April-June T9 

July-Sept. 1.6 2 3% was the dip in the rate 
Oct -Dec. 53 of growth of industrial output in 
Tàn:-Márch 5g March, but the core sector growth 


ikaw could spur a bounce back in April. 


FORECAST 
Most economists have upped their 
forecasts after the election. 


Unlikely to recover before 
Before After 
GDP growth in 2009-10 (%) 


Elections Elections September 


Morgan Stanley 5.80 6.20 
Nomura 5.30 6.30 
Kotak 5.50 6.00 
Barclays 5.50 7.00 
HSBC 6.20 6.20 
Goldman Sachs 5.80 5.80 
Bank of America-Merrill Lynch 5.30 6.30 
Macquarie Securities 5.50 7.00 


"Political risk is likely to decline on a 
sustained basis....The tectonic political 
change is likely to act as an acceptable 
steroid in reviving confidence and 
boosting financing for investments” 


FIIINFLOW CD 


$6 billion has poured in to Dalal 
Street since FII inflows turned 
positive in March. 





EXPORTS (% growth Y-o-Y in exports) 








-30 
-33.3 -33.2 


—_ — 













MOTHER OF ALL INDICATORS: $85", 
FISCAL DEFICIT e F WATCH OUT FOR 
4 6 @ The impact of Finance Minister Pranab Mukherjee’s pep 

41 45 ^ talk to bankers on lending rates. 

2.1 e The Finance Commission's report on how and by when 

| to return to the FRBM path. 

2005-06 2006-07 2007-08 2008-09" 
As % of GDP "Revised estimate **BT forecast for actual e The impact on the exchange rate of gradually but » 


If not reined in, the spurt in deficit has the real danger of hampering 
private investment after September 2009. 
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steadily growing portfolio investments. 
Source: Government data unless specified 


PERSONAL TECHNOLOGY 


Big Bing, Big Bang 


Microsoft's latest search engine is impressive, but not a Google killer. kusuaw MITRA 
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<@ CIRCA 2004: MSN Search launched, 
promises to be better than Google. 
Google increases marketshare. 
CIRCA 2007: MSN Live Search 
launched, promises to be better 
than Google. Google increases 
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CIRCA 2009: Bing Search p» 
launched, promises to be R^ 
better than Google. BT's | 
3-search test described pe 
below finds Bing good, 2x 
but not a Google killer. : s 


n 2004, speaking to this corresp- 

ondent during an interview for 

BT, Microsoft ceo Steve Ballmer 
mentioned that Google was just a 
fad, and that Microsoft's (then) soon 
to be launched Msn search engine 
would finish off Google. The rest, as 
they say, is history. 

Bing, the latest from Microsoft, is 
their fourth iteration of a search eng- 
ine. In 2008, it tried to buy Yahoo! 
because Microsoft felt it needed to 
improve its search. However, till now 
they haven't challenged Google's su- 
premacy. 

So, how is Bing? Indian blogs and 
Twitter users are horrified that "Bing" 
has censored "Sex" search results, 
which even a cursory look at Google 
Trends will point out is the highest 
searched term in India. However, 
Google also tends to ignore Sex when 
issuing its family friendly annual 


search Zeitgeist. 
So, how do they compare? We did 
three searches on June 4 to find out. 


Search 1: Beyond "Sex", Bing is a 
very good search engine, but trying a 
rather generic search term, in this 
case "Air France 447" (the plane that 
crashed in the Atlantic), brought up 
quite diflerent search terms on Bing 
and Google. Bing's first result was the 
current day's flight status, Google's 
was a link to a story in Time magazine, 
which given the accident. was far 
more relevant. Google: 1; Bing: O 


Search 2: Next we did an ego 
search—"Kushan Mitra". Google 
brought up my LinkedIn profile on 
top. Bing brought up an old news item, 
but the rest of the first page results on 
Bing included recent stories. Google 
threw up some old stories I had for- 


gotten I had done. Google: 1; Bing: 1 


Search 3: Since I was writing this ar- 
ticle from the Press Centre at Comput- 
ex 2009 in Taipei, the search was for 
“Computex 2009". Bing threw up 
some interesting links, but Google mer- 
ged slightly more mediocre results with 
better news links. Google: 2; Bing: 1 

My conclusion: Bing is nice, but 
not a Google killer yet. | use Google 
Chrome as my browser and Google is 
embedded into my address bar. I'm 
not going to change my settings for 
Bing. That said, it costs nothing to try 
it out and you should be fair and do 
just that. The big worry for Bing. 
though. is that humans are crea- 
tures of habit. And unfortunately 
for Ballmer, Google isn't just a fad. it 
is a habit. 
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BOOKS 


How to Reform 





For the past decade or so, 
corporate scandals at com- 
panies such as Enron and 
Satyam have reinforced 





x 
the notion that directors < 
on a company’s board are = 
mere pawns of caps, forced Z 
torubber stamp hisorher = 

=x 

PUBLISHER: directives. This doesn't 
John Wiley have to be the case, says 
PAGES: 199 


Ram Charan—a Harvard 
PhD in corporate governance 

and management guru to many of the world's 
companies. In his new book, Charan outlines 14 ques- 
tions—along with detailed answers and case studies 
that company directors simply must ask themselves in 
order to shed the image of being corporate puppets and ful- 
fill the role of watchdogs for shareholders. Here is a sampling: 


PRICE: Rs 1,412 





Is Our Board Composition Right 
elor the Challenge: 
Boards must do their own succession planning with lead 
time to ensure they have the right mix of skills, experience 
and expertise at all times.... 

Personality is a hugely important criterion in selecting 
directors. Directors must be able to work well together for 
the board to be effective and yet be independent. The gov- 
ernance committee owns the process of having the right 
composition of the board at all times. The committee 
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must have a clear process on what 

skills and experiences will be needed 

when, and how changes will be 
made along the way. 


Are We Addressing 
ethe Risks that Could 
Send Our Companies over 
the Cliff: 
Boards have to consider how risks 
might combine in a perfect storm, and 
link managerial decisions with risk to the 
balance sheet as well as the P&L. Boards can 
get a better handle on risk by viewing the business 
and the landscape through different lenses.... (financial vul- 
nerability lens, Strategy and Operation lens, Political and 
Geopolitical lens.) Consider creating a risk committee to dig 
deeper into the potential sources of risk. 





Are We Prepared to do Our Jobs Well 
AZ e When a Crisis Erupts? 

Boards have to be vigilant to prevent crises and ensure that 
management is well prepared for the knowable unknowns. 

When an unknowable unknown strikes, the chal- 
lenge is to sort through the ambiguity fast and imagine 
different scenarios and ramifications. 

Boards may have to take the lead when an emergency 
situation arises to keep people informed, steady people's 
nerves, and help management sort through ambiguity. 


Are We Well Prepared to 
e Name Our Next CEO? 
A well-designed succession process starts by 
pinpointing what the company needs most. It 
also reveals what each candidate really has to 
offer, shaking loose directors’ biases toward 
or against ceo candidates they already know. 

Discussing succession several years in ad- 
vance allows time to get to know the candidates 
well, and if the field falls short, to bring in out- 
siders below the ceo level. 

....Boards should get to know more lead- 
ers at lower levels than they typically do, 
and they must know who will take charge in 
an emergency. 


Does Our Board Really Own 
ethe Company's Strategy? 
Directors want to—and must—get engaged in 
company strategy.... The shelf- life of a strategy 
is shortening. The board's objectivity and di- 
verse viewpoints can help management detect a 
bend in the road and peak times to sell a business. 

Management should create a concise strat- 
egy document....One-on-one conversation 
with individual directors clarifies the strategy 
and sets the stage for richer group discussions. 

Boards should consider strategy on three 
levels—portfolio, business unit, and func- 
tional—and watch for opportunities to make 


occasional strategic bets. 

O How Can We Get the 
eInformation We Need to 

Govern Well? 

Boards should assign one or two directors to 

work with management on the architecture of 

the information that comes to directors.... 

Information has to go beyond reporting 
past performance to show the drivers of 
future performance. 

„Boards should not get all their information 
from management alone. They should be more 
active in seeking outside voices and judgements 
and hearing directly from employees. 


O How Can Our Board Get CEO 

e Compensation Right? 

...Rigid formulas and absolute numerical tar- 

gets don't always work as expected, especially 

given the volatility in the global financial markets. 
-... The full board, not one or two individu- 

als, should determine cko compensation. 





A "compensation philosophy" makes the 
guidelines for decision making explicit, while 
reserving the board's right to exercise discretion. 
Most constituencies accept the board's judge- 
ment provided the decisions are thoughtful 
and the guidelines transparent. 

Compensation committees have to step 
up their efforts to dig into the details of execu- 
tive compensation; they cannot delegate the 
job, even to the best consultants. 


Why do We Need a Lead 
eDirector Anyway? 
Leadership. usually from the Lead Director, 
plays a big role in creating the positive social dy- 
namic that a board's effectiveness depends on. 
An effective Lead Director is one who can zero 
in on key issues, make meetings more productive 
by keeping dialogue on track, and strengthen the 
relationship between the ceo and the board. 
... The Lead Director's real job requirements 
are social skills and a special blend of tem- 
perament and personality. 


O Is Our Governance 
eCommittee Best of the Breed? 
The governance committee has a pivotal role 
in ensuring the board functions well enough to 
own up to its responsibilities. It should define its 
role broadly and be assertive in holding the 
board to a high standard. 

(It) must think through the criteria for 
various board leadership roles, balancing 
expertise with sensitivity to human behav- 
iour and rotate committee assignments and 
chairs to avoid pockets of power. 





How Can Executive Sessions 
e Help the Board Own Up? 
The executive session is the single best 
innovation for the boards to own up. 
Conducted in the right way, executive sessions 
cement the cEo-board relationship. Conducted 
the wrong way, they strain it. 

Executive sessions must be informal 
enough for directors to raise any issue, but 
they cannot be allowed to devolve into un- 
founded criticism. The ceo should attend part 
of the executive session and be kept informed 
as the board's thinking evolves. 

Executive sessions better serve their 
purpose when they are held before board 
meetings.© 








The 80 Minute MBA 
by Richard Reeves & 
John Knell 


Headline Publishing 
Pages: 159 
Price: Rs 195 


Appropriate “for 
anyone in business 
who wants to get 
ahead without going 
back to school”, this 
book is about 
creative ways to 
think about topics 
like leadership and 
ethics in “less time 
than it takes most 
meetings to get past 
coffee and biscuits”. 





How do companies, 
irrespective of size, 
achieve break- 
through perform- 
ances? The authors 
contend they 
offer-not tools or 
tips-but fundamental 
laws governing human 
behaviour and 
organisational 
outcomes, which one 
can use to boost 
performance. 
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SMART EXECUTIVE 


Making Every Moment Count 







re you forever racing 
against time to meet 
deadlines? Does your 
most common refrain happen 
to be “so much to do and so 
little time”? If you have 
answered in the alfirmative to 
both questions, chances also 
are you just can't get through 
that to-do list stuck neatly to 
vour work station. Your 
unfinished tasks are overwhelm- 
ing you and are also jeopardising 
your career. "Time management is 
something we look forward to in a 
manager. This is because time management could be a reflection of how good 
a manager you are," says Suresh Tripathi, President (HR), sre. Here's how: 
Apart from the productivity part of it, good time managers put less stress on the 
system that others are also part of. 
How to get the most out of your time? Founder of Professional Skills Alliance, 
Melissa Raffoni, recommends you leverage and audit your time. And no, it 
Do 





does not mean spending more time to manage time! She cites an example 
you get more leverage from doing work yourself or from 
training a team of others? The message: Get the biggest 
return from the time spent. The first step in doing so, 


, ime spent. T “TIME 
according to Rafloni, is auditing how you spend your MANAGEMENT 


time for one week. “This one-week time management IS SOMETHING 
assessment gives you a snapshot of how you actually WE LOOK 

spend your time. Keeping track of your hours for a week FORWARD TO 

is not difficult.” Raffoni promises that the results are IN A MANAGER" 


often surprising. Rather than covering all vour ac- eidem -— 
tivities, vou could conduct an audit of the tasks that are 

most important for you. Audit your personal time as 

well to get the complete picture. To record time spent at work, make a chart— 
Raffoni calls it Baseline Time Management Audit Tool. List the days of the 
week down the rows. Across the top of columns list the major categories that you 
spend time on. These could be sales. team management, customer management, 
mentoring, administration, etc. At the end of the day and at the end of the week, 
add the total hours spent on each category. After a week of the audit, ask 
yourself—Is this how I want to spend my time? © 

COMMENTS & FEEDBACK AT btfeedback@intoday.com 
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Keeping a time log will help you figure out how you 
are using-or wasting- your time. saumya BHATTACHARYA 





PROCRASTINATION SYMPTOM: 
Perfection 


Do you find it difficult to 
complete tasks because 
you want everything to be 
‘just right'? 


POSSIBLE SOLUTION: 

Let it go 

Time is more important 

than perfection. Ask yourself- 
"Is it worth my effort?" 


PROCRASTINATION SYMPTOM: 


Deadline High 


Do you delay work because 
you find it stimulating to work 
against a deadline? 


POSSIBLE SOLUTION: 

Tighter Scheduling 

Create a schedule and stick to it- 
especially if you are on a team 





e Prioritise and delegate. 
Reduce time spent on 
low-priority work 


@ Have deadlines. Create to-do 
lists with time estimates 


e Be disciplined. Complete one 
task before moving on to another 
Source: Managing Time (Harvard Business School Press) 
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QUIZ 





A printed quiz, in a world of 
Google? Yes, that's the beauty of 
the Internet: there's no knowing 
how much more interesting 
information you could stumble 
upon as you browse from 
site-to-site looking for the right 


answer. Those who have theanswers 


even as they read the questions 


could find themselves lucky winners 


of a one-year subscription to the 


new, revamped gr. (ok, we thought 


of that one, 

too: if you are 
reading the quiz 
in your issue 

of wr, then gift 
the subscription 
= (oa friend!) 





E-mail us the right 
answers at 
btfeedback@intoday.com 
or log on to 
www.businesstoday.in 

to take the quiz online. 
Correct answers in the 
next issue of BT. 











What did George Soros call 
"the trigger that released 
the unwinding of the 
super-bubble"? 





The petroleum products of 
the national company of this 
country are sold under the 
brand name Q8. 

Which country? 





a. Venezuela 
b. Kuwait 

c. Iraq 

d. Saudi Arabia 





a. Repeal of Glass-Steagall Act 
b. The subprime mortgage crisis 
c. Iceland's banking collapse 

d. Lehman's bankruptcy filing 


What would you be doing 
if you were defenestrating 
your computer? 





a. Running an anti-virus programme 





2 Which famous European b. Throwing out Windows licences 
electronics giant was founded, ajenos 
à k S c. Running defrag 
ironically, by Karl Marx S d. Formatting the hard disk again 
maternal cousins? 
_ &. Nokia : ~ 
b. Bosch Which controversial acronym 
c. Siemens was supposedly “discovered” 
d. Philips accidentally when the Hong 


Kong store of a British 
company sent a fax message 


Which soap was originally 
to the UK head office? 


developed in the 1950s to aid 





naval personnel who needed a. BHAG 
a product to help cleanse b. FCUK 
skin hardened and dried by : epe 
exposure to sea water iden 
and sand? 9 Which football 
sso team was founded 
p= by high school 
i iin students and turned into 


the most successful team in Italy 
by the Agnelli family fortune? 





Which is the first NH REUTERS . 





Indian company i wie 

to be part of a | €. Juventus FC 

major global d. AS Roma 

stock index? i 
à ioon He refined his execution model 
b. Cognizant based on his readings in an 
c. HDFC Bank economics class about the 

J d. Sify US Federal Reserve banking 


system. This is also the reason 
why he named his company so. 
Name the company. 


Which is the most common 
password on the Net? 





a. 123456 a. Fedex 

b. qwerty b. Cisco 

c. monkey c. Macy's (Federated Department Stores) 
d. password d. Reserve Industries Corp. 
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People | Places Products 





AMITABH KANT 


Perfect Host 


He is the man behind the successful 
campaigns 'God's Own Country' 
and 'Incredible India' and has just 
penned a book, Branding India: An 
Incredible Story. But AMITABH KANT, 
Principal Secretary & Special 
Commissioner (Industries), 
Government of Kerala, admits to 
not being ‘exactly thrilled’ on being 
deputed to the Ministry of Tourism 
in 2001. "I wanted finance, but I 
guess my experience with tourism 
in Kerala was responsible for 
nudging me towards this,” he says. 
Kant, 56. has peppered the book 
with vivid details of all that India 
presents and the initiatives taken 
along the way. Maybe, it's time 
someone paid heed to some of the 
infrastructure bottlenecks that Kant 
notes as India gears up to host the 
Commonwealth Games next year. 
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SHEELA BHIDE 


Cyber Achiever 


For two years, SHEELA BHIDE's team at the Ministry of Corporate 
Affairs travelled all over the world looking for the best technology, 
computerised around 15 crore documents and dealt with thousands 
\t that time, it was like 
recalls Bhide, 60, 


of companies, middlemen and banks. “/ 
walking through a tunnel, with no end in sight,” 
now CMD, India Trade Promotion Organisation (rreo). The end came 
and along came recognition. Bhide, then a Joint Secretary, together 
with her team has been conferred the Prime Minister's Award for 
Administrative Excellence for McA-21, an e-governance project und- 
ertaken during her stint to ease registrations by companies. MCA-21 
was conceptualised in 2002 to make the entire ministry paperless 
and seamless. The 24/7 anytime, anywhere e-filing process saved 
companies the arduous process of paperwork that took years to 
materialise and cut down on expenses for the ministry, which started 
saving up to Rs 800 crore per year. E-filing was made mandatory 
Irom September 2006. "I had the best team in the world and couldn't 
have asked for more,” says Bhide, now busy cybernating rrpo. 


Slim and Smart 


Okay, LcD Tvs made the usual cr’ sets 
look like overweight aunties. Now, 
it's the turn of Lcps to suffer the 
ignominy. Samsung has used LEDs 
(light emitting diodes) as the technol- 
ogy for its new Tv set, which not only 
makes the panel super slim, at 29.9 





mm, but the use of Lep also helps 
avoid use of chemicals like mercury 
and lead. One more happy feature: the new technology consumes 40 
per cent less power than an Lcp does. And a hidden benefit: in sustained 
viewing, it hurts the eye less than LCDS or CRTs. 


SAMSUNG LED TV SERIES 6 (40 INCHES) Price: Rs 1,25,000 At the Wheel 


A fortnight ago, PRAKASH M. 
TELANG was in the midst of a 
flurry of activity-accepting 
the board's decision to 
promote him, fielding media 
queries on annual perform- 


Projector-For Work, 
and for Play 


The projector moves out of the 






conference room with Acer's com- 
ance of Tata Motors and 

launching a new truck brand, 
all in a day. Telang, 61, would 
do well to get used to all the 


pact K10. A LEp lamp-based projec- 

tor, the K10 is a system about as big 
as a tiffin. You can set it up at home 
to see the 120 World Cup on big screen and 


then carry it the next day in the palm of your hand to the action as he will now head 
client's office for your PowerPoint presentation. It's not the sharpest Tata Motors’ India 
of projectors, though, and must be placed around 2 ft from the operations as its Managing 


screen for an image size of 1 ft. ACER KIO PROJI Price: Rs 36,673 Director. The job couldn't 
have come at a more 
challenging moment as 
the company is battling 
an economic slowdown and 
faces financing woes for 
PLACES Jaguar Land Rover. But 
: ^ Telang is on familiar terrain. 
Quick Drives In 2000-01, when Tata 
Quick driving trips from four metros if you have a day to spare. Motors went into the red 
Bangalore: Thippagondanahally—Just 35 km from Bangalore, this with its biggest ever loss of 
reservoir houses the submerged Samgameshwara temple Rs 500 crore, Telang's 
that is visible only when the water recedes. cost-cutting, including 
Chennai: Kolathur— 30 km from the city on the voluntary retirement to 
Kolkata highway, numerous ornamental fish are bred and 6,000-odd employees, came 


sold here. They deliver anywhere in India! to the rescue. In the driver's 
seat this time around, the 


‘cost erosion champion’ will 


| need all his prowess to steer 
Mumbai: Matheran—Drive up to the entry point of the the behemoth. 


hill station as cars are banned here. Return the same day. 







Delhi: Pataudi—The Pataudi Palace's (32 km from 
Delhi on NH8) rose and cypress gardens are stunning. 





Kolkata: Raichak—A 90-minute drive from Kolkata on the 
CONTRIBUTED BY SHAMNI PANDI 
east bank of the Hooghly, Raichak is home to the luxury Radisson LNIMEH A CHATURVEDI- STLABIEPIR 
Ffort Hotel. Have breakfast on a ferry here as you watch dolphins play. AND RACHNA M. KOPPIKAI 
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The political leader 
| admire the most 


The leadership lesson 
| remember best is that 


The business leader 
| admire the most 


A book or movie 
| would recommend 


on leadership 
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Worst thing a leader can do 
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All good managers aren't wait 
good leaders du. 
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KOHLER: As | See It. #86 in a series 


‘It’s a dogfight between classic 
lines and contemporary design.” 


FAUCET: Margaux 
SINK: Undertone» 22" undercounter 


trough 
ARTIST: Mark Holthusen 


1800 103 2244 
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Safer citizens of a smarter planet. 


Arguably, the first duty of a state is to protect its Citizens The 
question is, how do we achieve that in an urbanizing world that iS 
becoming more fast-paced and unpredictable every day? 


Significant strides have been made by applying innovative, 
community-based approaches and new technologies to help 
reduce urban crime and improve emergency response. Yet, the 
challenges to public safety continue to grow 


Fortunately, new capabilities are now at our disposal to help make 
urban public safety systems not just more connected and efficient, 
but smarter 
Progressive leaders, for instance, are now able to analyze, 
anticipate and prevent crimes and emergencies, rather than 
respond to them after they occur. They are doing so with smart 
systems that capture data from multiple resources and then apply 
intelligence to this welter of information to detect patterns and react 
on them in real time 


We see it happening today in New York, where police commanders 
are using analytics and visualization tools to see crime patterns, 
even as they form. The city's Real Time Crime Center system can 
quickly query millions of pieces of information to uncover previously 
unknown data relationships and points of connection. Integrated 
crime information analysis, delivered in real time, has helpea 


AM the (AM inan and ibm com are trademarks of international Business Machines Corp 
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New York see a 27% drop in crime since 2001, making it the safest 
large city in the U.S 


We see it happening in Madrid. Following the terrorist attacks of € 
March 2004, the city developed a new Emergency Response 
Center. So today, when a citizen witnesses an accident and places 
an emergency call, the system simultaneously alerts the police, the | 
ambulance service and, if needed, the fire brigade. The smart 
system can recognize if alerts from several different sources relate 

to a single or multiple incidents, and assign the right resources 
based on the requirements coming from the ground 


We now see it happening in India too. DLF, a leading real estate 
company, has initiated a proactive security solution that integrates 
security sub-systems like access control and CCTVs. The solution, 
tested at a DLF premises, has been shown to enhance monitoring 
capabilities and help resolve potential security situations in real time 











For all cities and regions competing in the globa! markeiplace for 
work, investment and talent, safety and security are crucial factors in 
determining overall quality of life. Which is why smarter public safety 
systems are not just a responsibility of the state, but also a priority for 
the success of businesses, communities and civil society at large 


Let's build a smarter planet. Join us and see what others are thinking 
at ibm.com/smarterplanet/in/publicsafety 
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